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FREE To Men Who Sell 


This FREE book tells how the most success- 
ful direct-mail advertisers find new buyers, 
build up live mailing lists, and increase 
Sales! FREE with coupon below. 


“Saves $250 Every Month 


—in statement, payroll, shipping and other 
name-writing work,’’ 
states ‘‘Pep-o-mint’’ Mfrs., Port Chester, N.Y. 


“Sells More Than Any Salesman 


We have 21 salesmen, 20 of whom are out 
on the road drumming up business. The 
one staying at home, the biggest business 
getter, is the Addressograph.”’ 


—Sheuerman Bros., Des Moines, Ia. 


“Saves 90% Time--82% Cost 


—in our Dealer Circularizing department.”’ 
—E. T. Hall, Sec’y, Ralston-Purina, St. Louis. 


So When Others in Your Line 


testify this FREE trial Addressograph helps 
them Sell and Save more, it’s good business 
to mail coupon now! 


Visit Our Exhibits At 


New York, Chicago, St. Louis, Providence 
and other Business Shows this Fall. Offices 
in 46 cities. See your phone book. 












































903 Van Buren - Chicago 

Factories: Chicago, Brooklyn, London 
Canada: 60 W. Front Street, TORONTO 
Vancouver, Montreal, Winnipeg 
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gOFFICE APPLIANCES is a news and technical trade journal, 
serving the entire industry of office equipment. It covers the 
manufacture and distribution of office machinery, office devices, 
office furniture, office supplies and the entire range of commer- 
cial stationery. Its comprehensive news reports of the industry 
and its valuable special articles upon subjects germane to its 
field have given it unusual prestige. It serves a clientele com- 
posed of managers and agents for the various office machines, 
devices and supplies, commercial stationery dealers and many 
of the largest corporations in the United States. It also reaches 
some dealers in fifty-four other countries who deal in American 


office equipment. 


ADVERTISING RATES upon application—only articles of 
office equipment or directly related products eligible. 

{SUBSCRIPTION RATES payable in advance, in the United 
States and its possessions and Mexico—one year, $2.00; two 
two years, $4.00. For- 
eign, all countries in the Postal Union, the equivalent of $3.00 
American gold for one year and $5.00 for two years. Remit- rates. Unaccepted manuscripts wi 
tances may be made by personal checks, drafts on New York 
or Chicago, Postoffice or Express Money Orders, or in American 
Postage Stamps or Currency if sent by registered mail. 


years, $3.00. Canada—one year, $2.50; 


in the officers of 
either directly or 
sents, has any s 
field it serves. 


and development 


consideration. 


ing addresses ch 


given. 


if desired. 


{The ownership of OFFICE APPLIANCES 


any questions germane to its field 


the company. No person, firm or 


is vested solely 


indirectly connected with the business it 4 


hare in its ownership or voice in 
It aims to discuss all subjects falvty, ane 


furnish its readers reliable information con 


of the office appanes industry. .“ 


anged as often as desired. In ordering such 


changes it is necessary that both old and new addresses 


not be returned unless 


age is enclosed by the sender. Correspondents should give 
names and addresses, which will be withheld from publication 


Entered as Second-Class Matter, July 8, 1905, at the Postoffice at Chicago, Ill., under Act of March 8, 1879. 


COPYRIGHT. 


“Office Appliances” is registered in the United States ‘Patent 


Contents covered by Copyright, 1922, by The Office Appliance Company. 


Office, Washington, D. C. 


policy, which has in view at all times the best interests cA = 


to the best of its ability, and 
it asks its readers in all parts of the world to aid it with in- 
quiries and suggestions, to which it will give prompt and earnest 


{CHANGE OF ADDRESS. Subscribers may have their —_, 
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{CONTRIBUTIONS are invited sam any topics of interest to 
this trade. All accepted manusc = a will be paid for at space 
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Blank Books. . . ee Beck Duplicator Co., The 
Adams, Henry T., Mfg. Co........... 249, 300 Check Sorters. Canode Ink Co. TR AE BF 
MOON & -Penee Obscs vcdcccsccdesess 108, 142 Kohihaas Co., The......ccoccccccces —— Disk, A. Uh. Ceara PT 

Blank Notes, Drafts and Receipt Books. t Ulrich Planfiling Equipment Co.......... 293 Heyer haieme DR vic ne dh oases 
Gibson, C. R., CO... . see cece eee eeeeees oe Coin Bags and Wrappers. Jaenecke-Ault CO......- ce eeeeerereeee 

Blanks for Bonds and Stocks. Continental Bank eet Co. 201 0. K. Multigraphing Co ae 
Goes Lithographing Co.................... 157 Downey, C. L., Co., The. ale ne Rotospeed Co., The.......-.++eeeceeceee 
SE MO 6.56 kobe ahde cine nee aaaenevees 241 Copyholders. , Duplicating Stamps. 

Bond Boxes. o a Senate TES Pree le 189 TON-ORI OB. once cvndnsecdugeesten 
Corry-Jamestown Mfg. Corp'’n............. 2 jopyi evices. Seal 
Gris Art Metal Oo......-.--......0...... Eureka Blotter Bath Co..... eivendnialan sos a oy “Se 
General Fireproofing Co................0.. nh Yawman & Erbe Mfg. Co ; 158, 9 eth Oe WR. <x i000 nke esse eee 
Meilink Steel Safe Co., The............. 297 = Costumers. Rivet-O Bie. Od... 6escssccstieeneeins aS: 
Metal Office Furniture re 210 Conrades Mfg. Co peghwekededactca cereal 106 Sealograph rE INGE RR oo - = ue 
Steel Equipment Corp’n...........,...-00. 151 Erie Art Metal Co...... : 255 Standard Envelope Sealer Mfg. Co........ 
Van Dorn Iron Works Co., The...... 146, 147 Furnas — ne Os. tht cans bccn 161 Envelopes 

Book Cases. Udell-Predock Mfg. Co...... 258 Diemer, Setem F., Ode cdcccctsavesedsuen 
Globe-Wernicke Co.86, 107, 130, 138, 182, 239 Crayons, National Fiberstok Envelope Co 
TEROOT OO. cece cccvccccccconcccncse seme, BOO American Crayon Co........ 96 Smead Manufacturing Co., The 

Book Holders. ene Joseph, Crucible Co 110 Tension Envelope GB. 00000 e04s ts eclee 
Meoerbene Blectric OO. siicscccdedewncsenss 189 Aldrich Mfg. Co ogy United States Envelope Co., The 

c a © DAdceeeesseseses ° -- 

ayy 7, SO: Obs .s08< 0508s 249, 300 Ireland & Matthews Mts. Co. 258 — Ste, ink ss eee 
Ge PORSS OO. 0 issn ccncscscvens 108, 142 ome ee a wee). c G4 Dixon, Joseph, Crucible Co...........+. 
— a ——% bg Ba ee wy PRs Golding aMifs ee MIZ. CO......-045. 168 Faber, {Eberhard a 

Bookkeeping Machine Desks ‘ a 7. Miller WOOG. v0: cscvic vodsbsedecsbiewe 
SE ON ig Gln 6 c.vecdudsaveksaticeces 214 Dating Stamps. . as Roberts, Weldon, Rubber Co 

A Melind, Louis, Co...... bdddee vas 0G cache 204 

Bookkeeping Machines. . , . eos Rueh Measse Ob.6cisciscccsts candeneeaban 
7. ~ Bee Gy. Wea ba'6nneeoansdsaccdcanrees 200 
WG sastedhousisatinndad ee 199 : . 2 Eyelets. 

- ies b A Stewart & Co., R. A. 209 “ 205 
Underwood Typewriter Co......! + Back cover Superior Type Co,, The. 209 Rivet-O Mfg. Co...... errrerorr 

Business, Shows. ss Traut & Hine Mfg. Co. 275 + Eyeshades. 

Annual Business Show Co............ 207 Desk Calendars. Featherweight Eyeshade ©o.......... coos sae 
Business Exposition Co.............. 25 Defiance Mfg. Co...... - 286 ~—- Filing Cabinets, Cloth Covered. 

Calculating Machines. Kimpton, Haupt & Co... 289 Diemer, John F., a iphespedinasanh ae - +120 
Monroe Calculating Machine Co. 12% Universal Office Device Co................ 276 Imperial Methods Co,........-.+-++00+ cvecnen 
Times-Into Co., The......... ‘6 ot Desk Lamps. Macey CO., ThE....cccccccvsccsesssce , 260 

Carbon Papers. Aladdin Mfg. Co...... 91 Gaimbors & Ob. occ ccccegecanscovgpcate .. -283 
(See Ribbons and Carbons.) Desk Pads, Blotter. Filing Cabinets, Metal. 

Card Cases. Boorum & Pease Co........... 108, 142 Art Metal Construction Co...........++.. 175 
Improved Boehner Binder Co... 292 ee Oa ee ee errr rs 19 Aurora Metal Cabinet Works.....-.... ++ 236 
Wiggins, The, John B., Co...... 287 TO, Mitinse bbdeesoen vea0s ee Reasons une oo ee eee ood a dedes tee ka <i 

Chair Irons. eee fee eee 28.3 rger 4 pe Dan en's ahead cheer oes 
Bettcher Stamping & Mfg. Co..... 1ian eee Desk Pads, Glass. Canton Art Metal Co. Os dnae.see tbden . 304 
Collier-Keyworth (Co...... ney ays eee . 268 Chicago Mirror & Art Glass Co. el Cary Safe ©0,, Te, 2. ccensscccscceas «<ce 

Chair Pads and |e eye Wes. See: B. O Gesscticccas. sek ieee 219 Corry-Jamestown Mfg. Corp'n......... road 
eee Oe, cones dbadesesee 219 Kimpton, Haupt me Gc sasscs 289 General Fireproofing Co.............-. .155 
MN, Os vos. caancenncves 176 Peler Mie. Gis s6isccssnases 176 Globe-Wernicke Co.86, 107, 130, 138, 182, = 

Chairs. Ravenswood Office Specialties Co 208 Imperial Steel Cabinet Co............... 250 
Oomrades Mfg. Co0.......0000.: 106 Desk Trays. Invincible Metal Furniture Co......... «+ + 196 
Crocker Chair Co...... 297 American Electric Co...... .189 Macey Ce., TWRssosdecescessaescaathe 218, 260 
en ME Oe, BPissecesias cds ..164 Barbee Wire & Iron Works... -skte Metal Office Furniture Co............. +22 e210 
Grand Rapids Office Chair Co.............281 Dem, Gee, Bi, B GBescccscses eos seee Shaw-Walker’ Od. 6c 6.06b000r.00serpeuen ES 
Gunlocke, W. H., Chair Co........ 66 General Fireproofing Co. ose Steel Equipment Corp’n..........-.. eer 
meee, B., & BRO. vesscccecneswss 1 Imperial Methods Co......... cawonae Terrell’s Equipment Co..... Juuneeges ee 25 | 
on eer ere 131 Mseey Oe., BOcccsscvessccs 218, 269 Van Dorn Iron Works Co., The........ 46,7 
Taylor Chair Co., The........... ..156 Shaw-Walker Co............ sot Yawman & Erbe Mfg. Co.......... ... 158, 9 
Toledo Metal Furniture Co., The. | Yawman & Erbe Mfg. Co 158, 159 rues Lng Ey, Ne en 
Van Dorn Iron Works, The....... 146, 7 Desks. uto ce > & InGex -C@.c.6c0s0% vevees 

Check Protectors and Writers. Art Metal Soneaneetien, DR cap enske> anton 175 aoe rates . reer +sshaealee 
Cee: WHeeOe OO, WBiscvcacccsvvedeseas 204 Bentley & Gerwi _— ture Co.......e. 275 rowne-Morse CO, ....-+.++sss+ -.+++.167, 8 
Flaven ee ; a areal ey aos Cae nl 205 Clemetsen Co.. . oe hte, RS ae . .259 Globe-Wernicke Co.86, a 130, "138, 182, 230 
a eee ore Corry-Jamestown Mfg. I Oivrscssceanae 265 Imperial Methods Co pevavicnae ivdesvaee 
Todd Protectograph Ce............. 203 Cee Ge ek hts oe ae dc ea . .268 Macey Co., The..... PPrTvT yyy err 218, 260 
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EE Nn coc ccdons ebsceteberces 280 


Shaw-Walker Co.. 


wn _. SRG 60 Ve ceddecccobeceensi 
Co 


95  — Sa 115, * 17, 3 
wy * Erbe Mfg. i ttersess .-.158, 9 
Filing Specialties. 
Advance Paper Box nt Peéevecvahendteee 245 
American Kardex Co...............0..005. 295 
Bushnell, Alvah & kage Sok om oid he taal 148 
See 120 
Smead Manufacturing Co.. ls = < ca 135 
Ulrich Paadling Equipment Co........... 293 
_ 115, 16, 17, 18 
Filing Supplies. 
American Mfg. Concern... .245 
Boston Index Card Co................00:- 136 
PT, cpekceccsccccsscestsé 167, 8 
General Fireproofing Co.................. 155 
Globe-Wernicke Co., The................. 
pispeeecoces 86, 107, 130, 138, 182, = 
Imperial ET Mis cbidisdd ececacacudes 141 
A 292 
Macey Co., i dh eewae con.vee 46s 218, = 
Oxford Filing ET Gi A neamanncu 63 nedel 
ence cc nkcectasenacnekes 1008 
et Os ew ocacuec cade éuehan 295 
Smead Manufacturing Co., The........... 135 
Steel ga, 151 
United Business Equipment Co........... 282 
. 4 \ Spare 115, 16, 17, 18 
Yawman & Erbe Mfg. Co.............. 58, 9 
Folding Machines. 
American Multigraph Sales Co............. 113 
Floor Coverings, Office. 
I Oi ne eeccneesciace -139 
Fountain Pens. 
rn me Uo, At OR. BRO. ccccicseces 288 
iy i ere arre 295 
Paramount Pen Co. 287 
Ge Me do 6605 66 eeenescnseees 127 
i ie he eM oe ge Wa seddcesstncestue 171 
EE ee eee 294 
Fountain Pen Name Engraver. 
Modern Inventions Corp'n. 256 
Furniture Finish Solution. 
ee 281 
Gold Pens. 
Acme Gold Pen Co........... 294 
ere 295 
Hoteis. 
ee 284 
Index Card Signals. 
EE Pe re pra 132 
Yawman & Erbe Mfg. Co............. 158, 9 
Index Tabs. 
EE OES Er 250 
er ee ee 23: 
i i Me... occ cccccucseess 97 
ee GD Cvacacescccscsnnes 276 
Inks, Adhesives, Etc. 
Commercial Paste Co., Inc., The.......... 270 
General Eclipse Co............. dcanegue 276 
Higgins, Chas. M., Co........... .291 
FO re 242 
Inkstands. 
Ps MNOERRR O08... 6c cccccccccccccces 274 
Cushman & Denison Mfg. Co............. 284 
nn ode 6 eGceebeesesece 276 
EY I ns sn an benecnceeciset 289 
Knickerbocker Inkstand Co.............. 290 
New Martinsville Glass Mfg. Co 292 
Sengbusch S-C Inkstand Co............... 247 
Key Rings. 
Adams, Henry T., Mfg. Co........... 249, 300 
Letter» Distributors. - 
eee Te ee 291 
Imperial Methods Co.............08:. 141 
is Mis 66-6 0600edsscstcess< 267 
ein nbn cdccecetessacestee 290 
Ulrich Planfiling Equipment Co..........293 
Letter Openers. 
ie Ce vdieceséescndtenteesed ses 112 
en ae Cas ececessceseeectens 289 
Linoleum, 
i de acc e as aden oweb ene .139 
Loose Leaf, Books and Systems. 
I Sree 192 
Adams, Henry T., Mfg. Co 249, 300 
ee 263 
SY Oe IN og ce cccccecacces 108, 142 
Chicago Binder & File Co rere 
'. B. Manufacturing Co...... <aacee 
Feldmann’s System Mfg. Co.............. 286 
Hughes Loose Leaf Metal Co... 290 
Irving-Pitt Mfg. Co....... ; 165 
Lefebure Ledger Co...... Ep { 
rr es cece eet ekhenesoeet 
Plew & Motter Co.......... senea 
Sheppard, The C. E., Co...... 
Stationers Loose Leaf Co.......... 
Tenacity Mfg. Co., Inc., The.... 
ee 


Wilson-Jones Loose Leaf Co...... es 
Mail Room a and Sycteme. 
Bircher Co., Inc., The. 
Matched Office Suites. 
Macey Co., The 
Memo Devices. 
Apex Memo Pad Co 


Feldmann’s System Mfz Co 

Steleix Metal Products Co.. 

Weinman Brothers............ 
Moisteners. 

Argus Mfg. Co...... 

re CS OR. a ccccccccecce 

Rivet-O Mfg. Co........ : 

Sengbusch S-C Inkstand Co......... 

Weommeam  EretReks......ccccccess 





Mucilage Bottles. 





i Oe MR atecccesccesedteees 289 
Numbering Machines. 
American Numbering Machine Co......... 177 
ae ae 221 
Consolidated Stamp Mfg. Co............. 264 
Roberts Numbering Machine Co........... 154 
ee Os oc.cd ove s cGeunes 275 
Paper. 

i an A OO DR. ct cccccescceall 293 
Crane, Z. SS ear - 2+ 0849 
ee, Ge Oe ED OO. 2. ccccccccsccsces 133 
I PUI GIDe owes ccocccccccesecscome 
ee ae cad danske cetacas 194 

r Clips. 

nC cect gehcdes casiatnesone 102 
I, TG cen ec neon ccecieeseceeess 276 
Cushman & Denison Mfg. Co............. 2 
ES ngcg pase S¢0re se ceneee 132 
Kimpton, Haupt & Co......... Pucenewen 289 
I Oe oso cewcéeedicccsseeecd 274 
ee GOD oc ac ecccwccccecses 294 
Tip Top Mfg. Oo............. véeccnsee 
Treiber-Cahill — Diictaes-d~ s+ 289 
Vail Mfg. Co. aes 287 


Paper Fastening Stedhines. 
EE I cain occccccececacesa 
Mi Meat acs cence cceepes hon ini 
Defiance Manufacturing 
Eveready Mfg. Co........... ‘ 
ty Ci Mis TR cece eeevice case 
Machine Appliance Corp’n. 
Rivet-O Manufacturing Co....... 

Patents. 
ie Pe 

Pen and Pencil /—— 

Argus Mfg. 
Defiance ite’ Orr er ye yee 86 
Traut & Hine Mfg. 5 
Waterman, L. 


Pencil Sharpeners. 








49 








Automatic Pencil Sharpener Co........... 100 

Collins Ink Eradicator Co.................294 

i  Siewns ccucaconccs cs tesees 132 
Pencils, Cedar. 

American Lead Pencil Co............. 153, 208 

Dixon, Joseph, Crucible Co............... 110 

ss aS ioe o6p e 06-6006 «6's 06 meh 272 

Pencil Exchange, Inc., The............. 125 

i a civetitecesthiacs canested 262 
Pencils, Thin Lead sngamine. 

Dow, Louis F., Co. 205, 206 

Ingersoll- Redipoint Co., ‘Ine. Serre res 144 

I a os d bceendneesnceseewen 243 

RE errr 171 
Penholders. 

American Lead Pencil Co............. 104, 153 

Dixon, Joseph, Crucible Co............... 110 

PE, SSE co c6ccccccccocecsesseseee 272 

Pe neeta ev asghabSsevrdceccees 284 
Penknives. 

tT Pi ebideedd eCeC6S ESSE Cede cceceenenees 294 
Pens, Steel. 

Esterbrook Pen Mfg. Co......... 143, 265 

Hunt, C. Howard, Pen Co...............- 283 

rn es i dnin chee 66d eb eco 0 aen ens : 

Turner & Harrison Pen Mfg. Co......... 286 
Pens, Shading. 

BUMNES BOR OB. occ cc ceccccccce 290 
Picture Hooks. 

GBeuccctencsucseneecceen 286 
Pins. 

Crescent Brass & Pin Co............ sccanee 

 - Sy SSS Eee rer sree 287 
Platens, Typewriter. 

American Writing Machine Co......89, 99, 233 

BE TE Gin ccccccccccscosscccscises 305 
Postal Scales. 

i Hn) Rs wcetedkcceseceseeseceeds ene 

ES Tre Tere 

Triner Seale & Mfg. Piseebivctsesesennas 253 
Publications. 

American Exchange Service............. 261 

SE ME a ccc cceceecscccnccccoseese 173 

PTT TIT Tee 298 

Sy Ms ck Gtbcceescecesekoncccecesc+asmee 
Punches. 

SN TI, Gn cccisccsiesccccccscsesses 286 

Machine Appliance Corp’n........... sees 

Rivet-O Manufacturing Co................295 
Push-Pins. 

Beeete Pumh-Pim O00... .ccccccccccess 286 
Ribbons and Carbons. 

eet d Bc cs eenensey ecneneé 283 

American Manifold Products Corp'n .237 

AMEE & Wie OO... cccccccccccccccccescne 181 


Beck, R. 

Buckeye Ribbon & Carbon Co., 
Sy Se, ON, cnesiabacaseecesese 
Columbia Ribbon & Carbon Mfg. 
Cooper Carbon Coated Paper Co 
Corona Supply Co. oe 
Crown Ribbon & Carbon Mfg. 








DE EL) Gn do ceocctssccccsecees 
Iron Clad Ribbon & Carbon y 
Manifold Supplies Co............. 
Miller-Bryant-Pierce Co........... re 

Milo Ribbon & Carbon Co...........0.5065 277 
Besant Ge VORBER. cc ccccccccccccces ; 
Nei@ien Preecess O0......-.. ae 

Old Town Ribbon & Carbon "epee = 
Peerless Carbon & Ribbon Mfg. Co 3 
Phillips Ribbon & Carbon Co............. 246 
SEE, Gt ME canddcccoesccccccceceesesese 205 
TCE TTL TTT TT Cr 160 
Union Ribbon & Carbon Co.......... oosaen 
U. S. Typewriter Ribbon Mfz. Co <i 
Webeter, F. Ben OOsccccccees 92, 93, 266 


Rubber Bands. 


i, 6 nae se cenedeeeene 272 
Vuleo Rubber Fabrics Co...... 294 
Rubber Stamps. 
Consolidated Stamp Mfg. Co , 264 
Medearis Moulding Co.............. . 238 
P,, BO, Dc cc ccccesss 64 
Meyer & Wenthe. ....c.csese. 269 
 —< *. §S SS rere 299 
Superior Type Co., The....... 209 
Rulers. 
Adams, Henry T., Mfg. Co 249, 300 
American Mfg. Concern... 245 
National Rule Co., The...... 271 
Safety Deposit Boxes. 
Barshal Co., The... 280 
ee TR GOeccccceccccccs 16: 
General Fireproofing Co., The 155 
Invincible Metal Furniture Co 196 
Safes. 
Cary Safe Co............. chankewe 162 
General Fireproofing Co............... .155 
Giobe Wernicke Co., The........ ee 
ee ey 86, 107, 130, 138, 182, 239 
Be Bate Co., BOs eccccvcccccccecs 184 
Herring-Hall-Marvin afe Co 191 
GE, BPncrasccececneeces ...218, 260 
Metal Office Furniture Co 210 
Schwab Safe Co., The............ 200 
Shaw-Walker Co.............- 109 
Steel Equipment Corp’n.. 151 
Van Dorn Iron Works Co., The 146, 7 
Yawman & Erbe Mfg. Co..... .158, 9 


Seals, Notary and Corporation. 
Melind, Louis, 
Meyer & Wenthe 
menwert & Oe., BB. B.nccoccccecece 
Superior Type Co., The...... 


Second-Hand Office Machinery. 





Chicago Safe & Mdse. Co.. o «200 

Morse Office Equipment Co. 291 

DER ODBoccvcccasceccence 294 

Times-Into Co Bs oe estaNane 294 
Shelving. 

General Fireproofing Co...... 155 

Terrell’s Equipment Co...... 254 
Sign Markers. 

De, SEE Bis cecccccdeserss 291 

National Sign Stencil Co 129 


Sorting Devices. 
Currier Mfg 
Kohlhaas 
Ulrich Planfiling 
Unyversal Utylyty 


Stamp Affixers. 
Bircher Co., 
Multipost 
Standard Stamp 


Stamp Pads. 
Consolidated 
Ideal Stamp Pad Co. 
Peerless Carbon & Ribbon 
Rivet-O Mfg. Co........ 
Stewart & Co,, R. A.... 
Superior Type Co., The. 

Stands, Metal, for Office Machines. 

Adjustable Table Co......... ‘ 128 


Equipment Co 
Unyts Co. 





Inc., 


Attixe r 


Stamp Mfg. Co... 
Mfg Co 





Fowler-Manson-Sherman C ycle Mfg. Co 279 

Hammond Typewriter Corp'n. .197 

Simplex Steel Stpg. & Mfg Co.. 246 
Stapling Machines. 

MED TREO OB. .cccccccccccces 178 

> a Serre 286 

Hotchkiss Sales Co........... 9 

Seve, Alex H., CO..cccccece 229 
Stationery, Embossed and Engraved. 

American Embossing Co...... S4 

TEER }46PBPOEROES... ccc ccccccccces 241 

Wiggins, John B., Co........ 87 
Stationery Cabinets, 

Collating Devices Corp'n..... 267 

General Fireproofing Co... 155 

Imperial Methods C 141 

OT Se ree 218, 260 

Terrell’s Equipment Co 254 
Stencils. 

Meyer & Wenthe........... 269 
Stenographer's Note Books. 

toorum & Pease Co..... 108 142 

Rockwell-Barnes Co...... 74 
Swinging Typewriter Stands. 

American Writing Machine Co 89. 99, 233 

DS, Wiles éebnseeecnese 115, 16, 17, 18 
Tables. 

Corry-Jamestown Mfg, Corp'n er 

Furnas Office Furniture Co.. 161 

General Fireproofing Co. 155 

Mutschier Bros. Co... 251 

St. Johns Table Co.. ; 122 

Udell-Predock Mfg. Co........ 258 

Van Dorn lron Works Co., The 146, 7 
Telephone Attachmerts. 

American Electric Co. , 189 

Colytt Laboratories.... ‘ 283, 293 
Thumb Tacks. 

Solidhed Tack Co...... 292 
Time Stamps and Recorders. 

Automatic Time Stamp Co. ’ . 293 

Melind, Louis, Co.... 64 
Type, Typewriter. 

Ames Supply Co..... ‘ - B05 

Thorp & Martin Typewriter Co. 257 


(Concluded page.) 


at bottom of opposite 
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WAN TS and 


FOR SALE 








SITUATIONS WANTED. 
SITUATION WANTED—Typevwriter 





me- 





WANTED—tTraveling Salesman who un- 
derstands office supplies, filing equipment, 
printing and bank supplies, Montana and 





WANTED—Strictly high class salesman 
for the eleven extreme western states on 
a commission basis, to call on the Sta- 








chanic, 18 years’ experience, factories, re- Dakota territory open. Give full detail, tioners, Office Outfitters, Hardware, Fur- 

building plants and repair shop, am all ¢xperience, etc., first letter. Address niture and Department Store trade. Man 

around man, age 36, fast worker. Ad- p-.29, care Office Appliances, Chicago. only with favorable past record and cli- 

dress W-10, care Office Appliances, Chi- entele with this trade will be considered. 

cago. WANTED—By old established southern fyij information regarding pas 
Stationery house of seventy-eight years’ age, references, character, etc., with let- 

EXECUTIVE of 15 years’ experience continuous business, an experienced Office ter of application. An excellent oppor- 

capable of handling sales force in the Furniture salesman to solicit business in tunity for a big man. Address N-14, care 

office equipment business desires new the city. Only high class men with A-1 Office Appliances, Chicago. 

connection. Only high grade proposition references need _ apply. State salary 

considered. References exchanged. Ad- wanted. The R. L. Bryan Company, Co- FOR SALE 

dress Z-51, Office Appliances, Chicago. lumbia, S. C. . 





MARRIED MAN of many years’ experi- 
ence in the Office Appliance and Station- 
ery field with an excellent sales record 
who has traveled the New England, North 
Atlantic and Central states and is well 
known throughout the trade desires posi- 
tion as Sales Manager with thoroughly 
responsible and reputable house who can 
afford to employ high grade man. Am 
at present employed and could change at 
thirty days’ notice. Address S-48, care 
Office Appliances, Chicago. 





MAN of proven ability in the manufac- 
turing and selling of built to order stock 
metal furniture will be available January 
Ist. Connection desired with concern 
wishing to increase output. Fully experi- 
enced in handling sales management at 
factory and branch offices. Highest refer- 
ences as to ability and character can be 
given. Address F-15, care Office Ap- 
pliances, Chicago, Il. 

YOUNG and live stationery man, 
years’ practical selling experience, 
to make 











fifteen 
wishes 
connections with manufacturers 
as traveling man. Will make any terri- 
‘ory Denver west. Can also establish 
local office here in Los Angeles if neces- 
sary. Give me the line and I will put it 
over. Can come east and confer in per- 
son if necessary. Can furnish best refer- 
ences. Address W-9, care Office Aplli- 
ances, Chicago. 








SALESMEN WANTED. 


WANTED—Salesmen who understand of- 
fice supplies and printing, to handle our 
line on a straight commission basis. Good 








territory open. National Office Supply 
Co., Zion City, Til. 

WANTED—Salesman experienced in Of- 
fice Equipment and Supplies, Safe-Cab- 
inet, Filing Equipment. State age, ex- 
perience and references. 


Utica Office 
, Utica, N. Y. 


DETROIT-CARD INDEX expert to sell 
new mechanical card-index. Proven suc- 


Supply Co., Inc. 





cess. Salary and commission. Give age, 
experience in this line, nationality. Ad- 
dress R-9, care Office Appliances, Chi- 


cago. 


WANTED—A representative to travel in 
the territory of Ky., Tenn., Ala., Ga. and 





START YOUR OWN AGENCY — Office 
appliance line. Meets universal need. 
Large sales possibilities. Stock on con- 
signment. Factory does collecting. Com- 
mission 45%. Only full time men consid- 


ered. Prefer men able to build up Sales 
organization and take over territory. 
Carey, 4730 McGraw Ave., Detroit. 





A DESK manufacturing company estab- 
lished ten years is extensively enlarging 
its line and requires the services of a 
high-grade experienced salesman who 
can bring in business from the start. This 
is an unusual opportunity for ambitious 
man. Salary commensurate with results 


DUPLICATORS, new and used. Supplies. 
Adding machines, used. Mail room 
equipment. R. Wales Company, 
Syracuse, N. Y. 


MULTIGRAPHS—Like new at one-third 
to one-half cost. Thorowsny oe rebuilt, a 
cluding new type, platens, ——— = 
[ron-clad two year rantee. ill ie 
on approval Russell Earnest Baum, 33 
South Broad Street, Philadelphia, 


ADDRESSING Machines, multigraphs, 
duplicators, letter folders, envel seal- 
ers, mailometers, check writers, dictating 
machines, multicolor presses—at about 

















and interest in company obtainable if de- half the manufacturer’s price. Pruitt 
sired. Address V-11, care Office Appli- Company, 170-H North Wells, Chicago. 
ances, Chicago. 

ADVERTISING AND NOVELTY SALES- BUSINESS OPPORTUNITIES. 
MEN of ability, experience and large 


earning capacity can connect with manu- 


facturer leather and advertising spe- 
cialties in ready demand among banks 
and big business concerns. Fine con- 
tract, commission basis. $150 on single 
order not unusual. Selling aid ex- 
tended. Write us fully about your ex- 
perience. This is an unusual oppor- 
tunity. David , Zell, Inc., Dept. L, 532 


Broadway, N. 








MECHANICS WANTED. 





HIGH GRADE combination typewriter re- 
pairman and salesman or live wire sales- 
man only. Muncie Typewriter Exchange, 
Muncie, Ind. 





WANTED—An experienced mechanic on 
all makes of typewriters. Permanent 





position. Morse Office Equipment Co., 
94 Washington St., Boston, Mass. 
REPAIRMAN—Experienced on L. C. 


Smiths. One familiar with other makes 
preferred. Good opening. L. C. Smith 
Dealer, 210 S. Second, Evansville, Ind. 





WE ARE IN NEED of a number of ex- 
perienced typewriter aligners and as- 
semblers. Can use a few apprentices. 
Large light factory and ideal working 
conditions. American Writing Machine 
Co., Newark, N. J. 


MISCELLANEOUS. 


WANTED TO PURCHASE—Underwood, 
Woodstock, L. C. Smith Royal Typewrit- 


























FOR SALE —Stationery store, town eleven 
thousand, established twenty years. Ad- 
dress T-16, care Office Appliances, Chi- 
cago. 


FOR SALE—Fine stationery and printing 
business in good South Georgia town, 
seaport and tourist center, best city lo- 
cation, reasonable overhead expense. Ap- 
ply BB, care Office Appliances, Chicago. 


WILL SELL office equipment and com- 








mercial stationery business in North 
Florida city, good location, good lease 
with low overhead expense. tock is in 


A-No. 1 condition. Reason for selling, 
other interests require greater rt 
owner’s time. Address L. C. ormick, 
Attorney, 520 Professional Building, Jack- 
sonville, . 


OPPORTUNITY for party to join adver- 
tiser in new patented mechanical device, 
covering the only remaining im t 
branch of ‘office work not hitherto me- 
chanically operated. This machine for 
the first time supersedes laborious hand 
labor employed hourly in oar office. 

in price, no competing line, trial sales 
more than ay ag purchasers. Unlim- 





ited scope. da” in its infancy. 
Privately owned, ground floor pro tion. 
Box Y-13, care Office Appliances, icago. 





EXCELLENT OPPORTUNITY—A large 
Ohio company, nationally known, manu- 
facturers of business systems selling to 
every line of business, has several very 












Fla., who is interested to carry a line of . ashlee eae 2 good territories open for assignment in 
office chairs. Address ‘0-8, care Office a a 2 =— different sections of the United States. 
Appliances, Chicago. pe and .—- soft hg ind le ‘Typewriter Ex- &xcellent commission arrangement on in- 
ao, See: stallations and repeat orders. Botaliehed 
WANTED—An_ experienced typewriter % ousiness Offers continuous source n- 
salesman with a capital, bag ct AGENCIES WANTED. come. Factory carries consignment and 
partner in well established business. Or RESPONSIBLE sales organization wishes accounts. Exclusive representation ne- 
will pay salary and commission to the to secure exclusive Chicago agency for a cessary. A fascinating and highly re- 
right man. Address H-17, care Office good line of office appliances. Address munerative proposition. Address X-13, 
Appliances, Chicago. M- 15, care _ Office” Appliance “8s, Chicago. care Office Appliances, Chicago. 
“CLASSIFIED INDEX TO ADVERTISERS, Concluded. 
Typewriter Cabinets. Demountable Typewriter Co....... 185, 6, 7, 8 Ventilators, Office. 
Byron Typewriter Cabinet Co............. 264 Hammond Typewriter Corp’n............. 197 Chicago Mirror & Art Glass Co...........152 
ene Oo, eee 287 Set ate ig (mete ° ee eneecescveceerrs = Wardrobes. : 
Toledo Metal Furniture Co., The.......... 220 emington Typewriter Co...........--+-+. 8 
Typewriter Specialties and Supplies. Royal Typewriter ©0...........-scsecseee 94 Furnas Chee Dosetoe Oe ste teaeeeeeenes 3 
American Exchange Service..............- 261 Smith, L. o.. & Bros. Typewriter Go... 98 Tey —— pment eorececoes ob vs eerie 
y, BY Win cskckagecbeeteiuseneanas 305 Underwood Typewriter Co..... sac cover Baskets. 
yo all ee Ser Pee Victor Tyecwtibes 1 ES SM A 253 American — Vulcanized Fibre Co..... pres | 
GN MND.4. 5 55 cocekn theses cdaeseliavial 293 Woodstock Typewriter Co................ 305 Barbee Wire & Iron Works..,..... oeeee eA TZ 
ee Se cc hGuah ecw neaaed 193 r Cordley & Hayes......-+-ssececees ashe aes 
gS eae ypewriters, Rebuilt. ba — Erie Art Metal Co,.....-..+.s+++ eevee 
A FU OR eae 295 American Writing Machine Co....89, 99, 233 General an pootes Co., a. ERS 
Wee MORNE 0. occcacsvccvesessceuadss 103 General Typewriter Exchange, Inc. 235 we ng ste ee ees eeeessenes -. 218, 269 
Nielson Supply Co.......sccccccsccecccece 294 Morse Office Equipment Co................ 2: Massillon ‘Wire. Basket Os. SOR. iciacee - -293 
Peerless Key Co., Imc....ccccccccccecees 917 Regal Typewriter Co.......+-+s+eeeeeeees 2s Metal Office Furniture Co............. .210 
een le WR Obi. ceencvdad arena sievaan ox Shipman-Ward Mfg. CO. eee cence eee ee 22 Motors Sheet Steel Co., The. . B02 
Thorp & Martin Typewriter Co............ 257 Typewriter Emporium............s++s+es Peerless Wire Goods Co -288 
Wameee. OW. G., GO. .occcceccccscce 92. 93. 266 United Typewriter Exchange Co 9 Penn Art Steel Works.. 215 
Typewriters, New. : Wholesale Typewriter Co...... 5 Vall Mfg, OO. .ccsorvetreccccssesicssnense 287 
Allen Typewriter Mfg. Co..............-. 174 Young Typewriter C0......+++++++++e+e0s 121 Wholesale Stationery. 
American Writing Machine Co......89, 99, 233 Vault Doors. Associated Stationers Supply Co...........216 
Corona Typewriter ©0....ccccccccccsceees 213 Gee Glee Cha dense ckccssadsncccdanunes 162 Stationers Wholesale Supply Co......... .126 





\ 
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The RECENT 
PATENTS 


Copies of any one of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 








No. 1,431,641.—Combined holder and punch for checks; pat- 
ented October 10, 1922, by Charlies A. Erickson, Chicago, Ill. 
No. 1,428,832.—Word centering device on typewriting ma- 
chine, as applied to an Underwood typewriter, an improvement 
on a previous patent; patented September 12, 1922, by Harry 
Bates of New York, assignor to Underwood Typewriter Com- 
—_ of the same place. 
No. 1,431,558.—New and improved back spacing mechanism 
or tye pewriting machines; patented October 10, 1922, by Edwin 
arney of New Rochelle, N. Y., assignor to Remington 
Fapaeen Company of !lion, N. Y. 
No. 1,431,538 and 1,431,539. —Fountain pen; patented October 
10, 1922, by Oliver Mitchell of Brookline, Mass. 
No. 1,430,970.—Propelling lead pencil; patented October 3. 
1922, by Howard L. Fischer of St. Paul, Minn., assignor to 
Brown & Bigelow of the same place. 


1,420,589. Support for pencil sharpener.—Arthur L. Talbot. 
Des Moines, lowa. 

1,420,654. Paper clasp.—James W. Grant, Bridgeport, Conn. 
(assignor to Fred J. Kline, Long Island City, N. Y.). 

1,420,874. Ribbon attachment especially adapted to type- 
writers.—Wm. H. Sinclair, Berkeley, Calif. (assignor to Mani- 
fold Impressions Corporation. Carson City, Nev.). 

1,420,998. Typewriter.—Carlo Gagliazzo, Ronco Biellese, Italy 

1,421,083. Typewriting machine.—Edward B. Hess, New 


York, and Geo. E. Handley, k tlendale, N. Y. (assignors to Royal 


Typewriter Company, New York. N. Y.). 

1,421,126. Loose leaf binder.—John Bystrom, Chicago, IL 

1,421,134. Typewriting machine.—J. Frank Allard, Brooklyn, 
N. Y. (assignor to Underwood Typewriter Company, New York, 
ms Ber 

1,421,201. Writing-adding machine.—Harry A. Foothorap. 
Harrisburg, Penna. (assignor to Elliott-Fisher Company, Har- 
risburg, Penna.). 

1,421,227. Envelope.—Harry Heading. Hanging Rock, Ohio. 

1,421,240.—.Two-fold envelope or double’ = envelope.—Juichi 


Ikeda and Masashi Miura, Kobe, Japan. 
1,421,262. Check holder.—Jos. B. Larkin, 
1,421,367. Showcard, calendar and the 

derson, Hyde, England. 


Palo Alto, Calif. 
like.—William J. An- 


1,421,379. Calendar.—S. O. Bartlett, New York, N. Y. 

1,421,535. Pencil grip.—Van Quinton Murdock, Columbus, 
Ohio. 

1,421,574. Display book.—Morris Schlosser, New York, N. Y. 

1,421,581. Typewriting machine.—George A. Seib, Ilion, N. Y. 
(assignor to Remington Typewriter Company). 

1,421,657. Pencil and pen clip.—Alfred Allen, Birmingham, 


England. 









































1,428,544 


No. 1,430,356.—Line spacing mechanism for typewriting ma- 
chine, particularly adapted to portable typewriters; patented 
September 26, 1922, by George W. Campbell of Hartford, Conn., 
assignor to the Underwood Typewriter Company, New York, 
a We 

No. 1,430,284.—A new typewriting machine, having keys which 
are not individual to the several characters, but which are less 
in number and correspond to the fingers of the operator in num- 
ber and position. Means are provided, preferably eiectrical, by 
which the operation of the keys singly or in combination sep- 
arately controls the type bars; patented September 26, 1922, by 
Paul H. Burdick of Geneva, Ill. 


No. 1,428,544.—Removable cap for typewriter keys; patented 
September 12, 1922, by Robert S. Graham of New York, ¥.. 
assignor of one-half to Willis M. Folimer of the same place. 


1,421,677. Loose leaf binder or file—Williaam F. Dunning. 
Washington, D. C. 

1,421,719. Control mechanism for calculating machines 
Tohn F. Robb, Cleveland, Ohio. 

1,421,780. Ribbon mechanism for typewriters.—Otto A. Ho- 


kanson, Woodstock, IIL. 
Company). 
1,421,867. Machine for se aling — and 
Maxwell Vidaver, New York, N. 
1,421,946.—Typewriting machine.- 
ington. D. C. (Cassignor to 
New York, N. Y.). 


(assignor to Woodstock Typewriter 


stamping envelopes 


—~Arthur A. 
Underwood 


Johnson 
Typewriter 


Wash 


Company, 


1,422,053. Typewriting-instruction machine.—Oscar J. Han- 
son, Fargo, N. Dak. 

1,422,148. Paper fastener.—A. S. Tonkin, Lyndhurst Head 
Hastings, New Zealand. 

1,422,267. Cover for typewriter keys.—O. A. Hokanson, Wood- 
stock, Ill. (assignor to Woodstock Typewriter Company, Wood 
stock, Ill., a corporation of Illinois). 

1,422,433. Typewriting machine.—Rudolph Fries, Berlin, Ger- 
many. 

1,422,617. Typewriting machine.—Joseph Phelps, North Cald- 
well. N. J. (assignor to Remington Typewriter Company, Ilion 
a. Bale 

1,422,757. Apparatus for inking typewriter ribbons of any 


make.—-Otto Frankenbusch, Vienna, Austria. 
* * a 
1,422,944. 
Wash. 
1.422.950. 
Fargo and 
Irving -Pitt 


Caleulator.—Harvey # Edmondson, Spokane, 
Loose leaf binder and stand therefor—Charles R 
Paul O. Unger, Kansas City. Mo., assignors te 
Manufacturing Company, Kansas City, Mo 























Overseas. 
Adelaide, Australia.—Cruickshank Typewriter Service, Peel 
street, desires to make a connection with an American type- 


writer manufacturer. The company is in a position to give ex- 
clusive attention to the line for which it secures an agency. 

Great Britain.—A director of one of the largest British sta- 
tionery, printing and binding businesses is visiting in the East- 
ern United States He wishes to make appointments with rep- 
resentatives of American firms desiring a sole selling agent for 
Great Britair Address, with full particulars, “‘H. B. V.,’’ care 
of Msterbrook Steel Pern Manufacturing Company, Camden, N. J. 

London, W. 1., England.—I. Lubbock, 174 Piccadilly, wishes 
to undertake the representation of American manufacturers. 
He desires exclusive agencies. Mr. Lubbock specializes in in- 
troducing specialties and novelties of all kinds, backing them 
With well-conceivedl newspaper advertising. 

Sao Paulo, Brazil.—Casa Systema. Caixa Postal 1050, desires 
to secure the sole agency for a good calculating or adding ma- 





chine in Brazil This concern, already well-established in the 
office appliance field, has several fine agencies of prominent 


American manufacturers. 


Stockhoim, Sweden.—Bernard Nordin, Tre Liljors Plan Nr. 
1, is planning to open a stationery store in the near future. He 
is spevially interested in American fountain pens and me- 


chanical pencils 

Turramurra, New South Wales, Australia.—S. G. Walker, a 
specialty salesman operating in the vicinity of Sydney, wishes 
to receive catalogues and prices from manufacturers of office 
wppliances and equipment, such as autographic registers, filing 
systems, loose leaf devices, etc. He is particularly interested 
In the latest methods and devices. He says he has excellent 
facilities for handling agency propositions. 


Domestic. 


Baton Rouge, La.—The Southern Stationery Store is com- 
piling a new catalogue, 8%x11 inches. It will consist of ap- 
proximately 200 pages, with an edition of 5.000 copies, devoted 
to bank, office, typewriter and school supplies. J. D. Clactor, 
sales manager, desires to correspond with manufacturers who 
desire more aggressive representation in the territory, and are 
prepared to co-operate in the preparation of the catalogue and 
extending the sales. 

Chicago, IIl.—A responsible sales organization operating in 
the Chicago territory wishes an exclusive sales agency for some 
well-known office appliance to sell to the office equipment field. 
Address M-15, care Office Appliances, 417 South Dearborn street, 
Chicago, Ul. 

Chicago, Ili.—The Chicago Yacht Club plans the installation 
of a number of steel lockers in a new floating club house to be 
built for sailing members at Belmont Harbor. These lockers 
must be ventilated, as wet clothing is frequently stored in them. 
A master key for the entire battery is required. The architect 
in charge is Clark Wright, care Geo. C. Nimmons & Company, 
122 South Michigan boulevard, Chicago, Tl. 

Norfolk, Va.—E. J. Clarke, of the Carnegie Office 
Company, 211-13 East Main street. has requested 
turers of lockers to communicate with him. 

Pacific Coast.—A representative handling the lines of sev- 
eral Eastern stationery manufacturers, can take on one ad- 
ditional product to advantage. The territory from Denver West 
is thoroughly covered. Address X-12, care Office Appliances, 417 
South Dearborn street, Chicago, Ill. 

Philadelphia, Penna.—W. A. Shaffer, 216 
wishes to receive catalorues, prices, etc.. 
of eyelet stapling and punching machines. 

Portiand, Ore.—The Royal Sales Company. 501 Oregon build- 
ing. wishes to hear from manufacturers desiring representation. 
The company is interested in typewriters, adding machines. 
eheck writers and other office devices. Communications should 
be directed to Mr. Jacobs. manager. 

Portland, Ore.—H. €C. Browne & Company, 373 Yamhill street, 
is an established printing and publishing business. This is be- 
ing extended by the addition of a department handling office 
equipment and stationery. Manufacturers are invited to submit 
propositions to the stationery department, sending catalogues 
and price lists. 

Reading, Penna.—W. A. W. Werner. Ninth and Court streets, 
has cpened a new stationery store. M. H. C. Shaeber, who has 
been connected with the stationery business for many years, 
wishes to get in touch with manufacturers and wholesalers of 
office equipment and supplies. 

Seattle. Wash.—The Scandinavian-American 300k Com- 
panv, 1205 First avenue, has recently taken over a stationery 
business, and plans to expand. It is desired to establish con- 
nections with manufacturers of ali kinds of merchandise per- 
taining to the office supply and stationery business. Catalogues 
and best prices are requested, with samples where practicable 
The company was established in 1902, and is prepared to give 
trade references. 


Appliance 
manufac- 


Walnut street, 
from manufacturers 


Adding and Calculating Machines. 


See No. 3919 under Pens and Pencils. 
Cash Registers. 
3769.—Cash registers, second hand and _ rebuilt—Uruguay 
Purchase desired. 
Furniture. 


See No. 3770 under Stationery. 
See No. 3805 under 'Tynewriters. 
Other Machines. 


See No. 3895 under Paper 
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Paper. 

Newsprint paper, stationery, wrapping paper and oiled 
paper, of all qualities—China Agency desired. Quotations, c. 
: cm atow. Terms, cash against documents through Chinese 
aANK. 

3895.—All kinds of paper, stationery and office supplies, type- 
writers, duplicating machines, advertising specialties, per- 
fumery, drugs and medicines, toilet soaps, face powders and 
colors, tooth paste and shaving soaps and creams—Venezuela. 
Agency desired. Quotations. f. o. b. New York or New Orleans. 

3852.—Letter paper, newsprint and print paper, glassine and 
silk paper-—-Argentina. Agency desired. 

3934.—Writing paper in boxes, fountain pens, steel pens, n- 
cils, printing and writing inks—Spain. Purchase desired. uo- 
tations, c. i. f. Corunna or f. o. b. New York. Correspondence, 
Spanish. 

3943.—Cotton and piece goods, and remnants, and printing and 
writing paper—India. Purchase desired. Quotations, c. i. f. 
Madras, 


3SS1 





Pens and Pencils. 

3747.—Stationery, wrapping papers, twines, inks for marki 
cases and bales. a good line of fountain pens and pencils, schoo 
materials, blank books, useful novelties, ete.—Africa. Pure 
and agency desired. Quotations, c. i. f. Kilindini, Mombasa 
Price lists and catalogues desired. 

3852.--Fountain pens, gramophones, sewing machines, optical 
goods, watches and fancy goods—Spain. Purchase and agency. 
Quotations, c. i. f. Corunna. Terms, payment against docu- 
ments on arrival of goods. Correspondence, Spanish. 

3912.—Automatic fire extinguishers, fountain pens, rebuilt 
typewriters, padlocks. cabinet locks, latches, typewriter ribbons, 
and adding machines—Switzerland. Agency desired. Corre- 
spondence, German. 

See No. 3934 under Paper. 


Ribbons and Carbons. 
3919 under Pens and Pencils. 
Stationery. 


See No 


3770..-Stationery, office supplies, office fixtures, paper, etc.— 
Spain. Purchase desired. Quotations, c. i. f. Gijon or f. o. b. 
New York. Correspondence, Spanish. 


printing press, cardboards and fancy 
and other stationery—India. Purchase is desired. 

5985.—Stationery, chemicals, aniline dyes, caustic soda, requi- 
sites for laundry work, hardware, soda-water bottles, and 
electrical goods—India. Agency desired. Quotations, c. i. 
Karachi. 


3824.—Prir.ting types. 


3998.--Fishermen’s supplies, such as hooks, knives, whet- 
stones, cotton lines, large-size pins, manila anchor rope, dories, 
mariner’s compass. manila rope, woolen gloves, sail-cloth, 


leather boots, marking inks and barreled 
Portugal. Purchase desired. Quota- 
Terms, payment against docu- 


canvas, rubber and 
flour und saited meats 
tions, c. i. f. Portuguese ports. 
ments on arrival of goods. 

4154.—Advertising novelties in general, such as rules and ~~ 
cils—Canada. Purchase and agency desired. Quotations, f. o. 
b. shipping point. Payment, cash. 

See No. 3747 under Pens and Pencils. 

See No. 3881 under Paper. 

See No. 3895 under Paper. 

See No. 3934 under Paper. 

See No. 4085 under Typewriters, 

Typewriters. 

3805.—Good standard typewriter, preferably low priced, and 
standard office equipment—Spain. Agency desired. Quotations, 
c. i. f. Spanish port. Correspondence, Spanish. 

1085.—Automobiles and accessories, typewriters, office sup- 
plies and new inventions and specialties relating to automobiles 

Spain. Purchase or agency. Quotations, c. i. f. Malaga. Pay- 
ment to be made against documents. 

See No. 3895 under Paper. 

See No. 3915 under Pens and Pencils. 


July Exports of Typewriters. 


United States exports of typewriters (including bookkeepin 
machines) by countries, during July, 1922. By the Division 
Statistics, Department of Commerce: 

=o: Parts of. 

Countries Number, umber. 
ie oy os bid bende tee 476 $ 38,270 70 $ 128 
Demem «.....s «se i wile Boban 488 31,581 50 145 
Cremenmeeig oc dccventesdanee 265 17,480 19 37 
COE nn oe cannes 194 14,144 347 233 
ne co bd bh © «ate en 6 259 43 50 
MIE oo oo 2 oceseas cman ea Oe 243 16,310 50 
EE. <<... saiddsw ban enamine 1,407 101,228 1,944 5,896 
SS EC ET 75 6,029 «en oes 
SO err 6 190 Pisa 08 
pS eT eer rr 74 6,168 b3 Sim 
Iceland and Faroe Islands ...... 6 400 Pere + kt 
SEE go vs a'eied ites «hs Melee s ae 545 29,008 387 608 
Malta, Gozo and Cyprus Islands 23 725 ae age 
WOGRMOUURMES x oo 0 occ ccc cciewginuk 262 24,449 205 330 
EO oi Su vine a okis odor see 84 5,206 bas wae 
Poland and Danzig ree ee | 33 1,773 Spd Ade eats 
a reer)" 175 13,019 $1 170 
Pr ts cccscdses eae keae on nen 300 12,530 358 495 
CMG: . .. Lvswceediwenae tie sbeele 377 24,535 150 373 
Switzerland WN div eueeeeteee 476 29,191 4,043 8,588 
Turkey in Europe ........0sse. 22 1,34 oa nes 
England Se AS dre 'aie ts ain ce 2.578 148.715 3,027 6,443 
WOE kv ca ws 24k vs wae ew eee 5 0 jin AE 
Canada— 

Maritime Provinces .......... 32 1,723 vy Phe 

Quebec and Ontario .......... 628 37,183 1,532 3,969 

Prairie Provinces ............ 265 13,228 208 246 

British Columbia and Yukon. 49 2,754 40 49 
ee Mee. ond) «\s04sdanabemee 12 725 cas we 
Se, hc a os cu bud nee pal 66 1.103 ian ae 
EE bos so dee. ciaw-e enlace uiniee 9 666 Sok ns 
I errr bused 3 180 aes. pee 
POE 5 os one view ake we ee 3 160 Sed noe: 
rere ere 25 2,307 inn ony 





#e) 





Countries. 


Mexico : 
Newfoundland and Labrador 
Bermuda 
Jamaica 
Trinidad and Tobago 
Other British West Indies. 
Cuba 
Dominican Republic 
Dutch West Indies 
French West Indies 


Colombia 
Ecuador 


Peru 
Uruguay 
Venezuela 
British India 
Ceylon .. 

— Settlement 
a 
Java. and Madura 
French Indo-China 
Greece in Asia 
eee aeeee 
Japan 
Kwangtung, leased te rritory 
Palestine and Syria ; 
eas tebek ee dca sce 
Philippine Islands 
Siam 
Australia 
New Zealand 
Other Oceania 
Belgian Kongo 
British West Africa 
British South Africa 
British East Africa 


Canary Islands ........... 

ES 

Other French Africa ... 

Portuguese East Africa 

Other Portuguese Africa ..... 
TE deh enc h ka <d ce 
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Parts of. 








iber. Number. 
684 34,355 535 1,050 
t 325 
4 199 se eae 
9 672 150 89 
52 2,885 56 46 
3 25 he ile 
69 2,639 110 198 
3 191 
31 1,977 
2 132 i. i 
592 42,307 403 1,236 
35 3,105 = eee 
366 25,777 110 118 
247 17,908 174 364 
179 12,013 53 73 
18 1,472 
13 833 a ai 
113 9,685 50 120 
95 7,663 620 476 
127 9,455 ie ae 
239 16,118 163 488 
27 1,025 ne 3 
24 1,633 8 15 
415 27,499 41 172 
105 6,899 
100 5,980 
6 600 jo ii 
= 132 180 
41 
5 bes a 
21 83 45 
2 
31 
28 ‘ cals 
11 3 441 
208 161 273 
9 
25 
3 246 
31 1,857 
2 90 
9 700 er ine 
51 4,053 89 72 
2 100 
4 264 
12 651 — 
SOS $879,527. 15,580 $33,266 


Shipments to Non-contiguous Territories. 


Alaska 
Hawaii 
Porto Rico 


Typewriting 
Machines. 


July Exports of Metal Office Furniture. 


United States exports of 





July, 1922 By the Division 
merce: 
Filing 

Countries. No. 
I heck ne< Gackhe oes 68 
Czechoslovakia ....... 
Ds iiwhtgednsceaces 
0 . 
SE aceteacneceeess -. 
Pt tsk i be pheddeekhes ; 
Netherlands ......... 42 
DE Daceqaseanaawes 4 
ES ee l 
Switzerland .......... 
 ‘Kuwee sedans eds 416 
PD 1h. e¢undkene<-< 8 
Se 12 
Canada 

Maritime Provinces 

Quebec and Ontario 106 

Prairie Provinces .. 4 

Brit. Col. & Yukon. 
British Honduras 
Se SD nc kmec eee 
SE «ec deccecee : 
4s 6 and eee < 4 
PEROMOGR ccc cccccece ie 
060 s000e6seees $2 
i. ond cena dey ve 
RR Hed te oh hard 80 
Newf’dland and Lab.. 1 
PEE «sctscageees 2 
De Siveesideda« 2 
SL, 6 woes agneei adie 
Trinidad and Tobago 8 
Other Brit. W. Indies. 
DU betaeeene coms oes 57 
Dominican Republic .. 3 
Dutch West Indies 
DE hoc savas ‘ 
Virgin Islands of U.s 
PE, <cccnascove V7 
PE CicePerce<heeee 
Mie ed aaa ence «0 27 
PE Vebwain dap oa 3 
“ease 15 
een oe a SC iaic % 9 < 6 
British Guiana ....... 1 
ET cue twescageeee oe | 
 Sest«wan irs ‘ 
. are 8 
ee 64 


metal 
of 


Cases. 


$ 2,103 


) 306 


furniture 
Statistics, 


by countries during 
Department of Com- 


Other 

Office Other 

Furni- Metal 

Safes. ture and Fur- 
Fixtures. niture. 
son aia 200 $ 47 
oesnen 400 ete 
eines 975 72 
ates: ‘SO000 39 
sedene 11 7,458 
$ 35 100 
wate winks 100 
semmme.” eeeen 2,042 
peaaaien ar AaB 
ree 19,321 > O80 
eanede  daeae 116 
41 40 166 
2,985 1,460 13,513 
366 58 896 
540 33 345 
sashes - cones 136 
1,976 1,024 131 
7 -ee 149 
SE cacwains 3,236 
dtead ieaeeas 185 
552 59 692 
214 -_ 457 
3,673 7,199 23,273 
tiene 75 86 
ree. ee Te 533 
nee * 151 aaa 
LGbeaa’ > aéonn 1,067 
a ae 27 
696 
1,900 4d 20.355 
«ashe S895 
ae . satwa 212 
deca: «eneen 262 
ehh eeaek 125 
ae > goncinn 191 
tsensa | eeeas 943 
170 452 
oxies 35 40 
ne ~ «éeey »,728 
a aenkd nbewee 
néeees 367 eee 
ae 2,057 
—c1hek. (emeee t 
sae 2,392 
1,524 











For November, 1922. 
Other 
Office Other 
Furni- Metal 
Filing Cases. Safes. tureand Fur- 
Countries. No. No. Fixtures, niture. 
Straits Settlements .. — Awe te. «dees ny! 295 
CN 96 cues kee ee ed wa eee ae 3 375 713 2,606 
Java and Madura ..... 2 Seba: sans 108 622 
Greece in Asia a na eee 2 171 248 
OCT er H 61 2 220 1,637 
DE vith ahnetakmas 6s 8 1,025 4 437 890 »,063 
Palestine and Syria 4 30 1 SO 1,960 
Philippine Islands 39 554 7 72 Li 7,051 
EN 2 4c Ce ed wna ate an 35 aa ce $03 
(cot hesneien, +666 6060 ae <ae¥0% 6,723 
French Oceania ...... aces a P 69 
New Zealand ......... 15 oa : ; 5 
Belgian Kongo ....... hate é 14 
British West Africa . l 66 on 
British South Africa 12 373 a: 604 1,806 
EN 254 0.474. wie Gaud-ee roe ee ee . F 2,452 
Portuguese |! Africa 6 $26 : fate 
ME cakes d¢cubemed 1,181 $25.176 328 $25,901 34,680 $133,483 
July Exports of Cash Registers and Parts. 
United States exports of cash registers and parts during July, 
1922. By the Division of Statistics, Department of Commerce 
Cash Registers. Parts of. 
Countries. Number. Number 
DE | gc cake neces decenes eqns Ah $ 12,611 148 $ 
DD . sa gacasdecdeesoeeseeceuss 22 6,2¢8 16 
PRS arr rrr ae eta 267 
DT <tc. avatGaeetakeakan ean onwe 5 1,031 498 
DEED cccccctecsetesiscoes 65 19,443 
DEORE at ke6ndecceeweesieedenne 10 1,800 
SED conceweacdin whe oe sesbceeden 33 6,776 
DER. d¢¢ccckcdbecteeedeces 74 24,537 137 298 
PE cccccensnbtiaeeeee seeded 321 49,921 > 1,051 
Canada 
Quebec and Ontario ......... 13 740 33,786 22,593 
Prairie Provinces ............ 2 78 20) 14 
British Columbia and Yukon. l 270 
PRPSEEE BROMGUTOD 2 nn cccccscvcce l 250 . 
GE. Kd codvwesccccesawons F : 28 10 
6h. 6 ne kee oe ee Ee Oho 6S 50 8,664 ' 
DE t.vGhccscdededaks’ se oee0 ‘ ‘ 135 19 
Trinidad and Tobago Cte 0) 221 
DE” crinehssednseeeekesetercsoce 16 5, O87 $ 175 
Dominican Republic ..... 5% f 1,203 10 29 
chs. deentas nae were 4 owe 5 425 
Virgin Islands of U. S.... re 3 1,540 
pO EE ear : 34 10,719 292 294 
DT hte oth 6d ae ee Nae oO 60 6.952 
CP csv cdeaweeeweceanedeoe 4 1,568 48 
SE Be ae ee eee 2 $96 
er eer ere 3 315 
Java and Madura .............. 3 1,812 
Dn 222 280) £atbabueeguibe ewes 11 4,648 
Kwantung, leased territory l 380 
Pee TOURER 2... ccccccccces 8 3,629 16 
pO errr er ee TC Te eee ee 136 46,624 $12 08 
POS ere eee 35 5,394 191 06 
British South Africa .......... “a Gib ate 8 72 
EE. 24. Geto wiGnd an anes maw en.on 2 488 
Se CED  esdaceduodeataccesene 1 366 
ee ee 8 780 
MEE. 00 hiseaidaswkedee 9459 $224,2 206 38,048 $27,208 
July Snserts of Adders-Calculators. 
United States exports of adding and calculating machines, by 





countries, during July, 1922. By the Division of Statistics, De- 
partment of Commerce: 

Countries. Number. Countries. Number 
Austria .. reece 1,178 ESC Tee 6,468 
Czechoslov: ikia Sciehay 1,305 Other Brit. “W. Ind 2 275 
SEE. wacdcccus 7 1,594 GA 6.0 asa 00< 6 600 
DE svesaentnces 73 18,678 Argentina ... 10 01 
Cc ccanaeaws 16 10,498 are 29 2,279 
7 "— Seer 4 440 Colombia .. f 99 
Netherlands 26 6,932 .. . Saar 187 
ORS 72 9,586 Uruguay : 10 1,800 
Switzerland ....... 32 13,998 Venezuela . l 350 
DEE, oscaevades 102 23,479 British India 
Canada— Java and Madura 

Maritime Proyv.. 20 120 French Indo-China 

Quebec and BS REP OTS? 27 

COGRRED occecces 172 11,274 Philippine Islands 8 
Prairie Provinces 11 1,956 Australia .. lt 
British Columbia New Zealand ..... 10 
and Yukon 10 1,574 - 
Honduras 39 308 . Webeeus 762 $136,134 
rr 3 480 
Shipments to Non-contiguous Territories. 
R. - dv ewadsaed cas 1$ 250 Porto Rico ...... 4 $ 100 
eee 12 1,620 
July Exports of Carbon Paper and Ribbon. 
United States exports of carbon paper and typewriter ribbons 


during July, 1922. By the Division of Statistics, 


of Commerce: 


by countries 
Department 


Carbon Paper Ribbons 
Countries. Pounds. Pounds 
PE: cade awaken eae ew é 27 $ 102 9 $ 474 
TE, gk csasedss seneessoeas 296 214 344 516 
PE --eewkae eae 16 17 314 506 
EE isc kin babs eees o6ne eeu 1,227 1,243 201 7,188 
DP cicucaenaatagadwens sal ee } 7 
DEE” <6ékace Gadd Semwe eds oncenses 509 368 779 1,080 
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Countries. Pounds. Pounds. 
TESEROTIEES vescvicns nes 649 423 347 407 
i | MTree nie hae aT 57 21 3 10 
Poland and Danzig ........ as 410 343 748 1,212 
SR re 164 200 160 241 
er eu ae eee 71 45 69 H 
ED ci. dase taden eons iene ee aeen 385 323 1,317 1,855 
Switzerland ..... ee ee ee 899 1,210 1,135 2,321 
"Termey th TUrope 22. ccicccccss 94 64 119 148 
ES CTT er ee 10,643 7,306 1,811 3,117 
Canada— 

Maritime Provinces .......... 37 69 a aa 

Quebec and Ontario .......... 11,502 5,229 1,579 2,996 

Prairie Provinces ...cscccsecs 804 591 671 1,03 

British Columbia and Yukon. 354 339 a vas 
ERR ere eer oad es 19 65 
pO er rer 22 48 20 3 
IE, © 2:6:6 4:0 6g-ounleateees ack — ie» 1 9 
whine odh.oneiRuta eames 7 14 1 6 
ED die. bind, 6:44 6 he ree 1,881 2,204 180 799 
Newfoundland and Labrador 145 120 ae ure 
pS” ER Paap ae om 42 63 39 49 
Trinidad and Tobago ......... 227 94 4 12 
OS ee Ene ieee 1,317 1,511 1,027 1,889 
Dominican Republic ......... ae ee 15 35 
Dutch West Indies ......... 18 13 29 61 
re ee re or 22 30 glans Las 
Argentina ............ 455 391 930 3,787 
EE Siete teas darwenwh es iapeot 588 797 560 735 
GNSS breads a. 4.0.» natinde eee 41 180 592 1,223 
CRE cans cnven aatepaens er. 376 501 42 134 
Ecuador ...... dir ah Date peinnds aoutie cae Sic 5 20 
British Guiana ............ ea 22 9 wee eid 
a errs ee 289 282 101 288 
Venezuela ....... a. abated 15 29 238 395 
SE IIR 654.40 5nd 00 wn eine 1,967 1,378 938 1,311 
Straits Settlements ........... . arias eee 21 30 
are err oor 307 260 169 280 
Java and Madura ........ el mee 451 795 
BS rere Sd ee 5,058 3,790 806 2,525 
Philippine Islands .............. an ae 3 9 
Ear P 5 3 43 30 
ee 5,052 4,162 910 1,465 
New Zealand ............ 1,253 818 4 19 
CREGe SPOORIIE, .6.csciccucaccadc 18 20 bi ess 
British South Africa ... sn ach 247 151 448 662 

en re 47,588 $34,975 20,484 $39,792 


Comparative Figures on Major Exports. 


Comparative statistics for August, 1921, and August of the 
current year follow. Comparatives on July were printed in the 


October issue. The detailed July tabulation by commodities and 
countries appear on a nearby page. 

Furniture, metal office, in August, comprising filing cases, 
safes and other metal office furniture and fixtures—(1921) $196,- 
769; (1922) $231,487. Eight months ending August—(1821) $3,- 
578,584; (1922) $1,811,438. 

Machines, adding and calculating, in August—(1! ot 568 ma- 
chines @ $106,878; (1922) 1,071 machines @ $211,5 Bight 
months ending August—(1921) 9,992 machines @ "$2,234 722; 
(1922) 6,842 machines @ $1,205,133. 

Machines, cash register, in August—(1921) 459 machines @ 
$107,165; (1922) 877 machines @ $166,353. Eight months ending 
August—(1921) 7,500 machines @ $1,828,286; (1922) 8,613 ma- 
chines @ $i,713,613. Cash register parts in August—(1921) 
[weig ht not reported] $12,383; (1922) 23.141 pounds @ $14,115. 
Night months ending August—(1921) [weight not reported] 
$221,545; (1952) 213.684 pounds @ $160,059. 

Machines, typewriting, in August—(1921) 
stated] $551,977; (1922) 13,506 machines @ 
months ending August—(1921) [quantity not 
(1922) 123,314 machines @ $7,536,886. Typewriter 


* 
4 
’ 


[quantity not 
$729,727. Eight 
stated] $9,241,923; 
parts in Au- 


gzust—(1921) [not segregated] (1922) 13,180 pounds @ $23,736. 
Eight months ending August—(1921) [not segregated] (1922 
134,429 pounds @ $278,202 

Paper and envelopes, writing, in August—(1921) $146,519; 
(1922) [segregated]. Eight months ending August—(1921) $3,- 
631,963; (1922) [segregated]. 

Paper, carbon, in August—(1921) [weight not reported] $23,- 


842; (1922) 51,167 pounds @ $38,435. Eight months ending Au- 


gust—(1921) [weight not reported] $354,084; (1922) $72,411 
pounds @ $367,298. 

Ribbons, typewriter, in August—(1921) [weight not stated] 
$18,050; (1922) 13,555 pounds @ $25,771. Eight months ending 
August—(1921) [weight not stated] $327,066; (1922) 170,381 
pounds a $320,549. 

Miscellaneous Exports. 

Chairs, wooden, in August—(1921) [quantity not stated], $44,- 
544; (1922) 9,933 chairs @ $39,948. Eight months ending Au- 
gust—-(1921) [quantity not stated] $897,296; (1922) 76,027 chairs 
@ $276,744 ? 

Envelopes in August-—(1921) [not segregated]; (1922) 213,039 


pounds @ $43,734. Eight months ending August—(1921) [not 
segregated]; (1922) 1,728, 969 pounds @ $332, 552. 


Fixtures, wooden store, in August—(1921) segregated]; 


[not 


(1922) 28,520 pounds @ $9,559. Eight months ending August— 
(1921) [not segregated]; (1922) 388,456 pounds @ $107,559. 
Furniture, wooden, office and store, in August—(1921) $77,- 


057: (1922) [segregated). Eight months ending August—(1921) 
$843,300; (1922) [segregated]. 

Furniture, wooden office, in August—(1921) [not segregateu}; 
(1922) 64,160 pounds @ ow 891. Eight months ending August 
(4921) [not segregated]; (1922) 809,936 pounds @ $202,541. 

Ink, writing, in August—(1921) {not segregated]; (1922 
85,695 pounds @ $16,984. Eight months ending August—(1921) 
[not segregated]; (1922) 510,850 pounds @ $124,359. 

Machines. addressing, in August—(1921) [not segregated]; 
(1922) 271 machines @ $16,471. Eight months ending August— 
(1921) [not segregated]; (1922) 1,572 machines @ $141,313 

Mucilage and paste in August—(1921) [weight not stated] 
$28,840; (1922) [segregated]. Eight months ending August— 
(1921) [weight not stated] $243,891; (1922) [segregated]. 
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Mucilage in August—(1921) [reported with paste]; f19ee 7,255 
pounds at $1,901. Eight months ending August—(19 {re- 
ported with paste]; (1922) 68,595 pounds @ $15,963. 

_ Office supplies, inalaions paper clips and binders, erasers, 
inkstands, etc., in August—(1921) [mot segregated]; (1922) 
159,545 pounds @ $83,194. Eight months ending August—(1921) 
{not segregated]; (1922) 1,166,259 @ $598,921. 

Paper, adding machine and .cash register, in August—(1921) 
[weight not reported] $9,383; (1922) 69,600 unds @ $7,458. 
Eight months ending August—(1921) [weight not reported] 
$125,493; (1922) 505,275 pounds @ 58,104 

Paper, writing, except in papeteries, in August— ag {not 
segregated]; (1922) 740,385 pounds @ $111,913. Eight months 
ending August—(1921) [not segregated]; (1922) 4,919,576 pounds 


@ $777,072. 

Papeteries in August—(1921) [not segregated]; (1922) 562,989 
pounds @ $19,252. Eight months aa. Mamita {not 
segregated]; (1922) 202,329 pounds @ $73,4 

Paste in August—(1921) [reported with ans RES (1922) 185,- 
798 pounds @ $17,814. Eight months endi August—(1921) 
{reported with mucilage]; (1922) 1,201,543 pounds @ $125,649 

Pencil leads in August—(1921) [not segregated]; (1922) 167, io2 


1922. 





dozen @ $5,661. Eight months ee F August—(19 1) (not 
segregated]; (1922) 1,270,282 dozen @ $39, 

Pencils, all kinds, in August—(1921) ta wantity ae stated] 
$84,500; (1922) [segregated]. Eight months en a 
(1921) [quantity not stated] $1,563,602; (1922) pe FE 

Pencils, lead with metal casing, in August—(1921) [not e- 
gated]; (1922) 15,885 dozen @ $38,031. Eight months en ing 
August—(1921) [not segregated]; (1922) 88,423 dozen $172,339. 

Pencils, other, in Augu st—(1921) Inot segregated]; (1922 


423,722 dozen @ $105,403. Eight months endin August—(1921 
[not segregated]; (1922) 4,008,100 dozen @ $ $784,1 170. 

Penholders in August—(1921) 6,555 gross @ $12, 034; — 
2,538 gross @ $6,338. Eight months ending Ase 15 21) 58,- 
212 gross @ $143,011; (1922) 29,825 gross @ $64 

Pens, fountain, in Augu —— 3,150 pens o 2, 170; (1922) 
30,759 pens @ $25,569. Eight months ending Au st—(1921) 
137,262 pens @ $190,039; (1922) 107,039 pens at $94,659. 

Pens, metallic except gold, in August—(1921) 6,996 gross @ 
$3,634; (1922) 23,695 gross @ $11,305. Eight months ending Au- 
Ge.) 123,944 gross @ $79,447; (1922) 80,094 gross 
43,701. 

Note—In 1921 a number of office supplies were grouped in 
the tabulations. These include pens and pencils of various 
sorts, writing ink, mucilage and paste, typewriter Y mney paper 
clips and binders, erasers, inkstands, etc. The August totals 
on these items were—(1921) $131,399; eight months ending Au- 
gust, $2,134,529. 


Imports. 
Paper other than newsprint, wrapping, etc., in Augu st— 
(1921) [weight not stated] $249,203; (1922) [weight not stated] 
$251,012. Eight months 


ending August—(1921) ir ea not 
[weight not acest $1,997,6 $207: 


stated] $2,259,512; (1922) 
120 gross @ 


Pencils and pencil leads in August—(1921 


$15,856; (1922) 96,444 gross @ $32,500. Eight months endin 
August—(1921) 423.111 gross @ $278,040; (1922) 527,992 gross 
$232,957 


Penholders and pens in August—(1921) 26,635 gross @ $17,- 


464; (1922) 52,625 gross @ $26,809. Eight months ending wre 
—(1921) 322,196 gross @ $208,213; (1922) 466,803 gross @ $271,426 


Re-exports. 
Imports of foreign merchandise which have been exported are 
termed “‘re-exports.’” Their value when exported from “‘ware- 
house’ is their import value. . 


Pencils and pencil leads in August—(1921) 120 gross @ $207; 


(1922) 107 gross @ $310. Eight months om One. August—(1921) 
5,530 gross @ $7,533; (1922) 2,245 gross @ 


Penholders and pens, including aE and stylographic, 


in August—(1921) 24 gross @ $24.00; (1922) two gross @ $2.00. 
Eight months ending August—(1921) 442 gross $396; (1922) 
59 gross @ $9,810. 
Bonded Warehouse Statistics. 
These figures represent merchandise in bonded customs 


warehouses. This mercharidise has already appeared in the 
statements of general imports. The values of the articles are 
the same as the import values. 

> 


wrapping, etc., on hand July 31— 
withdrawals for export [weight 
withdrawals [weight not stated 


Paper, except newsprint, 
[weight not stated] $252,664; 
not stated] $1,536; all other 


$38,976; balance on hand August 31 [weight not stated) $212,512. 
Pencils and pencil leads on hand July 31—118,232 gross 
$80,203; withdrawals for export, 1,933 gross @ $5,870; all other 


withdrawals, 3,422 
31, 112,877 gross @ 

Penholders and 
$60,996; no export 
gross @ $4,511; balance on 
$56,485. 


gross @ 
$62,635. 

pens, etc., 
withdrawals; all 
hand August 31, 


$11,698; balance on hand August 


on hand July 31—24,858 gross @ 
other withdrawals, 10,424 
14,434 gross @ 


October in Corporate Finance. 

A summary of prices on New York and Chicago stock ex- 
changes of industrial stocks related to the office equipment and 
stationery fields. Where no showing is made the stocks were 
not dealt in actively. 

Miscellaneous fiduciary affairs are noted. 

Stocks starred (*) are traded in but not listed: 

American Bank Note Company—Common, 
High for year, October 14@80%; low for year, Jan. 6@51%. 
Week of October 14—Sales, 700; high, 80%; low, 73%; close, 


Week of October 21—Sales, 700; high, 80%; low, 80; close, 80. 
Week of October 28—Sales, 600; high, 77; low, 75%: close, 77. 
$1.00 the quarter, payable November 15 


Quarterly dividend, 
to stock of record November 1. 
American Bank Note Company—Preferred. 

High for year, March 3@54; low for year, Jan. 12@652. 
Week of October 21—Sales, 400; high, 54; low, 53%; close, 53%. 
Week of October 28—Sales, 500; —_. 54; low, 5316; close, 54. 

American Writing Paper ompan ommon 
Week 14%; 135%; 
close, 135%. 


of September 30—Sales, 700; high, low, 
American Writing Paper's operations are now close to ninety 

















or 
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per cent of capacity. Paper buying follows closely the fluctua- 
tions of business. With indications of better business condi- 
tions generally, a high percentage seems assured for the bal- 
ance of the year. Since only on operations close to capacity 
can real earnings be shown, it is not expected the company 
will be able to show substantial earnings until next year. 

The first six months of this year resulted in a small deficit, 
after bond interest and depreciation. Beginning with July the 
junpeny began to make money, but the monthly balance over 
fix charges is still small. The company is not expected to do 
much better than break even for the year.—Chicago Herald & 
Examiner, October 18, 1922. 

American Writing 

High for year, April 15@37%; low for year, Jan. 

Week of September 30—Sales, 3,100; high, 35%; 
close, 325. 

Week of October 7—Sales, 600; high, 34%; 
33%. 

Week of October 14—Sales, 400: high, 35: low, 35: close, 35. 
Week of October 21—Sales, 900; high, 34%; low, 34; close, 34%. 
Week of October 28—Sales, 200; high, 32%; low, 32; close, 32%. 

Art Metal Construction Company. 

Quarterly dividend, twenty-five cents, payable October 31 to 
stock of record October 13. 

Burroughs Adding Machine Company.* 

P Two weeks ending October 30—Sales, 58; average price, 140 

2145. 

P Two weeks ending October 9—Sales, 825; average price, 140 

@ 144. 


Paper Company—Preferred. 
13@22k. 
low, 32; 
low, 33%; close, 





Columbia Graphophone Company—Common. 
High for year, June 6@5%; low for year, Jan. 23@1%. 
Week of September 30—Sales, 30,500; high, 354; low, 3%; 
close, 3%. 
Week of October 7—Sales, 6,200; high, 3%; low, 3; close, 3%. 
Week of October 14—Sales, 20,400; high, 3%; low, 2%; close, 


v4. 
Week of October 21—Sales, 18,200; high, 214; low, 2%; close, 


Week of October 28—Sales, 14,000; high, 2%; low, 2; close, 2%. 


For the second time suit has been instituted in circuit court 
for an injunction to restrain the Columbia Graphophone Fac- 
tories Company from issuing additional bonds and additional 
preferred stock to pay alleged excess costs of its plants in 
Baltimore and Toronto. The suit was brought by Walter H. 
Lippincott of Philadelphia, who holds bonds and _ preferred 
stock of the company, and are also against the Columbia 
Graphophone Manufacturing Company and the Mercantile 
Trust & Deposit Company, trustee for the bonds.—Chicago 
Journal of Commerce, October 26, 1922. 

Columbia Graphophone Company—Preferred. 
High for year, June 3@20%; low for year, Jan. 26@6%. 

Week of September 30—Sales, 800; high, 13%; low, 12; 
close, 12. 

Week of October 7 

Week of October 14 
11%. 
Week of October 21—Sales, 1,100; high, 11%; low, 10; close, 10. 

Week of October 28—Sales, 1.300; high, 9%; low, 6%; close, 7. 

Computing- Tabulating-Recording Company. 
High for year, April 26@79%; low for year, Jan. 3@55\. 

Week of September 30—Sales, 3,800; high, 74%; low, 69%; 
close, 70%. 

Week of October 7 

Week of October 14 
73%. 

Week of 
close, 71%. 

Week of October 28—Sales, 4,400; high, 71; low, 66%; 

Congoleum Company, Inc. 

A special meeting of stockholders of the Congoleum Company, 
Inc., has been called for November 27 to vote on increasing the 
common stock from 40,000 to 240,000 shares of no par value. Of 
the additional 200,000 shares, 60,000 shares will be offered for 
sale to common holders pro rata. 

The B. F. Goodrich Company—Common. 
High for year, May 29@44%; low for year, Jan. 4@34'z. _ 

Week of September 30—Sales, 2,900; high, 34%; low, 32%; 


close, 33%. : va 
Week of October 7—Sales, 6,600; high, 35%; low, 33%; close, 35. 
Week of October 14—Sales, 3,400; high, 35%; low, 335; close, 
35. 
Week of October 21—Sales, 1,200; high, 3534; low, 34; close, 34. 
Week of October 28—Sales, 1,100; high, 34; low, 32%; close, 


Sales, 900; high, 1244; low, 12; close, 12%. 
Sales, 1,100; high, 12%; low, 11; close, 
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Sales, 3,800; high, 73%; low, 71; close, 7 . 
Sales, 5,300; high, 73%; low, 70; close. 


high, 7316; 








October 21—Sales, 1,900; low, 7114; 


close, 69. 











33%. 
= dividend, $1.75, payable January 2 to stock of rec- 
ord December 22. 
The B. F. Goodrich Company—Preferred. 
High for year, April 24@91; low for year, Jan. 5@82. 
Week of September 30—Sales, 300; high, 83%; low, 
close, 81%. 
Week of October 7—Sales, 900; high, 83%; low, 
% 
Week of October 14—Sales, 300; high, 84; low, 82%; close, $4. 
Week of October 21—Sales, 1,200; high, 3534; low, 34; close, 34. 
Week of October 28—Sales, 700; high, 84%; low, 84; close, 34. 
‘The Goodyear Tire & Rubber Company—Common.* 


8144; 


8142; close, 





September 25 to October 28—High bid, 29; low bid, 26%. High 
asked, 30; low asked, 27. 
The Goodyear Tire & Rubber Company—Preferred.* 
September 25 to October 28—High bid, 10; low bid, 9%. High 
asked, 11; low asked, 10. 
Kellogg Switchboard & Supply Company.* — ; 
6216; low bid, 57. High 


September 24 to October 28—High bid, 
asked, 69; low asked, 59. . 

Quarterly dividend, two per cent, payable October 31 
of record October 23. 

Lanston Monotype Machine Company. 

Quarterly dividend, 144 per cent the quarter, payable 
ber 30 to stock of record November 20. 
McGill Metal Products Company. 
Metal Products Company, Chicago, Ill, offers 
stock, par value $5.00, for working 
The com- 


actures change makers of the portable and counter 
heck holders and 


to stock 


Novem- 


The McGill 
20,000 shares of common 


capital and the extension of its selling campaign. 
pany manuf é 

type, and ticket punches and combination c 
punches for restaurants 


Patten Typewriter Company (Distributor). 
Quarterly dividend, 2% per cent, payable November 
stock of record November 29. 
: Remington Typewriter Company—Common. 
High for year, March 14@42; low for year, Jan. 6@24. 
W eek ot September 30—Sales, 1,600; high, 37; low, 3414; close, 
&. 


to 


34 


Week of October 7—Sales, 400; high, 37: low, 3514: 
Week of October 14—Sales, 400; high, 374; low, 35% 
Week of October 21—Sales, 1,000; high, 37: low, 

36%. 

Week of October 28—Sales, 300; high, 35; low, 34; close, 34%. 

A director states that the Remington Typewriter Company is 
in position to resume payment of dividends as soon as the 
board decides to do so. Cash on hand is $916,000 against 
$1,531,000 January 1, 1921, while notes payable have been re- 
duced to $150,000 from $1,650,000 January 1. It is understood 
Remington earnings are increasing quite encouragingly The 
portable machine is showing large earnings and the company 
expects good sales from its No. 12 model which will go on the 
market November 1.—Chicago Journal of Commerce, October 
26, 1922. 

Accompanying the call for election of directors at a special 
meeting at Ilion, N. Y., November 29, as ordered for the Rem- 
ington Typewriter Company by the appellate division, is a let- 
ter from the directors stating that the outstanding notes of 
the company at banks have been reduced to $150,000 from $1,- 
650,000 on January 1. 

Remington Typewriter Company—First Preferred. 
High for year, October 18@93%; low for year, Jan. 14@55%4. 
Week of September 30—Sales, 100; high, 90; low, 90; close, 90. 
Week of October 7—Sales, 200; high, 91; low, 90; close, 91. 
Week of October 14—Sales, 100; high, 91; low, 91; close, 91. 
Week of October 21—Sales, 100; high, 9314; low, 93%; close, 


93%. 











Remington Typewriter Company—Second Preferred. 
High for year, September 7@80; low for year, Jan. 14@50 
Week of October 21—Sales, 400; high, 7544; low, 72; close, 72. 

The L. D. Schroy Company. 

The L. D. Schroy Company, an office outfitter and stationer 
of Akron, Ohio, offers the unsold portion of $100,000 eight per 
cent cumulative participating preferred stock at 100 par. This 
stock is tax free in Ohio, and exempt from normal Federal in- 
come tax. Dividends are payable on the first days of January, 
April, July and October of each year. The stock is redeemable 
on call of the directors at 105, plus accrued dividends. 

é Scott Paper Company—Preferred. 

Semi-annual dividend, 3% per cent, payable November 1 to 
stock of record October 30. 

Underwood Typewriter Company—Common. 


High for year, September 9@145%; low for year, Jan. 14@1350. 


Week of September 30—Sales, -360; high, 143%; low, 143; 
close, 143. 
Week of October 7—Sales, 100; high, 145%; low, 145',; close, 


1454. 
Underwood Typewriter Company—Preferred. 

High for year, October 26@115; low for year, Jan. 
Week of October 28—Sales, 100; high, 115: low, 115: close, 115 

The Wahl Company—Common. 

High for year, April 13@78%; low for year, Jan. 3@50._ 
Week of September 30—Sales, 2,855; high, 59; low, 57142; 
close, 58. 
Week of October 7—Sales, 2,007; high, 59; low, 57%; 
Week of October 14—Sales, 1,925; high, 59%; low, 58; close, 5 
Week of October 21—Sales, 1,055; high, 59; low, 581%; close, 
Week of October 28—Sales, 9,100; high, 58%; low, 52%; 

close, 5414. 


7@107 2. 





close, 59 





The Wah! Company—Preferred.* 
September 25 to October 28—High bid, 92; low bid, 
asked, 95; low asked, 93. 


%0. High 


Wall Street Journal on Typewriter Situation. 


Typewriter sales and output continued to improve in Sep- 
tember. Today five leading makers of large typewriters are 
operating at slightly under seventy per cent of capacity. As 
capacity for making large machines has been increased fifty 
per cent since before the war, output is slightly larger than 
pre-war activity. 

Sales are increasing, and are fully up with output Larger 
users have shown some disposition to buy in the last few 
weeks, but on the whole large sales are few. 

As eighty-five per cent of the world’s typewriters are made 
in this country, continued improvement since the first of the 
year is believed to be a fair index of the slow but steady im- 
provement that is taking place in business generally In Jan- 
uary, the typewriter industry was operating at about fifty 
per cent. 

Improvement in foreign sales has_ been steady. 
Practically all companies have noticed betterment in the last 
three months. One of the largest exporters of typewriters 
says his company has had a steady improvement in the last 
five months. This is characteristic of both Europe and South 
America. Australian business appears to be improving slightly. 
while other eastern business is about the same Improvement 
seems to be due largely to exhaustion of stocks in dealers’ 
hands. 

Portable sales show 
demand are at present about 
pected to show the increase next 
last twelve months. 

Great success of the 


slow but 


improvement Output and 
They cannot be ex- 
characterized the 


continued 
balanced. 
year that 


temington portable, sales of which are 
averaging around 1,900 a week, has caused several models to 
be put on the market. It is understood that around the first 
of the year another compact portable. with single shift and 
standard keyboard, will be put out. The difficulty in portables 
is not in making them light, but in keeping them compact, 
with cubic contents of carrying case a minimum. 

General opinion in the trade is that slow but steady better- 
ment in sales and output can be expected, both here and 
abroad, with leading companies operating close to capacity by 
another year.—Wall Street Journal, October 21, 1922 
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For its practical value and the convenience of the many readers who q 
use OFFICE APPLIANCES for reference purposes, we include 


THE REFERENCE PAGE 


The persons or departments noted below will please refer to the 
subject matter on the pages specified: 
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The Service Bureau of Office Appliances Is for 
the Exclusive Use of Subscribers 
and Advertisers 


: For subscribers it answers by personal letters all inquiries upon matters germane to the field, it furnishes special reports upor 
’ articles of office equipment, supplies names of manufacturers of any article wanted, puts man and job together, 
’ aids foreign dealers in securing U. S. A. lines, and in many other ways performs useful service, all 
without charge. For advertisers it maintains a competent copy department, furnishes lists 
1 of desirable agents and dealers in nearly every country, sends actual leads for 
, business in a weekly bulletin which goes to advertisers only and in other 
ways supplements the value of the advertising space. Subscribers 
0 in every corner of the globe make good use of this bureau; 
a manufacturers in every section of the field have 
F evidence of the value of the service. 
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New U. S. Tariff and Office Equipment 





Some Data Concerning the Application of the New Law in 
this Field.—By Walden Fawcett for Office Appliances 


T FIRST glance the outstanding feature of the 
new U. S. Tariff Act appears to be found in 
its elastic or flexible arrangements. [or the 
first time in its history the nation, that of all 
countries has been most resourceful in protecting its 
industries by a tariff wall, has an adjustable tariff. By 
the new law the President is given power to reconcile 
customs duties to changing business conditions. In 
short this radical innovation puts into effect what is, 
substantially a sliding scale of tariff levies so that the 

“differentials” on goods imported into the United States 
may be shifted up or down to keep pace with changes 
in the cost of production at home and abroad, fluctua- 
tions of international exchange, etc. 

Eloquent as is this flexible feature of a new system 
of equalizing international competition and significant 
as it is for the office equipment trade, it by no means 
sums up the application of the Tariff Act of 1922 to 
the office equipment field. The rates imposed by the 
revised law are, after all, the prime consideration be- 





pair parts for these essential items of office machinery. 

Under the Tariff Act of 1909 there was a duty of 
30 per cent of the value of all typewriters imported 
into the United States, but this was removed in the 
Tariff Act of 1913 and now the Act of 1922 continues 
the free-for-all status. Indeed, it is indicated rather 
pointedly in the new act that Congress is determined 
that American users of typewriters shall have full bene- 
fit of world-wide competition. In the old tariff law type- 
writers were classified in the free list, along with cash 
registers, sewing machines and several other classes of 
machines. Now comes the Act of 1922 and imposes 
a stiff duty on cash registers and sewing machines, but 
leaves typewriters exempt as heretofore from all cus- 
toms tolls. 

That Congress is so firmly convinced that the Ameri- 
can typewriter industry needs no differentials to pro- 
tect it from foreign competitors is due in part, we may 
suspect, to an investigation recently made by the U. 
S. Tariff Commission. When the Ways and Means 
Committee of the U. S. House of 





cause it may safely be assumed 
that on a majority of items these 


Representatives was busy with the 
framework of what was to become 


rates will stand undisturbed for years 
to come. To be sure, the President 
has been given power to readjust the 
tariff as need arises, but that does not 
mean that remarkings of rates will 
be frequent nor precipitate. Only 
after a thorough investigation by the 
U. S. Tariff Commission will there 
be any piecemeal revision and then 
only upon presentation of evidence 
that existing rates are working down- 
right hardship or injustice. 

From a competitive standpoint per- 
haps the greatest interest attaches’ to 
those articles of office equipment 
which, in the new tariff, are placed on 
the “free list.” Such listing is equiv- 
alent to saying that in the estimation 
of the tariff experts the American in- 
dustries involved need no protection 
against foreign competition. With 
the admission free of duty of the for- 
eign product the output of American 
factories must match European prices 
and quality on an even footing. Most 
important of the free admissions are 
typewriters, and parts, including re- 





In variety and extent of mat- 
ter this is a valuable number 
of Office Appliances. Here ts 
presented the news of the Sta- 
tioners’ Convention at Atlantic 
City and a report of New 
York’s most successful busi- 
ness show. The big exhibition 
at Manchester, England, is re- 
ported, where most of the lines 
were of United States origin. 
There is also a report of the 
first business show to be held 
at Amsterdam, Holland. Then 
the reader will find a new tdea 
in typewriters —the demount- 
able—and a new Remington 
model is announced, likewise a 
new Corona and many other 
new machines and devices, with 
an unusual amount of interest- 
ing and important information 
as to the activities of the office 
equipment industry in its differ- 
ent branches. 








the Tariff Act of 1922 the Tariff 
Commission told the committee that 
the typewriter is an excellent exam- 
ple of American ingenuity and pro- 
duction methods applied to the man- 
ufacture of a highly intricate mech- 
anism at relatively low cost in spite 
of the comparatively high wages paid 
to labor in this country. It was 
stated that the demand for these ma- 
chines, which so increase the efficiency 
of office work, is greater in the 
United States than elsewhere and 
that practically all the developments 
in typewriter construction and the 
standardization which permits the 
cheap production of these machines 
in quantity are the result of American 
invention. 

Proof that the American type- 
writer industry no longer needs the 
shelter of a tariff wall, as does the 
average “infant” industry, was found 
in the fact that the total production 
of the typewriter manufacturers of 
the United States is practically twice 
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the domestic requirements, leaving a liberal surplus 
for export to all parts of the world. Whereas raw ma- 
terials are of much less importance than labor in the 
cost of production of typewriters the Tariff Commis- 
sion called the attention of the Congressional committee 
to the fact that the production facilities in the United 
States for the metal stampings, which constitute the 
bulk of the component parts that go to make up type- 
writers, are superior to those in any other country. 

As for need of a tariff handicap on typewriters of 
foreign make entering the United States, the tariff ex- 
perts told Congress that following the removal of the 
duty on typewriters some ten years ago there was a 
marked increase in the imports. But inasmuch as these 
amounted at no time to as much as a quarter of one 
per cent of the exports, foreign competition in the 
domestic market could be considered absolutely negli- 
gible. Even when Germany, just before the war, was 
making her most energetic effort to compete in foreign 
markets and had attained in 1913 a ‘typewriter pro- 
duction approximating one-half the American output, 
the Teutons sold an insignificant number of machines 
in North America, stronghold of the high-grade type- 
writer, nor did the German competition prevent a con- 
tinued growth in the exports of American typewriters 
to alien consumers in all parts of the globe who ap- 
preciate the superior quality of the Yankee product. 
Summing up the deduction that Germany (with only 
one high-grade machine) nor no other foreign coun- 
try can overtake American production in quality or 
quantity, the tariff advisors told the framers of the 
new act that typewriter production may be considered 
an excellent example of the application of American 
production methods which offset high wages by or- 
ganization and increasing the efficiency of labor. Care- 
ful working out of details by a highly developed or- 
ganization is held to be the secret of economical type- 
writer production and here the United States has a 
long lead over all rivals. 

There are only a few other items on the free list of 
the new tariff law that have application either direct 
or indirect to the business supply trade. Slated for 
free entry is chalk, not ground, bolted, precipitated or 
otherwise manufactured; various fibers used in the 
manufacture of twine; gums and resins; ivory tusks 
in their natural state; lithographic stones, not en- 
graved; mechanically ground wood pulp; mechanical 
wood pulp; and India rubber. This means that man- 
ufacturers in the United States of many of the stand- 
ard articles of business equipment who are dependent 
wholly or in part upon foreign sources of raw material 
will continue to obtain their basic ingredients without 
paying any admission fees. Generally speaking, though, 
manufactured articles in the office equipment line, other 
than typewriters have no tariff immunity under the 
new law. Even in the case of paper it is only standard 
newsprint paper that gets a pass good at the customs 
gates. 

Ink and ink powders not specially provided for are 
assessed under the new tariff at 20 per cent ad velorem. 
This is a compromise between our two previous tariff 
standards. Under the Tariff Act of 1909 ink and ink 
powders were listed at 25 per cent. When the general 
reduction of tariff rates was made in 1913 this rate was 
cut te 15 per cent. It will be observed that there is 
the “otherwise provided for” reservation in the 20 per 
cent rate in the new tariff. This is occasioned by the 


fact that ink powders are included, along with photo- 
graphic chemicals, etc., in a special classification of 
coal-tar products embracing colors, dyes and stains. 


In this class there is to be henceforth exacted a rate 
of 45 per cent ad valorem and 7 cents per pound based 
upon the American selling price of any similar com- 
petitive article manufactured or produced in the United 
States. The 45 per cent rate is the permanent rate, but 
for the next two years the rate will be 60 per cent. It 
will be observed that by means of this item the office 
equipment trade will have a taste of the system of 
“American valuation” or imports in contrast to the sys- 
tem of foreign valuation, or the basing of customs 
duties on foreign market value, which has long been in 
vogue. 

While typewriters coming into the United States 
from abroad will not have to pay a head tax, combined 
adding and typewriting machines will be levied upon tc 
the tune of 30 per cent ad valorem. Congress was 
moved to give this protection to statistical machines foi 
office use from much the same consideration that im- 
pelled the placing of a tariff of 25 per cent ad valorem 
on cash registers which were formerly on the free list. 
In the same paragraph of the new law we find notice 
of a duty of 30 per cent ad valorem on printing presses 
not specially provided for. It will remain for the 
arbiters at Washington to determine, through test cases 
as time goes on, the application of this levy to address- 
ing machines, duplicating machines, etc., that techni- 
cally may be accounted to be “printing presses.” 

The Paper and Book Schedule of the new tariff law 
contains much of interest to office appliance dealers 
and stationers. Printing paper, not specially provided 
for, must pay a duty of one-fourth of 1 cent per pound 
and 10 per cent ad valorem, with a proviso for an addi- 
tional duty on paper from any country or province that 
imposes an export duty. There is a sliding scale of 
rates for papers such as tissue paper, stereotype paper, 
copying paper, carbon paper coated or uncoated, paper 
for waxing, etc. etc. Such paper, colored or uncolored 
white or printed, will pay 6 cents per pound and 15 per 
cent ad valorem if the weight is not over six pounds 
to the ream. Over six pounds and less than ten pounds 
to the ream the rate is 5 cents and 15 per cent ad val- 
orem. The above rates represent a return to the duties 
in force prior to the year 1913. In the latter year and 
since that time there has been a 30 per cent tariff in 
force on all such papers and likewise on copying books. 

An admission fee of 3 cents per pound and 15 per 
cent ad valorem is marked up by the new tariff for 
writing, letter, drawing, handmade paper and paper 
commercially known as handmade paper and machine 
hand-made paper, Japan paper and imitation Japan pa- 
per, ledger, bond, record, tablet, typewriter, manifold 
and onionskin paper. If, however, any paper of any 
of the above varieties is ruled, bordered, embossed, 
printed, lined or decorated in any manner other than 
by the lithographic process it must pay 10 per cent ad 
valorem in addition to the above rate. Paper envelopes 
not specially provided for are to pay the same rate of 
duty as the paper from which made and in addition 
thereto, if plain, 5 per cent ad valorem. If bordered, 
embossed, printed, tinted or decorated or lined the en- 
velopes must pay a differential of 10 per cent ad valor- 
em. And if lithographed the envelopes pay 30 per 
cent. Under the old tariff law papers of the classes 
above enumerated were made to pay toll of 25 per cent 
and envelopes 15 per cent. 

Of no little moment to office equipment dealers is 
the paragraph of the new tariff act devoted to bound 
and unbound books, because included in this category 
are blank books, maps, charts, etc., which are hence- 
forth to pay an admission fee of 25 per cent ad valorem 

















instead of 15 per cent as in the past. Scrap books, 
post-card and postage stamp albums, albums for phono- 
graph records and all such specialties are subject, under 
the new program to a levy of 30 per cent ad valorem. 
This is 5 per cent more than under the tariff that has 
been in force for the past ten years, but is 5 per cent 
less than the toll that was demanded at our customs 
offices prior to 1913. Also marked up from 25 to 30 
per cent is the rate on papers, paper board, card board, 
leatherboard, compress leather, etc., cut or stamped 
into designs or shapes such as strips, etc., or cut or 
shaped for folders, boxes, etc. All miscellaneous spe- 
cialties such as are so numerous in the office supply field, 
are to be assessed, if paper is the component of chief 
value, at a rate of 35 per cent ad valorem. 

Many points of contact with the office equipment line 
are to be found in the complex schedule of the new tar- 
iff devoted to manufactures of metal. Take for ex- 
ample metallic pens which have been paying, in the past 
a duty of 8 cents per gross, unless the pen be of the 
type with nib and barrel in one piece in which event the 
rate has been 12 cents per gross. The new rates are 
12 cents and 15 cents per gross respectively for the two 
groups. Marked up sharply, also, are the rates on pen- 
holders, etc. The new rate for penholder tips, gold 
pens, combination penholders, etc., is 25 cents per 
gross and 20 per cent ad valorem. In deference to a 
new American industry we have a new rate of 45 cents 
per gross and 20 per cent ad valorem on mechanical 
pencils. Meanwhile instead of the old rate of 25 per 
cent on fountain pens, stylographic pens, etc., we have 
a new tax of 72 cents per dozen and 40 per cent ad 
valorem. Furthermore it is stipulated in the law that 
has just been put into force that the value of cartons 
and fillers of fountain pens and like articles shall be 
included in the dutiable value. 

Revision upward it is, with respect to pencils. Prior 
to 1913 the rate was 45 cents per gross and 25 per 
cent ad valorem, but in the revision of 1913 there was 
decreed a flat rate of 36 cents per gross. Now the 
tariff is put back to the rate in force up to 1913 as 
affecting pencils of wood, paper or other material not 
metal, filled with lead, crayons, etc. Pencil point pro- 
tectors and clips whether separate or attached to the 
pencil are due to pay 25 cents per gross. And, especial- 
ly momentous to the trade, is a brand new provision 
of the act of 1922 which imposes a penalty of 50 cents 
per gross in addition to 25 per cent ad valorem upon 
all imported pencils which are stamped with names 
other than the manufacturers’ or the manufacturer’s 
trade name or trade mark. By the new scale of duties, 
pencil leads not in wood or other material will pay 6 
cents per gross, while leads commonly known as refills, 
if in the shorter length (not exceeding 2 inches) will 
pay 10 cents per gross, with a proportionate increase for 
longer leads. Under the law that has just been sup- 
planted pencil leads paid at the-rate of only 10 per 
cent. This rate was also in force on colored or crayon 
leads and copy or indelible leads, not specially provided 
for, which, from this time forward must carry a load 
of 40 per cent ad valorem. 

Office furniture, wholly or in chief value of wood, 
though not specifically mentioned in the new tariff law 
appears to be dutiable, via general classification at 33 
I-3 per cent of its value. Baskets, chair-seats, etc., of 
wood or any composition of wood must pay at the rate 
of 35 per cent of their value. Now that the use of 
leather brief cases, portfolios, etc., has spread apace 
among business men, we find in the stock of the aver- 
age office equipment house many leather items that will 


a 


be affected by the overhauling of the tariff on this class 
of “sundries.” Under the Tariff Act of 1909 this class 
of specialties were liable to duty of 40 or 50 per cent,— 
depending upon the permanent fittings. This was re- 
duced, a decade ago, to levels of 30 and 35 per cent 
respectively. The Act of 1922 leaves at 30 per cent ad 
valorem the rate on all manufacturers of leather, raw- 
hide or parchment, such as card cases, pocket books 
portfolios, etc. There is, however, a jump to 45 
cent on leather cases permanently fitted and furnished 
with traveling, writing, sewing or other “sets.” 

ink wells, envelope moisteners and the hundred and 
one miscellaneous specialties made of glass which have 
place in the up-to-date office equipment stock will cost 
more if imported under the rearranged tariff sched- 
ules. Prior to 1913 the rate on this class of novelties 
was 45 per cent of the value. Then it was chopped to 
30 per cent where it has been ever since. Now it is 
elevated higher than ever or, to be exact, to 50 per cent 
ad valorem. Manufactures of bone, horn, quills, india 
rubber, gutta percha, etc., which were reduced from 35 
per cent to 15 per cent in the tariff shake-up of ten 
years ago, are now fixed at 25 per cent as a compromise. 
Manufacturers of ivory or vegetable ivory and “hard 
rubber” are put at 35 per cent ad valorem. Dictation 
machines that are classifiable along with phonographs 
and graphophones are to have the benefit of a duty of 
30 per cent. All told, the new tariff is calculated to 
give American producers of business equipment and 
office supplies a fair margin of safety against compe- 
tition from overseas even under such disordered condi- 
tions as have obtained in some markets since the war. 
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Cartons and Containers. 


Louis Byrne contributes to the current issue of Sales 
Management of London, England, an interesting article 
on the value of attractive and suitable containers lor mer- 
chandise. He points out that, having two articles of equal 
merit, one may sell and the other may not ,and that the 
success of the one and the failure of the other are somé- 
times due to the choice of the container. 

The influence of color is important. “Color controlled 
by design—by ideas expressed in line, in depth and in 
combination—can suggest quality and satisfaction where 
words will fail,” says Mr. Byrne, who suggests by infer- 
ence that with the example of nature before us always and 
with the new knowledge of the influence of color upon the 
mind—the therapeutics of color, if one may be permitted 
the term—it should not be difficult for manufacturers to 
comprehend the importance of this element and to employ 
someone who has mastered the principles of color har- 
mony to put the finishing touches upon their containers. 

We see every day conspicuous examples of the success- 
ful handling of the container problem. Manufacturers of 
foods, drugs and tobacco often use capital designs and 
harmonious colors, and producers of goods carried in com- 
mercial stationery stores do not lag behind in this respect. 

Mr. Byrne discussed the use of the different materials, 
such as glass, tin, composite and cardboard. The last 
named substance is suited to mass production. Tin, being 
malleable, lends itself to forming and shaping. Pure sheet 
cellulose protects goods inclosed in it from dampness and 
offers a good surface for imprinting. Inflammability is its 
most serious drawback. Transparency is one of its advan- 
tages. Often glass or earthenware is the only suitable 
container. Products containing acids such as inks, or sub- 
stances which might be discolored from contact with metal, 
such as pastes and the like, are almost always put in glass. 
As giass is so readily moulded into attractive shapes, glass 
containers can be used in many original and distinctive 
designs. 





Dr. Rowe Resigns from High Commission. 


Dr. L. S. Rowe has been obliged to resign from the 
Inter-American High Commission, due to pressure of . 
work. The director of the Pan-American Union had been 
secretary-general of the United States section. He re- 
tains contact with the Inter-American High Commission as 
an honorary member of the executive committee. 
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The Seventeenth Annual Convention. 
NE who attended the recent convention of the 
National Association of Stationers and Manufac- 
turers, and got in touch with the spirit of the meeting, 
must have been impressed with the fact that there 
were possibilities for dissension, but that the gentlemen 
who compose the National Association are rather un- 
usual men in that they were able to subordinate per- 
sonal opinions to the idea of harmony, to concede a 
little here and there in order that the opinion of some 
one else might have a chance to be worked out. In 
this way substantial harmony was the result of the 
convention and the utmost of friendliness prevailed at 
its close. 

For more than seventeen years the principal station- 
ers and manufacturers of the United States have been 
meeting each other in conventions, until there is 
scarcely any body of men of like proportions in the 
country who are better acquainted with each other than 
those who attend these annual gatherings. While the 
vriter from time to time has disagreed with the idea 
of most of the leaders, yet never for a moment has he 
doubted their sincerity, and it has come to pass that the 
writer of these lines has lived to see that a good many 
of his own notions were wrong and that the leaders of 
the association were most generally right, at least in 
their conclusions, if sometimes mistaken in their 
methods. 

The writer came away from the convention this year 
with a warmer sense of personal regard for each and 
every one whom he met at that gathering than ever 
before. He came away with a sense of pride in be- 
longing to an organization whose individuals can sub- 
ordinate so cheerfully their own pride of opinion to 
the good of the industry, working through the organ- 
ization which represents it. We realize that the Na- 
tional Association has developed men of large spirit 
who are worthy of most sincere admiration and re- 
spect. This applies not only to those with whom we 
are in accord in matters of opinion, but to those with 
whom for the time we are obliged to disagree. One 
and all we respect them, and rejoice that we can take 
them by the hand and call them our friends. When 
an association brings out the characters of men and 
shows therein sincerity of opinion and honesty of aim, 
so that each knows that the other is right in intention 
and would wittingly do no injustice, then that associa- 
tion has accomplished a great work, if it never does 
anything else. With such a basis from which to labor, 
an organization such as ours can go forward to better 
and better things and by the influence which it wields 
through the character of its membership, draw to itself 
an increasing number of members who desire to be 
associated with strong and progressive men. 

Out in the field the contention that it is worth while 
to get together for the sake of being together and for 
the sake of mutual acquaintance, is looked upon as a 
stock argument, without much basis in actual value, 
but it is not so, as about every one who attended the 
last convention will attest, for this spirit of friendship 
and of tolerant good will is a reality which makes men 
bigger and stronger in their faith and courage to meet 
and overcome the problems of every day. 

<--> 


The Annual Business Show. 
HE recent business show which took place under 
the auspices of the National Business Show Com- 
pany in the Grand Central Palace, New York, begin- 
ning Monday, October 23, and ending Saturday, Octo- 


ber 28, was the largest business show which was ever 
held in the United States. There were approximately 
two hundred individual exhibits occupying practically 
two floors, a main floor and a mezzanine floor, in the 
vast building which was selected to house the show. 
Practically all the devices were directly related to the 
office equipment field, so that one who attended the 
show and worked systematically through the exhibits 
would come out with a liberal education in the 
mechanics of modern office practice. A number of 
new devices were demonstrated at the show and sev- 
eral important new office machines, such as new models 
of typewriters, etc. The business show was conducted 
along the same lines as those heretofore given by the 
Annual Business Show Company and resulted in satis- 
faction for all concerned. [Evidence of the increased 
interest in economies for the business and professional 
office was found in the fact that the attendance this 
year was unusually large, it being estimated that about 
125,000 people passed through the exhibition halls. 

The unusual number of exhibits and the number and 
interest of those attending the exhibition indicate a 
disposition on the part of every one to take hold of 
business with vigor and to bring about a period of good 
times. The business show is a great, annual clearing 
house of information for those who want to keep 
themselves up to date in modern business practice and 
its work in unifying the office equipment industry is 
becoming increasingly valuable as the years go on. 

<--> 
Against the Guild. 

BSERVATIONS concerning the Guild plan con- 

tinue to reach the editors of Office Appliances. 
Comment has been made upon the fact that the prices 
quoted by manufacturers of certain small articles under 
the Guild brand are less than they are for like goods 
produced by the same manufacturers under their own 
trademark. The explanation of “lower prices for quan- 
tity orders” may not be accepted as satisfactory, since 
the shipment and billing of Guild goods are to indi- 
vidual buyers and apparently the manufacturer is at 
present, at least, under the same expense for traveling 
salesmen on Guild lines as on his regular lines. 

Taking the matter from an economic standpoint, 
there are, apparently, certain considerations that ought 
to be studied. The Guild has only an apparent simi- 
larity to a chain store system. The latter is owned and 
operated by a central organization. Its several stores 
are branches. Its advantage is that, by the control of 
considerable capital it can buy at a better figure than 
smaller merchants in the same lines and that the lower 
prices can be used to attract purchasers. If the oper- 
ator of the chain store sold his goods at the same price 
as his competitors, quality for quality, he would have 
a larger net profit but no advantage in extending his 
business. Some aggressive competitor might, by supe- 
rior personality and more enterprising methods, draw 
the trade of a given locality to his store and drive the 
chain store man out. 

As Guild is proposed as an instrument for increasing 
the dealer’s profits, it is obvious that it does not expect 
to cut prices. Its products, therefore, must meet com- 
petition four-square, on a basis of quality, salesman- 
ship and service and aside from the added profit which 
the Guild line is supposed to bring when sold as the 
result of having been bought at a lower price, the 
dealer will be in precisely the same position as he was 
at first. 

Where are such products to be secured ? 
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The Guild statement sent to the trade announces that 
“only the best manufacturers are invited to submit 
samples.” The “best manufacturers” of more than a 
thousand of the most important products in the field 
have failed to respond to the invitation. The statement 
presents the names of six manufacturers of small 
items, only one of which, the American Vulcanized 
Fibre Company, produces a line which is nationally 
advertised. The B. F. Goodrich Company is listed as 
the maker of Guild rubber bands, but rubber bands 
make a very inconsequential item of the big rubber 
company’s business. 

Failing in the main in a response from “the best 
manufacturers,’ Guild must fall back upon the second 
choice for its line, which it must establish in the public 
favor, in which long and difficult task may not Guild 
dealers lose in volume as much as they might have 
gained in an expected larger margin of profit? 

If the Guild dealer carries Guild products as a part 
of his line—as he must do—the question arises: How 
satisfactory will such an arrangement be? 

3uilding prestige is slow work, particularly when 
many accepted things have not only years but genera- 
tions behind them. Many of these accepted things of 
“the best manufacturers” are stones in the foundation 
upon which the retailers have built and are building 
fine business structures. Any plan that contemplates 
the removal of these important supports in the founda- 
tion for the substitution of “something just as good” 
is likely to impair the structure upon which it is tried. 

Suppose we pursue the idea of Guild to its logical 
conclusion and assume it to be in effect one hundred 
per cent. Every stationer would carry the line and all 
manufacturers would take their orders from Guild. 
During the process all non-Guild members would be 
wiped out. It would be a step toward the socialistic 
state. It might prove to be economical to produce all 
goods in one centrally located plant. That would com- 
plete the job of effacement as far as the manufacturers 
were concerned. There would be no further competi- 
tion, hence the incentive to invention and improvement, 
which even friendly rivalry promotes, would have 
little to feed upon. There would be one purchaser, 
the Guild, which would buy what a bureau of standards 
told it was best to buy. The stationer’s condition 
would be ideal. He would need to take no thought for 
the morrow. The effectiveness of the plan would 
probably lead to its adoption in every other industry. 
But an economic system, based upon the idea of cen- 
tralized production and controlled distribution, does 
not appear to be working satisfactorily in Russia. Of 
course, the illustration overshoots the mark. There is 
no thought of the Guild plan going 100 per cent. 

Business grows because of the fact that men want 
different things of the same general order. We do not 
all use the same make of typewriters or the same brand 
of clothes. Things which appeal to one man leave 
another cold. It is the infinite diversity of the human 
mind with all its sameness of general trend that keeps 
civilization going. We can standardize only within 
narrow limits. 

The manufacturers in this industry do not generally 
take kindly to the Guild idea. Office Appliances has 
received a statement from one of the most prominent 
of the manufacturers in this field in which he points 
out that the National Association of Stationers and 
Manufacturers was organized some years ago to ad- 
vance the interests of those producing and dealing in 
commercial stationery and office equipment. For this 


purpose it has been maintained jointly by the manu- 
facturers and distributors. Now comes the Guild, pur- 
porting to represent the Middle Atlantic Division of 
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the National Association and proposes to take away 
their business from the manufacturers who have sup- 
ported and contributed liberally to the Association with 
the design of extending the business and advancing 
standards and practices. Our informant states it to be 
his understanding that as a second step the Guild 
itself will become engaged in manufacturing. As the 
Guild grows, it is intended, he believes, to take in more 
and more of the members of the Association, until we 
find that the manufacturers, who have been instru- 
mental in maintaining the organization, will be wiped 
out by the dealers in the same organization. He sug- 
gests that the manufacturers themselves might effect 
some sort of a concrete association for their own 
interest. 

Office Appliances does not believe this last sugges- 
tion to be necessary. Like everything else, Guild will 
stand or fall on its merits. If it is economically sound 
and not top-heavy, with proper management it will 
stand. It has many “ifs” to climb over before it will 
menace the integrity of the industry as at present con- 
stituted. 

Guild was started to do several things, some of 
which perhaps did not need to be done. If the discus- 
sion brings the different branches of the trade into 
closer harmony, good will ensue. 

<-> 


The Manchester Business Show. 

N ACCOUNT of the business show at Manches- 

ter, England, is presented in the monthly letter of 
Offices Appliances’ correspondent in England. Mr. 
Shore gives a most interesting resume of this event, 
which was well attended by business men and others 
not only by people from Manchester, which is Eng- 
land’s chief manufacturing city, but by business men 
from many other parts of the British Isles. Public 
men and officials took keen interest in this exhibition 
and their presence gave it considerable eclat. During 
the visit of Earl Haig there was a brilliant aggregation 
of medals and decorations, for many men who achieved 
renown during the last and other wars were present 
to meet again the war chief of the British armies. 

It is highly interesting to Americans to note the 
statement of the correspondent that the great majority 
of devices shown were of United States origin and 
production. 

Our friends abroad are fully alive to the possibilities 
of business expositions. Elsewhere is an account of 
the first business show to be held at Amsterdam, Hol- 
land, a short time ago. It was a successful affair. 
Another correspondent writes from Belgium that on 
the continent of Europe, owing to the many incon- 
veniences of travel and the annoying delays and re- 
strictions left over from the war, the routes of travel- 
ing men are becoming more and more circumscribed, 
and expositions are taking their place as a means of 
advertising and distributing business appliances and 
merchandise of other kinds. 

Our British cousins are particularly clever in get- 
ting up interesting expositions, and the time is at hand 
when we of the United States should have representa- 
tives at these shows—and likewise at shows on the 
continent—and there should be an exchange of ideas 
between this country and other countries as to exposi- 
tion methods. 





<> 
The German Typewriter Embargo. 
HE August issue of Transatlantic Trade, official 
organ of the American Association of Commerce 
and Trade at Berlin, comments pointedly on the Ger- 
man embargo against American typewriters. The 
Chamber, it states, has repeatedly taken up this matter 
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with the proper German authorities, but with little suc- 
cess in proportion to the amount of time and energy 
spent. Before the war American typewriter companies 
established in Germany imported their machines with- 
out difficulty. These companies are still established in 
Germany, organized under German laws, employ Ger- 
man citizens, pay all the German taxes—in some cases 
even the Reichsnotopfer—but the present attitude of 
the German authorities prevents them from doing busi- 
ness. The editor points out that on the other hand 
German typewriter manufacturers are at liberty to ex- 
port their machines to the United States in any desired 
quantity. American typewriter companies in Germany 
have now waited four years for the opportunity to re- 
sume business. The popular cry, says the editor of 
Transatlantic Trade, that even if there were no im- 
port rstrictions, American machines could not be 
sold in Germany, is not true. American companies in 
Germany have concrete orders for machines even from 
government departments, but they cannot make deliv- 
eries because of the present embargo. The editor points 
out that if American typewriter companies are per- 
mitted to exist in Germany and are compelled to pay 
all the German taxes, it seems only fair and logical that 
they be permitted to import their goods from the 
United States. He says further that there is a call in 
Germany today for the American typewriter in spite 
of the dollar-mark exchange difficulties. 

The foregoing editorial from Transatlantic Trade 
corroborates the view expressed in the September issue 
of Office Appliances. We have no suggestions to offer 
except that perhaps pressure should be brought to bear 
from this side to take up the matter through the chan- 
nels of diplomacy and thus attempt to get the embargo 
removed, but one other suggestion now occurs to us 
and that is that the American Chamber in Berlin con- 
tinue its efforts and bear down heavily on the argu- 
ment that for any government to put an artificial prop 
behind an industry to the extent of the absolute prohi- 
bition of competition is to kill the incentive to progress 
which always spurs producers on when there is oppor- 
tunity for competition and that an airtight monopoly 
eventually strangles itself in its own indifference. 

<-> 





The Telephone Voice 

HE slogan of the Illinois Bell Telephone Com- 

pany, whose service covers Chicago and the state 
and is an arm of the American Telephone & Telegraph 
Company, is: “It’s the smile in the voice that wins.” 
The fact that others have brought this subject to the 
attention of the public need be no bar to another re- 
minder that it is a first-rate plan to cultivate a pleasing 
voice not only over the wire but everywhere. The 
voice with its modulations and inflections answering 
a call represents the house with which the speaker is 
connected quite as emphatically as a representative sent 
out into the field to solicit orders or as much as any 
other member of the staff, whatever his position may 
be, whether president or office boy. 

Not long ago an incident occurred in which it was 
necessary to call up a large, well known concern, but 
the voice of the lady at the other end of the line showed 
lack of interest from the first word. Her attitude was 
nonchalant and indifferent and betrayed an air as if 
she were saying, “Well, hurry up, it’s hot, I’m bored 
and my time is limited.” It is hardly necessary to add 


that the intentions of the person who called were not 
carried out. 

Those concerns which do much business by tele- 
phone make it a particular point to train their operators 
in voice control and in courtesy. Courtesy is the essen- 


tial, of course, because everyone has certain individ- 
ualities of voice, as of manner and appearance, but the 
spirit of courtesy will betray itself in the voice as surely 
as the spirit of impatience and temper. 
<---> 
Are There Born Salesmen? 


i A little note appended to an article in the June 
issue of this journal we ventured to suggest that 
the theory that salesmen, like poets, are born, not 
made, is without sufficient evidence to give it validity 
The divine afflatus once supposed to carry the born 
salesman on to victory and force the prospect through 
the sheer power of the inevitable to sign his name on 
the dotted line, is, to say the least, a very undepend- 
able quantity. We suggested inferentially that the 
born salesman idea was one of the queer species that 
followed mesmerism and hypnotism out of the dark- 
ness and took on the less fearsome title of mental sug- 
gestion. And finally, that “there ain’t no sich animile” 
as a born salesman. 

The suggestion above outlined fell in with the ideas 
of one or more gentlemen whose business it is to train 
and superintend salesmen, and a suggestion has come 
to us that we elaborate the matter a bit. At first we 
were inclined to believe that, as the pioneer hunters 
used to say, we had “shot our wad,” and would better 
let someone else do the rest of the talking. It does 
seem on thinking the matter over, however, that a 
man may grow up with certain tendencies which, when 
developed, will make him a better salesman than some 
other man who lacked those qualities. One would 
scarce hope to make a wonder salesman out of a man 
who longed all his waking hours to paint pictures, or 
build houses, or run a farm, or write fiction. <A 
healthy enthusiasm for the thing one sets out to do or 
to be is a regular seven league stride toward the goal. 
The opinion is ventured that this is about all there is 
to being born to an occupation. 
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Links in the Chain of the Day’s Sale 


SETTING A 
LIMIT ON 
CHARGE 

ACCOUNTS 


SAVING THE 
BOOK KEEPER 
MIDNIGHT OIL 


BRINGING PEP 
TO THE 
CASH REGISTER 


who are not judicious in their charge 

purchases is a delicate matter. The 
retailer conforms to a credit limit when 
buying. It is just that he apply the same 
procedure when selling, particularly to cus- 
tomers who have not established themselves 
firmly 

A Kansas retailer in mercantile lines meets 
this situation in a manner which tends to 
restrict the temptation to impose on the 
dealer. On statements sent to customers 
whose credit is not unlimited, he has the 
following printed: “Amount of Credit Al- 
lowed per Month, $——. This amount of 
credit we can allow is no reflection on your 
integrity. We allot a specific sum to carry 
our charge accounts. When this is exceed- 
ed we are forced to borrow money to finance 
the accounts.” 

The statement gives the charge customer 
a business-like conception of his credit, and 
shows him how close his current account is 
to the limit. It also serves to admonish the 
bookkeeper, for the credit limit is indicated 
on the customer’s ledger sheet. If the danger 
mark is approached, he can warn the man- 
ager. 

The statement also contains the following 
notice: “Six per cent interest charged on 
all accounts which are thirty days past due. 
This is necessary because we are obliged 
to pay this percentage at the bank in order 
to carry the account.” In some states it is 
necessary for such notice to appear to per- 
mit of collecting interest on the account 
when overdue. 


C REDIT EXTENSION to customers 


<-> 


RRORS IN making out sales checks 
E that complicate store accounting and 

deliveries were tabulated by an East- 
ern department store, and discussed at meet- 
ings of employees. They were classified ac- 
cording to the departments concerned. 


Errors that Make Trouble in the Shipping 
and Credit Departments: Address illegible; 
address incomplete; address abbreviated; 
date illegible; date written 9/10/22 instead 
of being given in full, or as 9-10-22; date 
omitted; customer not identified; number of 
items omitted; “how sold” omitted. 


Errors that concern the Billing Depart- 
ment: Illegible items, words run together, 
items abbreviated, misspelled items, items 
lacking, prices in wrong column, ciphers 
omitted, as “$50” instead of “$50.00”; ex- 
tensions figured wrong; prices _ illegible; 
quantity omitted, quantity illegible, quan- 
tity in wrong column, error in pricing, as 
“one dozen @ 35 cents” instead of “one 
dozen @ $1.35.” 

Errors that inconvenience the Auditor: 
Date illegible; date omitted; date written 
too high on sale slip so it will appear on cus- 
tomer’s voucher when detached; amount il- 
legible; amount omitted; amount incorrect. 


<-> 


naturally at the cash register. The 

transaction is over, and the customer 
generally in a hurry to be on his way. Too 
often the clerk is not adept at handling the 
cash register, and there is a little delay in 
handing out the change. An Eastern de- 
partment store has contests in cash register 
operation, just as the typewriter and the 
adding machine fields have their contests. 
Winners in these contests are recorded on 
the store’s “roll of honor.” Perfect scores 
have been made by eleven of the em- 
ployees. 


GS ‘natorally the parting guest localizes 


GETTING VALUES 
FROM CATALOGU 


AND PERIODICALS 


GENTILITY 
IN ATTIRE 


GETTING 
NAMES 
RIGHT 


chandise and store methods comes to 

the stationery store through the man- 
ufacturers’ catalogues and trade papers. Un- 
fortunately, the average store does not cash 
in on its assets thus received. Not all the 
employees get a look at the catalogues and 
trade papers. As a result, many are un- 
familiar with the new merchandise offered 
by manufacturers, even though the store 
may have it in stock. Selling ideas in 
trade papers are useless unless discussed and 
applied. 

The store club is an excellent place to 
consider new merchandise and methods. In- 
cidentally, this renders it possible to make the 
store club sessions interesting. Assume that 
a new catalogue has been received. Assign 
one of the clerks the task of studying it, to 
note what is new. Let him prepare to dis- 
cuss that catalogue at the next session of 
the store club. It will enhance the value of 
the catalogue, making many of the clerks de- 
sirous of reading it for their own good. 


Trade paper items bearing on store 
methods, selling ideas and suggestions that 
can be passed on to customers. for their 
use may be discussed to advantage in the 
store club sessions. 

<-> 


Rast for salesmen and saleswomen 


] 


M ‘iat valuable information about mer- 


in a big store are printed here, for their 

value to the average retailer. Uniform- 
ity of attire is not sought. These rules show 
the sales force how to dress so that they 
may not be conspicuous, or appear to be 
better dressed than the customers they 
serve. 

“Men will avoid unusual color combina- 
tions of hosiery and neckwear and loud, 
flashy apparel. 

“Soft collars will not be worn. 

“Coat must always be worn. From May 
to September a vest is not necessary, but 
if not worn the coat must be kept buttoned. . 

“Suits must always be neatly pressed. Col- 
lars must fit snugly, giving an alert, neat ap- 
pearance. 

“Faces must be clean shaven upon coming 
to work. 

“Shoes should be neatly polished. Facili- 
ties for doing this are available in the men’s 
recreation room. 

“Men will be no less careful than the 
women in avoiding extreme dress, unbusi- 
nesslike jewelry, perfumery, etc. 

“A full-faced man should choose a turned- 
over collar with long points, never a straight, 
high-band collar. A thin-faced man follows 
the reverse of this rule. The necktie should 
always blend with the shirt and be carefully 
tied. Avoid all extremes in ties, in either 
shape or color. The majority of men lool: 
better in a_ well-tied bow tie. They are 
jaunty, inexpensive and hold their shape 
longer than the average four-in-hand. Shirts 
with dark backgrounds should be avoided. 

“When worn with low shoes socks should 
be of a corresponding shade. 

“Avoid white socks with dark low shoes. 
When a man’s wardrobe is limited he should 
choose dark, simply cut clothes of indis- 
tinguishable pattern.” 

<--> 


NCORRECT writing of names and ini- 
| tials on order blanks often brings grief 


in billing and other records. It also 
causes disgruntled customers, as shipping 
tags, invoices and statements aggravate the 
bad impression. A good rule is to require 
that all names be printed by hand on the 
original order. Then there is no excuse 
to go wrong in billing or letter writing. 
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Remington Typewriter Co. Announces New Model. 

The new No. 12, the latest Remington product, made its 
appearance at the New York business show where it was 
the main feature of the Remington exhibit. The machine, 
which marks an important forward step on the part of the 
oldest typewriter company, attracted much interest. 

The new model No. 12 is not advertised by the Reming- 
ton Typewriter Company as either silent or noiseless, but 
is to be known as “The “Quiet Typewriter.” Those who 
have seen it and listened to it when in action agree that the 





“THE 


REMINGTON, KNOWN AS 
QUIET TYPEWRITER.” 


NO. 12 


name is well chosen, as one may listen almost in vain for 
the usual “clicks” and other incidental typewriter noises, 
which have either been eliminated or reduced to a minimum. 
Despite its quiet action the new model does not show any 
radical change in the operating principles. The machine is 
a true Remington in all of its essential characteristics. It 
contains all the latest improvements. In designing the new 
No. 12, the company’s engineers took the stand that the 
familiar principles of the Remington construction were too 
fundamental to the machine to be abandoned or modified 
even for the sake of a quiet typewriter. No special innova- 
tion was, therefore, made in the mechanical construction, 
but, on the other hand, all possible means were employed 
to replace noises incidental upon operation by relative 
silence. Years of laboratory work were consumed in the 
task, but the company feels that all of its efforts have been 
justified in the new model. 

There is nothing obvious in the construction of the ma- 
chine which accounts for its quietness of operation, except 
possibly the front paper bail and enclosed frame. In other 
respects the machine has the familiar Remington appear- 
ance and all the operating qualities characteristic of the 
later models. The fact is that the sum of quiet attained in 
the new model is not due to any one operating feature. The 
enclosed frame is one noise reducing feature; so is the front 
paper bail, the cushioned cylinder, the new wire cable anvil 
and the new refinement in the escapement mechanism. In 
all, not less than fourteen noise-eliminating or reducing fea- 
tures are enumerated by the Remington engineers. Some 
of these may seem small in themselves, but the total result is 
what the engineers set out to achieve. 

Quiet action, however, is not the only advantage the man- 
ufacturers claim for their latest model. Although not a sin- 


gle operating feature has been compromised in order to se- 
cure a quiet typewriter, all of the recent Remington im- 
provements are in evidence, among them the improved es- 
capement, new type bar mechanism, improved self-starter 
mechanism and a number of important refinements in the 
carriage and ribbon mechanism. 


NEW MACHINES 





CES 


“Natural Touch,” characteristic of the standard Reming- 
ton correspondence model, is also embodied in the new 
No. 12—in fact, there is no distinct operating feature in 
which the new model differs essentially from the standard 
Remington correspondence machine. In comparing the No. 
12 with the latter machine, the fact must be borne in mind 
that the improved self-starting Remington is in itself a new 
machine, having been on the market only since January of 
last year, and although it bears the former model No. 1), it 
contains improvements quite as numerous and fundamental 
as any that were ever embodied in a new Remington model. 
The No. 12 has all these improvements, plus the additional 
refinements which have made it a quiet typewriter. In ef- 
ficiency the two machines are virtually identical and in op- 
eration they differ only in the one feature of quiet. The 
Remington Typewriter Company announce that they will 
continue to manufacture their standard correspondence ma- 
chine and expect that it will continue in demand for use 
under those conditions where quiet is not essential. 

The price of the new No. 12 Remington in the United 
States is $110—just $7.50 more than the price of the stand- 
ard correspondence machine. 





A Word Counter for Typewriting Machines. 

A new machine, successor to the original Watts’ word 
counter, has recently been perfected. The original ma- 
chine was known as the Word Meter and was invented and 
patented by Herbert 1. Watts in 1909. It was sold to some 
extent, but as it registered a count for each stroke of the 





COUNTER 


WORD 
FOR TYPEWRITING MACHINES. 


WATTS ELECTRICAL 


space bar, it was found to be not entirely accurate as a word 
counter, 

The new machine just completed operates by a small 
electric transformer of six volts which counts only at the 
end of a word and can register only once for each word 
written, thus producing an absolutely reliable record of 
words done. 

The machine is equipped with an automatic switch con- 
trolling its action, so that it can register only written words 
It also has a small switch, by means of which the words 
desired to be counted can be removed from the typewriter 
and the count discontinued, to be resumed at any time de- 
sired. The count can be set back to zero at any point. 
The meter can be installed at any desired distance from the 
typewriter and can thus be used to keep track of work done 
by operators. 

Mr. Watts, the inventor, is now seeking arrangements 
to have the meter manufactured for the market. Mr. Watts 
may be addressed at the Circuit Court, Fort Wayne, Ind 


Notable Advancement in Typewriter Design. 


The Demountable Typewriter Company, Fond du Lac, 
Wis., is introducing a machine which embodies radical 
changes in type bar typewriters. The outstanding feature 
is the facility with which the machine may be separated 
into three basic units without the use of any tools. Sec- 
tional assembly as a factor in manufacturing has long been 
an accomplished fact. The Demountable typewriter takes 
advantage of sectional construction to permit the user to 
change his carriage—even to installing a wider carriage 
than that originally supplied; to change the type section, 
thus making it possible to write with one machine various 
languages, or different sizes of type; to replace the type 
action when worn, without sacrificing the frame unit and 
the carriage unit. Manufacturing processes assure inter- 
changeability of like parts of different machines. It is pos- 








ox 


sible to take the carriage from one machine, the frame from 
ancther, and the type action from a third typewriter, as- 
semble them in a short time, and have a complete writing 
machine. 


It is generally recognized that the frame unit and car- 
riage of a typewriter—barring the rubber platen—will far 
outlast the action unit. When the typewriter had lost its 
ability to write a good letter, the machine was formerly dis- 
carded or traded in for a new one. The user of a Demount- 
able can rejuvenate his machine through the purchase of a 
new action unit, as against the trade-in value of the old 
machine applied on a new typewriter. 


The type-bar segment of the Demountable typewriter 
shifts for writing capital letters. It is not necessary to shift 
the carriage. It is possible to remove the complete carriage 
merely by turning a single stop key. In addition to per- 





mitting interchangeability of carriages, it is possible to con- 
vert a correspondence model into a wide-carriage machine 
by changing the rails on which the carriage runs. Thus 
it is not necessary for a user whose work requires a wide- 
carriage machine a few days each month to purchase two 
machines. All that is necessary in this instance is to buy 
a carriage of the desired length, together with the two 
corresponding rails. The work of removing the rails of a 
correspondence machine for replacement with the long car- 
riage rails can be accomplished by any one. 


The carriage of the Demountable typewriter is mounted 
on a new type of ball bearing, known as the “caterpillar” 
bearing. The carriage action is singularly easy. An opera- 
tor can return the carriage to the starting point of another 
line with a saving of from three-quarters to one and one- 
half pounds of energy. The carriage has a line space lever 
at each end, making it possible to use either hand in operat- 
ing the carriage. The platen can be removed by unsnap- 
ping two latches which hold the carriage side plate clamps 
in position. Then the platen rolls out. The deflector plate 
and feed rolls can be removed as readily. This feature is 
an advantage when the typewriter is used for cutting sten- 
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cils, as all parts of the carriage are accessible for thorough 
cleaning. 

The paper table tilts forward, exposing the marginal and 
tabulator stops. Any change of adjustment can be accom- 
plished without requiring the operator to change her work- 
ing position. Ribbon changes are effected simply. The rib- 
bon spool covers are lifted, exposing the ribbon. It is 
mounted on wooden cores. The ribbon may be removed 
and replaced without the necessity of rewinding. 





Until one has seen the new Demountable typewriter it is 
difficult to grasp the simplicity of its design, and what this 
means in the way of service to the user. Heretofore it has 
not been practicable to clean a typewriter properly and 
to look over the inner workings without dis-assembling at 
a considerable cost. All that is necessary to expose the 
working parts of the Demountable is to pull out the locking 
member and lift the action unit from the frame unit. Im- 
mediately all the working parts are accessible for adjust- 


DEMOUNTABLE TYPEWRITER AND PARTS. 

Upper left, the Demountable set up and complete. 

Upper right, removing the carriage. 

Lower right, changing carriage mechanism. 

Left center, Demountable without keyboard or type basket. 

Lower Teft, action mechanism, including keyboard and type- 
bars. 
ing and cleaning, even by a novice. 

The Demountable typewriter has all the essential fea- 
tures usually found on a typewriter. The machine is of 
good appearance, very carefully manufactured, has a uni- 
form key depression, with a touch that is light and pleas- 
ing to the operator. 


Ten or twelve good, legible carbon copies can be pro- 
duced without difficulty. The manifolding qualities ha e 
been achieved through the introduction of a roller bearin 
key lever action, and the elimination of certain parts whic 
retard the force of the type bar against the platen. 


The factory of the Demountable Typewriter Company 
comprises 90,000 square feet of floor space, all of which 
is devoted entirely to the production of the typewriter. 
The machine is being produced in volume at the present 
time, and the company is adding daily to its working 
orce, preparatory to operating at its fullest capacity. 
Salesmen are being added, and select distributors will be 
appointed from time to time to keep pace with the in- 
creased production facilities at. the factory. 
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“Non-Skid” Finger Protector. 

The Louis Melind Company, 362 West Chicago avenue, 
Chicago, lil., makes a novel finger guard, designed to re- 
place the conventional finger cot. The new guard is ad- 
justable to any finger, permitting the stationer to meet all 
requirements with a single size. It is formed from sheet 
rubber, with a fabric lining. The rubber surface is “check- 
ered,” affording traction in fingering papers. The lining 
serves to protect the fingers when forcing pins through 
bulky files of paper. 





MELIND “NON-SKID” ADJUSTABLE FINGER COT. 


But little of the finger is covered by this guard, thus 
eliminating heating and sweating. It does not bind the 
finger and circulation is not impeded. The guard is re- 
versible. A large Chicago mail order house uses thou- 
sands to facilitate the work of its clerical force. The “Non- 
Skid” will not injure the finger nails. It is strong; lasts 
indefinitely and will not deteriorate. 


A New Sorting Tray. 

The Currier Manufacturing Company, which has recent- 
ly taken new and larger quarters at 1001-1003 Central av- 
enue, Minneapolis, Minn., have recently placed upon the 
market a new sorting tray which was created as the result 
of a suggestion from a leading stationer. The new tray 
is so designed that it will answer for use with dealers’ 
indexes in the A to Z division, at the same time promoting 
the sale of these indexes, which are used for sorting cor- 
respondence before it is filed. For concerns that do not 
employ a file clerk, this system saves considerable time 
since letters may be placed in the sorting tray as they are 
answered and each week or month transferred to the regu- 
lar letter files. During the time the letters are in the 





TRAY. 


“CURMANCO”" SORTING 
sorting tray they are usually more active than filed cor- 
respondence and the user has easy access to them. The 
same is true with orders, invoices, reports and quotations. 
The use of a tab index permits this sorting tray to be em- 
ployed as a ready reference like a work distributor or cor- 
respondence distributor. 

For ledger sheets or posting work, this tray will answer 
many uses. It is built with both sides flared and can be 
used from either side. 

This new sorting tray is built of olive green art steel 
of good weight, the top being reinforced by wire all 


around, with no rough edges or sharp corners. 





Table-Desk Combination. 

There is a new table on the market which can be used as 
a card table, sewing table or typewriter stand. It is known 
as Howard’s Combination Table-Desk and comes in oak 
and mahogany. A feature of these desks is the care which 
is put upon their finish. 














HOWARD COMBINATION TABLE- 
DisSK IN USE AS A TYPE- 
WRITER CABINET. 
The dimensions are 18 by 20 inches when the leaves are 
closed and 18 by 38 inches when they are open. Each desk 
has a center drawer and is provided with casters. 











Recipe Boxes in White Enamel. 

Julius Bandes & Company, Inc., 396 Broadway, New 
York, N. Y., has introduced a recipe cabinet in white 
enamel. Printed indices are included. Special wrappings 
are furnished for boxes ordered for the holiday trade 


A Loose Leaf Display Case. 

The Wilson-Jones Loose Leaf Company of Chicago, IIL., 
recently brought out an attractive display case, having six 
sides, each equipped with two shelves for display purposes 
The top is arranged to show memorandum books and the 
complete ring book line. 

The wooden portions of the case are of mahogany, the 


background in the interior being of green cloth. The doors 





DE, LUXE FLOOR DISPLAY CASE 


are fitted with heavy glass, likewise the slanting top as 
shown in the cut. Illumination is provided for the inside of 
the case by means of concealed electric lights. An at- 
tractive stand lamp at the top illuminates the display of 
memo books. This lamp has a green glass shade which 
harmonizes with the green in the case itself 
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Improvements in Corona Typewriter. 

An improved model of the Corona typewriter has just 
been announced from the headquarters of the company at 
Groton, N. Y. 

The new Corona carries no model number and differs 
little in appearance from its predecessor. Strictly speak- 
ing, it is not a new model, but an improved one, retaining 
all the valuable features that have been the foundation of 
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— 
NEW MODEL CORONA. 


this little machine’s reputation. However, four distinct 
improvements have been made which add considerably to 
the usefulness of the machine. 

The most noticeable change is in the keyboard where 
the spacing of the keys has been altered a little and the 
width of the keyboard increased. The space bar has been 
enlarged and another pair of shift keys has been added to 
the right hand side. Any one of the four shift keys may 
be locked A business-like carriage return lever which 
automatically line spaces is now a feature of the machine 
just as on the larger office machines. It is stated that this 
combination carriage return and line space lever operates 
with ease and smoothness. 

The improved Corona has a ten-inch carriage, which is 
a full inch longer than the old Corona carriage, giving it 
an exceptionally long writing line. Paper fingers are so 
suspended that they will slide to the extreme ends of the 
platen. Typing may be performed right up to the edges 
of the paper fingers, but it is impossible to strike them with 
the type. The Corona ribbon reverse operates without 
gears or springs and is said to be quick and positive in its 
action. There are several minor refinements which add to 
the apearance of the machine, including the case. 


Speedograph for Order Systems. 


A new attachment has been invented for the Speedograph 
duplicator manufactured by the Beck Duplicator Company, 
New York, N. Y. This new attachment is a front paper 
guide designed especially to handle order systems. 

The principal feature of the Speedograph is the automatic 
paper feeding device which places the sheets of paper on 
the copying surface. The chief objection of this, in con- 
nection with order systems was the time required for load- 
ing the paper-feeding tray, each time an order was to be 
copied. Equipped with the new device, the Speedograph 
is so arranged that the original or master copies may be 
placed by means of the extra paper guide and the feeding 
frame, which is capable of holding several sets of copy 
sheets and need not be refilled each time an order is to be 
copied. 
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Special Desks for Line-A-Time Users. 


The Line-A-Time Manufacturing Company, Rochester, 
N. Y., has placed on the market two special desks for users 
of the Line-A-Time copy holder. One is made to support 
the copy holder only, for users of the law book el so 
that it can be used at any distance behind the typewriter. 








[a 


‘LINE-A-TIME DESK, 





The ether, which is illustrated, supports both the type- 
writer and the copy holder. 

These supports for the Line-A-Time have metal frames. 
That for both typewriter and copy holder includes a sta- 
tionery cabinet and a swinging leaf for the convenience of 
the operator. 

(Continued on page 111.) 














PORTABLE STEEL VAULT PRODUCED BY THE SHAW- 
WALKER COMPANY, MUSKEGON, MICH.—This is a new 
device placed on casters. It is made to accommodate standard 
files and drawers and to give a high degree of protection — 
fire. It has a reliable combination locking mechanism and is a 
first class piece of work. 
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this journal their headquarters. 


happy to be of any possible service. 


Office Appliances 


By W. T. Shore, Surrey House, 


October 5, 1922. 
HINGS in the general commercial and therefore of 
T course also in the office appliance world do look really 
better. There ain’t no boom! But there is progress 
and most of us believe that the Cape of Good Hope has 
been rounded and that we are in smoother waters. Not 
calm yet, but calming. The wind is favorable and grad- 
ually strengthening from a mere catspaw into a steady 
breeze. If it doesn’t veer round unexpectedly, all will be 
well. As confirmation, S. J. Love, of the Protectograph, 
tells me of improving trade conditions in Lancashire, which 
report is backed by various other opinions expressed by 
Lancashire folk whom I have met recently. George A. 
Wareham weighs in with this: “The improvement in the 
general state of business that has been waited for so long 
appears to be gradually materializing and it is all the more 
satisfactory that it is coming along gradually and steadily. 
Thus an increase in volume of trade is occurring without 
any serious disturbance of price or values. I cannot yet 
report that firms are more receptive on the question of up- 
to-date office equipment. The finance side of business still 
seems to bristle with problems that prevent expenditure 
of any great extent under this heading. Bread and butter 
business still seems the order of the day for the office equip- 
ment and work beyond that is largely of a foundation or 
educational character.” 
<--> 
But quite frankly, the increase in your tariffs have not 
been kindly welcomed by business houses in this country! 
This, however, is too thorny and debatable for these col- 
umns. 
<-> 
In all respects, and especially from an American view- 
point, was the “Business Efficiency” Exhibition at Man- 
chester, September 13 to 23, a thoroughgoing success. It 
succeeded just where success was hoped and striven for by 
its promoters, the Office Arnliance Trades Association; 
that is to say, it educated, intelligently, soundly and, I am 


sure, with lasting effect. 

“There will be nothing to attract the idle and curious— 
nothing discordant to the business atmosphere,” 
committee of the O. A. T. A. 
on “What It Will Be.” 


uable ideas for more efficient business—ideas which 


said the 
some weeks ago in a leaflet 
But “it will contain countless val- 
cannot 


Victoria Embankment, London, W. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
The staff at the main office, 417 South Dearborn street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 720 Tribune building, 154 Nassau street, New York, will be 
While the facilities at New York are not so many as at 
Chicago, there will be found the same desire to serve. 

or their representatives, traveling abroad are cordially invited to call upon 
London correspondent, Mr. W. Teignmouth 
Shore, Surrey House, Victoria Embankment,W.C.2. Mr. 

Shore's knowledge of office equipment business and 

its possibilities in Great Britain make 
his counsel valuable to those de- 
string to cultivate the 
British market. 


United States manufacturers 


LONDON NOTES AND NEWS 


Cc. 3 


fail to help the employer and assist the progress of the keen 
employee. Numerous examples of the various ways of 
getting better business with reduced effort and at less cost 
will be assembled under one roof for your inspection 
These will be explained by leading authorities on commer 


cial efficiency, who will willingly answer any enquiries. 
Business efficiency will be a co-operative effort of business 
men for the information of business people.” 

So it was, in full measure. Moreover, as I have already 


indicated, it was a triumphant demonstration of that form 
of American ingenuity which has done so much to facilitate 
and make more accurate the performance of office work. 
As | slowly walked up and down the aisles at the Free 
Trade Hall—the most famous place of assemblage in a city 
of tremendous commercial and industrial importance—my 
admiration and amazement were in no wise dampened by 


the reflection that the large majority of the firms repre 
sented were of United States origin and that practically 
every device and appliance on view owed its inception and 
development to the genuis of your countrymen. 

Here let me claim a little credit for British open-minded- 


ness in business affairs. Though we are never in a hurry 
to discard that which has served us pretty well for many 
years, and though some of our older generation positively 
refuse to budge from their conservatism unless absolutely 
compelled to do so, we are in general hardly any less will 
ing to accept new ideas from your side of the Atlantic than 
those which we produce ourselves. For we are not without 
wisdom in our generation. We know, or, anyhow, a good 
many of us do, that only by more efficient business meth- 
ods can British trade compete with foreign competition; 
consequently, being as always, sticklers for quality, we 


choose the best, and if it happens to be American, well 
that’s all right! 

So it has come about that in practically every well- 
equipped office in Great Britain most of the appliances 


are to all intents and purposes “U.S. A.” You lead in those 
lines. We acknowledge your supremacy without a spark 
of jealousy, though not without hope that some day we 
shall catch up with and pass you. But meanwhile the 
more progressive of us are willing to go on buying such 
wonderful aids to efficiency as were placed on show at 
Manchester, and you can take my word for it that what 
ever your manufacturers send along for sale will given 
unprejudiced consideration. 
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HAIG VISITS MANCHESTER EX- 
HIBITION.—In the above picture the faces 
f ten gentlemen are clearly shown. All are 
Left to right they are, 


EARL 


identified save one. 


S. O'Keefe, D. C. M. and Mons. Star; Lord 
Haig; the Lord Mayor Manchester; next 
gentleman not identified; W. H. Hartley, 


War; Capt. T. F. 
British War Medal; 


who served in the Boer 
Kirkpatrick; J. Elstone, 
C. Walton Collis, South African Medal and 
British War Medal; R. J. Wright, 1915 Star; 
W. H. O’Brien, British War Medal. 











Big Show at Manchester. 

by the experience gained in promoting Business 
Efficiency at Westminster, London, last February, the 
office appliancists made their Manchester effort bigger, 
more attractive and more useful. There were seven more 
exhibiting firms than in London. Equal space was allotted 
to each stand and the positions were regulated by ballot. 
Chere was no charge for admission, every business man 
being welcome. Visitors did not find themselves in a bat- 
tle-ground of warring exhibitors, with only one sign of 
unity—the roof which covers them all. It was in reality a 
co-operative effort. The well-being of the trade as a whole 
was thought of more than the success of any individual 
firm. 

Among the 


Profiting 


exhibitors were: Barlock Typewriter Co., 
Burroughs Adding Machine, Dictaphone Co., Elliott-Fisher 
Co., Hammond Typewriter Co., International Multigraph 
Co., Kalamazoo, “Kardex,” Lamson Paragon Supply Co., 
Lanston Monotype Corporation, Monroe Calculating Ma- 
chine Co.. Moore’s Modern Methods, Munson Supply Co., 
Noiseless Typewriter Co., Roneo, Royal Typewriter, Shan- 
non, Ltd., “System” Magazine, Underwood Portable Type- 
writers, and Vick, Ashworth & Co. 

If I were to start telling you about the exhibits I should 
be obliged to write what would fill columns of space, so 
you must be content with my assurance that every firm 
showed its latest models and that the sum total of efficiency 
devices, together with the explanations of the many experts 
present, “convicted most visitors of elementary thinking.” 
I quote from the Manchester Guardian, a famous journal 
not given to extravagancies, but which went on to refer to 
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“modern business 


“machines with brains” and to say that 
I feel sure you 


efficiency puts body and soul on velvet.” 
will like that thought. 

On the morning of the opening day the Lord Mayor of 
Manchester, Mr. E. D. Simon, zave the whole display close 
inspection. He was accompanied by Mr. W. H. Hartley, 
General Manager of the International Multigraph Co., Ltd., 
and Chairman of the Committee of the Office Appliance 
Trades’ Association. His lordship, a fine figure of a man, 
aroused the curiosity of some of the Americans present by 
wearing his chain of office, but that is customary in this 
country on ceremonial occasions. That he was deeply im- 
pressed was obvious and when, later on, after being intro- 
duced by Mr. Hartley, he went through the formality of 
“declaring this exhibition now open,” he spoke with rare 
vigor and earnestness on the imperative need of greater 
efficiency right through the business world. “The only way 
in which we can solve our industrial and commercial prob- 
lems,” he said, “is by increasing our business efficiency. 
Policy, initiative, and the direction of affairs depend very 
largely on the efficiency of subordinates and of the ap- 
pliances they have at their command.” That indicates the 
tenor of his fing which he concluded in these words: 
“I congratulate the Association on the magnificent display. 
they have made here and the demonstrations they are giv- 
ing of the effect of efficiency upon the commercial: life of 
a country like ours.” A little humor of facetiousness be- 
ing appropriate to these occasions, the Lord Mayor did not 
neglect to say something that caused laughter. He was 
referring to his job as head of a city administration which 
owned property valued at $200,000,000 and, had a business 





Simon of Manchester. 
the recent Business 
Efficiency Exhibition in that. city. Seated 
it the Lord Mayor’s left is W. H. Hartley, 
yeneral Manager of the International Mul- 
tigraph, Ltd., and Chairman of, the. Com- 
mittee of the Office Appliance Trades As- 
sociation. Next to him and a little to the 
rear is Mr. Whitehead of the British Royal 
Typewriter organization, then, seated third 
from the right, is Mr. Richardson of the 
Bar-Lock, and at the extreme right is Mr. 
Levy of the Roneo. 


Lord Mayor E. D. 


England, addressing 
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100,000,000 dollars a year. “We are really U. 9 May House Remains of Columbus. 
fifteen or twenty big businesses,’ he told his hearers. “The : ““— 
Latin American delegates to the next Pan-American 


Lord Mayor is supposed in some mysterious way to be 
the head of them. But what, as it seems to me, really 
happens, is that he spends the first three-quarters of his 
period of office in acquainting himself with the intricacies 
of his duties and the concluding quarter trying to do what 
he has learned. There is not much efficiency about that, | 
am afraid, but there you have it.” 

Just by way of demonstrating a little speed through me- 
chanical efficiency as applied to business, the newspapers 
of the nation were given the official report of the opening 
ceremony within half an hour of the Lord Mayor being 
thanked for coming. This report was taken by relays of 
shorthand writers, who dictated it to the fastest lady stencil 
writer in the world. The process from A to Z, as I saw it, 
could not have been simpler, or, apparently, easier. 

Talking here and there with officials and the representa- 
tives of exhibiting firms | found a remarkable keenness to 
make the occasion one of real value to the business com- 
munity. They were inspired by their expert knowledge 
and by their opportunity, for be it known that Manchester 
is the center of the most densely populated area on earth. 
Within a radius of fifty miles there is a commercial and 
industrial population of 9,250,000, a little in excess of that 
of the 50-mile metropolitan area of New York and only 
about 1,000,000 less than that of London. Carry the radius 
another 25 miles and Maachester leads both London and 
New York by a substantial margin. 

Mr. W. H. Hartley was anxious to stress the educational 
and co-operative character of the undertaking. He told me 
with some emphasis that it was not an “exhibition,” but 
rather an informal conference, the provision of an oppor- 
tunity for business men to meet, inquire, learn, discuss and 
see for themselves how they can conduct their affairs with 
greater speed, accuracy, seinetnienes and economy. 

Selling, indeed, was a secondary consideration. There 
was no attempt to hypnotize the visitor into buying. 
Nothing could better illustrate the real object of it all than 
the well organized private reception given one morning to 
a large body of Manchester University’s commercial stu- 
dents, who for three hours listened with absorbed attention 
to lectures by some of the Association’s most effective 
speakers. 

Among the busiest demonstrators I found opportunity to 
talk with for a few minutes was Mr. William F. Gresham, 
manager of the Munson Supply Company. I had of course 
to ask him whether, in his opinion, the business revival 
had really arrived. That brought a smile at once. “I’ve no 
‘reason for complaint,” he answered. “Since I came to Eng- 
land a year ago I’ve sold far more goods than I thought 
probable. If business houses were as hard up as some 
people seem to think we could not have done as well as we 
have. I’m more than hopeful, I'm confident, and base my 
confidence on results already obtained.”” Mr. Gresham is 
clearly a true Chicakoan—one of the go-and-get-it type. 
I am glad that our old country has not disappointed him. 

I cannot conclude my account of “Business Efficiency” 
without telling you that on September 15th it was visited 
by Field Marshal Earl Haig, who came to Manchester for 
that one purpose. The famous general is keenly interested 
in the employment of disabled ex-service men and as the 
Office Appliance Trades Association has done exception- 
ally good work in that direction, favoring ex-soldiers in 
every way possible, he showed his appreciation by readily 
accepting the Association's invitation to visit Free Trade 
Hall Moreover he brought the Countess Haig along with 
him, and both were clearly delighted when on arrival they 
found a Guard of Homor of Manchester decorated ex- 
service men, including the heroic Major Kelly, on whose 
breast lies the Victoria Cross. 

Inasmuch as efficiency is the middle name of every 
capable general, the Field Marshal was a most interested 
and understanding visitor. Though doubtless his first 
thoughts were given to the veterans of the world war 
whose hands he so heartily shook at every turn, he kept 
expressing astonishment and admiration as first one won- 
der and then another was shown and explained tu him. 
It was a great day. 

Where and when Business Efficiency will next be demon- 
strated I do not know, but it will be soon and it will be a 
big success. The Association’s committeemen know how 
to make the most of a good thing and will carry the torch 
of progress into every large city in the country before 
they feel disposed to rest a while. The expenditure of 
time, energy and money is large, but the results are far 
larger. And above all there is the satisfaction of rendering 


a real service to business men everywhere. 


conference in Chile are to consider a movement to transfer 
the remains of Columbus from Santo Domingo to the 
United States. While the Dominican Republic has done all 
in its power to do justice to its important honor, it is felt 
that the custody of the remains of America’s discoverer is 
not adequate. An obscure cathedral in Santo Domingo is 
the resting place of Columbus. It is thought that the re 
mains are subject to the curiosity of casual tourists, and 
have been disturbed frequently. 

The mortal remains of Columbus were brought to Do 
minica in obedience to his last wish. They were buried 
twice in Spain and finally removed to Santo Domingo about 


1540. 











CYCLE CAR USED IN LONDON FOR THE DELIVERY) 
OF TYPEWRITER RIBBONS AND CARBON PAPER 
The Old Town Ribbon & Carbon Company, Ltd., 57 Far- 
rington Road, Loneon, E. C., Assures Prompt Deliveries 
Through the Use cf This Vehicle. 








Kardex Establishes Factory in Germany. 

Edward Carlson, works manager of the American Kardex 
Company of Tonawanda, N. Y., manufacturers of visible 
index filing equipment, returned home from Europe on the 
Canadian Pacific Line steamer “Melita,” Saturday, October 
7, where he spent three months establishing the new Kardex 
plant in Saarbrucken, Germany. 

Mr. Carlson announces that the new German plant is 
now on a full production basis, and is supplying the re- 
quirements of the extensive European trade the Kardex 
Company has built up during the last few years with a 
product equally good as that of American manufacture 
in&the company’s main plant in Tonawanda. 

The establishment of this new manufacturing plant, 
which is ideally located in the Saar Valley, providing 50,- 
000 square feet of floor space for manufacturing 
marks a step forward in the growth of the organization, 
and in the development of its foreign business. 

President James H. Rand, Jr, founder of the 
was one of the first American business men to sense the 
possibilities offered in Germany for developing manufac 
turing facilities to supply European business. For some 
t'me there have been conditions prevailing in that country 
which make it essentially desirable as a manufacturing cen 
ter, chief of which is the abundant supply of skilled labor, 
materials, etc., to say nothing of the exchange rate, which 
makes the purchasing power of the American dollar in Ger 
many assume huge proportions. 

Coincident with the opening of the new German Kardex 
plant comes the announcement of the appointment of Rich- 
ard Dreschler, formerly vice president of the Buffalo Trust 
Company, as manager of Kardex foreign department, with 
headquarters at Tonawanda, N. Y. 

At the end of the day every man : knees whether or not 
he has done a fair day’s work --Burroughs Bulletin (Bur- 
roughs Adding Machine Company). 
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Office Equipment Featured in European Fairs 


Hampering Trade and Travel Restrictions Bring About 
Changes in Selling Methods—French Farmers Buy 
Uodern Office Devices—Special Correspondence 
to Office Appliances. 


backward since the Great War. Abuses, which crept 

in as a result of a state of war, have remained and 
not merely remained but become more and more harassing 
as the number of travelers increased and the volume ot 
goods taken by passenger train gradually took on some- 
thing of its pre-war size. At the very beginning of the 
war everything was done to render travel difficult and com- 
munications between the countries almost impossible. 
There were reasons for this. Today those reasons have 
disappeared, but the inconveniences remain. For many 
countries a visa, as well as a passport, is required, a mul- 
titude of porters spring up at stations, and hand luggage 
from one to another, each expecting a handsome tip. This 
multiplicity of porters had its reasons in war time, now it 
has none. With vexatious measures of ail kinds at frontiers 
and excessive charges in hotels, the commercial traveler’s 
life is no longer one of unmixed bliss. Besides the an- 
noyances of the “road” today, he wastes days collecting 
visas and permits and hours at frontiers. Heads of firms 
do not always grasp to what extent conditions have 
changed and believe that the man has been wasting time or 
otherwise failed in his duty. He is taken off, and the 
younger generation, unwilling, like the old, to work up a 
connection for itself, and toil before expecting a reward, re- 
fuses to carry on. Perhaps he is right, the game is not 
worth it. In any case, the old commercial with his sample 
machine is gradually disappearing off the road. Either a 
typewriter or a box of samples would be the cause of end- 
less troubles, when crossing frontiers today for instance, 
so, if he travels at all, it ts with a certain well-defined 
radius, returning home at night to avoid the expense of 
putting up in strange cities. This largely reduces his ac- 
tivities, and he is being superseded by the Commercial Fair. 
Every city of importance in Europe today has its Fair. Old 
pitches, where a hundred years ago the peasants came with 
their agricultural products and the gypsies told fortunes, 
while doing a strong side-line in bead necklaces and the 
like, are being again adapted for Fairs. 


F  vackwa in many respects has been steadily going 


Farm Produce and Office Appliances. 


The most extraordinary feature of the present day Fair 
is that one section, at least, is devoted to the showing of 
Office Furniture. In many Fairs half the stalls are filled 
with some kind of stationery, of the up-to-date time-saving 
kind, while the click-click of typewriters and calculating 
machines is heard in every building. This is not only the 
case in commercial or trading centers, but just as largely 
so at shows held in big agricultural towns. It is just in 
these latter places, too, that the briskest trade is done to- 
day. Agriculture has once more become a paying busi- 
ness. Lack of transports and the un_-ertainty of things gen- 
erally has thrown the money into the hands of the tarming 
class. Very short of labor during the war, they began to 
apnreciate time-saving appliances of all kinds. Today fat 
farmers may be seen buying the very latest things in stand- 
ard machines, while the daughter who does the bookkeep- 
ing is examining steel filing cases and studying up svstems 
of cross-files. For the first time for many long years it 
pays to be careful in dealing with farm produce. Every 
peasant proprietor realizes that he must put things upon a 
real business footing. These ideas could not have been 
carried out a quarter of a century ago, as the farmer class 
had not the specialized education that it enjoys today. Mo- 
tor transport, too, facilitates trips into big towns and the 
purchasing of many things that were not available even ten 
years ago. Today an up-to-date filing cabinet takes the 
place of the old grandfather clock—the sale of the old fam- 
ily heirloom has brought in sufficient to pay for the whole 
equipment. In Northern France and Belgium such changes 
are made without a twinge of feeling, today. The country 
may be invaded again, when money is the only thing that 
can be saved, so why keep old furniture when it can be con- 
verted into something useful? No more rule of thumb 
methods says the farmer, as he sends an order for a tele- 
phone and subscribes for weather forecasts. The “chuck 
everything overboard that gets in the way” spirit is sur- 
prisingly general and perhaps a little alarming, but it is 
here, in Europe today. 


Farmers Demand Elegance. 

Curiously enough what may be called the “agricultural” 
demand is very different from the city demand. For of- 
fice work a large number of “rebuilts” have been sold, while 
the trade has made good money in buying up army dumps 
and disposing of the box of surprises in the way of office 
furniture that they found there. The stuff had to be bought 
“as it was,” sometimes it consisted of nearly new ma- 
chines, sometimes of machines damaged by every sort of 
rough usage, including shell action. While this kind of un- 
certain and sometimes “tricky” goods did well enough 
in the town, where another machine can be bought or bor- 
rowed, it is not the farmer’s idea of a machine. Having 
learned by sad experience what happens when a beetroot 
grubber breaks down in the middle of a busy afternoon, 
with no mechanic within ten miles to repair it, he goes in 
for the most solid, reliable make on the market. “You 
can play football with this machine,” a dealer boasted. 
“Well, that will be the thing for me,” growled a farmer as 
he placed the order. “One for self, one for son and one as 
my daughter’s wedding present,” he said to himself as he 
loitered off, “and all of the best.” In Office Furniture his 
taste runs toward the ornamental. Gradually slight em- 
bellishments are being added to the severe American Model, 
better wood is being selected and a mingling of the best 
carved model and the new efficiency style is being evolved. 
The designer always remembers that the farmer’s office 
is also the best sitting-room and tries to produce something 
that will coincide with the farmer’s new efficiency ideas 
while pleasing his wife, who naturally puts beauty of form 
before convenience. 

This tendency to ask for something ornate and for a 
“disappearing” typewriting machine, is general in France 
and Belgium, and originates in the lack of space that com- 
pels many a housewife to throw open her husband’s office, 
when giving a party. If this means of gaining room is to 
be resorted to, the office furniture must match the rest 
and the immediate result is that plainer furniture is chosen 
for the dining and sitting room, while the two spacious of- 
fices also show signs of their double character. 


Liege Commercial Fair. 

The Liege Commercial Fair that has just closed its doors, 
showed this tendency towards elegance very strongly. The 
center of a furniture manufacturing district, where wonder- 
ful wood-carving is accomplished, some of the best speci- 
mens of “combined” furniture were shown, the dealers 
openly proclaiming that their object was to produce some- 
thing that would serve either during office hours or for an 
evening party. Carved chairs in hardwood look very nice 
in one of these cosy offices, but desks built on the old- 
fashion, with all sorts of cracks and crevices are awkward 
for modern use. Important documents often get lost, and 
as a rule while the chair is a work of art, the desk is 
severely modern, excepting for a slight molding, to match 
the chair. Filing cabinets, made to match the old oak in 
the room, are expensive, but in these days of restricted ac- 
commodation they are well worth it. 

While desks, tables and filing cabinets were selling fast 
and typewriters were undergoing careful examination by 
intending purchasers, there was much less enthusiasm about 
complicated filing systems. Labor is very scarce and ex- 
pensive, in spite of all that is said to the contrary. While 
there are any number of inefficients out of work; the really 
good filing clerk is difficult to find. Anything complicated 
that takes more than a few minutes to grasp is not wanted 
in Europe today. Maps, with tiny flags to show what dis- 
tricts had been covered by sellers, were regarded with dis- 
trust. “And who is to climb up there and stick all those 
little fags in?” asked busy men with a trace of annoyance 
in their voices. Everything that they thought “fiddling” 
or tiresome was untouched. Wall-maps and similar con- 
trivances are only for offices that are kept as such. In 
farm parlors or offices that will be thrown open at night for 
a party, all traces of business must be hidden. Besides the 
aesthetic side of the question, there is the business side. 
Competitors, invited to dinner, do not need to see the’ 
nerves of a business organization displayed before their 
eyes. Diseretion is the keynote of the combined parlor and 
office furniture. 

Manufacturing Typewriting Machines. 

Italy has been the first country in Europe to convert her 
sword into a pruning hook Many of her munition factories 
were quickly adapted to turning out typewriting machines. 
Europe today is flooded with cheap Italian machines. It 
was a clever move, as the demand was there. Whether the 
machine will remain cannot be judged as yet. Cheap French 
machines have also been put on the market. The Liege 
engineers, experts in their own branch, are also turning 
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their attention to the manufacture of typewriters. Ma- 
chines used to make firearms and steel tools are just what 
are needed to turn out typewriters, and this competition 
may be regarded as serious in the United States. Supreme 
in matters of precision, the Liege Iron Works have a world- 
wide reputation. The fetish of cheapness does not affect 
them; they aim at producing something really good. So 
far, however, they are experimenting tentatively with the 
typewriter, although they have gone much further with the 
calculating machine and turned out several new models. 


Steel filing cabinets are being turned out both in France 
and Belgium, with great success. Their weight naturally 
renders them difficult of transport, and they are essentially 
objects to be purchased on the spot. The furniture trade, 
whether for offices or general furnishing is booming, as 
might be expected after all the destruction accomplished 
during the Great War. The factories both in France and 
Belgium are working overtime to satisfy the demand. 





saw to the “thinking.” There were also calculating ma- 
chines which one could easily carry in the breast pocket, 
ready for every emergency. The business man can use 
the time in the train to total up the millions of his orders or, 
what in these evil days also occurs, the amount of his 
losses. No fewer than thirteen large firms had such ar- 
ticles and did a lively export trade to all the foreign coun- 
tries. 

Offices too suffer from the prevailing lack of accommo 
dation and room is wanting in many a modern office. The 
file manufacturers, of whom 15 large firms were represent- 
ed, have done their best to alleviate this space trouble. New 
systems have been thought out, more practical than the 
old and above all much less bulky. To seal registered let- 
ters, documents, etc., electricity has been made use of. 
There were several electric quick sealers which also possess 
the advantage of using up the expensive sealing-wax to 
the very last. 
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SCENES IN LEIPZIG DURING 1922 AUTUMN FAIR.—At the right, a street scene during the Fair. Cen 


ter—cne of the office appliance exhibitions, showing 


the display of the Mercedes calculating machines. At 


the left—building in which the Autumn Fair was held. 


Office Requisites at the Leipzig Autumn Fair 1922. 


Written for Office Appliances by the American Press Agency, 
Leipsig, Germany 


The Leipzig Autumn Fair was held from 27th of August 
till 2nd of September. The significance of the Leipzig 
Fair as the largest in the world was emphasized by the 
interest taken in it not only by exhibiting industries but 
also by the buyers. Thirteen thousand nineteen firms ex- 
hibited their sample goods and the total number of busi- 
mess visitors was 155,000, the record figure of the spring 
fair of this year. There were about 26,500 foreigners from 
every quarter of the globe. Naturally most of them were 
Europeans, but America, Africa, Asia and even Australia 
were also represented. 

Among the Fair exhibitions that of the Office Requisite 
Industry occupied a prominent position and was accommo- 
dated as a special! fair in the large building “jagerhof” in 
the Hain Strasse. In a time, like the present, when the 
aim is to organize as much as possible, to substitute ma- 
chinery for human hands and to save labour by practical 
contrivances, it is very natural that this fair aroused great 
interest. The number of exhibitors overtopped the 300 of 
the Spring Fair. Every imaginable office requisite could 
be seen, and in the most varied styles. Inventive genius 
had been specially productive. The number of new cal- 
culating machines was remarkable—miracles of precise 
mechanism, thinking machines that work more reliably 
than the human brain. There were large calculating ma- 
chines on which it was as easy to count as to operate a 
typewriter. One only had to touch the figures; the machine 





It is always becoming more and more possible for the 
merchant to be his own printer and to cut down his expen- 
diture in this direction, especially now that printing has 
become such a costly business. There were innumerable 
printing machines by means of which even the youngest 
apprentice can turn out the most effective printed work. 
Inking pads that jump up automatically, fountain pens that 
never blot, pencil sharpening machines, that are perfect 
marvels, erasing apparatuses, not of rubber but with glass 
threads which delete absolutely, these are only a small 
fraction of the very latest in office requisites. Then there 
were addressing machines, letter folders, letter closing ma 
chines, bookkeeping machines, stitchers, dictating machines, 
wire stitchers, copying, numbering and paper-cutting ma- 
chines, typewriters, not to mention the innumerable styles 
of typewriters. This fair showed that the machine is to- 


day an essential factor in every up to date office. There 
was the usual large variety of small office articles: sorters, 


deed cases, deed folios, string holders, pencils, letter clips, 
letter baskets, perforators, letter cases, note paper and en 
velopes, letter balances, fasteners, manifolding and carbon 
paper, inking ribbons and pads, colored pencils and pen- 


holders, schedule boxes and cabinets, ledge scribble 
paper, cards, boxes and cardboard, copying utensils, blot- 
ters, painting utensils, note books, geometrical instruments, 
sealing wax, scissors, pen points and notebooks, school and 


ink-pots and 
industry, 
exhibits 


drawing utensils, stamping dyes, ink and 
many other things besides. The office furniturs 
which is steadily advancing, had most attractive 
both in wood and iron. 

Business was lively in spite of the high prices necessi- 
tated by the dear raw materials. We cite only a few ex- 
amples—carbon paper costs from M300 to M400 retail, 
pencils wholesale M400 to M700, copying ink pencils M800 
to M1,200. Poland proved to be a large buyer at this Fair 
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not only for herself but as middleman for Russia. 

At the Fair most articles were quoted in foreign cur- 
rency even to German buyers. A demonstration against 
this mode of payment was arranged, but the demonstration 
had no effect, as all exhibitors continued to quote their 
prices in foreign money, as they consider this the only way 
to prevent big losses in face of the rapid fall of the value 
of the Mark. To demand payment in foreign currency 
is fully justified in case the goods are mainly manufactured 
from foreign raw materials imported from foreign coun- 
tries or if the goods themselves are imported into Ger- 
many, as the owners never know to what extent the value 
of the Mark may decrease in the near future. 
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HOLLAND SALESMAN AND HIS CAR.—The picture 
shows the garage of Blikman & Sartorius at Arnhem, 
Holland, with the company’s motor car and chief trav- 
eler, Mr. A. Smit. In the car is a supply of Royal type- 
writers. Mr. Smit travels all over Holland with this 
car, visiting every large town. This method of selling 
is proving successful. 





“Het Kantoor.” 


International Exhibition of Office Machine, Filing Systems, 
Office Furniture and Supplies at Amsterdam, Holland. 
By Richard Weininger. 


Note.—The following report of the first Dutch business show is 
presented here through the courtesy of Mr. Richard Weiniger, 
of Amsterdam, a gentleman of long standing in the office ap- 
pliance field. Mr. Weiniger prepared the matter upon his own 
initiative with the desire to promote the mutual interest of the 
Dutch stationers and office equipment dealers and the United 
States manufacturers and add another link to the chain of good 
will which binds together the Netherlands and the United States. 
A supplementary report covering the last ten days of the expo- 
sition, and the result of the contest, will be presented neat 
month. 


HE seventh of October, 1922, will be a day marked in 
T the history of the office supply dealers in Holland, as 

on this day was opened the first special business- 
show, organized by the Dutch association of stationers, of- 
fice-machine and supply dealers. 

The official opening of this exhibition at the industrial 
hall of the “Paleis voor Volksvlijt” took place at 2 o’clock 
on the date above named. 

The Rt. Hon. Ex-Minister Dr. F. E. Posthuma performed 
the opening ceremony. The chairman, Mr. B. Kramer, gave 
a sketch of the association from its beginning up to the pres- 
ent and pointed out that just at this time of slackness in 
business modern office machines are recognized as money 
and time savers. He thanked especially the secretary, Mr. 
D. I. Cardozo, and all the silent workers who have done 
their very best to organize this exhibition. 

The Rt. Hon. Ex-Minister Posthuma congratulated the 
association who organized the exhibition. He admired their 
optimism in having taken the opportunity at such a time 
as this without having hesitated a moment to think of the 
bad business situation existing in this country. They hardly 


could have chosen a more difficult moment, as a great many 
business concerns are undergoing the most difficult times. 

The speaker, going into particulars on economizing in 
the administration of companies, strongly recommende the 
introduction of new systems and new machines. It being 
a fact that many companies are keeping above water only 
with the greatest difficulty, they are justified where neces- 
sity commands in showing no weakness, but must take ad- 
vantage of every possibility of economizing. As it is pos- 
sible and in many cases certain that economy introduced 
with reasonable care may save undertakings from a catas- 
trophe, it will in time bring work and bread again for many 
others. The speaker further brought to notice that in many 
industries, where handwork had been replaced by machines, 
practice had taught that never a surplus of workers was the 
result, but the contrary had happened. 

It is not the intelligent worker who suffers by the intro- 
duction of new improved machines and systems, but only 
people who chose the wrong career by taking By in the 
office instead of trying to learn a profession. But in fu- 
ture there will be room in the office only for the most in- 
telligent persons, saving many others from choosing the 
wrong career. 

The Rt. Hon. Ex-Minister Dr, F. E. Posthuma, wishing 
the exhibitors every success, declared the exhibition as 
opened. ; 4 

Mr. J. de Flines, director of Messrs. Blikman & Sartorius, 
thanked the Rt. Hon. Ex-Minister Dr. F. E. Posthuma 
for his kind attendance, expressing also the thanks of the 
exhibitors to the committee and the silent workers. 

The exhibition itself occupies the, whole hall of the 
‘“Paleis voor Volksvlijt” and as soon as the visitor enters 
he is impressed by the artistic view the exhibition makes. 

Following is an aphabetical list of exhibitors: 

A. E. G. SCHRIJFMACHINE IMPORT (Oscar Markx), Am- 
sterdam, exhibits the new “A. E. G.”’ typewriter, the “ on” 
typewriter, typewriter-desks and other office furniture. 

ALGEMEENE HANDELS & INDUSTRIE MAATSCHAPPIJ, 
Amsterdam, showed the ‘‘Multicolor Press’ and the “Acme” 
addressing machine. 

BLIKMAN & SARTORIUS.—This big stand of Messrs. Blik- 
man & Sartorius, Amsterdam, was almost an exhibition by 
itself. The ‘‘Royal’’ typewriter, the Elliot addressing machine, 
‘Victoria’’ copying machine, hand_and_ rotary-duplicators, 
“Fortune” card and filing system, Proudfit loose leaf books, 
office furniture in steel and wood, safe-cabinets, etc., were dis- 
played. The stand was a great attraction. Director J. de 
Flines and also a number of salesmen were kept busy ex- 
plaining the different machines to interested visitors. 

he ‘‘Eversharp” pencil and the ‘‘Wahl” fountain pen, for 
which this firm is the sole importer, were exhibited in a 
most artistically arranged stand by themselves. 

N. V. J. BLOCH & CO., Amsterdam, exhibited “‘Goerz”’ ad- 
ding machine, ‘‘Archimedes” and ‘“Triumphator” calculating 
machines, ‘Victor’ typewriters, office furniture, art metal fil- 
ing cabinets, Eveready staple press, pencil sharpeners, etc. 

CALFF & MEISCHKE, Amsterdam, printers and publishers, 
introduced the ‘“‘Archo” typewriter and ‘‘Handig’’ automatic 
typewriter table. 

S. CAUVEREN, Amsterdam, displayed a number of latest 
model ‘‘Woodstock’’ typewriters in his very attractivel - 
ranged stand, also hand duplicators and_typewriter_supplies. 

HOLLAND TYPEWRITER COMPANY, Korte Poten, The 
Hague, were exhibiting the Smith Premier ty writer No. 10 
and No. 30. There was also a nice display of Remington por- 
tables. 

y* VAN HOOFT, “DE BLAEUWE WERELT,” Hilversum, 
had on view a fine selection of ledgers and loose leaf ledgers, 
card systems, filing cabinets _and office furniture. 

J. A. HOUTZAGER, N. Doelenstraat 8, Amsterdam, dem- 











RICHARD WEININGER. 


onstrated the Roedertal office printing machine, the Roedertal 
type setter and the Roedertal dictating machine, ‘“Stenophon. 

IMPERIAL IMPORT COMPANY, Prinsengracht 328, Amster- 
dam, came forward with a prominent display of office ma- 
chines. The artistic decorations of the stand showed taste 
and originality. Visitors could spend some profitable time at 
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this stand. Mr. D. IL. Cardozo, managing director of the 
company, was in charge and demonstrated the Imperial type- 
writer, eaperinl cheque-writers, Imperial travelling machines 
and Imperial duplicators. 

Other lines exhibited by this company were the Rolo flat and 
Rolo rotary duplicators. Visitors showed also great interest 
in the Autopost envelope sealing machine and in the Interna- 
tional adding machine. A selection of typewriter ribbons and 
carbon papers was also on display. 

I. KEESING, JR., Ruyschstraat 2, Amsterdam, had on ex- 
hibit the “Presto” Sealing Machine, Coupon and Dividend Reg- 
isters, Sealing Wax, etc. 

JAN KLOMPE.—The well-known manufacturer, Jan Klompe, 
Nieuwstraat 31, Arnhem, exhibited his high-class products, 
consisting of letter paper and envelopes, 

KOLLER & VAN OS.—At a large, nicely arranged stand 
the Handelmaatschappij Adr. Koller & Van Os, Rotterdam and 
Heerengracht 501, Amsterdam, displayed various models of the 
Yost typewriter. They also exhibited the Victor adding and 
Brunsviga calculating machines and the Velopost envelope seal- 
ing machine, for hand and electric power. Further they had a 
prominent show of the various well-known Soenecken products 
of which we mention, copying machines for hand and electric 

wer, card systems, filing cabinets, office chairs, telephone 

xes and loose leaf ledgers. 

L. FLES & CO.—The stand of the Maatschappij vovor Mod- 
erne Kantoor-Inrichting v/h L. Fles & Co., Amsterdam, Rot- 


terdam, The Hague, Arnhem, Deventer and Soerabaya, was 
really an exhibition in itself. Every article for use in the 


office was displayed and this stand formed one of the greatest 
attractions of the exhibition. On view were the different 
modeis of the Adler typewriters. The Roneo products were 
represented with copying machines, duplicators, office printing 
machines, steel furniture and visible index-card systems. Great 
interest was shown in the Ellis bookkeeping machine. Visitors 
were also able to inspect the Wales adding and bookkeeping 
machine, the Lindstroem calculating machine, Sander’s elec- 
tric calculator, the Hollerith statistical machine, the Grapho- 
telephon, the Ticketograph, the Safeguard cheque-writer and 
Printator automatic stamps. 

Further there were different systems of addressing machines 
and filing cabinets. Altogether it was a stand of which the 
exhibitors can be proud and which found great appreciation 
among the visitors. Salesmen were kept busy explaining the 
features of the different machines to interested callers. 

JOHN KOSTERS, proprietor of the stamp factory, ‘‘Tuban- 
tia,’ Brouwersgracht 82, Amsterdam, had on view an interest- 
ing display of rubber stamps, stencils, staple presses, stamp 
pads, stamp ink, ete. Among a great assortment of numbering 
machines, the American ‘‘visible’’ stood out as something en- 
tirely new. The advantage of the machine lies in the fact 
that the figure to be stamped stands out clearly visible to the 
user and in consequence faulty numbering with this machine 
is impossible. Visitors showed great interest in this novelty. 

W. MEYERS. Oosteinde 12, Amsterdam, had on view a nice 
display of Kardex visible recording equipment. This is some- 
thing quite new in the way of card systems, every record title 
being visible without removing the card. Mr. Meyers had 
many visitors who showed the greatest interest in the Kardex 
system. 

N. . NED KANTOORBOEKENFABRIEK VAN ‘'t HOF & 
JONGEPIER, Schiedam, had an exhibit of their different types 
of bookkeeping equipment, card systems, office furniture and 
office supplies. 

NEDERLANDSCHE KONTOPHOT MAATSCHAPPIJ, K. 
Leidschedwarsstraat 79, Amsterdam, showed a _ photographic 
reproduction equipment for copying letters, accounts and other 
documents. 

NIGRALBO DUPLICATOR 
Amsterdam, demonstrated the 
produces letters, drawings, etc., 
the original. 

N. V. A. J. NUSS, v/h C. L. C. Voskuil, Amsterdam, had a 
prominent exhibition of compasses, drawing boards, drawing 
paper, oil and water colors. 4 

OFFICE APPLIANCES COMPANY.—The stand of the Office 
Appliances Company, Molenstraat 63, Den Haag, could be no- 
ticed from all corners of the exhibition hall by the illumination 
of a giant type arm, showing the special ball-bearing of the 
L. C. Smith typewriter. The novel illumination attracted 
every visitor to this stand, where a prominent display of L. C. 
Smith machines with Standard and wide paper carriages was 
arranged and demonstrated. Further were on exhibit a nice 
show of G. F. Allsteel office furniture. <A further line this firm 
carries is the Marchant calculating machine in which many 
visitors showed interest. Manager Teepe, as well as the town 
—— Mr. Lem, were in charge and demonstrated the ma- 
chines. 

OFFICE SPECIALTIES COMPANY, N. Z. Voorburgwal 334. 
Amsterdam, showed the Millotype office printing machine and 
the Filiograph duplicator. 

PAPIERHAUS G. m. b. H., Leipzig, were represented by 
“Het Papierhuis,’’ Achterburgwal 46a, Amsterdam, who put on 
exhibit a large assortment of envelopes for office and official 
use, note books, etc. 

E. PEREZ.—An interesting display of Persian Carpets was 
= view at the stand of Mr. E. Perez, Singel 480-482, Amster- 
am. 

N. V. PRAKTA, Heerengracht 563, Amsterdam, exhibited at 
their attractive stand a good display of their various office 
furniture, card systems, filing cabinets and duplicators. They 
also put on view their high quality typewriter ribbons and car- 
bon papers. Visitors were also interested in their pencil- 
sharpeners and letter-files. 

JOH. E. POST, Singel 143, Amsterdam, were displaying their 
various time recorders and automatic time and date stamps. 

E. A. DE RAAY & ZOON, paper merchants, Utrecht, who 
are the representatives of Messrs. Neelmeyer & Co., Apeldoorn, 
displayed the well-known Neelmeyer inks. paste and sealing 
wax. The collection of bound and loose leaf ledgers. manu- 
factured by W. Anton Abels, Utrecht, were also exhibited at 


this stand. 

A. F. H. RONCHETTI.—The well-known stationers, A. F. 
H. Ronchetti (late Louis Lorje), Gravenstraat 4, Amsterdam, 
put on exhibit a wide range of their office ledgers, letter files 


and filing cabinets. They also displayed the Schapirograph 


COMPANY, Leidschegracht 41, 
Nigralbo duplicator, which re- 
by means of a glass plate from 


duplicator in various sizes. This duplicator which works with 
a hectograpn gelatine roll can be used for the reproduction of 
copies from hand and typewritten matter, also drawings can 
be duplicated, the original being made with hectographic ink 
or a hectographic typewriter ribbon. A large collection of dif- 
ferent brands of fountain pens, pencils and note books was also 
brought to the attention of the visitors. 

H. VAN RIJNEMAN, Oranjelaan 21-23, Den Haag, manufac- 
turer of ledgers and loose leaf registers, was showing a nice 
collection of his products. 

FRED. SAX, N. Z. Voorburgwal 133, Amsterdam, came for- 
ward with a prominent display of Continental typewriters with 
standard and large carriages. He also demonstrated to inter- 
ested visitors the features of the Continental adding and cal- 
culating machines. 

D. H SCHAKEL.—At a 
Mr. D. H. Schakel, Bilderdijkpark, te 
tasteful office decorations. 

SCHRI JFMACHINEFABRIEK KAPPEL, Chemnitz-Kappel, 
demonstrated their latest model Kappel typewriter. 

TAALENS & ZOON.—The well-known ink manufacturers, 
Messrs. Taalens & Zoon, Apeldoorn, displayed their brands of 
writing and copying inks, stamp pads, office paste, water and 
oil colors and hectograph sheets and composition. 

TRADING COMPANY, LATE PERRY & CoO., Kalverstraat 
95, Amsterdam, showed an interesting display of their steel 
pens, fountain pens, paper clips, ink, rubber bands and sealing 
wax. 

VEREENIGDE DRUKKERIJEN, Roeloffzen-Huebner & Van 
Zanten en Gebr. Binger, N. Z. Voorburgwal 187-225, Amster- 
dam, gave a nice exhibition of their high class art prints. They 
make a speciality of three and four color printing, litho- 
graphic and copper plate printing. ‘ 

P. . VERMEULEN & CO.—An interesting display of the 
various models of Burroughs bookkeeping, adding and calculat- 
ing machines were on exhibit at the stand of Messrs. P. H. 
Vermeulen & Co., Heerengracht 218-220, Amsterdam, who are 
the agents of the Burroughs machines, 

VULPEN IMPORT MAATSCHAPPIJ, v/h Gebr. Polak, Groote 
Markt 10, Rotterdam, had a nicely decorated stand showing 
Mabie, Todd & Co.’s well-known Swan. and Blackbird foun- 
tain pens. There was also a nice display of Venus pencils and 
pen holders. : : 

The exhibition was open until the 22nd of October. Dur- 
ing this time Mr. L. Fles of L. Fles & Co., and Mr. J. de 
Flines of Blikman & Sartorius gave lectures. 

On October 17th and 18th there were typewriter speed 
contests. 


handsomely arranged corner stand 
Amsterdam, displayed 


Omitted by Inadvertence. 

In the September issue of Office Appliances we repro- 
duced some photographs of the displays of M. L. Demarest 
at Marseilles. Two gentlemen appear in these pictures, 
one Mr. Francois and the other Mr. Ravisse. 

Mr. Francois is a pioneer in the office equipment field of 
France, having been for twenty years connected with the 
Addressograph Company. He is also president of the 
Chambre d’ Organization Commerciale. 

Mr. Ravisse is the editor of Mon Bureau, a leading office 
equipment publication of France. 

Advertising Office Appliances in Germany by House 
Periodicals. 





By C. F. Muller, Brunswick. 





In Germany the regular publication of periodicals edited 
and distributed by manufacturers of commodities has in 
general only been taken up within the last fifteen years. 
I have traced the first publication of this kind in the office 
appliance trade back to 1913; any others appearing before 
this time can only be classed as private or internal com- 
munications. During 1914-1918 a practically complete stop- 
page was observed and only after 1919 did the trade again 
begin to develop this department of publicity. 

Narrowing down the large number of house organs in 
all branches of commerce to those of the office appliance 
trade. we find that comparatively few of the big firms have 
adopted them. The papers issued may be divided into 
three distinct groups, according to the aims of the pub- 
lisher: 

1. Those intended only for the members of the firm 
publishing and therefore containing news solely of interest 
to the employes. These papers are carefully guarded and 
kept away from all touch with the outside. 

2. These publications which are intended for the em- 
ployes of the firm and also for the dealers in their goods 
and for large consumers. 

3. Those periodicals which are aimed at all persons rea 
sonably expected to be interested in the goods supplied by 
the publishers. 

As this grouping already shows, the advertising scope of 
the first class is very limited and therefore the contents 
only carry items of internal interest, such as movements in 
the staff, the publication of sales records, the latest develop- 
ments in the goods manufactured, etc. The value as sales- 
maker is solely in the effects on the selling force by urg- 
ing the salesman to greater efforts in publishing the rec- 
ords of the crack-salesmen. The general appearance and 
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make-up of this class of house-organ does not go beyond a 
handy size clear print, for which a reason is found in the 
limited number of readers all belonging to the same con- 
cern. There only are a few firms in the trade in Germany 
large enough to warrant the expense of this kind of paper 
and therefore the number published is limited to two or 
three at present. 

The second group comprises those papers edited and 
published by firms dealing with a variety of goods and with 
a large number of retailers and big consumers. Here we 
have a distinct tendency toward advertising and getting big 
sales results by this means. Examples are the organs pub- 
lished by firms such as the big account book makers and 
printers T. C. Konig & Ebhardt of Hannover and the ink 
and color manufacturers, Gunther Wagner at Hannover. 
As these papers are intended for the trade, they contain a 
far more varied collection of news items, above all of 
course, news of movements of the staff and representatives 
of the firm, also records of business done in the different 
parts of the country and in the different goods manufac- 
tured, further economic notes and trade surveys. Needless 
to say, they also contain full descriptions of all new goods 
ready for the market. These papers are often illustrated 
by colored pictures of exhibition stands or shop-window 
decorations, also reproductions of the goods and their char- 
acteristic packing. In order to obtain a certain popularity 
among the employes of their readers these house organs 
mostly bring serial novels or short stories by good authors. 
Arguments of selling policy are only touched upon in a 
very general manner and without any apparent scheme or 
preconceived formula, which may be accounted for in the 
lack of co-operation between the responsible editors, the 
selling administration and the readers. This is a point 
which can also be noted with very many house publications 
in other trades also—they mostly fail to carry the weight 
of enthusiastic comradeship necessary to weld the whole 
organization into one living organism. The personal note 
so peculiar to American papers of this kind is supplanted by 
a certain stiffness, which seems to form a characteristic 
feature of German advertising and which is founded in the 
German character. The publications in this group, how- 
ever, are much more perfect in their appearance than those 
of the first, because they are intended for a broader dis- 
tribution. There is, however, a marked difference in make- 
up between these and those belonging to the third class. 

These house organs aim at reaching the ultimate users 
of the goods manufactured by the publishers and they are 
built up on quite a different scheme. The only member of 
this group is the “Brawschweiger G-N-C Monatsschrift,” 
published by Messrs. Grimme, Natalis & Company, A. G. 
of Brunswick, the well-known manufacturers of the Bruns- 
viga calculating machines, who are the largest calculat- 
ing machine makers in Europe. The publishers have from 
the beginning in 1913 aimed at producing a periodical equal 
to the best illustrated journals in the country. The con- 
tents vary from the treatment of scientific subjects in 
mathematics, biographies of calculating machine and other 
inventors, economic subjects to historical and artistic 
themes. All these are illustrated by high-class pictures 
and reproductions of works of art. Most of the articles 
published are edited by well-known writers or experts of 
repute. 

\s to the advertising value: Selling arguments and ad- 
vertising matter are restricted to the back page which also 
contains the advertisements of all kinds of firms as in other 
illustrated periodicals. Comparatively seldom is anything 
of the nature of a direct advertisement contained in the edi- 
torial part and when this is the case it treats of the ma- 
chine much less than of the subject generally. The rea- 
sons for this lie in the fact the calculating machines form 
a class of goods not generally liable for repeat orders ex- 
cept in the case of very big users; on the other hand it is 
necessary for the manufacturers to keep well in touch with 
a user once gained. This is here done in a somewhat round- 
about way, but with good results. 

\t present the economic condition of Germany is not 
congenial to a further decided development of advertising 
by house periodicals. In the first instance because of the 
enormous expenses entailed and furthermore because man- 
ulacturers are today sorely troubled to satisfy the necessi- 
ties of their regular customers for want of raw materials, 
etc., so that the importance of advertising as a sales getter 
is very much reduced. There is, however, no doubt that the 
return of normal conditions which it is to be hoped will 
some time in the near future prevail again, will bring a re- 
newal and an increase of the number of house organs and 
therewith an advance in the methods of this class of ad- 
vertising. 


Honors Come to Tito Beuf. 


A letter from Mr. A. Venturino, secretary to the firm of 
Rebora & Beuf, Milan and Genoa, Italy, gives the interest- 
ing information that the king of Italy recently conferred 
upon Mr. Tito Beuf of Rebora & Beuf the title Knight of 
the Crown of Italy, an honor given for his distinguished 
work in commercial affairs for his achievement in organiz- 
ing the typewriter service at the conference of Genoa. 


For twenty-five years the firm of Rebora & Beuf have 

















MR. TITO BEUF. 


been sole agents for Italy and the colonies for the Under- 
wood Typewriter Company. 

News of the honor conferred upon him reached Mr. Beuf 
while he was enjoying his vacation in the Alps. He was 
the recipient of many congratulations from every part of 
the kingdom. 


American Typewriters Lead in Spain. 

Through the efforts of energetic and hardworking man- 
agers and agents, says Consul Harnden, Valencia, in a re- 
port to the Department of Commerce, the superiority of 
American typewriters has made itself felt to such an extent 
in the Valencia district that sales of foreign made machines 
are practically nil. 

From a total of some 200,000 pesetas in 1914, sales of 
American machines rose during the war until, in 1918, the 
grand total amounted to 827,000 pesetas which, in 1921, was 
increased to 780,000 pesetas. Using the first six months of 
1922 as a criterion, the 1922 sales will reach 900,000 or 1,- 
009,000 pesetas. Included in these figures for 1921 and 1922 
are the sales of rebuilt typewriters, which have been sold to 
such an extent that a vigorous propaganda campaign is be- 
ing inaugurated by all sellers of new machines. 

There is a slight competition from German machines 
which is being very easily overcome by the American 
agents in that the German makes are inferior in workman- 
ship, have more parts, are more expensive in their upkeep 
and are sold for practically the same price as superior 
American machines. This German competition is confined 
to two of the most popular makes although various ma- 
chines have entered this market. 

The buying public realizes the worth of American type- 
writers and is very prompt in acknowledging their superi- 
ority. The prospects for 1922 are more promising due to 
this attempted competition, which has not only made Amer- 
ican agents work harder but has given them a chance to 
demonstrate with practical results, the better qualities of 
their machines. 

American agencies have city and traveling salesmen who 
cover the respective provinces allotted them, and organized 
repair departments for the upkeep, repair and reconstruc-~ 
tion of machines sold. In each agency instructors teach 
typewriting and a department is also maintained where the 
public may have all classes of work done for a nominal 
charge. 


Woodstock Representation Arranged at 
Amsterdam. 


Representation in Holland of the Woodstock Typewriter 
Company has been undertaken by Jan Van Erp, Amster- 
dam. 
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Dr. C. W. Colby Comments on European 
Conditions 


Dr. C. W. Colby, president of the Noiseless Typewriter 
Company, left New York City, July 15th, for a trip through 
England, France, Belgium, Germany, Switzerland and Italy, 
returning to the United States September 26. He spent the 
greater part of his time, however, in England investigating 
business conditions and meeting the leading agents of the 
Noiseless Company in the countries mentioned. 

He was long enough on the continent to form some very 
definite impressions of his own which he has consented to 
pass on to the readers of Office Appliances. One of these 
was that there is at present in progress in Germany an in- 
dustrial boom which rests on a very insecure foundation. 
This impression was further augmented by talks with the 
more conservative, better informed bankers and business 
men of England who were apprehensive that before next 
Spring there would be such a crash in German business 


“Reviewing the situation as a whole as it exists at the 
present time, there can be no doubt that American made 
typewriters still maintain their former prestige in the 
European market, but manufacturers in this country must 
be prepared to face more and more European competition 
within the European market itself as time goes on.” 

“An interesting contrast,” said Dr. Colby, “exists between 
the conditions affecting the typewriter trade in Switzerland 
and those affecting it in many of the other European coun 
tries. For example, in France, Belgium and Italy—states 
which come within the group of allied powers—the local 
currency is greatly depreciated in comparison with the dol- 
lar and the transaction of business in American made type- 
writers is adversely affected by this fact. Of course, this 
statement applies much more strongly to the countries of 
central and southeastern Europe— Germany, Austria, 
Czecho-slovakia, Poland, Jugo-slavia, Rou- 





as very probably to bring about political re- 
actions. 

Speaking of the typewriter business 
abroad, Dr. Colby states that there are in- 
dications that European countries are en- 
deavoring to provide themselves’ with 
writing machines from their own factories 
an inevitable development in view of the 
fact that exchange is so demoralized that 
the cost of an American made machine in 
any continental country is, of necessity, very 





high. The Olivetti machine in Italy and the 
M. A. P. in France are examples of these 
new European machines which have been 


called into existence by post-war conditions 
—there being, as well, great activity in the 
typewriter field in Germany at the present 
time. 

“I visited the largest typewriter factory 
in Germany and one with which I have 
been familiar for many years and found that 
their business for 1922, so f has been 





22, far, 
more active than for any previous year.” 

“The effort made in Great Britain by Lord Lascelles to 
bring the Conqueror Typewriter to the market having 
proved unsuccessful, there seems to be no active local in- 
terest in England at the moment in the matter of attempt- 
ing to build up a local typewriter business on the lines of 
the Olivetti in Italy and the M. A. P. in France. However, 
England, being a highly industrialized country, it would 
seem inevitable that before very long a serious effort to es- 
tablish the typewriter business there would be made. 


Eberhard Faber on 


The Brooklyn Daily Eagle of September 28 published an 
interesting interview with Eberhard Faber, who returned 
in September from a trip to England, Scotland, France, 
Switzerland and Germany. 

Mr. Faber’s conclusions as 
here presented: 

Although the Germans are printing money by the bar- 
rel, currency is scarce in many parts of Germany. Mean- 
while, the Germans are using up what raw goods they still 
have to manufacture a flood of cheap products which is 
causing much consternation in Paris, in London—all over 
the world, in fact. And Polish merchants are carrying 
around as much as £1,000 and $5,000 in cash, to make spot 
buys at fancy reductions for cash. The financial mixup on 
Continental Europe is full of paradoxes and queer twists. 

“The working people, industrial and agricultural, in Ger- 
many, appear to be hoarding these cheap German marks 
in hopes of making a profit when strength returns to the 
mark,” he said. “They seem to have faith that the mark 
will come back. And thus we find the peculiar situation 
that currency is scarce although the presses are working 
overtime to print it. 

“It works like a run on a bank in reverse. Somebody 
starts hoarding paper marks. The word is passed on and 
everybody begins. Business men frequently have difficulty 
in obtaining currency for the transaction of their business.” 

“The tax situation has also encouraged retirement into 
the family cupboard of paper currency. With the money 


stated in the interview are 


hidden, the collectors have no way of knowing how much 
the individual has. 


The Germans are dissatisfied with their 





DR. C. W. COLBY. 


mania and Greece—to say nothing of Russia. 
The Swiss, on the contrary, are suffering 
from the fact that their money is too good. 
As every one knows, Switzerland depends 
very largely on the tourist industry. At 
the present time, the American and the Eng- 
lish are the only people who can afford to 
go to Switzerland. Prior to the war, a 
Swiss franc, a French franc, a Belgium franc 
and an Italian lira were of virtually identical 





value. At present, the Swiss franc is worth 
about 4 lira, and 2% times the French or 
Belgium franc. Therefore, the people of 


France, Belgium and Italy take their holi- 
days—if they get any—in their own country 
and do not go to Switzerland as formerly 
In consequence, trade in Switzerland is bad 
and no one feels that he can afford to buy 
anything.” 

When asked for his opinion of the effect 
of political conditions upon business, Dr. 
Colby expressed the view that the troubles 
of Europe at the present time are due to two main causes 
—in the first place to the -inescapable burdens which 
have been left by the war—and secondly to the pres- 
ent upset state of the public mind which accentuates and 
enlarges evils which are at best very serious. If confidence 
could be restored and anything like a spirit of amity sub- 
stituted for the mood of suspicion and hatred, business 
could not fail to improve rapidly in spite of the evils left 
by the cataclysmic struggle. 


Situation in Europe 


government under its present leaders and beating the tax 
collector is a national indoor sport. 

The protective tariff which the United States threw about 
itself has served to dam up the flood of cheap products 
which is overflowing from Germany into the countries of 
the other powers. 

“Some countries are visibly embarrassed by the weakness 
of the mark and its effect on manufacturing,” Mr. 
Faber. “In Holland, many Dutch plants have closed down 
on account of the combination of German manufacturers. 


said 


Industries in Russia are not working at all, so Germany 
finds a ready market there. But even in France, in Eng- 
land and all over the world, cheap German products are 
making their appearance, with resultant competition against 
the more expensively manufactured home goods. 
the Polish 
Strapped around his body his his safe. Some 
known to carry as much as £1,000 in 10 and 20-pound 
notes and even $5,000 in bills of small denomination. Now, 
where do they get it? It seems to me that in time this 
circulation of American currency on the borders of Rus- 
sia and Germany should make itself felt.” 
French Industry Apathetic. 

France is still apathetic toward industrial recovery. 

Faber considered this all the more remarkable 


“The most amazing person is merchant. 
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French have less labor troubles than such nations as Great 
Britain and the United States. 

“Everything is in the hands of diplomats,” he said. “The 
maneuvers-in-council, you might call them, between France 
and Great Britain are detrimental to all Europe. Fortu- 
nately our country has not become involved up to the pres- 
ent time. I believe that America should in time do some- 
thing to help them out of difficulties whenever we may be 
invited to > A so. I believe that a commission of good, 
sound business men could straighten out affairs in some 
of the countries like Austria, which is down and out. If 
Austria could be set up as an example of how to get out 
of trouble, it would serve as an inspiration to the rest of 
the Continent. 

“The feeling of distrust which has sprung up is not con- 
fined to suspicion between governments. In some of the 
countries leaders suspect leaders and right on down to the 
lowest order. Suspicion is the great god of the Conti- 
nent.” 


One of the ironic twists in German affairs is the lack of 
coal. The Saar Basin still mines a large tonnage, but this 
goes to France. France seems to have a surplus of coal. 
In one case coal was traced from Germany to France and 
then back to Germany by way of Holland, picking up a 
boost in price at each move. 

“Rolling stock in Germany is also scarce,” said Mr. Fa- 


ber. “Under the terms of the Armistice Germany turned 
over large numbers of freight cars to France and — 
They are useless in these countries and stand on sidings, 
rusty and in disrepute.” 

uae of revolution was looming large weekly, he 
added. 

“When a man with a family who before the war earned 
a competence now faces a winter of nothing, what can he 
do?” he said. “The Germans are no longer enthusiastic 
about their leaders. The Government is weak, has made 
rather rash promises to pay under the reparations agree- 
ments, is striving te meet these payments, all at a time 
when the man in the street is thinking about food and 
clothing for his wife and children. It is a struggle for him 
to get the bare necessities with the cold season hard upon 
him. No one seems to know what to expect of tomorrow. 
= is a nervous situation, filled with possibilities of any- 
thing.” 

Mr. Faber went to Europe this year for the first time in 
ten years. He went to rest up and travel, but being always 
interested in the trend of international events, talked with 
bankers and persons the ordinary tourist does not meet. 
He also poked about in corners not on the general itinerary 
of American tourists. 

“What I found was more than interesting,” he said “It 
was disturbing.” 


Dr. Klein Says Abolish Export Crook. 


A real old-fashioned housecleaning to eliminate the “fly- 
by-night” trader, the non-American “hanger on and the 
unscrupulous and insincere element generally from_ the 
American export field, was advocated by Dr. Julius Klein, 
director of the Bureau of Foreign and Domestic Com- 
merce of the Department of Commerce, speaking before 
the Export Managers’ Club at New York October 4. 

“With improving conditions,” Dr. Klein declared, “these 
undesirables are beginning to reappear in export centers. 
It is the duty of every believer in the economic future of 
this country to help stop their operations.” ; 

According to Dr. Klein, our exports are now moving 
out at the impressive rate of nearly $4,000,000,000 a year— 
a formidable figure which is vital to the stability of our 





than 10,200 inquirers, whose transactions were of all sizes 
and descriptions. 

True Americanism reflected in intelligent, well-planned 
export effort is the only credential required of any busi- 
ness established in order to take advantage of the best 
Uncle Sam has to offer in the way of assistance and coun- 
sel in approaching the world’s markets. 

The Department of Commerce is endeavoring through 
this organization to “pay dividends on taxes,” but it 
poses to confine those dividends to bona-fide American 
houses whose export interests are sincere and permanent. 

“The government’s latchstring is to be placed beyond 
the reach of those who would use it only to gain entrance 





whole industrial and commercial edifice. It must not be for some temporarily embarrassed European competitor or 
. jeopardized by the dealings of “irresponsible for some questionable scheme which was 
r opportunists.” discouraged by the frost of 1920 and 1921, 
d The tempting openings for these “Wall- Dr. Klein declared. “Despite propaganda to. 
ingfords of export” are multiplying every the contrary, this country has established a 
r day. Our sales abroad are no longer con- splendid reputation for uniform quality and 
a fined to a few big self-selling staples, like honest dealing in foreign markets, and this 
" cotton, wheat or copper. Nearly forty-nine reputation must be maintained.” 
per cent of American exports are now made The director predicted a gradual but sound 
up of manufactured or partly manufactured rebuilding of our export trade, and said that 
articles, great quantities of them being the the Department of Commerce is making 
products of factories which were expanded every effort to bring the profits from it in- 
during the war and are now realizing the to every small manufacturing village in the 
value of permanent overseas outlets. country. 
x The function of the Bureau of Foreign and In connection with our future welfare in 
Domestic Commerce, Director Klein ex- the overseas markets he asserted that “price 
at plained, is to promote American commerce cutting, long terms, are not the trumps in 
ts abroad. Whether the manufacturer or mer- America’s hand.” 
r chant requesting aid is large or small makes In his opinion, well-directed sales effort, 
ol no difference. The biggest corporations and honest desire to do business at a moderate 
banks in the country make constant use of but adequate profit over a long term of 
3s the bureau. years, co-operation with the foreign distrib- 
* It is also being called upon every day by Dh sJuLste Sta utor and well-conceived advertising, are the 
thousands of small factories and dealers a ; weapons of America, and they can be used 
vn whose individual export interests amount to just as well by the small soap manufacturer,’ 
rs. less than $10,000 a year. who knows the wants of his foreign customers and how to: 


ay In the week ending September 23, the bureau’s New _ satisfy them, as by the most gigantic corporation of which’ 
z York office handled foreign trade problems for no less our nation boasts. 
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PANORAMIC GROUP, SHOWING MANY OF THOSE WHO ATTENDED THE SEVENTEENTH ANNUAL CONVENTION 
A’ ATLANTIC CITY 
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Convention 


of the 


National Association of Stationers 
and Manufacturers 
of the 


United States of America 





Place and Time of Next Meeting—Des Moines, 


lowa, October 8-13, 1923 
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LTHOUGH not so !arge as its predecessor in point 
of attendance, the seventeenth annual convention, held 


Company, 


October 9 to 13 inclusive at Atlantic City, N. J., was 
nevertheless a lively and interesting affair. It was expected 
that something in the nature of fireworks would, figura- 


tively speaking, be touched off at this convention, for it 
seemed to have within itself the elements of a lively ex- 
plosion. The chief topic of conversation was, of course, the 
Guild, whose objects and purposes have heretofore been 
described in Office Appliances and other publications in 
this field. The National convention followed on the heels 
of the annual meeting of the Mid-Atlantic Division of the 
National Association at Philadelphia on the Saturday pre- 
vious to the opening of the convention, and as the lead- 
ers of the Mid-Atlantic Association are mostly the sponsors 
of the Guild movement, they went to the convention pre- 
pared to carry out a program that would control the situa- 
tion. Early on Monday, October 9, as soon as the registra- 
tion began and the members of the association commenced 
to assemble in the lobby, it became evident that the spon- 
sors of the Guild movement were not lacking in activity and 
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for a time it was a question if they did not also have the 
numbers as well as the energy to carry them into the sad- 
dle. Throughout the whole convention, up to Friday morn- 
ing, the lobby buzzed with argument, conversation and 
comment, 

The regular routine of the program, of course, was car- 
ried through with divisional meetings of the different 
branches of the trade in different parts of the hotel through- | 
out the week, until the joint meeting on Friday settled the 
policy of the association by the adoption of resolutions and 
the election of officers for the ensuing year, but in the 
meantime, lively politics was played., Early in the week it 
was reported that a slate was ready for presentation to the 
Friday morning joint convention, recomménding in the 
main a list of candidates, some of whom among the prin- 
cipals, were said to be favorable to the Guild. The appar- 
rent strength of the Guild movement and the skill and 
energy which the gentlemen heading it evinced in the ad- 
vancement of their ideas, brought about a counter move- 
ment, which came to a head on Thursday evening when 
those opposed the dominance of the association by Guild 
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By action of the Convention there were referred to 
this Committee on Resolutions three reports, as to which 
we submit the following recommendations: 

First: Report of Committee on Cooperative Catalog 
Construction. 


The recommendations contained in this report for the . 
establishment of a bureau with headquarters at Chicago 
for the operation of a syndicated catalog service under 
a competent manager are based upon arguments which 
are persuasive, and to which it is easy to lend a sympa- 
thetic ear. 


The amount of research on the part of the Chairman 
and other members of the Committee, which was re- 
flected in this report, has challenged our admiration, 
and we feel that too much praise cannot be accorded to 
them for the conscientious efforts they have made to 
bring this difficult subject into shape for final disposition 
at this time. We have consulted with the General 
Manager, having in mind the difficult question of 
financing the Association during the next year, and 
also the possibilities for Prrvcvin HP handling so large 
an undertaking with our present administrative ma- 
chinery. As the result of very careful consideration of 
this entire subject, and having in mind the inconclusive 
nature of the debate which accompanied the reception 
of this report on the floor of the Convention yesterday 
afternoon, your Committee is unable to offer any 
recommendation at this time save the following: 

Resolved that this Convention offers a sincere vote of 
thanks to Mr. Edwin I. Baer, Chairman of the Com- 
mittee on Cooperative Catalog Construction, and to his 
Colleagues, A. W. Williams and Kellogg Smith, for 
their unselfish and highly efficient labors in investigating 
and reporting upon this difficult subject. Further, that 
this report and the entire subject be re-examined dur- 
ing the coming year, to the end that definite action, if 
possible, may be taken at the next Convention. 

Second: Report of General Manager. 

We offer for adoption the following resolution: 

Resolved that the following recommendations offered 
by the General Manager are hereby approved, and he is 
requested to proceed in accordance with this resolution 
as soon as convenient: 
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(1) That the Chicago Office continue its work of re- 
vising and renewing the files of the Information Bu- 
reau, with a view to editing and publishing a buyer's 
guide when the Association finances permit the initial 
expense. 

(2) That the questionnaire on the cost of doing busi- 
ness be again sent to dealer members early in 1923, and 
the other details of the plan comprehended under this 
point which formed part of the second recommenda- 
tion contained in the report of the General Manager, be 
approved. 

(3) That the nation-wide sales drive be extended to 
cover a greater number of commodities and a larger 
number of display dates. 

(4) That the Commodity Divisions be permitted to 
ask for voluntary contributions to funds that will be 
used exclusively for the purpose of promoting their 
organizations. 

That recommendation No. 3 contained in the General 
Manager's report is not approved because apparently 
no Association funds are available for that purpose. 
If the educational program is to be continued, it must 
be financed from sources other than the annual income 
of this Association. 

Third: Report of Executive Committee. 

The recommendations of this Committee concerning 
the amendments to the By-Laws have received the most 
extended consideration which this Committee could 
devote to the subject. We are glad to be able to report 
that our session was attended by a large number of 
dealers, and we are indebted to them for substantial 
aid in reaching the conclusions hereinafter set forth. 
Also, it was our pleasure to sit in joint conference with 
the members of the Budget Committee, and particu- 
larly we relied upon General Manager Gibbs, who very 
kindly furnished the necessary information to enable 
both committees to perform their duties. 

As will be shown in the report of the Budget Com- 
mittee, the estimated expenses of the Association during 
its next fiscal year have been reduced nearly ten thous- 
and dollars below the estimates for the year just end- 
ing, and with this situation in mind we have been able 
to report to this Convention in connection with the 
other amendments to the By-Laws a revised scale of 
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ideas got together for united action. While stationers 
canal seemed to feel no opposition to the plan as such, 
being as a rule perfectly willing that the Guild should 
be tried out by those who have adopted it, to stand 
or fall upon its own merits as eventually it must, it was 
nevertheless felt that the adoption of the Guild idea as a 
feature of the National Association would be likely to dis- 
rupt the organization and result in the formation of two or 
three bodies composed of retailers, manufacturers and 
wholesalers. So firmly was this idea advanced and so evi- 
dent did it become that the election of a Guild slate would 
endanger the continuity of the organization that on Friday 
morning the Guild men withdrew their intended nomina- 
tions and the names of the officers as given above were 
presented to the convention and unanimously elected amid 
a scene of great enthusiasm. The list of nominations headed 
by Mr. Mitchell was presented to the joint convention at 
noon on Friday and the vote was received with wild and 
prolonged cheering in every part of the hall. Immediately 
on the election of the present staff of officers, assurances 
of hearty support came from all sections of the country 
and divisions of the association, and while quite naturally 
there was some disappointment on the part of those who 
had hoped for another outcome, these gentlemen also came 
generously forward with hearty congratulations and ex- 
pressions of good will and co-operation. 

If the writer is any reliable barometer of mass feeling, 
he can record here the impression that on Friday morning 
the situation had cleared and that there was an immediate 
relief from the tension which had existed more or less 
throughout the week. It is generally felt among those 
who attended the convention that the officers selected are 
men who will unite as far as possible all of the different 
elements of the association, West as well as East, in an 
effort to advance its strength and usefulness. 


The foregoing was, of course, the most notable feature 
of the convention and strange to say, throughout the week 
it was an undercurrent and at no time did it come down 
to a flat issue on the floor. 

There were certain other features of the situation which 
held within themselves possibilities of pointed discussion, 
but all such matters were taken care of in the various con- 
ferences. The third recommendation of the general man- 
ager’s report with regard to that part of the association’s 
educational program which provides for the publication of 
bulletins or pamphlets on trade subjects was not adopted 
for the reason that apparently no association funds are 
available for that purpose. If the educational program is 
to be continued, it must be financed from sources other 
than the annual income of the association. Certain changes 
were made in the by-laws as outlined in the report of the 
committee on resolution given heretofore. Certain changes 
were made also in the annual dues of members. 

The fact that the total attendance this year was 382 as 
against last year’s registration of 562 was a matter of some 
disappointment, but the small attendance this year is, we 
believe, hardly to be wondered at, inasmuch as this was the 
second successive convention at Atlantic City and attend- 
ance involved for many members of the association a long 
absence from business and a disproportionate expense for 
travel and hotel accommodations. Very few were present 
from the west coast and the attendance from points west 
of the Missisippi river was almost nil. 

One of the most important decisions made at this con- 
vention has to do with the projected drive for membership 
all along the line. It will be the effort of the present ad- 
ministration to sell the association to every stationer in 
the United States and it is hoped to put under way such 
plans and policies as will enable the salesmen of the va- 
rious manufacturing houses to present the case of the as- 
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- sociation in a way which should convince every reasonable Wednesday during the same hours. Registration for the 

man of the advantages of membership and the value of at- ladies was in the library on the eighth floor of the hotel. 
ire tendance at national conventions. Many stationers, it is At noon on Monday the Board of Control held a meeting 
ek believed, feel that they can get from the reports published and at 2 o’clock the retailers’ conference was called to order 
wn in the various journals a satisfactory idea as to the work in the Rose room on the mezzanine floor. This confer- 
: done at conventions, and that, therefore, they would not ence was presided over by Third Vice-president Charles L. 
ich find it profitable to attend. This, however, falls short of Mitchell. At 2:30 o’clock the manufacturers met in con- 
on, being a fact, for while all of the journals do the best they ference in the Belvidere room on the eleventh floor with 
on- can to picture the outstanding events of the convention and _ First Vice-President Eberhard Faber presiding. At the 
an- give in detail the reports of the different committees and same hour the wholesalers’ conference commenced its work 
m's officers, no story can present the real convention as it is. in the Club room on the tenth floor under the direction of 
of We have attempted, very briefly, and we hope not in- Second Vice-President George L. Davis. 
ted discreetly, to give some idea of the electrical atmosphere Retailers’ Conference. 
are which pervaded the lobby of the Hotel Traymore through- This conference opened with the singing of “America,” 
1 1S out the week of the convention, but one must be in such an __jed by Mr. Estey. Chairman Mitchell appointed Mr. Es 
her atmosphere in order to understand it and appreciate its as sergeant-at-arms and Arthur Cole as floor manager. i 
ges quality. Every convention carries with it its own spirit first called upon President J. Ogden Pierson who outlined 
the and only those who attend can get in tune with this spirit the purposes of the meeting the following afternoon. Mr. 
ges and catch step with the progressive currents which domin- Pierson told of the events that had been arranged for that 
ate every meeting of active men. A prophet of ancient conference which was to be addressed by Congressman M. 
as times has told us that there is a time for everything, a time (Clyde Kelly, the proponent of the Stephens-Kelly bill. He 
me to sing, a time to dance and a time to pray. So also there stated that the chairman would appoint at the opening of 
we is time and occasion for the cloister and for the meeting, this meeting a committee of five as a committee on recom- 
the and the one cannot take the place of the other. The cam- mendations and that when papers are read during this con- 
nd- paign for a greater membership will be pushed to the limit ference and the one to follow, any recommendations will be 
ong this year and an extraordinary effort will be made to get taken down by the committee and duly presented for gen- 
for a good turn-out at Des Moines on October 8, 1923. __ eral discussion at the meeting of the ioliowing afternoon. 
sent Following is a running story of the convention with a The idea was to have a joint conference of manufacturers 
vest resume of the debates and discussions, some side lights and retailers. 

and incidents, a report of the annual dinner and the golf In compliance with the request of Mr. Pierson, Chairman 
>On- game, and various other activities finishing with a verbatim Mitchell appointed as a committee on recommendations 
ship presentation of reports and addresses. John M. Cooper of Atlanta, chairman; Edwin H. Sell, 
ad- The Convention Doings. Columbus, O.; Arthur Cole, Boston, Mass.; A. J. Walker 
r in The registration offices opened in the submarine room of Minneapolis, and Dudley Fish of San Francisco. 
such of the Traymore hotel at 9:00 A. M. Monday, October 9, The first report to be considered by the retailers’ confer- . 
pd the credentials committee being in session from that hour ence was that of the committee on blank books. Chair- 

















dealers’ dues, which, while higher than that now pre- 
vailing, is still substantially lower than the one sug- 
gested by the Executive Committee. In order to carry 


Resolved that the By-Laws of this association be 
amended so as to read as follows: 


ARTICLE IV. MEMBERSHIP. 


Section 4. Non-resident members are divided into 
two classes, namely 

(a) Those whose principal place of business is locat- 
ed in Canada, Mexico, the West Indies and Central 
America. 

(b) Those located elsewhere, meaning ail countries 
other than the United States of America. 

Section 7. Affiliated members shall be such as are 
engaged in a line of business other than that of a sta- 
tioner where a small stock of stationery is carried as a 
side line, the annual sales from which do not exceed 
Ten Thousand Dollars. 

Section 8. Junior Members shall be clerks and sales- 
men on the pay-rolls of individual members who are 
interested in the Association’s Educational Program. 

The two following Sections (at present numbered 
Section 7 and Section 8) to be designated Section 9 and 


Section 10. 
ARTICLE V. DUES. 

Section 1. Annual dues of those members on _ the 
Membership Roll previous to the October, 1920, Con- 
vention, shall be payable in advance on January Ist of 
each year. The dues of members joining during the 
Convention and subsequently thereto, shall be payable 
in advance for one year from date of application and 
annually thereafter on the same date; except in the case 
of the dues of Dealer Members which may, by regis- 
tered request, be paid in advance in semi-annual in- 
stallments. 

Section 2. The annual dues of the Local Associations 
shall be Thirty Dollars; those of Individual members 
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other than manufacturers shall be as follows: 
Those whose annual sales of stationery and office 
equipment amount to— 


into effect the recommendations of that Committee re- 1. Less than $50,000.00 shall be.........++e00 $ 30.00 
specting dues to be paid by Canadian, Mexican or Cen- 2. $50,000.00 to $100,000.00 shall be...........+ 40.00 
tral American houses, it has been necessary for us to 3. $100,000.00 to $150,000.00 shall be........... 60.00 
frame one additional suggested amendment to the By- 4. $150,000.00 to $200,000.00 shall be........... 80.00 
Laws. We therefore submit the following: 5. $200,000.00 or over Shall de. .ugs....++sseee8 100,00 


No member will be expected to make any statement 
as to the amount of his business but will be left free 
to decide for himself in which class he wishes to be 
placed. The annual dues of Affiliated Members s 
be Ten Dollars. The annual dues of Junior Members 
shall be Five Dollars. ‘ 

Section 5. Dues of Non-Resident Members shall be 
as follows: 

Class A, Thirty Dollars per year. 

Class B, Fifteen Dollars per year. 

ARTICLE VI. REPRESENTATION. 

Section 4. Non-resident, Associate, Affiliated and 
Honorary Members shall be entitled to the privilege of 
the floor but shall not vote. 

ARTICLE VII. OFFICERS, BOARD OF CON- 
TROL AND EXECUTIVE COMMITTEE. 

Section 4. The Executive Committee. An Execu- 
tive Committee to consist of the President and two 
other members of the Board of Control shall be = 
pointed by the President subject to the approval of t. 
Board immediately following the adjournment of the 
Annual Convention. The Executive Committee shall 
exercise all powers of the Board of Control when the 
latter is not in session and shall fill all vacancies how- 
ever occurring. It shall have the privilege yA inviting 
any or all of the Vice-Presidents of the Association 
to attend its meetings for the purpose of consultation; 
and the traveling expenses involved in any such meet- 
ing on the part of all in attendance shall be paid from 
the funds of the Association. 

The foregoing report, presented by Charles A. Lent, 
chairman; Eberhard Faber, Charles L. Mitchell and G. 
L. Davis, as the Committee on Resolutions, was adopted 
by the Convention. 

















until noon and from 2 to 4 P. M. and on Tuesday and 


man Meyer was absent on account of illness and the re- 
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port was accordingly read by Mr. Walker. This report is 
published elsewhere in full. On motion it was accepted. 

C. B. Edelen, chairman of the committee on hardware 
and glassware, presented the report of the dealers’ commit- 
tee on this subject. This report was accepted as read. 

The report of the dealers’ committee on paper and en- 
velopes was read by Charles G. Stott, chairman of the com- 
mittee, and at its conclusion was highly complimented by 
Mr. Frank and others. Mr. Frank suggested that one rec- 
ommendation might not work out, namely, the elimination 
of flat papers and envelopes from the consideration of the 
standard committee. Mr. Stott replied that the character 
of flat paper as originally started on its regular way is ab- 
sorbed into whatever has been produced, therefore, he 
could not see where the stationers are particularly interested 
in flat paper as such. Mr. Herr suggested that the dealer 
get a paper cutter, buy his own flat paper and cut his own 
typewriter papers. He referred to the success his own 
business had had in this respect. Personality in the busi- 
ness helps one to sell. Mr. Frank pointed out that a great 
deal of flat paper never reaches the printing press. He be- 
lieved the paper dealer should not quote prices to the con- 
sumer except perhaps to newspapers, railraads or people 
who conduct private plants of their own, but the cost of 
paper should be figured in the finished job and bear its 
share of the overhead. In response to questions, Mr. Stott 
stated that the cost of handling paper and envelopes is 
about the same as that of handling pencils, penholders and 
the like, but less than that of handling loose leaf supplies 
or things of such general character. On motion, the report 
of the committee was accepted and referred to the commit- 
teen on recommendations. This and the reports which 
follow are all presented elsewhere in this issue. 

The report of the dealers’ committee on social stationery 
was presented by Chairman Harry G. Horder. At the con- 
clusion of the report, the conference carried out a recom- 
niendation made by the committee to the effect that the 
retail members of the National Association express their ap- 
preciation of the advertising campaign organized by the 
manufacturers of social writing papers. A vote of thanks 
as suggested in the report was accordingly passed and the 
report was accepted. 

The dealers’ committee on pens and pencils reported 
through Henry Frank, its chairman. This was quite an ex- 
tended report which was accepted as read. 

Owing to the absence of Mr. Barber, chairman of the 
committee on leather goods and novelties, his report was 
read by Secretary Byers. The report also was accepted. 

The report of the dealers’ committee on loose leaf de- 
vices was read by Frank R. Welsh, chairman. Following 
the reading of this report, the chairman called attention to 
the fact that Mr. Welsh had with him a series of instructive 
photographs and a recess was declared for five minutes 
in order that those present might have a chance to examine 
the pictures. 

Following the récess, F. E. Frost, chairman of the com- 
mittee on numbering machines and rubber stamp goods, 
presented his report. At the conclusion of the report there 
followed some discussion on certain demoralized conditions 
in the stamp industry and various members briefly spoke 
on conditions in their respective localities. 

After the acceptance of the report, the chairman called 
on the secretary to read the report of the committee on inks 
and mucilage. Clark Field, chairman of the committee, was 
unable to be present. The report of the dealers’ committee 
on inks and mucilage was accepted. In the discussions 
which followed the reading of the report, Mr. Frank sug- 
gested that the manufacturer might profit by more fre- 
quently consulting with the dealers in preparing his co-op- 
erative campaigns. Manufacturers frequently send dispiays 
to their customers, folders and the like, which are not used. 
If manufacturers would more frequently inquire as to what 
dealers could use, or consult with them in the preparation 
of displays, Mr. Frank believed better results would be 
secured. He pointed out that manufacturers sometimes 
send out their solicitors to have their goods introduced 
among consumers and that sometimes where manufacturers 
promise they will have the orders filled through dealers, 
these orders, in New York particularly, are sent to be filled 
through their biggest customers who in most cases are 
the jobbers, who will sell to the consumer at the same price 
they sell to dealers. He suggested also that manufacturers 
could use better judgment in taking back or éxchanging 
merchandise that dealers find they cannot dispose of. A 
tremendous amount of merchandise has been thrown on 
the market in the last two years by the government. “Man- 
ufacturers,” said Mr. Frank, “made a mistake in not buying 
that merchandise themselves rather than have it demoralize 
the market.” He said that New York has been a horrible 





example of that state of affairs. Mr. Connell stated that 
Philadelphia had also suffered, and Mr. Frank replied that 
other localities had been embarrassed by this condition. 
Mr. Thalheimer referred to a recommendation contained 
in the report, discouraging the sale of imprint ink by mem- 
bers of the association. He said he was opposed to that 
recommendation. The secretary replied that the sugges- 
tion was an expression of opinion by the committee only. 
The chairman put the motion as simply for the acceptance 
of the report and the motion was carried. 


The conference then adjourned until nine o'clock Tues- 
day morning. 
The Doings of Tuesday, October 10. 
The retailers’ conference was continued on Tuesday 


morning in the Rose room of the Traymore. Chairman 
Mitchell first called for the report of the committee on blue 
print paper and drawing and artists’ material. In the ab 
sence of Charles H. Robbins, the chairman, Secretary By- 
ers read the report which was accepted. 

The secretary then read the report of L. W. Gaut, chair 
iman of the committee on steel and copper plate engraving. 
This report occasioned some discussion. The chair stated 
that the suggestions in the report he believed to be very 
timely and that stationers are not making as much out of 
the department as they should. He asked how many sta- 
tioners are even showing samples of engraved cards in win- 
dows. E. M. Stevens of Loring, Short & Harmon, Port- 
land, Me., described a plan they had worked out for show- 
ing engraving in their store. In one corner they have a 
small room fixed up in neat fashion with attractive cur- 
tains and rugs and finished in mahogany. There, engrav- 
ing samples are shown under glass. The room though very 
small contains several chairs and a table. All samples are 
tabulated and can be easily found. This plan has increased 


the company’s engraving business materially. When a 
young lady, for instance, wishes to place an order for en 
graved wedding invitations, she sometimes does not wish 
her next door neighbor to know about it. Orders can, 
therefore, be given in more of a confidential manner than 


they could in the main store. Mr. Langbein said that his 
house, the Stevenson & Foster Company of Pittsburgh, 
has been in the engraving business for a number of years 
and has found it profitable. While a room as described 
by Mr. Stevens is an excellent idea, they have had good 
results from a table placed near the entrance. It is a good 
plan to have the fancy writing paper and engraving depart- 
ment near the entrance to the store. The table has a plate 
glass top which covers the samples. As salesmen go out 
about the city, it is a good plan to have them take a neat 
folder containing. engraved business cards, announcements, 
invitations, etc. The engraving business goes along with 
the sale of fine box stationery. Any first-class stationery 
store can handle a line of box paper and with careful se- 
lection can make a satisfactory turn-over. This paper, Mr. 
Langbein says, they carry also in quires, five quires to the 
box with 125 envelopes to match. Mr. Cole of Lawrence, 
Mass., declared the two ideas just given to be excellent, but 
his store had achieved good results by the use of a glass 
covered table in the rear with chairs for customers. R. S. 
Bauer of Lynn stated that his store produces probably 80 
per cent of the wedding invitations and announcements used 
in the city of Lynn. Engraved wedding invitations are 
shown in windows ali the year round, aided by a glass cov- 
ered, nicely framed sign. On the wall side of the window is 
an individual show case the full width of the window, con- 
taining little glass shelves about five inches wide and hold- 
ing a display of different kinds of engraved stationery. 
This display is changed weekly. This is supplemented at 
certain seasons of the year, May and September, with news- 
paper advertising of the fact that the Bauer store is head- 
quarters for engraving of all kinds. Half a flight up from 
the main floor is a mezzanine floor where the store carries 
all its engraving and social stationery. This floor is bril- 
liantly illuminated and is made so attractive from a light- 
ing standpoint that people come up there to see what it is 


all about. Some of the engravings, notably those done by 
the Crane people, are framed in a gold box. The walls are 
decorated with specimens of fine engraving under glass. 


The whole room is made very attractive. Mr. Bauer rec- 
ommended that in a commercial stationery store the front 
end should be used for a display of the items that turn 
over most rapidly. Mr. Langbein stated that his house fol- 
lowed the announcements in society papers and society col- 
umns and they send out a little engraved card to the inter- 
ested persons, thus frequently bringing in business. The 
chair told of an experience in a little town in New Mexico 
where he found that a barber by means of a neat display 
was controlling the engraved card orders of the commun- 
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ity, and was educating the town into the desirability of fine 
engraving. Mr. Mitchell said he hoped the time would 
come when the buying public would be educated to go into 
the stationery stores to buy stationery instead of drug 
stores, barber shops and shoe shining parlors. On motion 
the report of the committee was accepted. 

Frank J. Merrill, chairman of the committee on carbon 
paper and inked ribbons next read the report of that com- 
mittee. This was quite an extended report and the thor- 
oughness with which the committee went into the subject 
brought out expressions of commendation from the floor. 
Mr. Connell of Philadelphia said that typewriter ribbons 
and carbon paper look small on the shelves, but are very 
profitable if rightly handled. His house imprints boxes 
containing the best quality only and has built up a good 
business on high priced paper. He said that the most im- 
portant recommendation of the committee referred to the 
educational suggestions. Carbon paper and typewriter rib- 
bons frequently come back because it is not known what 
the customer wants. He suggested getting up some sort of 
directions to put on the boxes explaining the uses of the 
different weights of carbon paper. Mr. Pierson asked Mr. 
Merrill concerning his experience in developing ribbon and 
carbon business with general outside men. Mr. Merrill re- 
plied that when he was with a firm in Boston, who had 
several outside men, their business was not satisfactory, 
so they started a carbon paper and ink ribbon department, 
putting a man in charge of it. The salesmen were then 
called in and the matter was gone over with them. A 
premium was put on the sale of this class of goods and 
the men went right after it. In this way the business began 
to grow with leaps and bounds and the house today has the 
best business in this line in the city of Boston, at any rate, 
among the stationers. The chair related a personal experi- 
ence which brought his house remarkable results through 
the use of a one paragraph letter personally signed and sent 
to customers suggesting that their typewriter ribbon was 
worn out and they would better get a new one. He said 
that the stationer should be headquarters for this class 
of goods and should push them and do educational work 
constantly. Mr. Cole told how some years ago his house 
made a card index of typewriter users. They printed on 
4x6 index cards the different things they desired to know, 
then sent out a man and thoroughly canvassed the town. 
The cards were then filed and a letter was sent out to every 
typewriter user. During the year following the sending 
out of the letter, the sale of ribbons and carbons grew 
to exactly four times what it was in the previous twelve 
months. Mr. Cooper of Atlanta said that stationers fell 
short as a rule in knowledge and understanding of the rib- 
bon and carbon lines. The stationer should be more of a 
specialist and less of a merchandiser. He said that manu- 
facturers as a rule would be glad to co-operate with sta- 
tionery houses. On motion the report was accepted. 


Attention is called to the report of the manufacturers’ 
committee on carbon paper and inked ribbons presented in 
another column. The two reports, that of the dealers’ 
committee and the manufacturers’ committee, should be 
a together to get the full benefit of the suggestions 
made. 


The report of the committee on printing was read by 
Theodore A. Steinmueller, chairman. This report likewise 
provoked some interesting remarks from the floor. Mr. 
Stott said that in his judgment the flat papers and en- 
velopes should be assigned to this committee. Mr. Frost 
of San Francisco asked for some suggestions as to the 
prices at which dealers are selling printing and what profit 
they are getting, that is to say, what percentage of profit 
to add to the cost of printing jobs. Mr. Stott observed that 
the overhead was taken as a whole in most stationery stores 
and profit should be the same on printing as on stationery 
on an average basis of quantity. Mr. Frost replied that he 
knew some dealers in commercial printing who sell it by a 
sliding scale, the percentage diminishing as the amount of 
the order increases. Mr. Cooper said that stationers who 
were without a printing plant should be careful when they 
approach a printing proposition, and that in his judgment 
stationers who have no printing plant would do very well 
to leave the printing business alone. “If,” said Mr. Cooper, 
“you should get hold of a printer who figured his costs ac- 
curately and billed you his stock at cost, plus a normal 
profit to him in the printing business without any selling 
costs added, and if you added enough to show a 30 per cent 
or more profit on the selling price of the printing job, you 
would never get any business except when people came in 
and gave it to you on a wide open basis. The printing 


business is highly specialized, requires more in proportion 
of the salesman’s time than in selling stationery, and de- 


mands specialized knowledge on the part of the salesman. 
“In our own case,” continued Mr. Cooper, “we had an en- 
tirely separate sales department for printing and lithograph- 
ing. One group of men sells stock goods items and another 
group of men sells what we call the manufactured items 
which go through our plant.” 

Mr. Irwin of Philadelphia said that his firm, the James 
Hogan Company, Ltd., has a history of. over a hundred 
years. They are one of the smaller stationers of Philadel- 
phia, who have never owned a wheel of any kind with the 
exception of a cutting machine. Nevertheless, they have 
made a success of the printing business in connection with 
bank books, engraving, lithographing and all the forms 
used by banks or professional people. They add to the 
cost of their printing, plus the cost of paper fifty per cent 
for a profit, calculating that it costs about 30 per cent to do 
business and that allowed 50 per cent on the cost, resulting 
in 33% per cent on the cost and gave a margin of profit. 
More than 50 per cent is charged on the smaller items and 
less on the larger. 

Some discussion then ensued which resulted in the con- 
clusion that the average stationery salesmen are not quali- 
field to sell printing except they have an intensive train- 
ing in the work. Mr. Frank pointed out that there are a 
number of printers in New York who specialize on certain 
— of trade work and that the proposition works very 
well. 


After the report was accepted, the chairman called upon 
J. Edward Richardson, chairman of the committee on mis- 
cellaneous items, who after a brief preamble read the re- 
port which is published on another page. As a prelude to 
his report, he gave certain interesting facts and figures, 
resulting from personal contact with forty or fifty concerns 
throughout the United States from whom figures were ob- 
tained that enabled the committee to compile data. The 
information given in the report was compiled from houses 
located from coast to coast—in Los Angeles, San Fran- 
cisco, Denver, Colorado Springs, Chicago, Niagara Falls, 
Buffalo and Baltimore. Through a total business for a year 
of $166,364, numbering approximately 146,664 sales, it was 
found that there was $62,400 of expense incurred which 
places the cost of doing business in this country reasonably 
on a basis of 37% per cent in selling stationery. The fig- 
ures resulted in an average day’s business of $533, with an 
average of 470 sales. Of these sales 26 total $115 a day, 
209 total $152 a day, 235 total $266 a day. Twenty-six 
sales or 5% per cent of the total average $4.35 a sale, 209 
sales or 44% per cent of the total average 73 cents, and 235 
sales or 50 per cent of the total, average $1.13%4. The 470 
sales totalling $533 cost $200 to make them on that day or 
441% cents for each sale. Mr. Richardson gave the forego- 
ing figures to give the convention a better understanding of 
some of the statements of his report which appears on an- 
other page. 

After the reading of the report, it was duly accepted, and 
a recess of five minutes was taken to look at an exhibit pre- 
sented by Mr. Steinmueller, which he brought in connec- 
tion with his report. The report of the manufacturers’ 
committee on miscellaneous items is also presented on an- 
other page and may with profit be read in connection with 
the dealers’ report. 

Following the recess, the secretary was requested to read 
the report of the greeting card committee in the absence 
of its chairman, J. Thomas Hill. This report evoked quite a 
bit of discussion participated in by Mr. Pierson, Mr. Gib- 
son, Mr. Brewer, Mr. Alexander, Mr. Bauer, Mr. Connell, 
Mr. Fry and others. Mr. Pierson mentioned a method of 
soliciting orders for greeting cards which worked out all 
right last year, but did not seem to work so well this year. 
Mr. Gibson of Cincinnati said that greeting card manufac- 
turers in a magnanimous spirit had put their sample books 
in the hands of church people, who solicit orders from 
members of the congregation. The prospect is sold one 
hundred or two hundred cards, which are then brought 
down to the stationer with the request that his name be 
engraved on them at cost price. Mr. Brewer of New York 
said that by sending out salesmen in September with sam- 
ples of commercial greeting cards, even getting extra men 
to go about to the business houses, they have been able 
to build up quite a large trade. The chair pointed out that 
in Topeka they had three lodges and two churches selling 
greeting cards. On the other hand, the greeting card asso- 
ciation has their side of it, asserting that the stationers 
do not give them the representation in their field that they 
should. Stationers should be more alert in selling greeting 
cards and thus render a service to their communities. Mr. 
Bauer said that he has preached the greeting card gospel 
for a number of years and when he went over the United 
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States a couple of years ago, he was astonished to find how 
many stationers have taken hold of:the industry. He did 
not believe that the legitimate all-year-around greeting card 
dealer need fear anything from the occasional canvasser 
among lodges or churches. The man vho really does the 
business makes the best selections from three, four or five 
lines and has an assortment to choose from. A merchant 
who cannot do business without having a Chinese wall 
built around him should not be in business. The greeting 
card proposition today needs no bolstering on the part of 
anyone. The sale of greeting cards brings a character of 
trade into the establishment that is worth while. It is essen- 
tially a cash business and when one applies himself to it, 
he will succeed. Mr. Brewer pointed out that the fraternal 
and church organizations generally carried a poor: selec- 
tion of sample goods. The chair said that there had been 
very many constructive ideas put forth in this year’s reports 
and that a vote of thanks is due the chairman and members 
of every one of the committees for the work put forth in 
the production of these reports. On motion of Mr. Pier- 
son, seconded by Mr. Gibson, a vote of thanks was accord- 
ingly tendered. 

The chair next called upon A. C. Fry of the Gibson Art 

Company, Cincinnati, who talked on the subject of greet- 
ing cards, and said in substance that no doubt the mem- 
bers would be happy to get good cheer and assurance from 
the greeting card association that everything is all right and 
business good. In 1918, the first year of national advertis- 
ing by the greeting card association, the people spent not 
more than $20,000,000 for greeting cards, but in 1921 the 
amount was over $40,000,000, and the greeting card men be- 
lieve this year’s business will run over $50,000,000. The 
business is only in its infancy. The public expects to find 
in its hurry a ready-made card that will help to scatter sun- 
shine and promote happiness. The business covers a whole 
life-time, from the birth announcement to the time when a 
word of sympathy is required for the friends and relatives. 
As to plans for handling cards, the speaker mentioned the 
little store that sold $4,000 worth of Chelebasde cards in six 
weeks from a ten foot table and next to them was the lead- 
ing department store of the city. Cards were displayed in 
the boxes in which they came from the manufacturer, and 
were always in place and not mussed up. In the big store 
they were shown on a flat top counter, jammed up, with 
nothing in its place. Customers came to the little store, 
made their purchases and got away, but in the larger store, 
all was confusion. The small merchant had placed a tem- 
porary top of beaver board on the table, tilting the rear part 
some 15 or 16 inches so that the buyer in front could see 
all the cards. People could go into the store, make their 
purchases quickly and get out. The secret of success here 
lay in order and speed in serving. The speaker mentioned 
another store that did a $5,000 business on Mother’s day 
cards in three weeks and said that it is up to each stationer 
whether the greeting card business is much or little in any 
store. . 
Woodson P. Waddy of Richmond, Va., was next called 
upon. He said that this was his first appearance as a greet- 
ing card spellbinder. Mr. Waddy talked on the personally 
engraved greeting card. He said there are tremendous pos- 
sibilities in personal greeting cards if they are done cor- 
rectly. The style of lettering on the manufactured cards 
seldom matches the style on the customers’ plate and Mr. 
Waddy recommended that rather than do an unsatisfactory 
job, the stationer should decline the business or induce the 
customer to let him engrave the greeting lines in the same 
type of letter as the plate. The American people do not 
want makeshifts, but want things done rightly, and the sta- 
tioner should have the backbone to insist on doing them 
that way. 

R. W. Hicks, secretary of the greeting card association, 
spoke briefly on the activities of the Greeting Card asso- 
ciation. He described the fine work that the association has 
done toward popularizing the idea of greeting cards. He 
pointed out that one of the important trade customs recom- 
mendations of the association reads as follows: “The asso- 
ciation recommends that members sell to recognized deal- 
ers only with established places of business. It is further 
recommended that members of the association do not sell 
to temporary dealers.” 

Following the remarks of Mr. Hicks, the session ad- 
journed until after lunch. 

Afternoon Session, Tuesday, Oct. 10. 

This session was a retailers’, wholesalers’ and manufac- 

turers’ conference and it opened after singing with a talk 


on the Stephens-Kelly bill by Congressman M. Clyde 
Kelly. Mr. Kelly was present with his wife. The chair- 


man, President J. Ogden Pierson, introduced Congressman 
Kelly and outlined the purpose of the conference. Con- 
gressman Kelly’s address was devoted in substance to the 
reasons for the introduction of the Stephens-Kelly bill. 
After paying a compliment to the fine work which the asso- 
ciation is doing, and expressing approval of its objects, in 
introducing his subject he told 2 story on Lord Ridell, who 
came to Washington as one of Great Britain’s delegates to 
the arms conference. He became very popular. On one 
occasion he was going to a dinner down in Virginia, about 
thirty miles from Washington. When the conductor came 
to get his ticket, Lord Ridell could not find it. The con- 
ductor took up the remaining tickets and then came back, 
and the Englishman was still hunting. He said, “I am 
really troubled. I can’t find my ticket anywhere. [| am 
Lord Ridell of the arms conference.” The conductor said, 
“That is all right. I have seen your pictures in the paper. 
Never mind about your ticket. I will look after that.” “But 
my dear man,” replied Lord’ Ridell, “that does not help me 
a particle, because the name of the place where | was go- 
ing was on my ticket and now I don’t know where | am 
going.” The moral of the story is that it is always worth 
while to know where one is going. Mr. Kelly said that the 
old idea of Addm Smith, expressed in his book, “The 
Wealth of Nations,” had gone down in defeat and that an- 
other idea is coming up—the idea of co-operation, of work- 
ing together for a common cause. Since some few years 
ago Mr. Kelly said that he had seen the identification of 
goods doubled, until now almost 95 per cent of the goods 
sold are identified by the name of the maker. He believes 
it is good for the maker as well as the user to have such 
identification. At the present time we are in doubt as to 
just what the manufacturer can do about protecting his own 
brands. In 1908 in the Bobbs-Merrill decision, the United 
States Supreme Court took the ground that it is improper 
for a publisher of a book to put upon it a notice of the price 
and to oblige the dealer to sell it at the price marked. 
Three years later the Supreme Court said in the Dr. Miles 
decision that it is impossible to make a contract with a 
dealer to sell a patent medicine for a stipulated price, that 
such a contract is against public policy, a violation of the 
Sherman Anti-Trust law, and void. A little later came the 
Sanatogen case, which said that even on a patent, it was 
impossible to establish a resale price by notice. Then came 
the Colgate decision where the Court said that if a manu- 
facturer desired, he might refuse to sell, it being implied 
that if he had a stated price which was cut by the retailer, 
the manufacturer might refuse to sell on that ground. Six 
months later came the Schrader case and the Beechnut 
case in which the court said that if there were an implied 
contract between the manufacturer and the distributor, then 
such implied contract was in violation of public policy and 
void, and the Beechnut case went a step farther and said 
if there was any co-operation between the dealer and the 
manufacturer as to informing the manufacturer of cut 
prices, then any agreement based on such information was 
also void. “As a result of all these decisions,” said the 
Congressman, “there is about one way only by which a 
manufacturer can be sure of fixing his own price, and that 
is by establishing retail branches in every city in the land 
and directly from his factory to his own branch fix the 
price and hold it. In other words, it appears to be legal for 
a great combination of capital to fix prices, provided it can 
establish retail agencies in every city, but it is wrong for a 
retailer or wholesaler to do this. There appears to be only 
one thing to do and that is to have supplementary legisla- 
tion passed which will cover the question, and this is the 
purpose of the Stephens-Kelly bill now before Congress 
The bill is now in the hands of the committee on Interstate 
and Foreign Commerce. It provides that the legitimate 
manufacturer of a product who has no monopoly and no 
control of an entire line of products may maintain his re- 
sale price through the jobber and retailer to the consumer. 
by filing a schedule of his rates with the Federal Trade 
Commission and agreeing to hold those prices. Good will 
in business is its chief asset and good will must be pro- 
tected. To throw down the bars to unrestricted price cut- 
ting is to ruin the business of the country. As long as 
there is competition between articles of the same kind, then 
we have a square deal between manufacturer and manufac- 
turer.” Mr. Kelly maintained that a manufacturer cannot 
fix a price too high. He is bound to come down at least 
to a point where there is fair profit for everybody. He 
urged every one to get in line and to write to the commit- 
tee on Interstate and Foreign Commerce because business 
men are vitally concerned in this measure. He said that he 
was much encouraged by the attitude taken by Herbert 
Hoover, secretary of commerce, who had come around to 
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the view that a manufacturer ought to be able to protect 
his retail prices. 

After some complimentary remarks by the president, Mr. 
Frank moved a rising vote of thanks to Mr. Kelly for hav- 
ing come before the session and delivered his address. The 
 o was seconded by Mr. Brooks and unanimously car- 
ried. 

A report of the committee on co-operative advertising and 
sales drives was next presented by R. S. Bauer, chairman. 
After the acceptance of the report, the president introduced 
Mr. Estey, advertising counsel of the association, who gave 
a talk on advertising, following which the chair called on 
Mr. Cooper of Atlanta, chairman of the committee on rec- 
ommendations from the retailers’ conference to make his 
report. Mr. Cooper said that some of the reports do not 
contain specific recommendations and therefore, are not 
represented in his report. The reports of the furniture 
items had not yet been rendered and are not included. 


Items on pens and pencils fall into different groups, steel 
pens, pencils, fountain pens and mechanical pencils, and in 
all these groups there is a tendency toward multiplicity 
of designs. It was recommended that manufacturers re- 
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duce the number of such designs which will be an economy 
in manufacturing and distributing expense. 

Mr. Hawkes, as chairman of the pen and pencil commit- 
tee of the manufacturers, said that the report of the station- 
ers’ committee was an exceptionally good one and that the 
recommendations are just right. During the war the gov- 
ernment competed manufacturers to cut down the num- 
ber of styles they were making and very few of those elimi- 
nated have been resumed. Mr. Sharp of the Esterbrook 
Steel Pen Manufacturing Company confirmed Mr. Hawkes’ 


remarks. 

A. G. Frost, sales manager of The Wahl Company, said 
that it was the policy of his company to cut down the num- 
ber of styles of propelling pencils and fountain pens. 

Eberhard Faber said that there has been some demand 
for the old styles and some of the pencil manufacturers 
have taken up a few of them, but are suppressing certain 
other styles for which there is little demand. The recom- 
mendation will be brought to the attention of the manufac- 
turers. On motion duly seconded, the report was accepted. 


Resuming the report of the recommendations commit- 
tee, the recommendation was presented that flat papers in 
original ream sizes and coarse papers, wrappings, etc., be 
eliminated from consideration by future committees. There 
followed then a discussion between Dr. Rindfusz of the 
American Writing Paper Company and two or three of 
the stationers as to why flat paper should not be consid- 
ered. The result of the discussion was that the recommen- 
dation was omitted from the report. 

Mr. Cooper resuming said that the loose leaf line is be- 
coming so large by the addition of new items that it is 
difficult for the stationer to carry a representative stock. 
The recommendation was that the manufacturers continue 
their work of standardizing and avoid putting new items 
closely resembling old items into their line and to make new 
items correspond to present size and punching centers. 
This recommendation was approved. 

The committee commended the advertising campaign of 
the fine stationery manufacturers and recommended that 


URI DOOLITTLE, who la- 


the 


dealers co-operate. This recommendation was also ap- 
proved. Approval was also given to the recommendation 
suggested by the committee on hardware and glassware, 
that manufacturers be requested to affix small labels show- 
ing stock numbers in inconspicuous places on their goods 
rather than placing them on the wrapper or container. 
From the committee on blue print paper and drawing and 
artists’ material came the suggestion that the stationer 
should take more advantage of his opportunities as an out- 
let for this class of merchandise. Closer co-operation in an 
educational way was recommended between manufacturers 
and dealers. This recommendation was also approved. On 
motion of Mr. Armington, the recommendations in the re- 
port of the committee on miscellaneous items were directed 
to be sent out to the association in a questionnaire, the re- 
plies to which are to be communicated by the genial mana- 
ger to manufacturers of miscellaneous items. The mo- 
tion was amended to make the entire report a part of the 
questionnaire. The motion after amendment was put and 
carried. The recommendation of the committee on the sub- 
ject of ribbons and carbons brought out some interesting 
discussions from representatives of the ribbon and carbon 
houses, including Mr. Dalton, of the Union Ribbon & Car- 
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bon Company, Mr. Moore of the Ault & Wiborg Company, 
Mr. Garvin of the F. S. Webster Company and Mr. Bar- 
kerding of Mittag & Volger, Inc. 

The result of the discussion was that the gage offered by 
the manufacturers was promptly taken up by Mr. Cooper 
and Mr. Allen of Atlanta, who asked the ribbon and carbon 
men to attend a mass meeting of stationery employes at 
Atlanta and address them on how to sell carbon papers and 
ribbons. The offer was accepted. 

Mr. Hice offered a few remarks on the condition of busi- 
ness during the year. His business was 26% per cent ahead 
of 1915 and 11% per cent ahead of 1916 during the present 
year. Inquiries are numerous and more than heretofore re- 
sult in orders. General conditions are improved, and he 
looked forward to an era of prosperity. 

Richard B. Carter, head of The Carter’s Ink Company, 
said that Mr. Hice’s observation had been confirmed in his 
own business. Raw material costs have fallen somewhat 
since the peak, but not as much as was expected. Labor 
in the ink manufacturing industry is not inflated and few 
changes are looked for. Things are going well all over the 


country. 

Mr. Armington stated that this impression is borne out 
by report made in answer to a questionnaire sent to 85 
members. 


Mr. Hawkes quoted several opinions from concerns in 
basic industries as to business conditions, the gist of which 
was that costs have not come down and in some cases labor 
is advancing. 

Mr. Severance of the Wilson-Jones Loose Leaf Company 
noted stronger conditions in the loose leaf business than for 
some time. Another feature of the conference was a 
speech by Mr. Garvin, on the value of and the necessity for 
the association. He concluded by asking the manufactur- 
ers to stand up who are willing to sell the next convention 
to everyone that is interested in the stationery business, and 
all manufacturers stood. ; 

The session concluded with a witty speech by Hon. James 
Logan of Worcester, and some equally pertinent remarks 
from Mr. Smith of the Consolidated Stamp Company. 
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3efore adjourning, the president asked, “Do you want an- 
other conference like this next year?” The answer was 


cries of “yes” from every part of the hall. 


Wednesday, October 11, Commercial Furniture Conference. 





The feature of this day was the commercial furniture con- 
ference, which met in the Rose room on Wednesday at 9:30 
in the morning. President J. Ogden Pierson was in the 
chair. After some preliminary remarks, the chair appointed 
the following committee on recommendations: George W. 
Searles, chairman; A. D. Pettibone, Francis J. Yawman, 
Ivan E. Allen and Charles A. H. Thom. He next appointed 
a committee on nominations to select members of the execu- 
tive committee of the commercial furniture division. The 
following were appointed: Ralph S. Bauer, chairman; 
Richard B. Lockwood and A. Pomerantz. This was fol- 
lowed by the report of Charles A. H. Thom, chairman of 
the executive committee of the commercial furniture divi- 
sion. This report was received and accepted, and was fol- 
lowed by a report by Mr. Gibbs as treasurer, showing the 
expenditures and disbursements of the division and the bal- 
ance on hand amounting to $547.20. This report was signed 





HARRY A. PRIZER, a 
worker on the convention 
committee. 


by Haskins & Sells, certified public accountants of Chicago. 
The report was approved, after which the division listened 
to Mr. Cooper of Atlanta, chairman of the dealers’ commit- 
tee on steel files and equipment. 

On acceptance of the report, the chairman stated that 
Francis J. Yawman, chairman of the manufacturers’ com- 
mittee on steel files and equipment, had been furnished with 
a copy of Mr. Cooper’s report and that those present would 
like to hear from him. Mr. Yawman said that so far as the 
steel industry is concerned, there is every reason to look 
favorably toward the future. With the coal strike settled 
and the railroad men back, a big measure of business is 
looked for in the next few months. While the strike was 
responsible for much loss to the farmers, this will not hold 
up business to any great extent. On steel, prices have been 
advancing and orders were thereby stimulated. In the 
building industry, $3,000,000,000 have been invested this 
year, a third of which has been for homes. Crops are favor- 
able, totaling something like $6,200,000,000, as against $5,- 
000,000,000 last year. The cotton crop was short with a 
consumption of over twice the production this year. Busi- 
ness men are entirely too provincial. They do not keep in 
touch with what is going on throughout the country. Every 
one should read the report sent out by the Federal Reserve 
Bank in his district. This is a good way to keep in touch 
with general business. 

Mr. Stewart of Trenton and Mr. Stephens of Maine 
brought out the fact that they had met with certain compe- 
tition in handling furniture among those who carry no 
stock, but had their orders shipped direct from the manu- 
facturers. 

Mr. Bauer stated that he had not been troubled with any 
competition of that kind at Lynn, and advised dealers to 
buy their supplies from the regular organization of chair 
manufacturers and desk and steel file manufacturers. 
Wherever the industries are organized, they are making an 
earnest effort to overcome the giving of discounts to one 
who does not really stock the goods. 

Frank C. Morse of the Browne-Morse Company, Muske- 
gon, Mich., expressed the belief that the steel file business 
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FRANK D. WATERMAN, 
whose work on the conven- 
tion committee did much to 
make the convention a suc- 
cess. 


>) 


is coming back stronger than it has been during the last 
two years. He advised dealers who handle filing cabinets, 
either wood or steel, to give more attention to selling sup- 
plies. 

W. D. Idema of Grand Rapids stated that his compan 
is buying its steel for delivery next year. He advised deal- 
ers to see that their stocks are in good condition. 

Mr. Sprott, sales manager of the General Fireproofing 
Company, related that on the trip to Atlantic City, made 
with Mr. and Mrs. Diehl of Columbus by automobile, they 
stopped in one town with a population of 13,000 where §$2,- 
500,000 are being spent in the erection of factories and office 
buildings. He believed that we are at a time when the of- 
fice equipment business should reap a harvest. Many things 
can be sold if the business is created. 

Mr. Cooper asked that dealers state the cost of doing 
business in the office furniture line. He said that their cost 
was a little less than 38 per cent. 

F. E. Frost of Worcester stated in 1920 his cost to sell 
chairs in Springfield as 47 per cent of the sales, in Wor- 
cester 45 per cent. Desks at Springfield, 45 per cent, Wor- 
cester, 53 per cent. Steel files in Springfield, 30 per cent; 








IVAN E. ALLEN, presi- 
dent of the Southeastern Di- 
vision of the N. A. 8. M. 


in Worcester 42 per cent. Filing supplies, Springfield, 34 
per cent; Worcester, 31 per cent. 

Mr. Thom of Detroit stated that it cost them 30% per 
cent in 1921 
Mr. Stewart of Trenton stated that it cost them 30 per 
cent. 

Mr. Honeywell of Scranton and Wilkes Barre said that 
their cost of doing business was 31 per cent. Mr. Bauer 
said that it cost his house 32% per cent to sell wood office 
furniture in 1921 and 29 per cent to seli steel. Mr. Lock- 
wood of Buffalo said their cost as a whole was 35 per cent. 


Mr. Gunlocke, The Gunlocke Chair Company, related an 
interesting little parable, after which Mr. Seli of Columbus 
peuanter a report of the dealers’ committee on office 
chairs. 

This report was accepted as read, after which William B. 
Baker, secretary of the office chair conference, read the re- 
port of the manufacturers’ committee on office chairs. 


This report was received and was followed by a report 
of the committee on wooden desks, read by the secretary 
in the absence of Mr. Netzhammer, the chairman. The re- 
port was accepted with a high compliment to the value of 
the information it contained. 


Owing to the absence of Mr. Leopold, a report of the 
manufacturers’ committee on wooden desks was omitted. 
Mr. Brewer made a brief oral statement. Manufacturers 
are always trying to reduce the number of unnecessa 
styles and sizes, but this is an uphill task for different local- 
ities require different things. Standardization of finish ie 
also attempted, but finishing materials are subject to varia- 
tion, likewise the lumber itself. He believed that something 
should be done to promote uniformity of‘numbering. It is 
the policy of the desk association not to sell to Seatiars, 
but ao sell legitimate office furniture dealers who carry 
stock. 

Remarks were then made by Mr. Searles of Herkimer, 
N. Y., and Mr. Whitworth, commissioner of the desk as- 
sociation. 

The report of the committee on wooden filing devices was 
omitted on account of the serious illness of Mr. Hausam, 
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the chairman. The report of A. T. Cobb, chairman of the 
committee on classification and rates, was next read, follow- 
ing which the session adjourned until three o’clock in the 
afternoon. 

Afternoon Session. 


The chairman introduced Mr. Morse to make a few 
remarks relative to the work of Mr. Cobb, who read the 
last report at the preceding session. After some compli- 
mentary remarks from Mr. Morse, which were heartily ap- 
plauded, Chairman Pierson made a statement with regard 
to the appointment by the president of the National Asso- 
ciation of Stationers and Manufacturers of a committee to 
investigate and report upon a general publicity plan cover- 
ing commercial furniture and allied lines. The committee 
held several meetings and went into the matter with great 
care. Before asking them for a report, the chairman intro- 
duced Carl M. Schutz, who spoke on improved methods of 
merchandising. Mr. Schutz is resident lecturer on retail 
merchandising at the University of Chicago. His address 
is given elsewhere. 

Following the address, the chair stated that the commit- 
tee on advertising which brought Mr. Schutz to the conven- 
tion consisted of Carl S. Leopold, C. A. Netzhammer, J. 
Arthur Whitworth and William B. Baker. Mr. Baker was 
asked to present a report of the committee which is pub- 





HON. JAMES LOGAN of 
Worcester, Mass., a veteran 
who spent a day at the con- 1 
vention. sions 


lished elsewhere. After the reading of the report it was 
accepted. . 

The committee on recommendations next presented its 
report and the following suggestions were adopted: That 
manufacturers of wooden office chairs continue their efforts 
to secure lower classification on crated shipments; that man- 
ufacturers equip revolving chairs with casters suitable to 
the grade, including same in the listed price; that manufac- 
turers of steel files, etc., discontinue the policy of running 
advertisements in national mediums showing prices; that 
manufacturers of wooden desks try to eliminate printing 
from packing; that manufacturers consider a uniform plan 
of locating numbers on each piece; that manufacturers con- 
sider the elimination of some patterns; that manufacturers 
strive for standardization and uniformity of finishes; that 
manufacturers should continue to recognize only dealers 
who carry stocks; that co-operation be continued between 
dealers and manufacturers through trade association. 


The committee on nominations for the executive commit- 
tee of the furniture division presented the following re 
port: For executive committee the ensuing year: Chair- 
man, C. A. Netzhammer, Northwestern Furniture Company, 
Milwaukee; members, Edwin H. Sell, Columbus, O.; . 
Ogden Pierson, New Orleans, La.; Joseph L. Isaacs, Mil- 
waukee Chair Company, Milwaukee, Wis.; and Carl S. 
Leopold, Leopold Desk Company, Burlington, Ia. 

The chair then called for remarks. 


Mr. Bauer suggested that the Association News in the 
near future should present the names and addresses of the 
members of the office furniture and equipment associations. 
The motion was seconded and carried. 

The following resolution was presented: Resolved, That 
an expression be obtained from the members attending this 
convention and in the event that the manufacturers are 





favorable to this proposition that a committee be appointed 
to carry it out. The proposition is this: Inasmuch as the 
need for educational work has been recognized through the 
appointment of this committee and its work completed with 
the submission of the report, the question is on the ap- 
proval of the resolution by the manufacturers. Are they in 
favor of continuing a committee similar to the one whose 
report has just been held? 

Mr. Bauer suggested the adoption of a plan whereby the 
matter of publicity in its initiation be financed by the man 
ufacturers and the machinery established whereby details 
can be taken up one at a time and that to do this, each 
organization of commercial furniture men should appoint 
one man to serve on the committee to give this attention, 
and that a committee of three dealers be established as an 
advisory committee to work with the manufacturers’ com 
mittee. Mr. Mitchell seconded the motion which Mr. Bauer 
said he intended as a substitute for the committee referred 
to in the previous resolution. The motion as amended was 
carried, the manufacturers’ committee to be appointed by 
the office furniture division and the dealers’ committee of 
three to be selected by the president of the association. 

A discussion on manufacturers’ advertising followed, in 
which several of the leading dealers made some valuable 
suggestions to the manufacturers. 





JS. OGDEN PIERSON, 
president 1921-1922, whose 
work throughout the year 


EBERHARD FABER, who pre- has been enthusiastically 
sided over the manufacturers’ ses- 


“ommended, but who refused 
co accept a second term. 


Mr. Yawman suggested a committee of two dealers to 
co-operate with one of the members of the traffic associa- 
tion in trying to solve the situation in reference to routing, 
etc. The motion was seconded and carried. After some 
further discussion, the session adjourned. 

First Session of Entire Convention. 

The first joint session of the entire convention opened 
Thursday morning, October 12, with President J. Ogden 
Pierson in the chair. Dr. Hinson V. Howlett, pastor of the 
First Baptist church of Atlantic City, offered the invoca- 
tion, following which the audience remained standing and 
sang “America.” At the direction of the president, the 
secretary read messages of greeting and good will from the 
British Stationers’ Association and from Messrs. Barringer, 
Sloan and Tollitt, who represented the Stationers’ Associa 
tion of the United Kingdom at the Atlantic City Conven 
tion last year. 

The president then read his report for 1921-1922, and on 
motion the report was received and made a part of the 
minutes. The reports of First Vice-President Eberhard 
Faber, Second Vice-President G. L. Davis and Third Vice- 
President Charles L. Mitchell were next read and accepted, 
followed by the report of the Association’s secretary and 
counsel, Mortimer W. Byers, and the report of the treas 
urer, A. H. Childs, which were accepted and approved. 
The report of the auditor, J. Herbert White, introduced 
a new feature—the auditing of the accounts by a firm of 
certified public accountants. This report was also ac 
cepted. 

At this point the secretary on behalf of the Association 
presented President Pierson with an ivory gavel inscribed 
as follows: “Presented to J. Ogden Pierson, fifteenth pres 
ident of the National Association of Stationers and Manu- 
facturers of the U. S. A., at the seventeenth annual conven 

(Continued on Page 58.) 
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The Convention Through the Lens ot 
Office Appliances’ Camera. 


Picture Takers Kept Busy at Big Stationers’ 
Meet. Nine Pages of Convention 


Snap Shots. 


1. Group on boardwalk: Left 6 J. M. Goldstein and H. C, 
to right: W E. Smith, Auto- McPike, both of the Weis Man- 
point Pencil Company. Chicago; ifacturing Company. 

J. W. Neil, Pollock Pen Com- 

pany, Boston, Mass.; A. G. 7. W. E. Smith and his eldest 
Frost, the Wahl Company, Chi- laughter, Miss Helen Smith. 
‘ago; and George A. Lendrum, 

The Eureka Blotter Bath Com- 8. A. H. Barkerding and J. 
pany, Chicago. W. Neil. 

2. In which the new presi- 9. Mr Mitchell again dem- 
lent poses with some Eastern mstrates his popularity with 
friends. a gentleman stand- the fair sex. Left to right: Mrs. 
ing on the step at the rear is rillis >; Cc 4. Mitchell, 
mA. Towne of Holyoke, Mass. wo ten. a sn 
Below, left to right: Charles L. y : ; 

Mitchell, Mrs. C. Hersey Lent, 10. A group on the board- 
C. Hersey Lent and Charles A. walk, in which we recognize 
Lent. Henry Bardenheuer, Robert Gil- 


3. Another boardwalk group lette and Charles Ed. Potter 


Left to right: H. W. Rogers. - wei a , 
Charles L. Mitchell, J. Ogden ii. Charles P. Garvin, mayor 
Pierson and A. H. Barkerding of Pecan Gap, in a happy mood. 


4. J. S. A. Wittke and his _ 12 G. S. McCormick, E. H 
daughter, Mrs. Henrietta Rob- Sell, Frank C. Morse and Wal- 
ert ter D. Idema, all office furniture 

‘ men. The name of the gentle- 

5. W. B. Rix and Mrs. Eber- man in the center we cannot 
hard Faber recall. 




















































FACES USUALLY SEEN AT CONVENTIONS. 


1. Left to right: Harry A. Prizer, William 
Henry Brooks and Charles L. Mitchell. 


2. Charles A. Lent. 


3. J. F. Hunt, F. P. Swann and Charles A. H. 
Thom. 


4. H. P. Rockwell of the Yawman & Erbe Man- 
ufacturing Company. 


5. Mr. Bauer demonstrates a certain well known 
fountain pen to E. J. Kastner of the New York 
City office of the L. E. Waterman Company. 
Among those who are the interested audience we 
recognize at the extreme left Samuel Rosendorf. 
The gentleman in the cap is Robert Gillette. Others 
are Theodore Steinmueller, Charles <A. Chase, 





Charles L. Mitchell, W. J. Kennedy and Ed. Towne, 
and at the right, leaning on the arm of the chair, is 
Charles P. Garvin. 

6. Philip J. Yawman of the Yawman & Erbe 
Manufacturing Company. 

7. Two of the deans of the Esterbrook sales or- 
fanization, Harry Sharp and J. H. Hildreth. 

8. C. A. Stevens of Chicago seated at the foun- 
tain. 

9. Edward Gash of the George B. Hurd Com- 
pany and A. L. Kugel of the Realite Pencil Com- 
pany. 

10. A representative of Office Appliances, who 
took most of the pictures. 
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SOME LIVELY CONVENTION GROUPS. 


1. Charles J. Buntell, Dayton, O.; E. 
H. Sell, Columbus, O.; Mrs. Ora Sell, Del- 
aware, O.; W. E. Smith, Chicago; and 
George Mandeville, Cincinnati. 


2. A. Pomerantz of Philadelphia ex- 
hibits his favorite hobby. George W. 
Searles of the National Desk Company is 
at Mr. Pomerantz’ left. 


3. A jolly group in the garden, in 
which we recognize Mr. and Mrs. Lyon, 
C. H. Everly, Mr. and Mrs. Walker and 
Mrs. Severance. 


4. A. E. Snyder of Philadelphia. 


5. Mr. Morgan of Camden, Richard B. 
Carter of Boston, and Frank Merrill of 
Boston. 





6. Theodore Becker of the Steel Equip- 
ment Corporation, Avenel, N. J. 

7. H. C. Chadwick and J. D. Rodgers, 
both of the Art Metal Construction Com- 
pany, Jamestown, N. Y. 


Ss. C. K. Wadham of Z. & W. M. Crane, 
and John A. Brown of the J. R. Weldin 
Company, Pittsburgh. 


9. On the left, Ernest Wallace of San 
Francisco, and at the right, William 
Percy Mills, president of the Moore Push 
Pin Company, Philadelphia. ' 


10. G. J. Sengbusch of the Sengsbusch 
Self-Closing Inkstand Company, and Ern- 
est Dalton of the Union Ribbon & Carbon 
Company, Philadelphia. 


ll. J. S. Sprott, sales manager, ‘The 
General Fireproofing Company, Youngs- 
town, oO. 
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1 Mrs. Andrew Geyer, publisher of Geyer’s Stationer 

2. 3 and 5. Ladies who attended the luncheon on Wednesday at the Northland Coun- 

Club. 

4. Miss Vera Garver of Roaring Springs, Penne. 

6. Just before a ride in the wheel chair.—Left to right, Mrs. W. G. Whittemore, Mrs. J 
Ed. Hollwedel, Mrs. E. T. Macintyre. 

7. A group of ladies photographed at the Wednesday iuncheon by the operator of the 
Atlantic Foto Service.—In the group we recognize Mrs. Al. Williams, Mrs. W. G. Whitte- 
more, Mrs. Harry G. Horder and Mrs. William Pitt. 

8. Mr. Mitchell blushingly receiving the congratulations of some of the ladies. On the 
left is Mrs. J. R. Brundage, next Mr. Mitchell, then Mrs. William Pitt, and at the extreme 
right, Mrs. Frank L. Severance. 
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PHOTOGRAPHS SNAPPED AT THE GOLF GAME AT OCEAN VIEW.—1 F. P. Miller of the Baker Office Furniture 
Cempany, Pittsburgh, and Frank P. Swann of Huntington, W. Va. 

2. Left te right: Messrs. Horn, Brundage, Williams and Chamberlin. 

3. Mr. Clayton of the Clayton-McMillan Book Company, and G. W. Searles of the National Desk Company. 

ae a of some of the players taken immediately after luncheon at Ocean View. In this photograph we ecouseee 
Messrs. Fish, Clayton, Cole, Swann, Jackson, Hamlin, Carpenter, Puntell, Walker, Neary, Horder, Butenschoen, Hawkes 


Armington. 

right: B. E. Sanford, W. K. Lovett, 

Fred Butenschoen, the Chicago 
flight of the ball from the first tee 


ford and 
5. Left to 
§. Close up of 
7 Watching the 


Herman 


The Annual Golf Tournament. 

This interesting event took place on Friday 
October 13, at the Seaview Country Club, over whose 
tifully situated links last year’s tournament was played. Sea- 
view is a wonderful place. The clubhouse is a large, hand- 
somely appointed structure. where every convenience is 
instantly available to members and their guests. 

This year as last Eberhard F 
players reached the club soon after 
sat down to an exquisite luncheon. 
men participated in the tournament: 
Stafford, Armington, Hawkins, 
Whittemore, McCloy, Butenschoen, Griffin, Beyer, 
Fish, Faber, Bingham, Horder, Thom, Hamlin, Jackson, 
Carpenter, Buntell, Searles, Clayton, Miller, Swann, Sever- 
ance, Brewer, Horn, Chamberlain, Williams, Brundage, San- 
ford, Price, Lovett, Cole, Todd, Christie, Walker, Wadham, 
Shee, Tavernier, Collett, Poyen, Neary, Popper. Holwedell, 


afternoon, 
beau- 


aber was the host. The 
noon and immediately 
The following gentle- 
McPike, Stanley, 
Johnson, 


Messrs. 


Price, 
trade's most 


Donald D. McDonald and Arthur L. Cole. 


enthusiastic golfer 


Hawkes, Maish, Ivan Garver and Russell Garver. 

Mr. Stafford, who achieved the lowest score, played a re- 
markable game. With a handicap of six, his net score was 
68. He was closely followed by Mr. Whittemore, whose = 
score was 72. Mr. Swann achieved a score of 74. 


Prizes were awarded in the evening at the annual din- 
ner of the Association. William Stafford, winner of Class 
A, received a beautiful sterling silver cup, donated by Eber- 
hard Faber. William G. Whittemore was the winner in 
Class B. The “Kickers Handicap” was won by Frank 
Swann, who tied with C. J. Buntell and C. A. H. Thom, but 


won over them with the “bones.” Suitable prizes were 
awarded in both the last named divisions. 
The golfers, both west and east, are much indebted to 


Eberhard Faber, host at the last two conventions. He has 
done more than any other man to make this feature of the 
convention a success and deserves the gratitude of every- 
one 
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THE DELEGATES WHO CAME FROM CHICAGO ON THE TRAIN WHICH HAD A NEAR ACCIDENT.—Numbers 1, 2 and 


3 compose almost the entire number of those on the special cars. 


In the group, conventionites will recognize W. B. Rix, H. W 


Curran, G. J. Sengbusch, Arthur Stevenson, Fred Butenschoen, Mrs. Stevenson, A. H. Childs, Mrs. Childs, L. K. Marshall, Charles 


A. Stevens, Mrs. H. H. Shaffer, H. H. Shaffer, Arthur Lovig, W. W. Buchanan, A. J. 
Harry Horder, Mrs. Frank L. Severance, W. H. Greenleaf, Mrs. 
with Mr. Estey in advance of the party), P. A. Hoffman, J. C. 


The New incident 


4. The disabled engine. 


Harry Horder, H. W. 
Aipeters, 


Walker, 
Estey (who came 
Perkins 


Walker, C. W. Meyrick, Mrs. A. J. 
Martin, Mrs. Charles 
Detroit; LeRoy Carrithers and D. F. 


A Brief Sketch of Charles L. Mitchell, Topeka, Kas., Six- 
teenth President of the National Association of 
Stationers and Manufacturers. 


Charles L. Mitcliell will be fifty years old February 12, 
1923. He is a native of Wisconsin, and was born at Ken- 
osha, Wisc., the son of John Charles Mitchell, who came 
to the United States years ago, when only seven years old 
on a sailing ship. Mr. Mitchell’s grandfather located a 
homestead in Kenosha County, but died through accident 
before his family was grown. The two sons then under- 
took the responsibility of caring for the family. One of 
these sons was Mr. Mitchell’s father. His mother before 
her marriage was Sally Ann Campbell, and Charles L. 
Mitchell was the first grandchild born on either side of 
the family. His father was a teamster and Charles be- 
came a great lover of horses. When he was eleven years 
old, he started selling papers on the street, the family hav- 
ing moved into town in the meantime. He is credited with 
having started the first newspaper route, devising the sys- 
tem of delivering papers to customers each night. There- 
tofore they had always gone to town for their papers. In 
addition to his newspaper route, young Mitchell earned side 
money driving for doctors at night and hauling traveling 
salesmen to the country stores, driving carriages for fun- 
erals, etc. During two summer vacations he worked in a 
blacksmith shop, brushing flies off the horses to keep ther 
still while being shod. When he was sixteen years old, 
young Mitchell worked as assistant to a first-class boxing 
instructor and for three years picked up quite a consider- 
able amount of money teaching the art of self defense to 
the sons of wealthy parents. In his youth he worked at 
other things, such as delivering C. O. D. orders for cash 
grocery stores, and by taking orders for meat and then go- 
ing from house to house after purchasing the orders, de- 
livering the goods. He also made money taking care of 
the horses of seven different people, keeping the barns and 


animals clean, and feeding and watering them, and some- 
times hitching them up night and morning. 

During his twentieth year, he contracted pneumonia, had 
a relapse when partially recovered, resulting in typhoid 
pneumonia, and after six months he went to Denver, land- 
ing there in February, 1892. After getting back a little 
strength, he obtained a position as messenger, starting in 
the purchasing agent’s office of the D. & R. G. Railroad. 
During this time he studied stenography and typewriting at 
night. After mastering this art, he was put on the steno- 
graphic force, where he worked four days, after which 
he was made purchasing agent for the stationery and print- 
ing department for the raliroad. This position he held for 
more than six years. Then he took a position in the pur- 
chasing department of the Detroit Copper Mining Com- 
pany of Morenci, Ariz. Here he invested his money in a 
stable of horses, and made more money as a livery man 
than he did from his salary. 


After two years Mr. Mitchell married Miss Edna Crane, 
the only daughter of George W. Crane. Mrs. Mitchell 
lived a little over three years, when she and her baby died. 
Her remains were brought to Topeka, and since that time 
Mr. Mitchell has been a member of Crane & Company. 
He was acting superintendent of the factory seven years, 
and on the death of George W. Crane in 1913, he took 
charge of the buying and selling. 


Mr. Mitchell is active in fraternal and civic organiza- 
tions. He is a Mason and a Rotarian, and favors all man- 
ner of organization work for the uplifting of business and 
for the betterment of citizenship. He has held many promi- 
nent positions in civic organizations and is regarded as one 
of the strong men of the Southwest. 
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Husbands and Wives 
at the 
Convention 


com 
RS 
KE 


‘The heart that once truly 
loves never forgets, 
But as truly loves on to the 
close.” 


i—Mr. and Mrs. Ivan E. Allen, Atlanta, 
Ga 
2—Mr. and Mrs. W. A. Sheaffer, Ft. Mad- 


ison, Ia. 

3—Mr. and Mrs. A. H. Childs, Chicago, 
Ill. 

i—Mr. and Mrs. Eberhard Faber. New 
York, N. Y. 

5—Mr. and Mrs. R. S. Bauer, Lynn, 
Mass 


$—Mr. and Mrs. Charles Ed. Potter, To- 
ronto, Can. 


7—Mr. and Mrs. Frank L. Severance, 
Chicago, Ill. 

8—Mr. and Mrs. William Pitt, Kansas 
City, Mo. 

9—Mr. and Mrs. H. H. Shaffer, Chicago, 
Til. 

10—Mr. and Mrs. Edwin I. Baer, Can- 
ton, O 

l1l1—Mr. and Mrs. Ernest Wallace, San 
Francisco, Cal. 

2—Mr. and Mrs, J. E. Colton, Pittsfield, 
Mass 
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Husbands and Wives 


Continued 


13—Mr. and Mrs. Alvah Bushnell, Jr., 
Philadelphia, Pa. 

14—Mr. and Mrs. Fletcher B. Gibbs, Oak 
Park, Il 


15—Mr. and Mrs. John H. Bernheiser, 
Camden, N. J. 


i6—Mr. and Mrs. J. W. Neil. Boston, 
Mass. 

J7—Mr. and Mrs. Harry Prizer, Phila- 
delphia, Pa. 





18—Mr. and Mrs. Harry G. Horder, Chi- 
cago, Ill. 


19—Mr. and Mrs. Richard B. Lockwood, 
Buffalo, N. Y 

20—Mr. and Mrs. William R. Diehl, Co- 
lumbus, O. 

21—Mr. and Mrs. J. R. Brundage, Brook- 
lyn, N. Y 

22—-Mr. and Mrs. J. E. Hollwedel, New 
York, N. Y. 

23—Mr. and Mrs. Stewart A. Schoder, 
New York, N. Y. 

24—Mr. and Mrs. Charles A. Lent, New 
York, N. Y. 


25—Mr. and Mrs. Robson S. Moore, Cin- 
cinnati. O. 
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Husbands and Wives 


—Continued— 
Mr. and Mrs. Uri Doolittle, Syracuse, 
i. Ee 
Mr. and Mrs. Russell B. Garver, Roar- 
ings Springs, Pa. 


Mr. and Mrs. Arthur Stevenson, Zion 
City, Ill 


Mr. and Mrs. A. J. Walker Minne- 
apolis, Minn 


-~Mr. and Mrs. A. W. Williams, New 
York, N. Y. 


—Mr. and Mrs. C. Hersey Lent, New 
York, N. Y. 


Mr. and Mrs. Lyle Chamberlain, Syra- 
cuse, N. Y 


Mr. and Mrs. J. E. Neary, New York 
is Be 

-Mr. and Mrs. W. L. McCain, New 
York, N. Y. 


Mr. and Mrs. E. S. Lyon, New York, 
ee 


‘¢—Mr. and Mrs. Mackey, Camden, N. J 


Mr. and Mrs. E. T. MacIntyre, New 
York, N. Y. 


—Mr. and Mrs. C. L. Estey, Chicago,, Ill 
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tion in Atlantic City, N. J., October 9 to 14, 1922, in token 
of the affectionate esteem in which he is held by all of his 
comrades in the craft.” : 

President Pierson acknowledged the gift with feeling, and 
stated that it gave him pleasure, with the first stroke of the 
new gavel, to announce the report of the general manager. 
Fletcher B. Gibbs then presented his report, which was re- 
ceived and referred to the committee on resolutions. 

The president next read the report of the Board of Con- 
trol which was received and filed, followed by the report 
of the Executive Committee, read by the secretary. On 
motion the report was received and referred without debate 
to the resolutions committee, whose chairman, Mr. Lent, 
announced that the committee on resolutions would meet 
that afternoon in the Belvidere Room, and invited the at- 
tendance of the general manager and of the budget com- 
mittee. He also invited retail stationers to attend who may 
have suggestions to make to the committee. 

The president stated that the association had in attend- 
ance eight of its ex-presidents, and from their number he 
selected the following nominating committee to propose 
the officers for the ensuing year: William J. Kennedy, 
Charles E. Falconer, Robert D. Patterson, Charles A. Lent, 
Charles North Bellman, William Henry Brooks and Ralph 
S. Bauer. 

As a budget committee, the president appointed Fletcher 
B. Gibbs, A. H. Childs and Eberhard Faber. 

As a necrology committee, he appointed John H. Gibson, 
Francis B. Irwin and Charles P. Garvin. 

Continuation First Session, Thursday Afternoon. 

The meeting opened with a report from Edwin I. Baer, 
chairman of the dealers’ committee on co-operative cata- 
logue construction. This report was accepted, and received 
high commendation from various members. Considerable 
discussion ensued with regard to the practicability of stand- 
ardized catalogues and cuts and with reference to the ques- 
tion whether the cuts should be sold to members or given 
them by the manufacturers, some of the latter stating their 
og to be to furnish advertising and catalogue electros 
ree. Some were of the opinion that to standardize cata- 
logues would be to take away their individuality. Some 
- suggested that a bureau be formed at the general offices of 
the association and someone be employed to take care of 
it. It was stated that private concerns could undertake the 
supplying of syndicated service to printers and make money 
on it, and that the association could do likewise. Others 
held that this would not be feasible, and that the cost would 
be out of proportion to the service rendered. 

A definite policy was not decided upon at this session, 
but the subject is continued. 

The president announced the presence of the chairman of 
a committee working under the direction of the Bureau of 
Standards at Washington—George A. Heintzmann—who 
presented an able address which is reprinted elsewhere in 
this issue. Pursuant to Mr. Heintzmann’s suggestion, the 
president appointed a committee of one to serve with repre- 
sentatives ot other associations in the deliberations of the 
committee at Washington. 

The report of the dealers’ committee on the education 
of salesmen was next read by its chairman, D. D. Mac- 
donald. The report was accepted. The report of the man- 
ufacturers’ committee on the same subject was read by Dr. 
R. E. Rindfusz, chairman, and oytlined a viewpoint some- 
what different from that taken by the dealers’ committee. 
The former recommended the continuance of the educa- 
tional bulletins, and the latter closed with the following rec- 
ommendations: 

“First: That the plans now in operation concerning the 
conducting of a speakers’ bureau through the central office 
of the association be continued and prosecuted, and that the 
retailers be urged to see that their salesmen really get the 
proper benefits from this by holding quizzes and examina- 
tions on the material offered in these speeches. We urge 
also that in cases of plant visitation the retailers insure to 
themselves the benefits they should get and to the manu- 
facturer a real return for his expenditure by carrying on 
such quizzes as will make the salesmen feel that the boss 
really meant him to learn something. 

“Second: Since we feel that the effort and money ex- 
pended is wasted unless the bulletins are used in a business- 

ke and sincere way, we recommend that their continuance 

be contingent solely upon the attitude of the dealers. ... . 
We recommend that the bulletins be continued so long as 
fifty per cent of the dealer members shall be actively and 
genuinely using them.” 

On motion the report was received and referred to the 
general manager for action. 


As a member of the committee Mr. Armington stated 
that before Dr. Rindfusz left he desired the speaker to ex- 
press his genuine interest in the educational work and that 
of other members of the committee and the wish that the 
work be continued by every effective means possible. He 
then paid a high compliment to the value of the advertising 
exhibit arranged by Mr. Estey. 

The session adjourned at 5:40 P. M., and the final ses- 
sion of the convention was held the following morning. 


Friday Morning, October 13. 

The final session was devoted to finishing the work of the 
convention. The reports of the necrology resolutions com- 
mittees were read. The former is presented in another col- 
umn and the latter as adopted by the convention is given at 
the head of this report. The report of the nominating com- 
mittee was enthusiastically received and the gentlemen 
nominated were unanimously elected amid the acclamations 
of the delegates. 

Several cities were proposed for the next convention by 
as many different gentlemen who eloquently urged the ad- 
vantages of their respective centers, but the choice of the 
convention finally settled upon Des Moines, Iowa, as the 
most suitable and centrally located place among those pro- 
posed. Montreal, Canada; Cleveland, Ohio; Columbus, 
Ohio; Los Angeles, California, and other cities were sug- 
gested. 

The prize membership contest carried on at the Chicago 
office of the Association for some months came to an end 
on Friday and the winners were announced at the final ses- 
sion of the convention. J. Ogden Pierson, president, did 
not compete, but nevertheless he secured twenty new mem- 
bers—the highest number obtained by anyone during the 
contest. W. G. Stringer of the Joseph Dixon Crucible Com- 
pany took first prize, a leather golf bag. Second was won 
by Ernest L. Dalton of the Union Ribbon & Carbon Com- 
pany. This prize was a leather traveling bag. Leo F. John- 
son of Tampa, Fla., won a man’s traveling set as third prize. 
Fourth place was tied between Charles G. Stott and F. W. 
Roberts, the latter winning on a toss and taking a hand- 
some cigarette case. 

The final session adjourned shortly after noon on Fri- 
day, and in the afternoon the golf game was played at the 
Sea View club. The results of the game are reported else- 
where in this issue. 


The Annual Dirner. 


The annual dinner in the spacious main dining room of 
the hotel began promptly on time. The invocation was pro- 
nounced by the Rev. Dr. Hinson V. Howlett. During the 
serving of the different courses there was singing in which 
all joined. The popular melodies were the order of the eve- 
ning, and the room was divided into two groups, one led by 
Charles P. Garvin and the other by Charles L. Estey. The 
competition caused no little amusement. “Tom” Stone- 
house of the W. A. Sheaffer Pen Company added to the en- 
joyment of the occasion by rendering several excellent vocal 
selections. 

After the final course was disposed of Secretary Byers, 
the toastmaster, made some remarks in which he called 
attention to the sincere and untiring efforts of Charles N. 
Bellman, Frank D. Waterman and Harry A. Prizer, who 
composed the convention committee. He then introduced 
the retiring president, J. Ogden Pierson, who was greeted 
with an enthusiasm which showed the great esteem and af- 
fection with which he is regarded by the association mem- 
bership throughout the United States. Mr. Pierson re- 
sponded with feeling to the greetings, and thanked the 
members of the association and his associates among the 
executives of the organization for the helpful co-operation 
which had been accorded him at all times. 

The next speaker was President Mitchell, who was re- 
ceived with prolonged and enthusiastic cheering. Mr. Mit- 
chell was apparently much moved by the heartiness of his 
reception and thanked everyone for the kindly thoughts ex- 
pressed in the greetings given him. He pledged himself to 
give his very best efforts to advance the interests of the 
association and of the trade. 


The orator of the evening was the Reverend W. W. Giles 
of East Orange, N. J., whose subject was, “A Neglected 
Little Book.” He opened his remarks with a number of 
humorous stories and then launched into his theme, which 
was the Constitution of the United States—a little book 
much neglected by the average citizen and too little appre- 
ciated by the people of this country. With force and elo- 
quence he pointed out that in all the world there is no other 
such document for the guidance of a great nation; that it 
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was created by men of profound statesmanship and far- 
sighted wisdom; that every citizen should respect it in its 
entirety and firmly set himself against any and all of those 
fanatics who would weaken popular respect for this sacred 
instrument. 

The final address of the evening was made by John Dan- 
iels, secretary of the English Speaking Union, who told of 
the world-wide work of his organization and requested 
members of the Association to co-operate whenever possi- 
ble. 

At the conclusion of the final speech the winners in the 
golf tournament were called to the front by Mr. Brundage 
and were given their prizes. Mr. Stafford, with a net score 
of 68, took first prize; Mr. Whittemore, net 72, took second, 
and Mr. Swann, net 74, took third. Mr. Stafford and Mr. 
Whittemore responded with appropriate acknowledgments 
and Mr. Swann, whose remarks were equally appropriate, 
gave voice to his sentiments in verse, in which mode of ex- 
pression he is an adept. 

Following this final event the floor was cleared, the or- 
chestra tuned up and a dance was given, which continued 
until a late hour. 


The Entertainment Features. 





Several Interesting Events Serve to Lighten Labors of a 
Five-Day Convention. 





some interesting and highly entertaining features of 

diversion. The first of these took place in the Ameri- 
can dining room of the Traymore hotel on Monday evening, 
which was known as President’s Night. This was a recep- 
tion to President Pierson, followed by a musical program of 
rather unusual merit. The affair was one of the pleasantest 
tributes ever given to a president of the association. A large 
crowd was on hand and gave Mr. Pierson an ovation. Dur- 
ing the day the president was the recipient of two handsome 
bouquets of flowers ordered from New Orleans. One was 
from “The Old Folks at Home,” a group of friends and 
neighbors in New Orleans, and the other was from Mr. 
Pierson’s associates in the Dameron-Pierson Company, Ltd. 

The musical program was headed by Knight MacGregor, 
a young and popular New York baritone, whose voice is of 
considerable power and range and of excellent quality. In 
addition to these advantages, Mr. MacGregor has in no 
small degree the power of dramatic interpretation. He 
manages equally well the classics and popular songs in 
dialect. His “Danny Deever” was a gem. 

He was ably assisted by C’Zelma Crosby, ’cellist, and 
Edna Wallace, pianist. Both young women are thorough 
artists. The evening’s program was one of sustained merit, 
from the first number to the last. 

Following the regular program a dance was given. 


Other Entertainment Features. 


A yachting party was arranged for during the week and 
a number of those attending the convention took advantage 
of the opportunity to spend a few pleasant hours on the 
ocean. It is understood that the cruise did not extend be- 
yond the three mile limit. 

On Wednesday the ladies were invited to a luncheon at 
the Northland Country Club. A majority of the ladies were 
present and put in a pleasant afternoon. After the lunch- 
eon there was a half hour of dancing. 

During the convention there were a number of informal 
dinner and theater parties. The principal events were, of 
course, President’s Night and the annual dinner, both of 
which have been outlined. 


A Near-Catastrophe. 


The first real adventure happened to the Chicago party 
on Pennsylvania train No. 8 from Chicago to Philadelphia. 
All had gone well Saturday night and most of Sunday and 
everyone was looking forward to reaching Philadelphia 
on time and thereafter Atlantic City before nine o’clock in 
the evening. About 3:40 P. M., however, there was a sud- 
den jar, when the train was going at a high rate of speed, 
and the air brakes shut down on the wheels, stopping the 
train within something less than half a mile. Looking out 
the passengers saw distributed along the track on either 
side what appeared to be pieces of lime or mortar, with oc- 
casional broken iron parts, evidently from a heavy machine. 
The first thought was that the train had hit a truck. The 
white substance on examination proved to be asbestos pack- 
ing. Looking ahead the stationers discovered the engine 
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to be enveloped in a cloud of steam, Passengers in the for- 
ward cars were piling off and examining the big engine with 
much curiosity. Going ahead, the members of the western 
delegation found that the parallel rods on the drive wheels 
on each side of the engine had broken and, whirling about, 
had demolished the airbrake tanks on both sides and like- 
wise the steam boxes above the cylinders. The outer sheet 
metal covering of the boiler had been torn partially off on 
both sides and the asbestos packing between the steel boiler 
plates and the outer covering had been torn out and dis- 
tributed along the track. Some of the rivet heads holdin 
the boiler plates had been sheared neatly off and steam an 
hot water were escaping from the apertures where the 
rivets had been. 

The engine was thoroughly wrecked and had no power 
with which to move, yet no one was hurt. Both the engi- 
neer and the fireman were scared but uninjured. At the 
time of the accident the train was some miles west of Lan- 
caster, Pa. After a wait of some two hours wrecking 
crews came, the disabled engine was taken away and a new 
engine took the train into Philadelphia. Here there was 
a wait of a couple of hours, but finally the cars were at- 
tached to a late train for the seashore resort and the dele- 
gates were again on their way, reaching their destination 
at about one o’clock Monday morning. 

Thgse on the train from Chicago bound to the conven- 

tion were as follows: G. J. Sengbusch, Sengbusch Self- 
Closing Inkstand Company, Milwaukee; W. B. Rix, Bar- 
bee Wire & Iron Works, Lafayette, Ind.; J. H. Hildreth, 
Esterbrook Steel Pen Manufacturing Company, Chicago; 
P. A. Hoffman, Smead Manufacturing Company, Hastings, 
Minn.; Roy Carrithers, Carrithers & Company, Chicago; 
Mr. and Mrs. Harry H. Shaffer, George E. Cole & Co. 
Chicago; A. L. Lovig, Shea Smith & Co., Chicago; Mr. and 
Mrs. A. H. Childs, S. D. Childs & Co., Chicago; Mr. and 
Mrs. Arthur Stevenson, National Office Supply Company, 
Zion City, Ill; Mr. and Mrs. Frank L. Severance, Wilson- 
Jones Loose Leaf Company, Chicago; W. D. Pittman, Na- 
tional Association of Stationers and Manufacturers, Chi- 
cago; William H. Greenleaf, National Association of Sta- 
tioners and Manufacturers, Chicago; H. W. Martin, the 
Office Appliance Company, Chicago; Fred. Butenschoen, 
Imperial Methods Company, Chicago; Charles A Stevens, 
Stevens, Maloney & Co., Chicago; Mr. and Mrs. A. J. Wal- 
ker, Farnham Printing & Stationery Company, Minnea 
lis, Minn.; L. T. Marshall, Marshall-Jackson Company, hi- 
cago; C. W. Meyrick, United Stationers, Inc., Chicago; Mr. 
and Mrs. W. W. Buchanan, Commercial Stationery & 
Leaf Company, Chicago; Sidney E. Collins, Automatic Pen- 
cil Sharpener Company, Chicago; William E. Smith, Auto- 
point Manufacturing Company, Chicago; D. F. Perkins, 
H. C. Boyeson Company, St. Paul, Minn.; Mr. and Mrs. W. 
A. Sheaffer, the W. A. Sheaffer Pen Company, Fort Madi- 
son, Ia.; A. G. Frost, the Wahl Company, Chicago; R. F. 
Miller, the Wahl Company, Chicago, and H. W. Curran of 
the Van Dorn Iron Works Company, Cleveland, O. 


Some Convention Souvenirs. 

On the trip from Chicago to the convention Mr. Frost 
and his associate, Mr. Miller of the Wahl Company, dis- 
tributed boxes of candy among the ladies of the party. This 
bit of thoughtfulness was much appreciated. 

“Bill” Smith of the Autopoint organization distributed 
Autopoint pencils on the train. Each pencil had the name 
of the recipient neatly stamped on it in gold letters. No- 
body seemed to know how Mr. Smith managed to have 
with him pencils for everybody all properly stamped. 

At the convention the American Lead Pencil Com- 
pany presented the delegates and visitors with a neat box 
containing a gold-plated Venus Everpointed chatelaine pen- 
cil, a supply of leads, two regular Venus pencils and an 
eraser. This was a gift particularly appreciated by the 
ladies, the chatelaine pencil being adapted to be attached 
to a chain or ribbon. 

The Wilson-Jones Loose Leaf Company presented neat 
little Greenback ring books to the conventionites. 

The Stephen Greene Company, through its representative, 
Mr. Lyon, presented everybody with a neat box containing 
a capital selection of greeting cards, with envelopes to 
match. 

P. A. Kempt of the Ireland & Matthews Manufacturing 
Company gave out some miniature cuspidors suitable for 
ash receivers. 

A. W. Williams of Eberhard Faber was liberal with pen- 
cils and crayon sets. 

J. S. A. Wittke of the J. G. Shaw Blank Book Compary 
passed out a number of attractive leather covered pocket 
memo books. 
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Reports of Officers of The National Association 


PRESIDENT’S REPORT, 1921-1922. 

Just one year ago this month, and from this same platform, 
I acknowledged the great compliment and honor you extended 
to me. 

Since that time I have tried to keep my promise by putting 
into this work every possible effort at my command, and at the 
Same time exercising my best judgment for the welfare of your 
association. As briefly as possible I will submit my report at 
this 17th annual convention, or our 18th birthday. 

The stationery and office equipment industry has not escaped 
the effects and the very unbalancing jolts as a result of the 
readjustment in the business world. We have all been com- 
pelled to take our losses in inventories, and many of us are 
still struggling with the great problem of overhead vs. sales. 
With these conditions existing, we have found great difficulty 
in trying to interest new members, and at the same time hold 
our old ones. 

Not so long ago few merchants hesitated at any reasonable 
item of expense that promised returns, but today that account 
is illumined with a red light and daily scanned. 

However, notwithstanding what we are today going through, 
our industry is an essential one and necessary to the conduct 
of all other classes of business, and with the improvement in 
conditions, which in this country has never failed to follow a 
period of business depression, we must go forward. 

It is my advice to all, first, to see that your accounting de- 
partment is efficiently conducted on a correct basis, so that 
you may know exactly what it costs you to do business. Sec- 
ond, try to have all of your employes well informed in regard 
to the merchandise which you are distributing. Last, but not 
least, arrange your buying, assisted by an accurate stock rec- 
ord, so as to get with a minimum investment the maximum 
number of turnovers. . 

Committee on Education. 

At our last convention the following resolution was adopted: 
“Resolved, That an educational committee to consist of three 
dealers and three manufacturers be forthwith appointed by the 
Executive Committee; this committee to be known as the Na- 
tional Committee on Education of Salesmen, and that it shall 
be the duty of this committee to co-operate with the general 
manager to devise the details of an educational campaign, and 
the ways and means of carrying it out, and to act in an ad- 
visory capacity to the general manager in carrying forward the 
proposed program.”’ 

This committee was duly appointed at the first Executive 
Committee meeting, which was held.in the Traymore Hotel, 
Atlantic City, immediately following the 1921 convention. Since 
that time these gentlemen have held numerous meetings, and 
together with our general manager they have published eight 
educational bulletins, two on lead pencils, three on paper, and 
three on loose leaf goods. , 

While many of our members are taking advantage of this 
very instructive service of our association, I am sorry to note 
that more of our dealer members are not awakening to the 
great value of these educational bulletins, and are not sending 
in orders for additional copies for their salesmen and sales- 
ladies. The purpose and objects of this work have been ex- 
plained to our members in numerous communications, sent out 
by our general manager. At regional meetings our officers 
have written interesting papers and made many addresses on 
the subject of these bulletins. I believe this service is going to 
prove to the dealers one of the greatest advantages of belong- 
ing to the National Association. 

Middle Atlantic Retail Stationers’ Division. 

At the conclusion of our second Executive Committee meeting. 
which was held at the Bellevue-Stratford Hotel, Philadelphia, 
November 9th, 10th and 11th. we were asked to participate in 
the organization of the Mid-Atlantic Retail Stationers’ Division. 

Our general manager, Mr. Fletcher B. Gibbs, presided, and 
the by-laws were carefully prepared, discussed and adopted. 
Since that time that division has functioned under the guidance 
of Mr. Pomerantz, chairman of the Board of Governors, 
together with his other officers. 

The activities of this division have been attacked and ad- 
versely commented upon by some of our members, but inves- 
tigation assures me that the members of this division are act- 
ing strictly within their rights and that their plans entail noth- 
ing that is ethically or legally wrong. Under these circum- 
stances I can find no logical reason for criticising these gentle- 
men or the division. 

New Membership Drives. 

Increase in membership is an ever present problem with 
every trade association. Every year an association suffers 
losses which have to be made up by the addition of new mem- 
bers. During the last year, on account of the prevailing busi- 
ness conditions, I am sorry to state that our losses have ex- 
ceeded our gains. 

The records of the association show that the greatest success 
in the obtaining of new members has been that which has 
rewarded the personal efforts of our members themselves. A 
word from a member to another dealer is more often effective 
than repeated official statements from the association. 

The problem of increasing our membership has been in the 
front of my mind ever since assuming the office of president. 
Our Chicago office has worked with me, and no less than three 
carefully planned membership drives have been carried through 
at no small expense of time and money. 

In these drives we have had the co-operation of a large num- 
ber of our members and to stimulate the enthusiasm and inter- 
est of still others, five valuable prizes were donated by two of 
your officers. 

_ I am sorry to report that the showing is anything but satis- 
factory. It must be borne in mind, however, that conditions 
have been most extraordinary, and it has been with the great- 
est difficulty that we have secured the small number of new 
members that will be reported in our general manager’s report. 

I earnestly recommend that the incoming administration give 
serious thought and consideration to the question of enlarging 
the membership of this organization. I believe that if we could 
have a standing committee of 48 men, each man representing 
his state, who would pledge himself to work, that by the time 
of our next convention eacn could show a very material increase 
in the membership for his state. This is a suggestion for the 
incoming administration and not a recommendation. 





Our Vice Presidents. 

Realizing that I was fortunate enough to have three very 
active vice presidents and at the same time appreciating what 
assistance these men could be to our Executive Committee, 
and furthermore, on the approval of the other members of the 
Executive Committee, I invited our first, second and third vice 
presidents to attend our third Executive Committee meeting 
which was held in the Hotel Kimball, Springfield, Mass., on 
February 7th and 8th. The assistance and suggestions that we 
received from these gentlemen at this particular meeting were 
so valuable that they were asked to attend the subsequent 
meetings. 

Annual Meetings of Local Associations and Regional Divisions. 

It is my recommendation that the dates for meetings and 
banquets of regional and local associations be rearranged so 
that your national officers can avail themselves of the pleasure 
of including these meetings in their different itineraries. Such 
a plan would insure their presence when desired, and Save a 
great deal of time and traveling expenses. To permit this, Some 
of the local associations have already changed their by-laws by 
leaving open the dates of their annual meetings and banquets 

It has been with great difficulty that I have been able to 
attend most of these meetings. Notwithstanding the fact that 
I have traveled on business of the association approximately 
35,000 miles since last October, it has only been possible for me 
to attend the following annual meetings: 

Connecticut Valley Stationers’ Association, Springfield, Mass 

Buffalo Stationers’ Club, Buffalo, N. Y. 

Mid-West Division, Kansas City, Mo. 

Southeastern Division, Atlanta, Ga. 

Council of Commercial Furniture Committees, Cleveland, Ohio 

Because of necessary trips immediately preceding or follow- 
ing the dates it was impossible for me to attend the banquet 
of the Boston Stationers’ Association and that of the New York 
Stationers’ Association without doubling some 4,000 miles of 
travel, and on each occasion this was a great disappointment 
to me. 

At this point I would like to mention the Connecticut Valley 
Stationers’ Association. Since attending the very interesting 
annual meeting of this association in Springfield I have been 
on the association’s mailing list, and from reading its monthly 
bulletins I am impressed with the fact that this association is 
working along the right lines. The officers seem to have a 
most co-operative and constructive method of conducting the 
association’s affairs, and I believe it would be greatly to the 
interest of other local associations and regional divisions to be 
on the mailing list of the Connecticut Valley Stationers’ Asso 
ciation. 

Commodity Divisions. 


I recommend that our organization carefully consider the 
wisdom of developing more commodity divisions. I believe that 
the Commercial Furniture Division has proven a success. It 


has afforded an opportunity for manufacturers and distributors 
to come to a better understanding of each other’s problems 
and duties. On the 10th of last February this division held its 
third and most successful and constructive conference in Cleve- 
land, Ohio; a meeting that led to giving the division the priv 
ilege of occupying a most conspicuous place on the program of 
this convention. 

Il believe that there are many other lines of goods which can 
be developed, both for the manufacturer and distributor, if 
similar divisions are organized and properly conducted. These 
divisions yield an opportunity, when the necessity arises, for 
manufacturers and distributors to meet and exchange ideas. At 
the different regional and local association meetings during the 
past year this particular work of the association has been 
highly commended and endorsed. 

Sidney-Morris Co. Suits. 


On March 17th I attended a meeting of the defendants in the 
two Sidney-Morris Co. suits at the Iroquois Hotel, Buffalo 
New York. 


This litigation is costing the National Association a certain 
amount of money which was not anticipated in preparing our 
budget for this year. 

Discontinuance of the National Association Catalog and Guide. 

At our fourth Executive Committee meeting, held in New 
York City May 19th, the subject of discontinuing the National 
Association Catalog and Guide was discussed at length. It was 
finally decided to take a referendum vote of the entire voting 
membership on this most important subject; so in obedience to 
the vote cast by your membership the general manager was in- 
structed to discontinue publishing the National Association Cat- 
alog and Guide. Our association has been issuing recommended 
resale prices since 1908, during which period no formal notice 
has been received from any department of the government that 
this activity was regarded with disfavor. Notwithstanding this 
fact, this publication has tended to create an unfavorable at- 
mosphere in the minds of prospective members, and further- 
more, the legality of this publication is now being considered 
by the United States Department of Justice Realizing the 
seriousness of a situation which might bring the association 
into the federal court as a defendant, I strongly urged your 
Executive Committee to take this step 

It was on my suggestion that this matter was brought up, 
and IT assume all the responsibility of this subject being pre- 
sented to the membership, and I further assume the responsi 
bility of having instructed (after consultation with the members 
of the Executive Committee) our general manager to discontinue 
the publication. The returns from the referendum showed a 
clear majority in favor of the discontinuance of the publication 

I have acted in this matter conscientiously, and for what I 
thought was best for our association. 

I trust that those who entertained a contrary opinion will 
believe in my sincerity in trying to carry out the duties of 
your president. 

I have consulted with our general manager as to what service 
we can offer to our members to take the place of the National 
Association Catalog and Guide. In his annual report he will 
present to you carefully thought-out plans for constructive ser- 
vices that we can render, and I ask your careful and earnest 
consideration of these suggestions and in discussing them that 
they be put in the form of a resolution and submitted to this 
convention. 
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Dealers’ Dues. 

Three years ago at the Richmond convention it was decided 
to provide for headquarters in Chicago and the employment of 
a business manager and field secretary and, in fact, a reor- 
ganization of the association from an administrative stand- 
point, its purpose being to successfully carry out the usefulness 
of your association. The continued maintenance of the new 
organization, which has accomplished so much, requires a 
larger budget than can be obtained from the present dues. 

{ regard with enthusiasm the work accomplished to date and 
view the future with optimism; but the past few years’ opera- 
tion has only been made possible by liberal donations from a 
number of manufacturers and a few large dealers, in the form 
of a guarantee fund for three years, which terminates January 
Ist, 1923. The financing was also assisted by a substantial in- 
crease in the scale of dues for manufacturers, so for three years 
our manufacturing members have been carrying more than 
their portion of the burden, and I now believe that our dealer 
members should do their part, and voluntarily propose and 
accept an increase in dues on some appropriate basis. The 
minimum dues for dealers should be kept well within the reach 
of the smallest dealer. 

This very important matter, which is absolutely necessary to 
the continued existence of the association, has been the subject 
of careful study at every meeting of the Executive Committee 
during the year, and as the result you have just recently re- 
ceived a suggested plan of increased dues for dealer members. 
I trust all who have come to this convention have carefully read 
the communication and are prepared to discuss it when it is 
presented. 

Our association must be placed on a strong financial basis, 
and we must forever stop the present custom of passing the 
hat to carry on a work so important to every dealer, manufac- 
turer, wholesaler and jobber in this industry. 


Amendments to By-Laws. 


There will be presented to this convention several proposed 
amendments to our by-laws, having principally to do with the 
creation of two new classes of membership, increased dues for 
dealers and an extension of the privileges of the Executive 
Committee. I have already expressed my view in reference to 
the readjustment of dealers’ dues, and the two new classes of 
membership are explained in the proposed amendments. 

In regard to the amendment affecting the Executive Commit- 
tee, I beg to quote from the minutes of the meeting of this 
committee, held in February, at Hotel Kimball, Springfield, 
Mass., as follows “It was the vote of the committee that 
hereafter all vice presidents be invited to attend the meeting of 
the Executive Committee at the expense of the association. 
An appropriate amendment to the by-laws, to carry this sug- 
gestion into effect, was reserved for consideration at the next 
convention of the association.”’ 

The purpose of this amendment is to give the Executive Com- 
mittee the assistance of the advice of the vice presidents and 
to give the latter an opportunity to keep thoroughly informed 
regarding the activities of the association. 

[am willing to leave the decision of this matter to the mem- 
bers, with the understanding that an increased attendance at 
the meetings of the Executive Committee means an increase in 
expenses, so if the members believe that your organization can 
afford this additional expense, I recommend it. 


Our Officers. 


[ have been fortunate this year, through the stormy seas that 
your association has had to sail, m having men with me who 
at all times were willing to carry their share of the burden. It 
has been a great pleasure on my part to see the interest and 
willingness displayed by all, and particularly by Mr. George L. 
Davis, our second vice president, who has been unfailing in 
every call for assistance to our association, and who, at the 
same time, has never lost an opportunity to preach our gospel 
to the Wholesale Stationers’ Association, of which he is an 
officer 

Chicago Office. 

[ have worked in close touch with our Chicago office through- 
out the year, and have made numerous trips with our general 
manager, Mr. Fletcher B. Gibbs. 

It required the position of president for me to realize what 
Mr. Gibbs is to the National Association. He is an untiring 
worker, capable, methodical in everything that he does, and at 
the same time a most congenial companion to work with 

Our assistant manager, Mr. Pittman, renders the association 
very carefully thought-out services. 

Our field secretary, Mr. Greenleaf, has succeeded in mate- 
rially stimulating the interest in local associations, and has 
accomplished the work outlined for him. 

I believe that Mr. Estey, our advertising counsel, has dis- 
played considerable ability in the editing of our educational 
bulletins and other literature that he has gotten out for the 
Chicago office 

This year’s experience in association activities, notwith- 
standing the conditions during my administration, has been 
pleasant and instructive, and will always remain in my mem- 
ory as part of my life’s work. I believe in organization, and I 
think it is the instrument by which group effort is co-ordinated 
and welded into a unit which moves onward towards its desired 
goal like a single man with a multiplicity of minds and 
bodies at his command. Organization is the team work of 
business; without organization, no business can be successful. 

Notwithstanding the depression in business in the South, as 
well as in every other section of the country, and furthermore, 
the falling off of my individual business, I feel today that I am 
richer and my assets are made greater by the number of dear, 
good friends I have made in this association of ours. 

It is with regret that I turn this office over to my successor 
with such a small membership. I sincerely hope, and I ask, 
that you men, assembled here in convention, will so arrange 
the dealers’ dues to make the budget possible for this associa- 
tion to continue and go forward, and to make it even possible 
for it to enlarge its work, and this can only be done by an in- 
creased revenue. Let every man here today promise the asso- 
ciation, and promise himself, that he will work with the organi- 
zation, not for what he can get out of the organization, or for 
his own selfish interests, but for the industry as a whole. 

Respectfully submitted, 
JT. OGDEN PIERSON 
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REPORT OF THE FIRST VICE-PRESIDENT. 


it has not been my privilege and pleasure during the past 
year to meet with many of the members of this association 
owing to the fact that | have made an extended trip to the 
Pacitic coast last winter, from whence I returned in by 
way of Panama and Cuba, and I have also been abroad during 
the past summer for a period of nearly four months. ’ 

Since our meeting here in Atlantic City a year ago, at our 
last convention, our industry has continued for quite a while to 
suffer from the depression in business prevailing all over this 
country I[.am glad to say, however, that dustag the past 
months all indications are that conditions are steadily improv- 
ing. 

The coal strike is over and the railroad strike has been set- 
tled. Great activity is shown in building. Railroads that seem 
to run on a more profitable basis are large purchasers of new 
equipment, and many mines are resuming work, so that every~- 
thing indicates that we are going to see good and prosperous 
business during the coming season, and no doubt for some time 
to come. 

I believe that with good and sound business judgment exer- 
cised by dealers in replenishing their depleted stocks, which will 
enable them to give prompt service, they will greatly increase 
their sales and their profits. 

A dealer with a pessimistic tendency, who today hesitates and 
delays in making his purchases, and therefore cannot fill his 
orders promptly, will surely not contribute much, if anything, 
in the way of income tax when rendering his next annual report 
to Uncle Sam 

While our program at this convention called for only one 
manufacturers’ conference at the convention held this year at 
Atlantic City, on Monday, October 9th, at 2:30 P. M., we found 
that so many matters came up for discussion that we planned 
for another meeting on Tuesday morning at 11 o'clock, th of 
which meetings were largely attended, as manufacturers were 
represented by about eighty delegates at such meeting. 

A number of subjects were discussed, but there were no 
recommendations made to be submitted from this group to the 
Committee on Resolutions. 

While serving this association as first vice president for a 
period of two years, I endeavored to fulfill the duties that have 
been assigned to me fairly and promptly, and it is with great 
regret that I part with my associates on the committees that I 
have served during that time. I feel that I have had the pleas- 
ure of making many new friends, and that such friendship will 
continue throughout the rest of my lifetime. 

| take this opportunity to express my sincere thanks to all 
such members of this association who have served on the com- 
mittees with me. 

in conclusion I express the hope that the spirit of co-opera- 
tion and good fellowship between all members of this associa- 
tion may always continue to prevail. 

tespectfully submitted, 
EBERHARD FABER. 





REPORT OF SECOND VICE-PRESIDENT AND CHAIRMAN 
OF THE WHOLESALE COMMITTEE, 


One of the purposes of our association is to improve the con- 
ditions in each of its divisions and especially in the relations 
that exist between the manufacturer, the wholesaler and the 
retailer, and to respect the rights of all members in whatever 
division they may be classed. 

The attitude of the manufacturer towards the jobber, in the 
last few years at least, shows that he appreciates the distribu- 
tion and the volume that he is receiving from the wholesaler, 
and he ean still further improve this relation by properly classi- 
fying his accounts and dealing direct with those who can pur- 
chase in sufficient volume to entitle them to that privilege, and 
not to oversell those who cannot profitably buy in the quantities 
the manufacturer requires. 

The manufacturer is urged to follow the example of the pencil 
companies and adopt the long list. The ink, loose leaf, blank 
book and fountain pen manufacturers are to be commended for 
their policy in this respect. With the long list the discount 
can be graduated according to the volume and a living profit 
is assured—even to the smallest buyer. 

The manufacturer is most earnestly urged to keep the extent 
of his lines within reason, and to hold the advantage gained 
during the war by the elimination of unnecessary items, which 
many times are duplicates as to quality, size and finish, but 
differ only in name. This policy will benefit the manufacturer 
the wholesaler and the retailer, and the public will be as well 
served. 

The thanks of the wholesaler and retailer are due the manu- 
facturers of writing and boxed papers for their generous appro- 
priation for advertising purposes under “The Write Gift” slo- 
gan. It is a fine example of co-operation. 

It is in order for us to show our appreciation by supporting 
loyally those manufacturers who refuse to sell even the large 
consumers. 

The retailer is advised to pay strict attention to the matter 
of his stock turnover. This subject is most important in view 
of present costs of doing business, and keen competition. 

The retail stationer is required to carry so many lines, and 
so many items in each line, that he needs to be very cautious 
in buying In general, because of the character of his goods, 
the stationer cannot quickly ease himself of an excess of mer- 
chandise by price reduction sales. He can relieve himself only 
by a slow, and sometimes painful, process. 

He is advised to confer with the officials of his bank in pre- 
paring his statements, and in analyzing the results of his busi- 
ness operations after inventory, even if he is not in the habit 
of applying to his bank for accommodation. In the er 
towns and cities especially, the bank officer is the business 
doctor. and where no auditor is employed, the bank man’s ad- 
vice is helpful. ” 

The profit made in selling is of greater importance and more 
lasting value than the attempt to make a profit in buying. 

By adopting progressive selling policies, it will make better 
business for the dealer, for his competitor, and for his ind . 
G. L. DAVIS, Chairman; WM. G. WHITTEMORE, A. 

SALOMON. : 
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REPORT OF THE THIRD VICE-PRESIDENT. 


It isa to report to this convention that a success- 
ful conference of the retail dealers in the association was held 
on the first two days of this week, in the course of which 
fifteen interesting and instructive reports were received and 


In order that the recommendations made by the several 
committees presenting these reports might receive more than 
ctory attention by the organization as a whole, Presi- 
ent Pierson and General Manager Gibbs arranged that the 
d should be sent to the several rmen of the 
manufacturers’ committees prior to the convention, and in 
order that they might form the basis for intelligent discus- 
sion at a joint conference between the manufacturing and 
retail groups, which conference was held on Tuesday after- 
noon. 

To the end that the recommendations which required at- 
tention at once might be so framed as to require no revision 
at the conference, I appointed a committee on recommenda- 
tions to review the several reports as they were presented. 
This committee was made ug,s follows: Messrs. John Cooper, 
Atlan chairman; Edwin . Sell, Columbus; Arthur Cole, 
Lawrence, Mass.; A. J. Walker, Minneapolis, and Dudley Fish, 
San Francisco 


The recommendations made by that committee were adopted 
by the conference, with one exception, and those matters are 
set forth in the records of the conference which will be 
published in connection with the report of this convention 
appearing in the National Association News, it is unneces- 
sary to refer to them in this report. 

It seems to me that the arrangement which resulted in the 
joint conference of the dealers and manufacturers has proved 
so successful in operation that it ought to be continued at 
the next convention of this association. 

Respectfully submitted, 
c. L. MITCHELL, Third Vice-President. 


REPORT OF THE EXECUTIVE COMMITTEE. 


Since the adjournment of the sixteenth annual convention, 
your Executive Committee has held five meetings, and a brief 
reference to each is herein set forth in order that there may be 
a record of the work of the committee embodied in the history 
of this convention. 

First meeting Friday, October 14, 
Atlantic City. 

At this meeting the Committee on Education was appointed, 
made up of three members from the manufacturing and three 
from the dealers. This was in response to the recommendation 
contained in the report of the Committee on Resolutions. 


The adoption of the title, ‘“‘National Association Catal and 
Guide” was decided upon as indicating an appropriate desig- 
nation of the bulletins containing recommended resale prices. 

The convention committee for 1922 was appointed, and the 
committee voted that after that mesting all disbursements of 
the association funds should be made only upon voucher, based 
upon bills sent to the general manager, the vouchers to be 
approved by the president. 

Also a Committee on Printing was appointed, in deference to 
the suggestion contained in the report of the dealers’ committee 
on miscellaneous items. 

The second meeting was heid on November 9, 10, 11, 1921, at 
the Hotel Bellevue-Stratford, Philadelphia. 

The Lg ey of the various committees of the association 
occupi the committee for the first day of the meeting, and 
on the second Gay a new membership drive was mapped out, 
and prizes were offered to stimulate interest in that effort. 

The local and regional association by-laws were made the 
subject of investigation by the secretary and counsel, pursuant 
to the instructions of the committee. 

A prolonged discussion was conducted on the subject of a new 
scale for dealer dues. The subject of cost of doing business 
was discussed, and the general manager was directed to issue 
a questionnaire on this subject during the month of January. 


The section of the third day was devoted to the appointment 
of committees from the manufacturers, and provision for a 
committee on co-operative catalog construction. 


It was voted to arrange for devoting an entire day at the 1922 
convention to a conference and meeting of dealers and manu- 
facturers of office furniture. Mr. Charles L. Estey was em- 
ployed as advertising counsel, his services to be particularly de- 
voted to the new educational program. 

The third meeting was held at Springfield, Mass., at Hotel 
Kimball on February 7 and 8, 1922. 

The committee was addressed by representatives of the Bos- 
ton Typothetae and the United Typothetae of America on the 
subject of the long list, and the Executive Committee did not 
deem it advisable to make any recommendation on this subject. 

The publication of convention dailies in connection with the 
1922 convention was passed upon by the committee. 

Several delinquent members were dropped, as hereinafter re- 
— also, resignations were accepted from a number of 

rms. 

A uniform set of by-laws for local and regional organizations 
was submitted to the general manager for his examination. 
The questionnaire on the cost of doing business was the sub- 
ject of discussion, as was also the revised scale of dealers’ 
dues. The report of the Grievance Committee in connection 
with the Sykora Stationery Company was read and approved. 
The general manager reported progress in the work of the 
Educational Committee. Progress was also reported in ref- 
erence to sales drives for different commodities. 

Second Vice President Davis and Third Vice President 
Mitchell were present by invitation at the meeting, and made 
valuable suggestions. 

The fourth meeting was held in New York at the residence 
of First Vice President Eberhard Faber on May 19, 1922. The 
meeting lasted from 10:30 A. M. until 1:30 A. M., May 20. 

Delinquent members were dropped for non-payment of dues. 
Sundry resignations were accepted. The general manager re- 

rted that the Sykora Stationery Company had been dropped 

y reason of its unfair business practice in issuing an “N. G.”’ 


1921, at Hotel Traymore, 


check in payment for an invoice of merchandise, the company 
having been given repeated and ne pe opportunity to submit 
an explanation of their conduct and 


aving failed to offer any 


whatever or otherwise to vindicate the action complained of. 

The proposed revision of dealers’ dues was again discussed 
and a tentative schedule adopted. 

With regard to the National Catalog and Guide, the com- 
mittee decided to submit a referendum to all voting members 
of the association on the subject of continuing the publication 
of the National Catalog and Guide and to take appropriate 
action in accordance with the results shown by such vote, 


Counsel report to the committee in reference to the two suits 
instituted by Sidney Morris of Chicago against the association 
and eighteen other defendants. Tentative program for the 1922 
convention was adopted, and the committee voted to approve 
of holding the 1923 convention at the Hotel Cleveland in the 
city of Cleveland, Ohio. 

All vice presidents were also present at this meeting by invi- 
tation of the committee. 

The fifth and last meeting was held at the Hotel Traymore, 
Atlantic City, on October 7, 1922, at 8:30 P. M. 


Sundry resignations were accepted. The general manager 
submitted a list of eighty-seven delinquents who had not paid 
dues for the year 1922, and he asked the committee to defer 
action on these cases, under the appropriate provision of the 
by-laws, because he is of the ogenion that the unfavorable 
business conditions recently prevailing bids fair to come to an 
end in the near future, and under more favorable circumstances 
it is probable that a large number of the delinquent members 
will be restored to good standing. This recommendation was 
adopted. The committee voted to publish in its report a list 
of delinquents dropped during this year for non-payment of 
dues for the year 1921. The names of those members follow: 

Bachman News Company, Buffalo, N. Y. 

H. Bair Staty. Co., Topeka, Kan. 

Bowman Staty. Co., Muskogee, Okla. 

W. L. Craddock & Sons, Mexico, Mo. 

Dalhke Staty. & Mfg. Co., Buffalo, N. Y. 

The Dixie Ptg. Co., Montgomery, Ala. 

Wm. C. Logan Co., Jacksonville, Fia. 

Martin Stationery Co., Dallas, Tex. (Wm. O. Dee, Jr.) 

Parsons Outfitting Co., Parsons, Kan. 

M. J. Tobin Co., Inc., New York City. 

The Utility Supply Co., Chicago, III. 

Richard H. Stevens, New York City. 

Marcus & Co., Philadelphia, Pa. 

Asgor Office Sup. Co., Springfield, Mass. 

Boyer Office Supply Co., Canton, O. 

Cartwright of Clarksdale, Clarksdale, Miss. 

Clem H. Clemens & Co., Inc., Chicago, Ill. 

Emry Davis, New York. 

Dixon Ptg. & Staty. Co., Miami, Fla. 

Everready Mfg. Co., Boston, Mass. 

A. B. Gallagher & Co., Philadelphia, Pa. 

W. E. Gerry, Chicago, Il. 

L. P. Gross, York, Pa. 

Graver-Stahl, Chicago, Ill. 

A. S. Hustwitt, Toronto, Canada. 

Ed A. Garvey & Co., Chicago, Ill. 

Johnson-Stack Co., Chicago, II. 

Kerns-Baker Co., Springfield, Ill. 

Kirkpatrick Co., Boise, Idaho. 

L. M. Staty. Co., Chicago, Ill. 

Laird’s Specialty Shop, Thief River Falls, Minn. 

G. G. Mather, Alton, 

Mayes Ptg. Co., Pensacola, Fla. 

Milwaukee Stationers’ Ass’n, Milwaukee, Wis. 

McClain & Hedman Co., St. Paul, Minn, 

Owl Book Co., Mineral Wells, Texas. 

Penn Office Supply Co., Uniontown, Pa. 

Security Fastener Co., St. Louis, Mo. 

A. Sinderbrand, New York. 

W. E. Smiith, Chicago, Il. 

Smith & Brunner Co., Chicago, IL 

Stationers’ Club of Indianapolis, Indianapolis, Ind. 

I. E. Moore, Okmulgee, Okla. 

Union Staty. Co., New York. 

Rexim Company, Philadelphia, Pa. 

Gilbert & Vaughn (bankruptcy), Worcester, Mass. 

Manly Office Sup. Co., Oklahoma City, Okla. 

Frank F. Misch Sons Ptg. Co., Coffeyville, Kan. 

T. W. Osterloh, Joplin, Mo. 

Tulsa Office Equipment Co., Tulsa, Okla. 

Vawter Staty. & Off. Sup. Co., Tulsa, Okla. 

Yelland & Hanes, Mason City, Iowa. 

Zaiser Spec. Co., Will H., Des Moines, Iowa. 

Wichita Store & Off. Equip. Co., Wichita, Kan. 

Sanborn, Vail Co., San Francisco, Cal. 

Standard Printing Co., Waco, Texas. 

David F. Williamson Co., Buffalo, N. Y. 

J. D. Van Winkle, Dallas, Texas. 

Yeargen-Sadler Co., Inc., Dallas, Texas, 

The following proposed amendments to the by-laws, as em- 
bodied in the printed notice issued by the general manager 


under date of September 7, 1922, were approved by the com- 
mittee: 
ARTICLE IV. Membership. 
Section 7. Affiliated members shall be such as are engaged 
in a line of business other than that of a stationer where a 
small stock of stationery is carried as a side line, the annual 


sales of which do not exceed $10,000. 

Section 8. Junior members shall be clerks and salesmen on 
the payrolls of individual members who are interested in the 
association’s educational program. 

The two following sections (at present numbered Section 7 
and Section 8) to be designated Section 9 and Section 10. 


ARTICLE V. Dues. 


Section 1. Annual dues of those members on the membership 
roll previous to the October, 1920, convention shall be payable 
in advance on January ist of each year. The dues of members 
joining during the convention and subsequently thereto shall be 
payable in advance for one year from date of application and 
annually thereafter on the same date, except in the case of 
the dues of dealer members, which may, by registered request, 
be paid in advance in semi-annual installments. 

Section 2. The annual dues of the local associations shall be 
thirty dollars; those of individual members other than manu- 
facturers shall be as follows: 
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Those whose annual sales of stationery and office equipment 
amount to— 


5, eee Che Be bcbesccccccanss shall be $ 30.00 
2. $ 50,000.00 to $100,000.00........... shall be 50.00 
3. $100,060.00 to $150,000.00........... shall be 75.00 
4. $150,000.00 to $200,000.00........... shall be 100.00 
5. $200,000.00 to $250,000.00........... shall be 125.00 
©. GESG, 000.00 OF GVGE cc cdceseccccocas shall be 150.00 


No member will be expected to make any statement as to the 
amount of his business, but will be left free to decide for him- 
self in which class he wishes to be placed. 

The annual dues of affiliated members shall be ten dollars. 

The annual dues of junior members shall be five dollars. 

ARTICLE VI. Representation. 

Section 4. Non-resident, associate, affiliated and honorary 
members shall be entitled to the privilege of the floor, but shall 
not vote. 

ARTICLE VII. Officers, Board of Control and Executive 

Committee. 

Section 4. The Executive Committee. An Executive Com- 
mittee to consist of the president and two other members of the 
Board of Control shall be appointed by the president, subject 
to the approval of the board immediately following the adjourn- 
ment of the annual convention. The Executive Committee shall 
exercise all powers of the Board of Control when the latter is 
not in session and shall fill all vacancies however occurring. It 
shall have the privilege of inviting any or all of the vice presi- 
dents of the association to attend its meeting for the purpose 
of consultation; and the traveling expenses involved in any 
such meeting on the part of all in attendance shall be paid 
from the funds of the association. 

In connection with the foregoing the committee recommends 
that if these changes be approved of by the convention, it be 
made clear in a written communication to dealers that the 
above schedule of dues is not intended to embrace manu- 
facturing or fabricating done by the dealers, such as printing, 
engraving or lithographing, as many of the dealers are now 
paying dues into organizations embracing those particular in- 
dustries. 

The committee further recommends that the new scale of 
dues, if adopted, shall not apply to Canadian, Mexican or Cen- 
tral American members, whose dues should continue to be 
$30.00 per year. 

The committee reaffirms its approval of holding the 1923 con- 
vention in Cleveland, and in making this recommendation to 
the convention it discharges the duty placed upon this commit- 
tee by the 1921 convention, namely, that of recommending a 
place for holding the 1923 annual meeting. 

This meeting was attended by First Vice President Faber 
and Second Vice President Davis, by invitation. 

Your Executive Committee has endeavored to discharge the 
heavy responsibilities resting upon it for the conduct of the 
affairs of the association during the year po closing, and the 
president, who signs this report, takes pleasure in testifying 
to the fidelity with which his colleagues upon the committee 
have performed their task. 

Respectfully submitted, 
J. OGDEN P IERSON, President, 


AUDITOR'S REPORT. 

Pursuant to engagement, we have audited the receipts and 
disbursements of The National Association of Stationers and 
Manufacturers of the United States of America, for the year 
ended September 30, 1922, as shown by the books and accounts 
of the treasurer and of the general manager, and submit here- 
with a 
Summary of Cash Receipts and Disbursements for the Year 

Ended September 30, 1922. 

The revenue from membership dues was found to be in agree- 
ment with the amount shown by the card file of members kept 
in the general manager’s office. A test was made to determine 
whether dues had been received from members classed as de- 
linquent. 

Of the amounts receivable from sustaining members at De- 
cember 1, 1921, and June 1, 1922, as shown by the pledges sub- 
mitted to us, all had been collected with the exception of $750, 
due from two members. 

On account of the amount of time involved, no attempt has 
been made to verify the revenue from sales of educational bul- 
letins and extra sheets for the National Association Catalog 
and Guide, or from miscellaneous sources. 

All disbursements from the treasurer’s funds were made on 
vouchers approved by the president, all of which were ex- 
amined by us. Petty disbursements made from the general 
manager’s fund were embodied in vouchers submitted to the 
president and were approved by him, in total, before reimburs- 
ing checks were issued by the treasurer. 

Receipts and disbursements in connection with the annual 
convention, October, 1921, are not recorded in the association’s 
books. We are informed that all such receipts and disburse- 
ments were handled by Mr. Charles N. Bellman, chairman of 
the convention committee, and that the amount, $1,402, in- 
cluded herein, represents the net proceeds of the convention, as 
reported by him. 

An amount of $30 for membership dues, received September 
30, 1921, and not remitted to the treasurer until October, 1921, 
has not been included herein as revenue for the current year, 
but has been treated as a transfer from the general manager’s 
fund to the tre asure r’'s cash. 

Similarly, $537.84, the amount of a check issued, October, 
1921, by the treasurer to the general manager as reimburse- 
ment of amounts expended between September 8 and Septem- 
ber 30, 1921, has been treated herein as an increase in the 
general manager’s fund over the amount held at September 30, 
a The expenses included in the $537.84 are summarized as 
follows 


Chicago i ee ee Se Pe $257.50 
ne, Pr ee ee per Fee ee 80.36 
Se a ere re 17.58 
Traveling expense, Field Secretary........... 52.27 
PES... Ad ahaeabads Fe hhatccvecbcéncae 30.13 
BORO . 0 vc ie aa ihe otvc cuttin "$53 37 


The treasurer’s cash balance at September 30, 1922, a 
$386.15 in checks which were deposited October 2, 1922. This 
deposit and the balance, $18,141.43, on deposit Septe mber 30, 
1922, were verified by certifications obtained from the deposi- 
tary, the Merchants’ Loan and Trust Company, Chicago, Il. 


>) 


The general manager’s fund was verified by count of the 
amount on hand, $98.75, and by certification obtained from the 
Standard Trust and Savings Bank, aieeee il., « the amount, 
yooe. 76, on deposit with that bank in the name of Fletcher 

ibbs. 

In addition to the cash, $18,527.58, accounted for a .. the 
treasurer, that officer held, and submi pea A. our 
the following securities aggregating $2,850, kept in his s personal 
safety deposit box at the Continental and Commercial Trust 
and Savings Bank, Chicago, Il. 

Liberty Loan Bonds (par value): 

Second converted, 4% per Cent.........+- $1,260.00 
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Third, 4% mer COnt...<ccccses owowecnsecanes : 
Fourth, 4% per ceiit....ccsscssenss bene * 1,000-00 32,750.00 
War Savings Certificate, Series 1918 (face value).... 100.00 
Te  .. cccaskaeee on 0a0evegepie shinee 


Yours’ ‘truly, 
HASKINS & SELLS. 


SUMMARY OF CASH RECEIPTS AND DISBURSEMENTS 
FOR THE YEAR ENDED SEPTEMBER 3, 1922. 


BALANCE, OCTOBER 1, 1921: 
Held by Treasurer..........+. voce cee sa cud 
Held by General Manager..........ssseces 562.34 $18,115.93 
RECEIPTS 
Dues (including $622.00 for subscriptions 
to National Association News): 
Manulacturere.... .éaccunenssvenemns «+++ ~ $18,840.00 
Dealers and associates......... éesetes. SR 
Contributions by sustaining members.... 16,600.00 
Amount received from the 1921 convention 
GRORMMIEESO . vnc.sc cunctnowdsmebaan - 1,402.00 
Sale of extra sheets for the National ‘As- 
sociation Catalog and Guide............ 1.008 38 





Sale of educational bulletins...... ‘ 

Sale of extra copies of Who’s Who in the : 
Stationery and Office Bone World. 66.00 

Sale of electrotypes of e association’s 
OES 68.86 


Collection from the commercial ‘furniture 
division of amount charged for space 
in the March, 1922, issue of the Na- 
tional Association News........... oa 213.25 

Contribution to educational fund by the 
Pencil Manufacturers’ Association....... 775.00 

Interest: 


Bank balances .......... MPL houliaamidil 512.86 
Liberty Loan bonds............ “ERPS ALES. 116.88 
OS ee eo » > aikneaianel 427.16 
pS Re PM a So GF 153.00 
Patel PROCS .iocscsnsanvones 00.02.0060 h4sienrer Te 
ea osha senmadaniies 0-0: 0.0.0/00 0 bugs aence san 


DISBURSEMENTS: 
Chicago office expense: 


ERR Ir 9 04-009 0.0 5a 

pee eee BO” Pe coocce EEE 

Stationery and printing............. veca, ee 

POUEERS ocncikictocsecsosaveenaiaee sovboee “ le 

Telegraph and telephone......... saceute 190.71 

NN ee re OR” édvenbeuks 83 

PERPORIIOOTR bc 0 vce s0e< pastauebas sratont 458.24 $37,501.95 
New York office expense: 

Salary Of SOCTOLATY. ...0ccccvccdsccecs .»-$ 4,500.00 

CMOS OREORE. , ion cicnse puicenas ae ic a 108.70 4,608.70 
Traveling expense: 

Executive committee .......... rere ff! 

Annual convention, 1921 .......... eeoees 1,316.43 

Wield: BOCUGERET 4 00.000000%4 vedsebinuen -- 1,532.94 

Miscellaneous (regional meetings, etc.) 324.86 5,788.74 


Educational committee expense: 
Salary of Mr. Charles L. Estey (10 


MAORI) 6iccccccces sentssaduene ...$ 2,000.00 
Printing and mailing bulletins......... 3,434.07 
Stationery and office suppiies..... o athsh Od 173.58 5,607.65 
Printing, mailing and binding National Association 
PEG ccac vnscnsctdaseeées ssneenaaeee ‘ 3,174.89 
Printing sheets for National Association " Catalog 
emG Geabee «6c oss c0cccac0ssdhaeeaee aon 5,649.60 
Printing Who’s Who in the Stationery ‘and. Office 
Equipment World .......ssasessesbeaes Rs G 1,474.01 
Printing notices concerning manufacturers’ ” goods 
GRO BCIONS ic is s00scte0tskeaaeeeee ésaswaen 76.75 
Printing booklets—list of manufacturers........... 58.00 


Dues and subscriptions: 
Chamber of Commerce of the United 
States of America membership dues..$ 250.00 





Subscription to building fund........... 0.00 

American Fair Trade League........... 100. 

American Trade Association executives 25.00 525.00 
Co-operative catalogue construction committee 

GEDOMNEGO a6 s0cvccciiensacdes banaue Evid ea 227.29 
Bulletin boards, circulars, " post- -cards, ‘ete., for ad- , 

vertising exhibit at the 1922 convention.......... 375.25 


Expense in connection with suits instituted against 
the association by Sidney-Morris & Company: 
Legal Serviced <.<isiccevscweek cocvedséace” ae 
Traveling expense ........... baskbeeneen 446.18 546.18 





Cost of new typewriter in excess of amount al- 

lowed for old machine given as part payment... 87.50 
Electrotypes of the association’s emblem.......... 51.95 
Purchase of prizes in connection with membership 


CRMUPRION 6 oisc cc ic cdevectecedeuneeeen sévtsgetauoes 100.00 
Sundry refunds to members.......... bc ceiceWdaelenumae 78.60 
Total disbursements ......... cocsecccccss “$65,988.06 
BALANCE, SEPTEMBER 30, 1929: 
Held by trenSGPeP. ...iivaccivccscces . +++. $18,527.58 
Held by general manager..... papas.” --++- 1,003.47 $19,531.06 
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TREASURER’S REPORT FOR YEAR ENDING SEPTEMBER 


30, 1922 
RECEIPTS 

FP. B. Gibbs, General Manager...................0.006- $66,747.44 
Liberty Bond coupons ........... bvecpitraedsenesss dese 116.88 
Interest on bank balances............. prunes wacededs 512.86 
Total receipts ......... ptpass sd0S oder se snubs $67,377.18 

Balance on hand October 2, 1922................ 17,553.59 
tii eiads6 oki d btide opus oie dead oes < eeu $84,930.77 


DISBURSEMENTS, 
Vouchers issued by F. B. Gibbs, General monewer, .. -SORAE.3 
be 5.83 


i cnc ccdecucevcccoteeibe cacti x 
GD §. Co cencccecescceaceem 66,403.19 
Geese te bamk October 8, 1923..........ccccccccess ee 18,527.58 
Liberty Bonds, par value...... PARE acid a eM ol miele 2,750.00 
wee Peeves Mtamepe, par Waluc........ccccccccccccecs 100.00 | 
Zens cma amd mecuritios. ...o....cccccccce $21,377.58 


Respectfully submitted. 
A. H. CHILDS, Treasurer. 


REPORT OF THE BOARD OF CONTROL. 


Two meetings of the Board of Control have been held since 
the adjournment of the last convention, namely, on Thursday, 
October 13, 1921, and on Monday, October 9, 1922. Both were 
held in the Hotel Traymore, Atlantic City. 

At the first meeting the nominations of the president for 
members of the Executive Committee were approved and a 
secretary and counsel were elected, pursuant to the appropriate 
provisions of the by-laws. 

At the second meeting a careful and extensive review of the 
work of the Executive Committee for the year just ending was 
presented and discussed, and on motion duly made, seconded 
and carried, the board gave its formal approval of all that the 
Executive Committee had done, and the board directed that the 
amendments to the by-laws as proposed by the Executive Com- 
mittee be embodied in their report and presented to the con- 
vention for consideration. 

Respectfully submitted, 
J. OGDEN PIERSON, President. 


REPORT OF CREDENTIALS COMMITEE. 
: October 13, 1922. 
Mr. President and gentlemen: 

The chairman of this committee regrets that one of its 
members, Mr. DeWitt C. Dunn, was not present on account of 
illness; but the other member of the committe, Mr. Uri Doo- 
little, and your chairman were ably assisted in the work by 
the voluntary and capable work of the following ex-presidents 
of our association: Messrs. Charles N. Bellman, Ralph 
Bauer and Robert D. Patterson. 

There were present and registered at this convention the 
following number of members, visitors and ladies: 


Members and salaried officials.............. 264 
SE cant ie dea de ges hdaeka CORE CR ar eck e 51 
REG stke witini¢ene ding aekedthae dees cde 70 





EE reer ee hele Sh ee eae es 385 
There was received from those who registered, the total #um 
of $5,775.00. 
Respectfully submitted, 
V. D. PITTMAN, Chairman 


REPORT OF THE BUDGET COMMITEE. 

We beg to report that, after consulting with the general 
manager, and carefully considering the necessity of reducing 
the expenses of this association during the coming year, we 
recommend the adoption of the following budget for the coming 
year, which is reduced by about $10,000.00 from the budget 
of last year: 


het cis Rint. dG ide deni ae bss cs taiiaen ox $36,000.00 
rr us et aodenniahisnece 7,000.00 
Chicago office expense: 
de a aids wt even tae 6 aie 8,500.00 
oe 3,000.00 
IN@W EGE GMCS EXPENSES... 2... ccc ccccccccs 150.00 
EG hd sd nian 2, Js 5 om 06-0 blmid ¢neede 1,000.00 
National Association News................. 3,500.00 
I, ins tainn 2's 4:4 ¢ tne in ated <4 oebion 1,500.00 
Promotion of cost accounting............... 2,000.00 
Chamber of Commerce, U. S. A............ 400.00 
Reserve for contingencies.................. 1,000.00 
ET ecind thins b& dala kota s } 0.8 ons-k 0k ode ace 2a $58,050.00 


Respectfully submitted, 
EBERHARD FABER, A. H. CHILDS, FLETCHER B. GIBBS, 
Budget Committee. 


REPORT OF THE NECROLOGY COMMITTEE. 


It seems most fitting that when this convention is about to 
close its session, with the work of the year a historic fact, 
that a pause should now be taken to recall the names and 
faces of those who in past years were with us assisting in 
these labors earnestly and faithfully, and who have now gone 
to their well-earned rest, leaving us a fragrant memory of 
their friendship and fellowship. 

This association has for its strongest tie, the love of man 
for man—brother for brother—friend for friend. While this 
sentiment prevails, our labors will be always congenial, pleas- 
ant and successful. 

Genial and affable—generous and sociable—possessing charm- 
ing personality, in which were blended those qualities which 
endear men to each other and enrich business and social life, 
they have inspired in us unreserved affection, and, as a tribute 
of our esteem and respect, and in token of the genuine and 
sincere sense of personal sorrow experienced by us, let us 
now rise while the roll is wand 96 our honored dead. 

ed. 
Harry J. Tyndale. February 14, 1922. 

Connected with Eberhard Faber for 42 years. A man of 
wonderful personality and endeared to all with whom he come 
in contact. 


Charles Hunt Marshall. March 3, 1922. 

President of Wm. H. Hoskins Co., Philadelphia, a former 
secretary of the National Association of Stationers & Manu- 
facturers. A man of high business integrity and philanthropic 


activities. 
Harold P. Hedman. March 10, 1922. 
President McClain & Hedman Co., of St. Paul, Minn A 


man well known and highly esteemed. 
Emil Berolzheimer. May 25, 1922. 

President Eagle Pencil Co., an industrial genius—a liberal 
thinker, a real philanthropist, and a lover of culture and fine 
arts. 

Harry Harless Hughes. June 10, 1922 

Vice-President and General Manager of John P. Morton & 
Co., Louisville, Ky. A veteran in the Stationery Printing 
business, popular and affable. 

Charles S. Cooke. July 10, 1922. 

Secretary-Treasurer of the Cooke & Cobb Co., Brooklyn, 
N. Y.; a director of this association. Widely and favorably 
known throughout the stationery trade of the country—a man 
of pleasing personality. 

Ferdinand J. Siekert. July 18, 1922. 

President and Founder of the Siekert & Baum Stationery 
Company of Milwaukee. Well-known as a stationery buyer, 
with a pleasant smile and cheering word for every one 
William S. Gilkey. July 22, 1922. 

Vice-President of the Brooks Company, Cleveland, Ohio. 
Very much of a man in all respects, and a conspicuous figure 
at many of the earlier conventions of this association. His 
memory will long remain in the hearts of those who were 
fortunate enough to know him. 

“Why weep ye then for him, who, having won 

The bound of man’s appointed years, at last, 

Life’s blessings all enjoyed, life’s labors done, 

Serenely to his final rest has passed; 

While the soft memory of his virtues, yet, 

Lingers like twilight hues, when the bright sun is set.” 


Bryant. 
We ask that a memorial page be set apart in the printed 
convention report containing the names of these departed 
friends. 


Respectfully submitted, 
CHAS. P. GARVIN, FRANCIS B. IRWIN, JOHN H. GIBSON. 


REPORT OF THE SECRETARY AND COUNSEL. 

The affairs of this organization have continued to receive 
attention from outside sources during the twelve months which 
have elapsed since the closing of the last convention. _ 

In order that the members may have accurate information 
of the nature and object of that scrutiny, it is necessary to 
recite the facts somewhat in detail: 

INVESTIGATION BY THE DEPARTMENT OF JUSTICE 

During the latter part of January or the early part of Feb- 
ruary, Mr. W. W. Wright, presenting credentials from the De- 
partment of Justice, spent the better part of two days in my 


office, examining sundry files of correspondence and making 
extracts therefrom. 

At his request, I later furnished to him copies of letters 
which he desired to have. 

His visitation at my office followed one which he conducted 


in Chicago, and it is needless to assure our members that 
both Mr. Gibbs and myself placed at Mr. Wright's disposal! 
every facility for examining the papers and records of the 


organization. ; 
We told him, and I now repeat to you, that we had nothing 
whatever to conceal and that we were anxious to co-operate 


with him in a satisfactory performance of his task. 

Since the date of my last report, no communication has been 
received from Mr. Galloway, the assistant to the attorney- 
general, with whom your secretary and counsel had an inter- 
view at the Department of Justice in Washington, during the 
month of April, 1921, the full and complete statement con- 
cerning which is to be found in my last report. 

We do not know whether the Department of Justice has 
reached any conclusion concerning the work of this organiza- 
tion, but we do know that a period of over six months has 
elapsed since any communication of any nature has been re- 
ceived either by the general manager or by the undersigned, 
and I entertain the hope and belief that the department has 
convinced itself that our affairs have been conducted in the 
utmost good faith. 

National Catalog and Guide. 

One of the services performed by this association for a 
number of years, but by no means the most important, was 
the issuance of a list of recommended re-sale prices These 
bulletins were published from time to time for a period of 
over twelve years at irregular intervals, and the continuance 
of that service was the subject of careful consideration at 
the last convention, and as a result, the general manager was 
authorized to continue that publication which came to be 
known as “The National Catalog and Guide.” 

As was stated in my last report, that activity was the only 
one which was criticised by the assistant to the attorney- 
general on the occasion of my interview with him, and by 
reason of the litigation hereinafter referred to, the subject 
was again pointedly brought to the attention of your officers 
and executive committee during the early months of the pres- 
ent year. 

Recent decisions of the Supreme Court of the United States, 
notably those which are popularly called ‘““The Hardwood Lum- 
ber Case’’ and the “Beech Nut Case,’’ were made the subject 
of special articles written for the National Association News 
by the undersigned, in an effort to clearly explain to the mem- 
bers of this organization just what those cases involved, and 
how the judgment of the court rendered in each instance might 
be regarded as teaching this association a lesson. 

For present purposes, it is sufficient to say that the court 
of last resort does not consider whether the means employed 
to accomplish a given and are lawful or unlawful; it is the 
result accomplished by the employment of a given method 
which controls the determination of the court. 

That is to say—if a number of persons or corporations are 
doing a perfectly lawful thing in concert, and are thereby 
accomplishing an illegal result, the court will consider only the 
result and not the means by which it is reached. 
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The most recent decision involving this principle is that up- 
holding the temporary injunction obtained by the attorney- 
general of the United States directed against the unions, which 
were conducting the shopmen’s strike against the railroads. 

By the terms of that injunction, the doing of many things 
which are lawful in themselves, is forbidden, in order that an 
unlawful result, namely, a conspiracy to hinder interstate com- 
merce, may be avoided. 

The force of that reasoning applied to our National 
log and Guide, may be stated thus: 

The recommendations as to re-sale 
far as we are at is entirely legal, but 
those recommendations were to be to establish 


Cata- 


prices so 
if the 


issuance of ( 
present advised, 


effect issuing atic 
uniform prices, then the association would be in danger of 
being made a defendant in a proceeding instituted by the 


Department of Justice, exactly as though the members had 


entered into an agreement which would accomplish the same 
result. 
It is believed by the undersigned that no such uniformity 


of prices has resulted from the issuance of those recommenda- 
tions, and he freely stated to both Mr. Galloway and Mr. 
Wright that a survey of actual conditions in the stationery 
industry would verify that statement. 

It is believed that this was a correct forecast of the result 
of such investigation as the Department of Justice has made, 
but the difficulty of the situation lies in convincing a zealous 
prosecuting officer or an uninstructed court or jury, that the 
recommendations are theoretical rather than practical in the 
sense that no group of dealers actually charges the prices 
which are so recommended. 

It is clear that the executive committee could not evade 
its responsibility for the proper conduct of the association's 
affairs in the face of the decisions just referred to, and the 
Sidney Morris litigation instituted against this association and 
many of its members, in the early months of this year; be- 
cause those suits are based upon the theory that the manu- 
facturers and dealers in this organization have entered into 
a conspiracy—the dealers to maintain the recommended prices 
contained in the National Catalog and Guide, and the manu- 
facturers to sell only to dealers who follow those recommenda- 
tions, or at least to quote to such dealers only, the best terms 
that the manufacturers give to the trade. 

In the face of these two conditions, the executive committee 
at its meeting held in the city of New York on May 19th, last, 
decided that the question of continuing the publication of these 
recommendations ought again to be referred to the members, 
in such form as to invite a careful study upon their part, which 
should be reflected in the form of a referendum vote, that is— 
a direct expression of the preference of the members with re- 
gard to the continuous of that publication. 

Such a referendum, in the form employed by the Chamber 
of Commerce of the U. S. A. stating the arguments pro and 
con, was carefully prepared after consultation with all of those 
having the most intimate knowledge of the situation, and the 
best understanding of the actual purpose which the recommen- 
dations have served these many years, on the part of the deal- 
ers who receive them. 

The result of that referendum showed a clear majority of 
both dealers and manufacturers who voted, as being opposed 
to the continued issuance of the National Catalog and Guide, 
and the total number of votes cast was largely in excess of 
those recorded at the 1921 convention. 

This, quite properly, was construed as a direction to the 
executive committee to discontinue the publication, by way 
of avoiding the appearance of doing something which had ex- 
posed the association to criticism and which was costly in the 
practical sense, involving as it did, the expenditure of a very 
considerable sum of money which might well be directed into 
more constructive channels. 
called upon me to advise him and his col- 
leagues upon the executive committee, as to whether the 
referendum vote should be regarded as superseding the vote 
taken at the 1921 convention, and after giving the matter 


Your president 


very careful consideration and weighing the situation in all 
its aspects, I advised him that in my opinion the executive 
committee, having invited instruction from the members was 


bound to carry those instructions into effect 

Further reflection has strengthened that conviction upon 
my part because the referendum was either an idle ceremony, 
or it was a serious proceeding undertaken in a fair and candid 
effort to ascertain directly the preference of the men who sup- 
port this organization, and who may be likened to tax payers 
whose contributions in dollars and cents every year constitute 
the sole support of the organized government of a community. 


The Sidney Morris Cases. 


On or about March 7th, last, Sidney Morris & Co., a Chi- 


cago stationery corporation, instituted two actions in the 
United States District Court for the Northern District of 
Illinois, Eastern division, against this association and eigh- 
teen other defendants, of whom ten are manufacturers, mem- 
bers of this association, and four are dealers, also members 


of this association (except as to Stevens, Maloney & Co.) and 

Fletcher B. Gibbs, John W. Ogren, Charles A. Stevens and A. 

W. Williams, as individuals. 

equity and seeks 

injunction restraining on the 
alleged refusal to sell to the 


issu- 
manu- 
because 


to accomplish the 
part of the 
plaintiff 


One action is in 
ance of an 
facturer, the 


of its failure to adhere to any system of re-sale prices, fixed 
and promulgated by the defendants, and from securing or 
seeking to secure the co-operation of stationers and distrib- 


utors in maintaining or enforcing any system of re-sale prices, 
and from carrying out and causing others to carry out a re- 
sale price maintenance policy by any other means; and that 
this association be decreed to have been organized and to be 


operating contrary to law, and that the association be dis- 
solved and a receiver be appointed for it, etc 
The other action is brought at law and contains substan- 


tially the same allegations as are set forth in the equity case, 
and seeks to recover treble damages from the defendants 
three times one hundred thousand dollars, being the damages 
alleged to have been sustained by the plaintiff by reason of the 
alleged facts set forth in the plaintiff's pleadings 


Your counsel has appeared on behalf of the national associa- 
tion and as attorney for Mr. Fletcher B. Gibbs in both actions. 
Answers have been filed and the cases are now on the calendar 
of the court. All of the other defendants are represented by 
counsel of whom there are about a dozen in ail. 

Naturally the various lawyers have consulted with one an- 
other with a view to avoiding duplication of effort in prepar- 
ing for the trial of these cases, and when our day in court 
is reached, it is more than likely that one of the lawyers will 
act as chief of staff and the rest of us will assist him, each 
in the interest of his own defendants. 

As has been stated, the theory of these cases as presented 
by the plaintiff's pleadings, is that a conspiracy has been en- 
tered into on the part of manufacturers and dealers in this 
association to exclude the plaintiff company from procuring 
the merchandise from the manufacturers who are members 
of this organization because of the issuance and ulation 
of the recommended re-sale prices, and the refusal of the 
plaintiff company to adhere to those recommendations; an al- 
leged agreement by dealers to maintain those prices and 
the alleged agreement by dealers not to sell their products 
at their most favorable terms to any dealers who do not 
employ the recommended re-sale prices. 

We cannot pass this situation over with the obvious com- 
ment that these two law suits were undertaken solely for 
advertising purposes. It is true that the plaintiff has obtained 
much space in the Chicago newspapers in the reading columns 
through the institution of these suits, and it is eq true 
that that space would have cost a good deal of — ft = 
for at regular advertising rates, and it is barely possible t 
the court will not be blind to this aspect of the situation. 

The fact remains, however, that the cases must be care- 
fully prepared for trial on the part of the defendants, just as 
though we expected the plaintiff to be able to offer some 
evidence at least in support of the allegations contained in 
its pleadings. . 

The association is under no present expense for counsel 
fee in this matter of course, but the other defendants are not 
in that position. 

It is unfortunate in the extreme, that mere membership 
in this organization should have caused so many of our mem- 
bers to be haled into court as defendants to answer a serious 
charge which we know to be absolutely unfounded. 


Like most human ills, however, we expect this particular 
affliction to be turned to good account for we expect to t 
these law suits with the utmost ener at our command. e 
expect the association to emerge from that legal contest 
stronger and better for having passed through the ordeal. 
We expect and believe that the various groups which consti- 
tute our membership will become more closely welded to- 
gether by reason of the fellowship engendered by this un- 
pleasant experience. 

This is the first time that the association has ever 
challenged, and surely it is big and strong and active en 
to meet that challenge man-fashion, so as to leave the court 
room at the termination of the trial with an unblemished 
record. 

More 
not do. 

It is well to reflect in a general way that this association 
is not striving to accomplish immediate results. Its = 
poses are permanent and the process will consume a long 
time. We might even admit that the first twenty years are 
the hardest, in building a better breed of merchants and manu- 
facturers within the stationery industry. 

We must not be discouraged because all of our dealers have 
not taken advantage of the cost finding system placed at their 
disposal by former President Bauer, during the year 1921; it 
will require patient and sustained effort to induce them to 
school themselves in the difficult art of conducting business on 


than this we cannot do, and less than this we must 


a fair margin of profit, but once they have mast 
process, they will be better educated men, and, theref 
more useful 


citizens than if they had been brought tp an 
constantly taught to consult recommended prices which are 
the product of the brains of other men. 

The importance of carefully planning every activity - 
ducted in the name of this association has become increasin 
apparent. 

efforts to regulate trade associations either through Fed- 
eral bureaus, or departments of the several states, have c 
and will continue to be made by well meaning but often 
misguided, not to say ignorant, eee and demagogues. 

Such organizations as yours have a well defined place in 
the development of the commercial pretense of our Own as- 
sociation as distinguished and useful a position as that oc- 
cupied by any similar association. 

So long as its affairs are administered in the way that they 
have been under the guidance of President Pierson and Gen- 
eral Manager Gibbs, you may look forward to the future with 
confidence, even with a certain measure of assurance. 

Respectfully submitted, 
MORTIMER W. BYERS, 
Secretary and Counsel. 


ANNUAL REPORT OF GENERAL MANAGER. 
Atlantic City, N. J., October 9-14, 1922. - 

The National Association of Stationers and Manufacturers of 
the U. S. A. was organized under the laws of the State of Illi- 
nois, in October, 1904, at a convention called for the purpose by 
the Chicago Stationers’ Association. 

The association is administered_by a board of control, con- 
sisting of the officers, directors and past presidents. Between 
conventions the powers of the board of control are vested in an 
executive committee of three—the president and two 
members, elected from the board of control. With the aid of 
some fifty committees, the various activities of the associa- 
tion are conducted under the direction of the general manager, 
subject to the authority of the president and the executive 
committee. 

Permanent central headquarters are maintained in Chicago 
at 403 and 405 Conway building, 111 West ——~ By : street, 
where a staff of employes is continuously engaged in handling 
the work of the organization. 











a 


1) 





Page 66 OFFICE APPLIANCES For November, 1922. 





The object of fhe association, as stated in its constituticn, is 
to create and foster a permanent feeling of friendship and fra- 
ternity between the manufacturers and dealers in stationers’ 

ut the United States; to promote friendliness of 

tt between competitors; to prevent trade antagonisms, and, 

united action Jimanet by prot fellowship and respect, 

to strive for aims and purposes which may be for the mem- 
bers’ mutual seventagp. 

The production and distribution of merchandise is a com- 

ex problem. The manufacturer, who designs and produces 

e goods, is dependent for their distribution upon the jobber 
and retail dealer. These three branches of the industry, there- 
fore, have many interests in common; and for this reason this 

tion was designed as a medium through which these in- 
terests be brought together in friendly conference for the 
purpose - < improving methods and increasing the volume of 
u . 

I had the honor of presiding at the convention in Chicago, 
in 1904, at which this association was organized, and of serv- 
ing it as its first president. For eighteen yous I have kept in 
close touch with its affairs, and I think I am safe in stating 
that, at no time during this entire period have business con- 
ditions presented the serious problems which have confronted 
us during the current year. 

One of the most difficult has been the problem of maintain- 
ing our membeérship—our only source of income. Due to the 
financial stress, from which the trade in general has suffered, 
we have had to record a larger number of delinquents and res- 
ignations than in any previous year, and notwithstanding the 
continuous effort that has been made to secure new members, 
an effort that was generally stimulated by the offer of five 
attractive prizes—donated by two of our. officers—the acquisi- 
tions have not equaled the losses. 

Compared with a total membership of 1,388 a year ago, we 
have today a total of 1,302, a net loss of 86. The roll, at this 
date, includes: 

23 Organizations 

780 Dealers 

304 Manufacturers 

187 Associate members 
8 Trade publications 

A total of. ..1302 

The question of income has become a serious matter which 
this convention will have to take under advisement. When the 
new plan of conducting the work of the association was adopted 
at the Richmond convention three years ago, a contract was 
entered into with the general manager, and general headquar- 
ters established in Chicago. 

This change, which permitted the association to function as 
a business organization, was made possible. 

First, by the voluntary consent of manufacturing members 
to have their annual dues raised from $30.00 to $50.00, $75.00 
or $100.00, according to their classification. 

Second, by the generosity of a score of interested members— 
including both manufacturers and dealers—who severally agreed 
to contribute annually for a period of three years to a sus- 
taining fund, totaling approximately $18,000.00. 

This is the last year of income from the sustaining fund, 
and to make up this loss the convention will be asked to adopt 
some plan for increasing the dues of dealer members that will 
provide sufficient income to enable the association to continue 
its work. 

To enable you to gain some idea of what this work consists 
of, I will first review some of our activities. . 

The information bureau is operated for the benefit of our 
members. In its files we have recorded the contents of over 
three thousand catalogs, indexed and cross-indexed for ready 
reference. 

From these files, which are kept strictly up to date, we can 
supply—usually by return of mail—the answer to almost any 
question relative to goods or sources of supply. This informa- 
tion is furnished to members free of any charge, and this bu- 
reau_ is very extensively used is our dealer members. We 
su ply no information relative to lists, prices or discounts. 

e National Association News is published on the first 
It is the mouth-piece of the organization and 
Through it we disseminate information 
and news of interest to the members. During the past year 
it has contained many articles of educational value. The con- 
tents of this publication could be enlarged and vastly improved 
if the money was available for the purpose. You will remem- 
ber that, by vote of the St. Louis convention, the association 
was denied the privilege of accepting paid advertising, and 
the “‘News’’ was thus continued as a liability instead of being 
converted into an asset. I believed, at the time, that the 
decision was a wise one, and am still of the same opinion, but 
I would have the members understand that the per reflects 
the verty of the association rather than any lack of efficiency 
on the rt of the editor. 

The clearing house column in the National Association News 
has been of profitable advantage to a large number of our 
dealer members. In it we have advertised for them—free of 
ony tela of surplus stocks which they have desired to 

s e of. 

ew goods and lines discontinued is the title of another 
column in the “News” which has been placed at the disposal 
of our manufacturing members. Here—as the title indicates— 
we are calling attention to new goods and discontinued lines. 
This service is also rendered free of charge. 

“Who's Who in the Stationery and Office Equipment World” 
is the directory of our members. It is edited and published 
twice each year, and contains—in addition to complete lists of 
officers, committees and local associations—classified lists of 
manufacturers and the name of each dealer member, with his 
address and a list of key letters explaining the goods he makes 
or distributes. One copy of this directery is furnished to each 
member free of charge. The price to those who are not mem- 
bers and for extra copies to members is $1.00 each. 

I am very sure that those of our members who had the priv- 
ilege of attending the conference of Commercial Furniture 
Manufacturers and Dealers, to which the entire day of Wednes- 
day was given, are convinced that this division has been in- 
strumental in developing a closer contact between the producers 
and distributors of office furniture to the advantage of both. 

The interest developed in the work of this division impresses 
me that the commodity division offers ial advantages for 
the development of special lines of goods, particularly those 


of each month. 
its only official organ. 


lines with which dealers are not thoroughly familiar. I will 
be pleased to lend my assistance to the forming of other com- 
modity divisions when requested to do so, provided sufficient 
interest is shown to warrant the time and expense. 

At the St. Louis convention I recommended that we encourage 
and assist our dealer members to organize in geographical 
units, and our by-laws were subsequently amended to provide 
for such regional divisions. 

The mid-west division, covering the states of Missouri, Ark- 
ansas, Kansas, Nebraska and Oklahoma, was the first to be or- 
ganized. This was succeeded by the southeastern division, 
which includes the states of Alabama, Georgia, Florida, Ten- 
nessee, Louisiana, North Carolina, South Carolina and Missis- 
sippi. And this year, immediately following our last conven- 
tion, the Middle Atlantic Retail Stationers’ division, covering 
besides Pennsylvania, some four or five states on the Atlantic 
seaboard, was organized. 

The mid-west division held its annual meeting at Kansas 
City on March 22d and 23d. The annual meeting of the south- 
eastern division was held in Atlanta, Ga., on April 2ist and 
22d, and that of the Middle Atlantic Retail Stationers’ division 
in Philadelphia, Pa., Saturday, October 7th. 


Article IX, Section 2, of our By-Laws, states that: 


_“Such divisions may be conducted under the direct super- 
vision of an executive officer or officers, to be chosen by the 
members thereof in such manner as they shall determine, 
and the proceedings of such division shall be in harmony 
with the objects of this association, but the conduct thereof 
shall be determined by the members in the exercise of their 
discretion.” 

The Middle-Atlantic Retail Stationers’ division, in the opin- 
ion of some of our members, committed an act not in harmony 
with the objects of this association when it assisted in organiz- 
ing, within its ranks, the Guild Products Corporation. I have 
given the matter careful study and can find no grounds for 
complaint. 

We have here, as factors in this problem, three interested 
parties, whom we will designate as the ‘“‘Guild Products Cor- 
poration,’’ the ‘‘Middle-Atlantic Division’’ and the ‘National 
Association.”” The Guild Products Corporation has registered a 
trade mark emblem for the protection of certain lines of goods 
that will be designed and manufactured under its direction. 
Any dealer wishing to handle these goods must first become 
identified with his divisional, local and National Association. 
These are conditions precedent required by the Guild Products 
Corporation before a dealer is permitted to handle any of the 
goods made under its protection. On the other hand, there is 
no condition requiring a dealer, because he is a member of the 
Middle-Atlantic division, to handle the goods of the Guild 
Products Corporation, and all members of the division who do 
avail themselves of this privilege are free to handle any other 
similar competing lines. 

It will thus be seen that the Guild Products Corporation does 
not include among its stockholders all of the members of the 
Middle-Atlantic Retail Stationers’ division, and hence occupies 
a similar position in this division to that of any manufacturer 
in any local association or regional division. 

The organization of the Guild Products Corporation, with 
its attendant activities, has introduced a new problem of busi- 
ness economics in the stationery industry, the results of which 
will be watched with interest. Some of our manufacturing 
members seem to think that it promises to create a form of 
competition that will invite reprisals. In this, I think that 
they are unnecessarily alarmed, for the reason that the public 
will continue to demand nationally advertised goods of estab- 
lished reputation for quality, and if such goods cannot be ob- 
tained at one store they will be sought at another. The threat- 
ened competition, therefore, is no greater than that which has 
previously existed, and the supression of competition is some- 
thing that cannot be legally legislated by a trade organization. 


Some others of our members are inclined to think that the 
whole proposition is a bluff, intended to coerce manufacturers 
to consent to certain reforms in their sales practices, and, while 
admitting the necessity of such reforms, the thoroughly well 
known character and high standing of the men behind this 
movement prohibits the assumption of any such theory and the 
assurance that the proposition will not be abandoned until its 
promoters are thoroughly convinced that it cannot be made a 
success. 

At the same time it should be thoroughly understood that 
the National Association is in no way acting as sponsor for 
the Guild Products Corporation or of its goods. 

The United Stationers of Chicago, a group of five stationers 
in that city, and including possibly some dealers in other sec- 
tions, has been organized for the purpose of collective buying, 
another problem in business economics, the results of which 
will be watched with interest, both by dealers, who are not in- 
cluded in the group, and by those competing manufacturers 
whose goods are not included in the groups’ buying list. Here 
again we have a proposition which seems to have been brought 
about as the result of mistaken sales policies. The association 
has endeavored to seek information regarding the plans of this 
group without success, the leaders refusing to grant any in- 
formation. 

If, through the use of its power of collective buying, it is 
successful in securing from manufacturers concessions in 

rices. 

° It presents a problem that promises growing dimensions and 
one that will affect all who are interested in the stationery 
business, for if this group is successful others will immediately 
be organized. 

The Nation-Wide Sales Drives. 


The association, during the past year, again selected and an- 
nounced periods for the intensive promotion of sales, using 
such times as were mutually agreeable to dealers and the re- 
spective manufacturers of the goods. The plan provides for 
national advertising campaigns and simultaneous displays of 
the goods advertised in stores and show windows. Now that 
the experience of this second year has demonstrated that the 
plan has met with success in many communities, I hope that 
another year will see it very greatly enlarged. Both manu- 
facturers and dealers are asked to co-operate with the com- 
mittee that will have it in charge. 

The association emblem printed on a member’s letter heads 
indicates that he is a member of this association and proud of 
the fact. A great many members are using it. If manufac- 








turers used it to a greater extent, it would assist the associa- 
tion in the obtaining of new members. The proper size elec- 
trotype cut can be procured from headquarters for twenty-five 
cents. If you do not wish to spoil the effect of an engraved 
of lithographed heading, it can be printed, in color, in the 
lower left hand corner of the sheet. 

The questionnaire on the cost of doing business sent to our 
dealer members in March of this year was productive of a 
greater number of returns than those received from the one 
a year ago, indicating that our dealer members are paying More 
attention to this very important detail of their business, 

The figures contained in one hundred replies to this ques- 
tionnaire were very carefully surveyed and analyzed and the 
results published in the August, 1922, number of the National 
Association News. The necessity for brevity will not permit 
me to repeat this analysis here, but the few figures which fol- 
low are interesting as reflecting conditions which prevailed in 
1921. 

The cost of 
on sales. 

The gross profits, reported by 90 dealers, was 36.51% on sales. 

The cost of doing business, reported by 100 
34.42% on sales. 

Net profit, made by 61 dealers, was 5.68% on sales. 

Net loss, made by 29 dealers, was 5.67% on sales. 

The rent increase, paid by 53 dealers, was 67.28%. 

Number of times stock was turned, by 78 dealers, 
times. 

While the entire one hundred reported the cost of doing 
business, not all of them submitted either figures or percent- 
ages on one or more of the other items. 

I presume that it is unnecessary for me to warn members 
that averages are apt to be misleading, and cannot be safely 
accepted as standards upon which to base any important busi- 
ness policy, such, for instance, as the pricing of merchandise. 

34.42% on the sales is what it cost one hundred dealers to do 
business in 1921; but in one instance this cost was reported to 
be as low as 11.43%, and in several cases over 50%. 


goods sold, reported by 90 dealers, was 


dealers, was 


was 2.77 


These returns are valuable for purposes of comparison only. 
A dealer, to successfully conduct his business, should not de- 
pend upon the experience of others, but know, with accuracy, 
his own cost. 

It is the purpose of the management, during the coming year, 
to further encourage the study of the cost of doing business, 
and to give practical aid to ali who are interested in the sub- 
ject. 

The sets of cost finding blanks donated some time ago by 
ex-President Ralph S. Bauer are still in demand. One hundred 
and seven of them have been sent out during the current year. 
These blanks are so clear and simple that they can be under- 
stood at a glance. With their aid an accurate record of ex- 
pense can be kept by a dealer conducting a business of modest 
volume. They are hardly suited to the demands of a large 
business. We still have some of these blanks left and a set 
of them -will. be~-furnished, free of expense, to any member 
making written application. 

The publication of the National Catalog and Guide was dis- 
continued July 20, 1922, in response to an order to that effect 
received from President Pierson—an order that was based upon 
the results of the referendum vote by mail and one in which 
| heartily concurred. 

Three considerations prompted this action. 

its Doubtful Legality. 

i—While it is true that during a period of fourteen years no 
formal notice had been received from any department of the 
Federal Government that this association was regarded with 
disfavor, the management had been aware early in the year 
1922 that it was under investigation by the U. S., Department 
of Justice and that the legality of this particular activity 
formed the basis of the inquiry. 

Its Expense. 

2—The publication of the National Catalog 
caused a disbursement by the association of 
$11,000.00 per annum, and this does. not 
the salaries of executives. 

Its Limited Use. 

-We have 780 dealer members, and of.this number (includ- 

ing all votes, in response to the referendum, cast to the present 

date) only 356 have deemed the question of sufficient import- 

ance to express their views. One hundred and forty-eight of 

these voted that the publication be continued, while 208 cast 

dissenting votes; a majority of 60 in favor of discontinuing the 

publication. - Correspondence received during this period indi- 

eated a surprising amount of indifference as to whether or not 
this association activity was continued. 

By a few of our members this service appears to have been 
regarded as the one thing which made membership in the asso- 
ciation desirable, and its suspension has caused some resigna- 
tions, notwithstanding which I feel confident that the large 
majority of our members would regret and condemn any ne- 
glect on the part of the management to safeguard the organi- 
zation from the possible consequences of continuing an activity 
the legality of which was in question. 

It has been suggested by a number of our members, who 
were using the National Catalog and Guide as a reference book, 
for the names and addresses of manufacturers that we sub- 
stitute for it a Buyers’ Guide. 

With the assistance of the files in our Information Bureau 
it would be possible to list the names and addresses of some 
3,000 or more manufacturers who are making goods that are 
sold either exclusively or partly through stationers, and under 
each manufacturer’s name and address could be listed by stock 
number and name, but in condensed form, those of his goods 
which he makes for stationers. A directory of this character, 
printed on loose sheets the size of those formerly used in the 
National Association Catalog and Guide and punched to fit a 
binder, could be made almost as useful as a dictionary and 
would be a valuable asset to every member of the organization, 
including both dealers and manufacturers. The advantage of 
printing such a work on loose sheets would be the facility with 
which single sheets could be corrected to include the many 
changes which are constantly occurring, and thus enable the 
Guide to be kept up-to-date. 

So far as I know, nothing on so comprehensive a 


and Guide has 
approximately 
include any portion of 


plan has 
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ever been attempted by either trade association or publisher, | 
and it is a suggestion worthy of careful consideration. 

The work in the field this past year, in the interests of local 
associations and membership in. the national ization, 
required a large amount of travel on the part ot Mr. William 
Greenleaf, our field secretary. : 

Early in the year he was placed in charge of the effort co- 
ordinate the activities of the various types of local and 
associations with those of the national, a task which in ed a 
large amount of correspondence and direct contact the 
various local organizations. 

His travels have taken him from coast to coast, and, on one 
occasion, he had the pleasure of meeting with the Commercial 
Stationers’ Association, of Toronto, Canada. - 
_ The national organization is in a position to be very helpful 
in promoting local activities, where such associations are or- 
zanized to study ethical standards and improved business meth- 
ods and practices. In this department of the association's 
work, Mr. Greenleaf is rapidly reaching a point where he will 
be prepared, with the co-operation and assistance of our manu- 
facturing members, to furnish educational programs of an 
interesting type. Associations will be requested to prepare 
calendars for meetings, at regular interv for which pro- 
grams can be arranged that will be. both entertaining and in- 
structive. Through these means we hope to revive’ and main- 
tain the keen interest which all dealers should feel in any effort 
that is made for the improvement of local conditions. 

To give this work proper impetus it may be possible the com- 
ing year to hold at some central point a conference of local 
association executives, when an attempt will be made to ar- 
range dates that will not conflict and that will permit of mak- 
ing continuous tours, without having to double on routes, with 
consequent expense and loss of time. 

With more than thirty-five local and regional associations in 
existence, each capable of offering a large audience of sales 
people, it is easy to appreciate the great field which these offer 
for educational service and the dissemination of trade infor- 
mation. A well organized educational service would help the 
local associations to make their meetings productive of a broader 
understanding and a greater knowledge of trade facts. 

A considerable number of manufacturers have indicated their 
present readiness to co-operate actively in this educational 
work, and some others have stated that, while they were not 
at present in a position to serve the local associations along 
the lines indicated, they would expect, in the near future, to 
co-operate in the work. 

I think that Mr. Greenleaf is to be congratulated upon the 
progress that has been made in his department during the past 
year. 

The educational program of the association seems to have 
resolved itself, in the minds of our members, to that particular 
line of work which was undertaken this year under the direc- 
tion of the Committee on the Education of Salesmien, 
which consisted of the publication of a. series of bullet Ag 
a matter of fact, 90% of the work performed by the organiza- 
tion is of an educational character. : 5 

The bulletin service, which was undertaken in res se toa 
resolution passed by the last convention, has been ty fully 
covered in the reports of Mr. D. D. Macdonald, of 
the dealers’ division, and Dr. R. E. Rindfusz, chairman of the 
manufacturers’ division of the Committee on the Education of 
Salesmen. There is very little that can be added, except to 
say that no effort of this character can escape criticism or be 
made immediately successful where it has to depend upon vol- 
untary contributions for its financing, and where our editor 
is dependent for the subject matter of his theses on such ma- 
terial as he can gather from members, 

Criticism we invite. It is not always pleasant to receive it, 
but it is often very helpful. The fact that the bulletins on 
“Paper” failed to appeal to some of those who were born and 
bred to the business, and that the bulletins on “Loose Leaf’ 
sounded puerile to men to whom loose leaf is second nature is 
not strange. It would be just as difficult to interest a professor 
of English or rhetoric in a copy of the first reader, and it must 
be borne in mind that these bulletins are not being edited for 
the benefit of those who have already learned the lesson, but 
for the beginners, whom we are hoping to interest, 

The failure of dealer members to immediately visualize the 
value of .this bulletin service, while a. disappointment to the 
committee, is not at all surprising. Efforts of this character, 
when dependent upon. voluntary-acceptance, are seldom seized 
upon with avidity. I doubt the mre re | of the recommenda- 
tion of Dr. Rindfusz that the educational program be discon- 
tinued until it can be evidenced that 50% of our dealer mem- 
bers have used for the instruction of their salesmen those bul- 
letins already issued. | think the association must decide 
whether or not the plan possesses merit and either continue 
the publication of the bulletins for a reasonable length of time 
or discontinue them altogether. Very few publications start 
off with a 50% subscription. It has to be built up by persistent 


and continued effort. 

The suggestion that the educational bulletins should be 
financed by the association instead of depending upon the vol- 
untary contributions of a single class of its members, I believe 
is a just one. Any association activity, the results of which 
are calculated to be of mutual benefit to both branches of ou. 
organization, should be provided for in the budget or oth 


discontinued. 

It will be recalled that at the convention held in St. Louis 
two years ago the reports of nearly all of the chairmen of 
dealers’ committees expressed the crying need of education for. 
salesmen, and it was to meet this demand that this form of 
education, which appeared to be the only one that could be 
made to reach our widely scattered membership, was adopted. 

The association should now consider very carefully whether 
the continued publication of the educational bulietins should be 
abandoned or be continued until the plan has been given a fair 
trial. 

Before leaving this subject I wish to tender, for the associa- 
tion, an expression of thanks to those manufacturers who have 
contributed to the expense of conducting this work and to the 
trade papers, who have helped in the good cause by giving the 
association free of charge liberal advertising space. 

A new class of membership has been suggested by the pros- 
pective development of the work of Mr. Greenleaf to exploit 
local association activities and as the result of the desire on the 

(Continued on Page 107.) 
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FRANK E. TUPPER, Pres., 
Annual Business Show Co. 


























GENERAL VIEW OF FLOOR PLAN AND GALLERY AT 
NINETEENTH ANNUAL BUSINESS SHOW.—This picture gives 
a small portion only of the mammoth exhibit, and presents some 

JAMES F. TATE, Sec’y, idea of the decorative scheme. The larger exhibits were on the 
Annual Business Show Co. main floor, tut the greater number were on the balcony. 


Nineteenth New York Business 
Show Largest Ever Held 


Number of Exhibitors Larger Than Ever Before and Great 
Record Made In Attendance. Two Floors of 
Grand Central Palace Filled to Limit. 












ODERN business has attained remarkable distinction, yet fully to appreciate it ; N. KIMBALL Mana 

c : . ¢ . aN. aS Fi > sls é ager 
for what it really is one should attend one of these big national business equip- f Contests 

ment expositions where all kinds of office devices, office supplies and office 


machinery are displayed and demonstrated. 

The system of business and its varied activities has been reduced to elements that 
work with remarkable smoothness when properly co-ordinated. The proper relationship 
of the different elements has become simplified to a high degree. It is an often repeated 
statement that the elimination of mechanical office appliances would paralyze industry. 
They speed up routine and reduce cost. They catch mistakes made and prevent most 
mistakes from being made. Profits are gratifying, but saving has the flavor of wisdom 
It is “good business’ to stop the leaks. 

No branch of industry is of more value in the progress of the world commercially 
than the development, manufacture and distribution of modern office equipment. Apart 
from its value as an exposition which informs the business world as to the progress 
made in office economies, the business show has still another function. How often do 
we hear “See you at the business show, Bill!”—and more and more this salutation is 
used among friends in the office equipment industry when business show time comes 
around. Not only has the business show become from year to year THE big exhibition 
event of the year, but it has also come to be looked upon as “the event of the year’ 
where old friends meet and new ones are made. Competitors come together and view 
each other’s machines, exhange ideas and stablish a basis of frindly rgard. “I can’t 
stay away,” was the way a former exhibitor expressed it when seen on the Palace floor 
and that statement gives an intimation of the fascination attached to the representative : HO HUNTER § , 
displays of all kinds of equipment, the rapid whirl of the machinery in operation, the Rg Fl me a S 
flash and glare of the electric lights and the speed of the operators of the various ma- ness Show Company t] 
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chines. It “gets under the hide” and there is always a flock- 
ine back of the old friends from year to year. Appoint- 
ments for the business show are sometimes made a year 
ahead and much that makes life worth while is accomplished 
in these gatherings. 

The Nineteenth National Business Show held the week 
beginning October 23d at Grand Central Palace, New York, 
N. Y., was most unusual in many respects. The exhibition 
itself was the largest ever held and every inch of the space 
available on the two floors of the great exhibition hall was 
sold. The crowd was the largest ever, it being estimated 
that close to 125,000 persons passed through the gates be- 
fore the week closed and a new epoch in the history of the 
Show had been recorded. 

The exhibition hall was most attractively decorated with 
new “property”’—a gray mottled background being worked 
out in a pleasing manner. The signs on the main floor 
were hung on wires suspended from the ceiling, while those 
on the mezzanine were stationary. All was done so as to be 
in complete harmony with the magnificent architecture of 
the great hall, and the impression made by the exposition 
as a whole was pleasing and rather overpowering. “Splen- 
did,” was the word used by many of the visitors to the 
Show. 

The new No. 12 Remington quiet typewriter was here an- 
nounced for the first time. This machine is described else- 
where in this issue. The Monroe Calculating Machine 
showed two sizes of the new Monroe automatic electric 
calculating machine with a capacity of 16 and 20 places re- 
spectively. The electric printing and listing tabulating ma- 
chine and the electric card counter were exhibited by the 
Tabulating Machine Company. The American Multigraph 
Sales Company displayed and demonstrated the new Multi- 
graph press, Junior Multigraph and the Multigraph em- 


bosser. A machine for automatically feeding envelopes in- 
to the typewriter was shown by the American Speed-O- 
Feeder Company. The Bircher Company exhibited their 


postal permit attachment for their Model “P” machine. A 
new stencil cutting machine was exhibited by the Marsh 
Stencil Machine Company. The new Model M.—Permit 
Mail-O-Meter with meter attachment for postage was a 
feature of the Mailometer Company’s booth. A machine for 
engraving names on fountain pens, pencils, etc., and known 
as the Namograph was in constant operation at the Modern 
Inventions Corporation booth. A dry stencil for duplicat- 
ing machines—called the Stenotype—was featured by the 
Kruse Printing Ink Company for the first time. The 
Model O. O. Envelope Sealer with meter attachment for 
postage recently put on the market by the Multipost Com- 
pany attracted considerable attention. The Simplex Costo- 
graph which transposes hours and minutes into dollars and 
cents was prominently displayed by the Simplex Time Re- 
corder Company. A worker’s chair made its initial appear- 
ance at the Roneo Company’s booth. The new “Du-All” 
clip made by the American Clip Company was shown for 
the first time. The Ejectafoil which collates letterhead, 
carbon paper and second sheet in one operation was dem- 
onstrated by the Collating Devices Corporation. The Earl 
Thompson posture chairs were featured for the first time 
by P. Derby & Company. A new check endorser made by 
the Cummins Perforator Company received much attention. 
The Elliott Automatic Projector and a new addressing ma- 
chine handling 3x5 index cards were prominently displayed 
by the Elliott Company. The new accounting machine 
bookkeeping desk manufactured by the Automatic File & 
Index Company of Green Bay, Wisconsin, was displayed 
by the Franklin Filing Supply Company. The Hotchkiss 
Sales Company showed a new model of their machine which 
is non-cloggable. The Alvah Bushnell Company displayed 
for the first time their “Mailgray” mailing containers for 
banks and registered use. Several new loose leaf binders 
were exhibited by the Kalamazoo Loose Leaf Binder Com- 
pany—a new type cleaner was shown by the Instanto Sales 
Corporation—the Ingersoll pencil by the Ingersoll Redi- 
point Pencil Company—a new outline series of state county 
maps by the Educational Exhibition Company—the Presto 
automatic closing inkwell by the Bachrach Specialty Com- 
pany—the new Bates Rotary Index by the Bates Manufac- 
turing Company as well as a new lever numbering machine 
tor irregular numbering. Better Packages, Incorporated, 
displayed two models of the Counterboy Sealer and A. J 
Bradley Manufacturing Company showed Models J. & K. 
of their rotary style stencil cutters. The Todd Protecto- 
graph Company displayed several new model checkwriters 
lor the first time. The Wales Adding Machine Company 
prominently exhibited the Wales Duplex Cashier and the 
Standard Envelope Sealer Manufacturing Company showed 
their Standard Postal Permit printer and sealer. Consid- 





erable attention was attracted by Wagner-Moore, Inc., to 
their new aluminum guides for filing purposes. 

Among the booths notable for their exceptional and com- 
prehensive arrangement of display were: The Noiseless 
Typewriter Company, their display being exceptionally well 
gotten up; the Underwood Typewriter Company with its 
usual attractive arrangement; the Burroughs Adding Ma- 
chine Company; Elliott-Fisher Company; Monroe C culat- 
ing Machine Company; Globe-Wernicke Company; Nation- 
al Cash Register Company; Addressograph Company; 
American Multigraph Sales Company; Dalton Adding Ma- 
chine Company; Ellis Adding Typewriter Company; Rem- 
ington Typewriter Company, and the Wales Rading Ma- 
chine Company. 

The usual special days were followed in this Exposition 
as formerly: Monday, Commercial Students’ Day; Tues- 
day and Thursday, Executive Days; Wednesday, Office 
Managers’ Day, and Friday was set aside for purchasing 
agents. 

George Hossfeld of Paterson, N. J., made a new world’s 
record for speed in typewriting on Monday when the In- 
ternational Typewriter Contest was held, winning the crown 
of world’s champion for the fourth consecutive time. A 
complete story of the typewriting contest will be found in 
these pages. 

The fine outfit of office furniture with which the booth 
of Office Appliances was equipped was supplied through 
the courtesy of J. H. Dotter, Metropolitan manager of the 
Globe-Wernicke Compay, and was not only a credit to the 
company in its fine appearance, but a source of favorable 
comment, convenience and comfort to the many visitors 
to the booth. 

Office Appliances wishes also to express its gratitude for 
the use of the Noiseless typewriter at its booth during the 
week. 

The photographs were taken by the Knickerbocker Photo 
Service, 110 West Fortieth street, New York, N. Y. 


The Typewriter Contests. 


Written for Office Appliances by J. N. Kimball, 
Manager of Contests. 


The story of the International Contest for 1922 can be 
read by simply glancing at the table of results, and hardly 
needs any word of mine. Speaking after the manner of 
men, it was one of the hottest battles that has been fought, 
and was severe both on operators and on machines, 

In checking over the results, each of the four who head 
the list was, at one time or another, believed to have won, 
and then came the usual measurements with scales and 
microscopes, until the final result left Mr. Hossfeld still in 
possession of the Cup. 

It would be almost sacrilege to speak of the work of any 
of the operators in comparison with the others. Mr. Hoes- 
feld, of course, broke the record by one word per minute, 
and Mr. Tangora wrote the enormous gross of 151 words 
per minute for the hour, making practically 12 individual 
strokes during each second of that hour. Miss Friedman 
was a dangerous possibility, with only 47 words gross be- 
hind the winner, while the work of Mr. Oswald was per- 
haps the best of all, judged from a purely mechanical stand- 
point, and every one of his pages could be reproduced as 
perfect mechanical results. Miss Waner and Miss Stoll- 
nitz, as usual, gave evidence of high speed, and Mr. Jarrett 
accomplished all that he expected to accomplish, having en- 
tered more for the purpose of experience than with any 
idea of obtaining the Championship. 

The three Medal Winners of the Amateur Class were 
bunched closely together and for the first time in the his- 
tory of the International the proper relation between the 
half-hour and the hour writers is shown by the figures. 
The Novice Winner, Miss Hilcoff, of New Haven, Con- 
necticut, broke all records made since the introduction of 
the 10-penalty, and equaled the best record made since the 
beginning of these Contests. Miss Hilcoff is also the Cham- 
pion Novice of Connecticut. 

John Birmingham, who won the American Novice at 
Chicago, and also the Parochial Novice, had a run of ex- 
treme ill luck, and omitted 14 words from the copy, pen- 
alizing himself to the extent of 140 words. Mr. Willard, 
of Rochester, New York, stands second, and the entire list 
7 ghd of the study of typewriting teachers all over the 
and. 

(Continued on Page 66f.) 
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Business Show Guest Book. 


The following friends inscribed their names in the 


Guest Book at Office Appliances’ booth during the show: 
C. O. Jackson, P. Derby & Co., New York, N. Y.; R. Kynett 
Penfield, Modern Inventions Corporation, New York, N. Y.;: G. 
. , Burroughs Adding Machine Co., Detroit, Mich.; Maj. 
c. agner, agner Moore Co., New York, N. Y.; J. W. 
Marsh Stencil Machine Co., Belleville, Ill.; C. S. Weeks, 

Alex H. Irvin Co., New York, N. Y.; Tim Thrift, American Mul- 
t ph, Cleveland, Ohio; F. H. Hodgman, P. Derby & Company, 
ew York, N. Y.; Jno. A. Williams, Cronch & Fitzgerald, New 
York, N. Y.; H. J. Snyder, Corona Typewriter Co., Groton, N. 
Y.; F. R. Nichols, Columbia Ribbon & Carbon Mfg. Company, 
New York, N. Y.; C. H. Hunter, A. B. Shaw, New York, N. Y.; 
Ivan Nordgren, Frans Svanstrom & Co., Stockholm, Sweden; 
L. M. Barman, Roneo, Ltd., London, England; Lou H. Warnica, 
Canadian Office Appliance Co., Toronto, Ont.; John F. Soby, 
Wagner-Moore, Inc., New York, N. Y.; J. T. Jemison, The 
Tenacity Mfg. Co., New York, N. Y.; W. R. Wolf, Line-a-time 
Mfg. Co., Rochester, N. Y.; R. Breisacher, American Clip Co., 
New York, N. Y.; F. J. Kline, American Clip Co., Long Tetend 
City, N. Y.; Wm. Wayne, Hutchison Office Specialty Co., New 
York, N. Y.; O. E. Weig, Hedman Mfg. Co., F. E. Check Writer, 
New York, N. Y.; Edwin C. Barnes, Ediphone Company, Bra- 
dentown, Fla.; N. P. Breeding, Monroe Calculating Machine Co., 
Orange, N. J.; R. B. Hays, Monroe Calculating Machine Co., 
New York, N. Y.; George S. Walker, Western Typewriter Supply 
Co., Denver, Colo.; E. F. Cooley, “‘De Luxe Line,’’ New York, 
N. Y.; Harold Merckle, Davids Inks, New York, N. Y.; Arthur 
A. Felistrom, New York, N. Y.; Geo. B. Graff, Graff-Underwood 
Co., Boston, Mass.; H. E. Hawkins, Stationers Loose Leaf Co., 
Milwaukee, Wis.; C. F. Hennecke, Elmhurst, L. L; A. Bushnell, 
Jr., Alvah Bushnell Co., Philadelphia, Pa.; Geo. Austin, Edi- 
yeee Co., Philadelphia, Pa.; S. M. Babson, The Bates Mfg. Co., 
ew York, N. Y.; . A. Tawyane, American Stationer, New 
York, N. Y.; H. E. Frost, Speed Key Mfg. Co., New York, N. Y.; 
R. W. Jolly, Filing, Inc., New York, N. Y.; Wm. A. Krause, 
Compo Sales Co., New York, N. Y.; Nelson C. Durand, Edison 
Co., Orange, N. J.; C. A. Goodrich, Beck Duplicator Co., New 
York, N. Y.; F. C. Dinsmore, Corona, New York, N. Y.; Otto 
Petermann, Corona, Groton, N. Y.; Harold Mc’d. Brown, Cor- 
ona, Groton, N. Y.; W. P. Keene, New York, N. Y.; Geo. C. 
Chase, Monroe Calculating Machine Co., So. Orange, N. J.; 
Frank Dorian, New York, N. Y.; Albert Isaacs, Beck Duplicator 
Co., New York, N. Y.; E. B. Dillstron, Oxford Filing Supply Co., 
New York, N. Y.; Seymour Conover, The Bump Co., New 
York, N. Y.; Mrs. George Patterson, Mrs. Susan Laughlin, New 
York, N. Y.; A. S. Landsberg, Hamilton Card & Paper House, 
New York, N. Y.; Florence Solomon, Hamilton Card & Paper 
House, New York, N. Y.; Ernest Dalton, Union Ribbon & Car- 
bon, Philadelphia, Pa.; D. H. Newhall, U. S. Rubber Co., New 
York, N. Y.; R. C. Macke, Sam’l C. Tatum Co., New York, 


iy. es - ae G. Tehan, Andrew Geyer, Inc., New York, . = 
W. H. Hasbouck, Jr., Andrew Geyer, Inc., New York, N. Y.; 


Ellis Banov, The Clarotype Co., New York, N. Y.; K. D. McRae, 
General Supply Co., Washington, D. C.; P. G. Underwood, Graff- 
Underwood Co., Boston, Mass.; F. A. Burnham, Jr., F. A. Burn- 
ham, Jr., New York, N. Y.; A. F. Greenwaldt, Johnson Book 
Store, Springfield, Mass.; J. E. Harris, Remington Typewriter 
Co., Wilmington, Del.; Harry A. Cochrane, New York, N. Y.; 
Fred Pogue, Wm. I. Beckert, Corona oe Co.; Geo. B. 
Wray, Quigley Desks, Whitesboro, N. ; C. D. Worthington, 
Addressograph Co., Chicago, Ill.; Geo. B. Samuel, Corona Type- 
writer Co., Brooklyn, N. Y.; F. W. Snyder, Corona Typewriter 
Co., Groton, N. ¥Y.; Emma A. Conklin, Lynbrook, L. I.; J. . 
Blizard, National Fiberstok Co., Philadelphia, Pa.; Robert D. 


THE EXHIBITS 


ACCOUNTING DEVICES COMPANY, 564 W. Monroe street, 
Chicago, Ill. (See Adams, Grosbeck Co.) 

ACE PRESS, 100 Nassau street, New York, N. Y.—Here was 
shown an interesting line of special business mimeographing, 
demonstrating what can be done with care and artistic ideas. 
Miss L. E. Houser was in charge. 

ACME CARD SYSTEM COMPANY, 342 Madison avenue, 
New York, N. Y.—The latest methods of visualizing office rec- 
ords, including cabinets for cards ranging in size from five 
inches in width to thirteen inches, telephone lists, indexes to 
ledger and other records, card books and a large assortment of 
forms indicative of the universal applicability of visible equip- 
ment, were included in this exhibit. 

This booth was in charge of C. A. Blistain and H. M. Bremer, 
assisted by B. F. Collins, W. Cookman, Wm. J. Fleming, Wm. 
H. Foley, Jeanette Jaffy, H. T. Pratt and I. R. Williams. 

ADAMS-GROESBECK COMPANY, 1 Platt street, New York, 
N. Y¥.—The Adco binder products in more than fifty styles 
were exhibited, especially featuring the Visible record systems 
binder. In connection with this ‘“‘Adco”’ ‘“‘A” ledger and “Vif’’ 
machine bookkeeping binder were also shown. Typocount 
paper, one of the features of the exhibit, is a specialized paper, 
produced solely for use in connection with modern methods of 
bookkeeping. 

P. A. Mirabella was in charge, assisted by H. O. Allen, Frank 
L. Drew, Joseph F. Hanly and Herbert Thorpe. William Burton 
Wilson was in charge of the visible record department. 

ADAMS, HENRY T., MANUFACTURING COMPANY, 
cago, Ill.—(See William H. Bassinger.) 

ADDRESSOGRAPH COMPANY, Chicago, Ill., and 740 Broad- 
way, New York, N. Y.—Here was exhibited a full line of Ad- 
dressograph addressing machines, with demonstrations of the 
uses of the Addressograph and the Addressograph record card 
plate in the rapid handling of large mailing lists. Many useful 
suggestions were explained, which help the user to save money 
in the keeping of card records. The use of the machine and 


Chi- 


the system devised by the company is of great value in ad- 
dressing of every description and as a means of identifying 
machinery, shrubs, cream cans, etc., by embossed metal tags. 
Several Graphotypes for embossing names on the address plates 
were in active operation and attracted considerable attention 


Sainberg. Sainberg & Co., New York, N. Y.; Alfred Larson, 
New York, N. Y.; Wm. H. Rice, Peerless Carbon & Ribbon Co., 
Solo Stamp Pad, New York, N. Y.; W. E. Button, Wholesale 
Typewriter Co., New York, N. Y.; C. R. Keeran, Realite Pencil 
Co., Chicago, Ill.; Dave E. Bloch, Peck Adv. Agency, New 
York, N. Y.; J. E. Neary, Geyer’s Stationer, New York, N. Y.; 
L. H. Tavernier, Fulton Specialty Company, Elizabeth, N. J.; 
Evelyn D. Stock, Noiseless Typewriter Co., New York, N. Y.; 
Frances Wade, New York, N. Y.; G. F. Yancey, Oradell, N. J.; 
N. Ericson, Ridgefield Park, N. J.; W. C. Gookin, Elliott-Fisher 
Co., New York, N. Y.; Harry D. Taylor, Acco, New York, N. Y.; 
Philip Hano, Hano-Weinkrantz Co., New York, N. Y.; James 
F. Tate, A. B. S. Co., New York, N. Y.; Daniel Adams, Jr., 
Adams Groesbeck Co., New York, N. Y.; D. P. Cruikshank, 
Montclair, N. J.; C. M. Goble, Cleveland, Ohio; M. F. Jacques, 
W. D. Campbell Co., Washington, D. C.; W. W. Taylor, New 
York, N. Y.; W. H. Leedom, Keystone Envelope Co., New York, 
N. Y.; W. W. Ramer, Typewriter F. S. Corp., New York, N. Y.; 
Charles J. Watson, Peerless Key Co., New York, N. Y.; C. E. 
Sheppard, C. E. Sheppard Co., Long Island City, N. Y.; L. K. 
Honeywell, Wales Adding Machine Co., Wilkes-Barre, Pa.; 
Ernest Wallace, San Francisco, Cal.; Mrs. Ernest Wallace, San 
Francisco, Cal.; W. H. Beardsley, New York, N. Y.; Blanche 
S. Beardsley, New York, N. Y.; Ed. Harralson, Harralson Coin 
Counting Machine, New York, N. Y.; W. E. Condon, Condon & 
Co., New York, N. Y.; M. R. Landes, Polar Mfg. Co., Phila- 
delphia, Pa.; I. S. Brown, New York, N. Y.; E. D. Dorsey, 
Office Device Co., Philadelphia, Pa.; Ted Cough, Conover, Gro- 
ton, N. Y.; Louis E. Simpson, Pacific Stationer, San Francisco, 
Cal.; Louis Stock, Line-A-Time Mfg. Co., New York, N. Y.; 
W. H. Dayton, Robinson Bros. & Co., New York, N. Y.; C. R. 
Robinson, Robinson Bros. & Co., New York, N. Y.; J. H. Dun- 
can, Addressograph Co., Chicago, Ill.; Geo. P. Wigginton, Kala- 


mazoo L. Binder Co., Kalamazoo, Mich.; C. D. MacGregor, 
Burroughs Adding Machine Co., Detroit, Mich.; H. J. Williams, 
Ryan & Williams, Buffalo, N. Y.; John M. Dotter, Globe- 


Wernicke Co., New York, N. Y.; A. R. Hager, Business Equip- 
ment Corporation, Shanghai, China; E, J. Wood, Invictor 
Writer, Inc., London, England; Louis H. Mory, The Arlington 
Co., Canton, Ohio; Wm. S. Donnelley, Modern Stationer, 
New York. N. Y.; Albert B. Abrams, Modern Stationer, New 
York, N. Y.; A. J. Pfaff, Jos. Dixon Crucible Co., New York, 
N. Y.; Sam. B. White, Providence Machine Tool Co., Provi- 
dence, R. I.; W. H. Alexander, Ideal Stencil Machine Co., New 
York, N. Y.; Chas. Stanton, Crown Ribbon & Carbon Co., 
Rochester, N. Y.;: B. H. Brown, Brown Rebuilt Typewriters, 
New York, N. Y.; R. Birchett, Brown Rebuilt Typewriters, 
New York, N. Y.: L. H. Barkerding, Park Ridge, N. J.; Harold 
Guy, Mittag & Volger, Park Ridge, N. J.; C. A. Slingerland, 
Remington, West New York, N. J.; Jim Sheehan, Office Ap- 
pliance Co., Providence, R. I.; W. F. Schweiger, Multipost Co., 
Rochester, N. Y.; Harry W. Lynn, Esterbrook Pen Co., New 
York, N. Y.; Ellwood Kenney, Esterbrook Pen Co., New York, 
N. Y.: J. Linchitz, The Jessal Co., Brooklyn, N. Y.; Wm. L. 
Kamps, Kamps-Housel Co., Rochester, N. Y.; Chas. A. Lent, 
Brown, Lent & Pett, New York, N. Y.; C. Hersey Lent, Brown, 
Lent & Pett, New York, N. Y.; F. E. Farland, Office Appliance 


Co., Providence, R. I.; J. S. Sprott, The General Fireproofing 
Co., Youngstown, Ohio; A. B. Holmes, Columbia Ribbon Co., 
New York, N. Y.: D. M. Alkire, Woodstock Typewriter Co., 

lll.; L. S. Wilson, Royal Typewriter Co., New York, 


Chicago, 
N. Y¥.; Nelson White, Peters-Morse, 
Fried, Peters-Morse, Ithaca, N. Y.; C. G. 
Self-Closing Inkstand Co., New York, N. 
New York, N. Y 


Ithaca, N. Y.; Jerome A. 
Tollefsen, Sengbusch 
zo; & A. Tree, 


DESCRIBED. 


E. J. Ferris, manager of the New York office, was in charge, 
assisted by the following New York Addressograph representa- 
tives, each of whom is a specialist in some particular branch: 
W. Ho. Ball, G. Biesinger, E. Bloomer, W. L. Buckman, R. E. 
Connelly, P. W. Connor, W. F. Darby, T. C. V. de Berno, R. 
Gelston, E. C. Hawkinson, A. W. Darby, A. F. Knauer, F. C 
Lenks, K. MacGregor, J. Mendenhall, I. A. Pinchbeck and A. E. 
Yaccarine. 

ADMINISTRATION, 20 Vesey street, New York, N. 
Ronald Press.) 

AMBERG FILE & 


Y.—(See 


INDEX COMPANY, Chicago, Ill, and 79 


Duane street, New York, N. Y.—Featured a display showing 
actual filing plans installed in both large and small office 
organizations, materials used, including guides and folders of 


various grades and sizes, together with samples of out cards, 
gummed pasters, filing boards, filing stools, transfer cases, 
ruled cards and miscellaneous items used in the operation of an 
efficient filing department. A full line of filing cabinets, both 
wood and steel, showing various sizes and finishes, as well as 
transfer cases, were also exhibited. 

This exhibit was in charge of A. J. Boudreau, district sales 
manager, assisted by P. C. Amberg, eastern division manager; 
Miss A. E. Patton, New York City service supervisor; Miss B. 
L. Hartman, assistant New York City supervisor; F. J. Don- 
nelly, R. L. Bache, C. M. Tompkins, L. W. Darby, C. H. 
Kulberg, New York City sales representatives. 

AMERICAN CLIP COMPANY, Beebe avenue and William 
street, Long Island City. N. Y.—Exhibited a complete line of 
Acco paper holding devices, including “‘Ezeon,”’ “Fay” and 
“Wing’ clips, and the Acco clamp recently introduced on the 
market and described at the time in Office Appliances. Also 
exhibited was the Acco fastener for binding any number, size 
and kind of papers; Acco, folders, incorporating the Acco 
fastener; the Acco file recently announced; Acco Steno book- 
holder; Acco book-binder. The new Du-All clip was announced 
for the first time. This may be used with any backing. Two 
wires extend on the back with two shoulders at the point of 
piercing, the clip proper being a humped device, capable of 
hdiding a considerable number of sheets without lessening the 
spring tension or the ability to hold one sheet alone. The 
feature of the display was the demonstration of the Acco sys- 
tem, wherein the use of the folders and fasteners in the filing 
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drawer was demonstrated. Two file drawers were shown with 
glass in the side. The same number of papers were in each 
drawer, the one having Acco folders taking one-third the 
space of the other. 

Gerard White and C. R. Senior, sales manager, were in 
charge, assisted by Joseph C. Strauss, Donald W. Kenneth and 
Harry D. Snyder. F. J. Kline, president of the company, was 
in attendance during the week. 

THE AMERICAN MULTIGRAPH SALES COMPANY, Cleve- 
land, O., and 20 Vesey street, New York, N. Y.—At the Multi- 
graph booth were displayed their well known line of standard 
machines, together with the new Junior Multigraph shown for 
the first time at the business show, having been put on the 
market early in the year. Also the first public showing of 
the Multigraph Press, the company’s answer to the urgent de- 
mand of their users who have established printing depart- 
ments, and were calling for a press in which flat electrotypes 
and standard type, ete., could be used The Multigraph Press 
was in constant operation at the show and created interest, 
not only among the public, but also the printing fraternity. 
The new Multigraph Embosser was also shown, the product of 
which is an embossed strip of metal which is mounted on a 
flexible blanket, and which, in turn, may be clamped on any 
standard Multigraph as the type medium. This offers the user 
a rapid method of composing heretofore not available. The 
company also showed a Multigraph Hand Addresser, which 
utilizes the product of the Embossing Machine on its plates. 

H. C. Osborn, president; W. C. Dunlap, vice-president, in 
charge of sales: Tim Thrift, advertising manager, and W. R. 
Allen, W. T. Hagelin, C. Chisholm, W. Demming, P. M. Col- 
quhoun and E. Ulhir, home office representatives, all attended 
and lent their best efforts to making the Multigraph exhibit 
interesting and attractive. 

Harry S. Sanders, division manager of the New York office, 
was in charge of the show and was assisted by his entire staff 
of New York salesmen 

AMERICAN PENMAN MAGAZINE, 30 Irving place, New 
York, N. 7 “ae Ye * Palmer Company. ) 

AMERIC: SPEED-O-FE EDE R COMPANY, 118 St. Clair 
avenue, nN *., Cleveland, automatically 
feeding envelopes in the Woodstock, Noiseless, Remington, L. 
Cc. Smith, Royal and Underwood typewriters for addressing pur- 
poses were shown in operation. Different styles, types and 
sizes of standard envelopes were used in these demonstrations. 

This exhibit was in charge of Ira J. Dodge, field manager; 
H. M. Guest, New York division manager, and R. C. Bradley 
Philadelphia manager. W. C. Clark, president of the company, 
was also in attendance. 

ANNUAL BUSINESS SHOW COMPANY, 50 Church street, 
New York, N. Y.—This was an information booth where ques- 
tions are answered to the best of the ability of those in charge. 

A. P. W. PAPER COMPANY, 1271 Broadway, Albany, N. 
Y.—The Onliwon paper towels manufactured by this company 
in two different sizes, together with the automatic cabinet 
which delivers the towels to the user were displayed, as well 
as the two different grades of toilet paper manufactured E. 
W. Vine of the New York office was in charge, assisted by 
L. E. Reinemann, George Reinemann and Francis Hurd F: A. 
Gilroy from the Albany home office was present during the 
week. 

AUTOGRAPHIC R EGISTE R COMPANY, Tenth and. Clinton 
streets, Hoboken, was displayed a complete lne 
of this company’s manifoldins devices, the feature of which was 
the new No. 7 model ‘“‘Shoupaligner,”’ embodying all individual 
advantages of previous models. The new “Duplex Systemizer”’ 
was also shown This device is operated in conjunction with 
a flat bed typewriter. 

W. A. McDermid, general salés manager, was in charge, as- 
sisted by members of the metropolitan, Brooklyn and New 
Jersey district offices. 

AUTOMATIC FILE & INDEX ae Green Bay, Wis. 

(See Franklin Filing Supply Company.) 

—s SON STATISTICAL ORGANIZATION, 165 Broadway, 
New York, N. Y (See Porter & Whittemore.) 

BACHRACH SPECIALTY COMPANY, 2275 Third avenue, 
New York, N. Y Here were seen various styles of ‘“‘Presto”’ 
inkstands—the automatic closing feature being particularly ex- 
plained. These inkstands are made up in several styles, double 
with pen racks, as well as a new No. 1 Model, three inches 
square which fits in either a wooden or glass base. This booth 
was in charge of William and Joseph Bachrach. 

ARNES & BROS., EDWIN C., 412 Broadway, New York, 
N. Y¥.—(See Thomas A. Edison, Inc.) 

BASSINGER, WILLIAM H., 377 Broadway, New York, N. Y. 

Here were seen the Robinson Manufacturing Company's line 
of Robinson Reminders and Readipads, and the Henry T. 
Adams Manufacturing Company’s line of Ideal rings, post 
binders, bound in pressboard and duck, semi-loose leaf note 
books, ring note books, blotter pads, desk reminders, telephone 
registers and in-and-out clocks. 

This exhibit was in charge of William H. Bassinger. A. D. 
Robinson, president of the Robinson Manufacturing Company, 
was also present. 

THE BATES MANUFACTURING COMPANY, 50 Church 
street, New York, N. Y.—Here was seen nutomatic numbering 
machines in both the three and seven movement types, also 
the new lever machine which was awarded the exclusive gov- 
ernment post office contract. This machine was prepared es- 
pecially for the hard usage of the post office department, and 
is now being announced to the trade by the Bates Company. 
Another item of interest was the Bates Rotary telephone in- 
dex, a new product. This machine was shown in several 
finishes. 

S. M. Babson, vice-president, was in charge, assisted by Irv- 
ing B. Gowen, Charles Linn, Edward J. H. Spranger and Ivan 
seckett. C. S. A. Williams, president, attended the show. 

THE BECK DUPLICATOR COMPANY, 476 Broadway 
Showed the Speedograph, a self-feeding duplicator, which is 
especially interesting because of the automatic paper feeding 
device, by means of which the sheets are placed upon the copy- 
ing surface one by one with exact registration. Another im- 
portant feature of the Speedograph is the simplified impression 
roller which smooths over the copy, making for ease of opera- 
tion. Several improvements have been made on the new 
model 8S, which contribute even more to its efficiency. One 
improvement is the card feeding attachment designed especially 
for the use of record cards and postal cards. Another new 











Page 66e OFFICE APPLIANCES For November, 1922. 








feature is the special guide for use in connection with order 
and invoice systems. 

Albert Isaacs, president, was in charge, assisted by F. F. 
Fecher, C. A. Goodrich and others. 

BELL & COMPANY, ARTHUR R., 101 Maiden Lane, New 
York, N. Y¥.—The Bell Practical magazine binder in 46 sizes 
was here on exhibit. No punching nor mutilation nor any 
keys nor fasteners are needed by this binder. The All-in-One 
clasp, capable of holding an inch thickness of papers and which 
may be used as an advertising medium by the imprinting of 
the company name—was also displayed. The new lo 
adding machine, retailing for $1.25 and which has the capacity 
of carrying over the number to the next column, and the Prac- 
tical blotting paper with hard surface were exhibited as well. 
Aa R. Bell was in charge of the booth, assisted by H. 

Ouy 

BETTER PACKAGES, INC., 8 Beach street, New York, N. 
Y.—Here were shown two new machines which have just been 
put on the market. One of them is the package sealer for seal- 
ing up packages in retail stores, factories and wholesale houses. 
This device is known as the “‘Counterboy” package sealer. It 
feeds, moistens and cuts off strips of package sealing tape with- 
out the operator having to touch the tape during the process, 

The other is known as the “‘Counterboy” carton sealer. This 
is for shipping room use and handles heavy shipping a os rd 
sealing tape_up to three inches wide. It also feeds, moistens 
and cuts long strips of carton tape without the operator touch- 
ing the tape during the process. It is said to make the tape 
stick a great deal faster and gives much safer shipping con- 
tainers. One of the features of both these machines the 
moistening of the tape by its passing over a patented Rubber- 
set brush—a self-adjusting pressure plate insuring the right 
amount of moisture. 

Frank Goodwin was in charge of this exhibit, assisted by H. 
H. Geer and F. A. Goodwin. T. H. K. Krueger, president, was 
present during the week. 

_BIRCHER COMPANY, INC., 73 Exchange street, Rochester, 

. ¥.—Shown here were the Model P Lightning mailing ma- 
chine, for sealing and affixing postage and counting of mail in 
one operation; Lightning letter opener, both motor driven and 
hand operated; Lightning sealing machines, both motor and 
hand operated models; Model P mailing machine with recently 
prefected attachment, which handles permit mail or fixed post- 
age mail as desired. 

This exhibit was in charge of R. U. Reed of Rochester, and 
R. J. Ludiow, Jr., and J. F. Weller of the New York office. 
E. E. Olney of the Minneapolis office was present. 

A. J. BRADLEY MANUFACTURING COMPANY, St. Louis, 
Mo., and New York, N. Y.—Here was displayed the Br; 
stencil machine in six models, four rotary and two long, as 
well as stencil ink and paper. 

Two new models—Model J and Model K—three-quarter inch 
and one-half inch letter, respectively—were shown for the 
first time. 

A. J. Bradley was in charge, assisted by F. C. Gaffe, J. P. 
Anderson and G. J. Terrio. 

BRANDT MANU FACTURING COMPANY, Watertown, Wis., 
and 150 Nassau street, New York, N. Y¥.—Here were shown 
change making machines, bank equipment and payroll ma- 
chines, including the model No. 70, banks and payroll, No. 64, 
payrolls, No. 65, restaurants, No. 67, hotels, No. 61, retaii busi- 
nesses, No. 60, eee and payroll; Ne. 101, bill drawer with 
chute and the Universo machine. Another was the cash cab- 
inet equipment with the change maker and the bill drawer, a 
roll top over the change maker locking the drawer as well 
when closed. 

R. L. Ehman was in charge, assisted by J. E. Fannin ‘= EB. 
Jones, J. T. Crossin, W. E. Griffiths, Cc. R. Acker, J. Gran- 
ada, R. L Ridley, I. L. Brady, E. P. Lundberg, W. E. Grinnell 
and H. E. Hame 

BREWER & COMPANY, H. K., 43 Exchange place, New 
York, N. Y.—A complete line of Christmas greeting cards, both 
business and social; Eversharp pencils in all styles and de- 
signs, Wahl fountain pens, as well as a complete line of Irv- 
ing-Pitt loose leaf binders, featuring the machine bookkeeping 
line, were all on exhibit at this booth. R. J. W. Huff was in 
charge. 

BURROUGHS ADDING MACHINE COMPANY, Detroit, 
Mich., and 217 Broadway, New York, N. Y.—The exhibit this 
year was divided into three sections, adding machine, book- 
keeping machine, calculators and Moon- Honkten billing ma- 
chine. Adding and listing machines from six bank to the 
seventeen column accounting machine were exhibited and the 
Burroughs Moon-Hopkins billing machines in two models, the 
Burroughs Moon-Hopkins adding machine and oe Burroughs 
Moon-Hopkins transit machine were on displa Particular 
stress was placed on the “Burroughs Simp ified Accounting 
Plan.”’ 

This exhibit was in charge of F. S. Wheeler, district man- 
ager of the New York office, assisted by T. J. Driscoll and 
Donald Austin, and other New York representatives. President 
Standish Backus and General Sales Manager L. V. Britt, as 
well as quite a number of the Burroughs executives from 
Detroit were present during the week. 

BUSHNELL COMPANY, ALVAH, Philadelphia, Pa., and 3 
Park Row, New York, . Y¥.—‘‘Paperoid’’ mailing and filing 
containers were displayed. Special attention was given to the 
“Vertex” file pocket which expands as the papers increase. 
The largest filing pocket in the world made in “Vertex” style 
was also seen. “Mailgray’’ mailing containers for banks and 
registered use generally were shown for the first time. These 
containers are made of an entirely new material especially 
adapted for mail use and light gray in color. 

H. Cc. Landon, New York branch manager, was in charge, 
assisted by Alvah F. Bushnell and Frank Lawrence.. Arthur N. 
Bushnell, Jr., sales manager, was also in attendance, 

BUSINESS INSURANCE ASSOCIATES, 137 Broadway, New 
York, N. Y.—(See H. E. Morrow.) 

BUSINESS MAGAZINE, Detroit, Mich., and 217 Broadway. 
New York, N. Y.—This was an exhibit of magazines published 
by the Burroughs Adding Machine Company. The exhibit con- 
sisted of a large sign on the back wali, featuring a two color 
facsimile of the covers of the October issue of “Business”’ 
and “‘The Burroughs Clearing House’ with a display of gen- 
eral statements regarding the manner in which they blanket 
the business and bank fields. The si had two wings extend- 
ing on either side to the rails of the booth. Each of these 

(Continued on page 66g.) 
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W. F. OSWALD, Most 
Accurate of Contestants, who 
took fourth place in profes- 
sional class. 





¥ 





BESSIE FRIEDMAN. Win 
ner of Second place in Pro- 
fessional Class. 





GEORGE HOSSFELD, Winner, Professional Class. 


(Continued from page 66-c.) 

The Novice list this year is peculiar in the fact that it 
contains the names of Miss Hilcoff, Connecticut Champion, 
Miss Cohen, California Champion, Miss Cannon, Champion 
of the tri-states of Pennsylvania, New Jersey, and Dela- 
ware. 

An endeavor will be made in future to bring to the Inter- 
national Contest the Novice Champions of different states, 
which will add to the interest of the Contest and also to 
that of the individual State Contests held during the year. 

Next year will mark the Twentieth Anniversary of the 
Business Show, and we are going to put on something in 


the way of a Contest that will surpass anything of the kind 
heretofore held. 

NOTE: If the reader will glance at the tables of re 
sults which follow he will oheerve several quite interes bea 
points. The greatest number of words was written by 
Mr. Tangora. In the gross number of words written Miss 
Waner came second, Mr. Hossfeld third and Bessie Fried 
man fourth. Mr. Hossfeld’s speed combined with his dead 
ly accuracy won him the championship this year as it did 
last. The whole list has advanced in its entire performance 
and the crown of the champion is only to be held by the 
hardest kind of work. ’ 


OFFICIAL RECORDS. 
World’s Championship Typewriter Contest, Grand Central Pal- 
ace, New York City, October 23, 1922. 
Professional Class—One Hour. 


Words 
Net Per 
Machine. Gross. Errors. Pen. Words. Minute 
Underwood—Geo. L. Hossfeld..8857 20 200 8§=8657 144 
Underwood—Bessie Friedman. .8810 29 290 8520 142 
Underwood—Albert Tangora ..9095 33 630 8465 141 
Underwood—William F. Oswald.8603 15 150 8453 141 
Remington—Marion C. Waner. .8865 57 570 8295 138 
Remington—Hortense Stollnitz.8498 43 430 8068 134 
Underwood—Fred Jarrett ...... 7601 54 540 7061 118 
Amateur Class—30 nutes. 

Underwood—George W. Gaskill.4301 200 4101 137 
Underwood—Minnie Regelm’r .4232 3 190 4042 135 
Underwood—Barney Stapert ..4281 35 350 3931 131 
Remington—Elsie Keller ......4363 51 510 3853 128 
Underwood-—Arthur Neuenhaus.4135 42 420 3715 124 
Underwood—G. C. Kingsbury .4035 35 350 3685 123 
Underwood—Josephine Pitisan.3765 11 110 3655 122 
Underwood—Winifred Martin .3407 39 390 3017 101 
Underwood—Corinne B. Doyle.3358 36 360 2998 100 
Underwood—Olga Elkouri ....3083 ll 110 2973 99 


MARION WANER, 
one of the speediest 
operators in the 
Professional Class. 





Words 
Net Per 
Machine Gross. Errors. Pen. Words. Minute 
Underwood—Irma Wright .....3633 78 780 2853 95 
Underwood—Doris Liftchild ..3016 22 220 2796 93 
Underwood—M. B. Worcester. .3308 56 560 2748 92 
Underwood—Florence Reeve ..2911 33 330 2581 86 
Underwood—Elsie G. Cutmore.2879 178 1780 1099 37 
Novice Class—15 Minutes. 
Underwood—Ida Hilcoff ...... 1770 13 130 1640 109 
Underwood—K. R. Willard....1623 i2 120 1503 100 
Underwood—J. Birmingham. ..1807 32 320 1487 99 
Underwood—Elizabeth Cannon.1539 13 130 1409 94 
Remington—E. M. Roberts... .1486 12 120 1366 91 
Underwood—Hattie Cohen 1449 9 90 1359 91 
Underwood—C. McDermott -1717 42 $20 1297 86 
Underwood—Velma Burris ...1433 14 140 1293 86 
Underwood—Blanche Werking.1357 17 170 1187 79 
Remington—Elvera Chaltain ..1301 39 390 911 61 
Winner One-Minute Championship. 

Underwood—George L. Hossfeld 160 160 160 
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STOLLNITZ, 
whose records 
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(Continued from page 66e.) F. R. Nichols, sales manager, was in charge, assisted by A. 
bore an outline map of the United States, showing the circula- T. Fraser and J. A. Heckle A. B. Holmes, general manager; 
tion in each state H. W. A. Dixon and L. M. Dixon were present during the 

Harold High, business manager, was in charge, assisted by week 
A. H. Loucks, eastern representative; C. D. MacGregor central COLYTT LABORATORIES, 565 West Washington bivd., 


states representative; Lucian Kellogg, editor; Arthur H Lit- Chicago, lll, and 111 West Forty-second street, New York, é 
tle, assistant editor of Business Magazine. and George B. Y.—The Whispering Mouthpiece which it is claimed intensifies 
Sharpe, general advertising manager of the Burroughs Adding the voice so that it is possible to speak in a low tone over 


Machine Company, came on from Detroit to be at the show. the telephone and yet be heard by the listener at the other end 
BUSINESS WOMAN MAGAZINE, 33 West Forty-second of the wire, and the Handy Hanger for the telephone directory 
street, New York, N. Y.—Shown for the first time was a were both on display 
magazine consisting . articles, reg and items of B. M. Blum was in charge, assisted by Mrs. J. Blumberg. 
fashion which are particularly interesting to business women. ates nella rene marrage <PNCY 
This magazine is designed particularly for the girl who earns a OMMER( E ADVERTISING AGENCY, INC., 1819 Seater 
her livelihood in the business office and from time to time dif- New York, N. Y.—A collection of all the official journals pub- 
ferent articles will be published, telling of the successes made [lished by chambers of commerce throughout the United States 
hy women in the field of business. The October and Novem- was exhibited. The aim of this exhibit was to demonstrate a 
ber issues were on display. Cecile Preston, editor and pub- medium whose circulation is concentrated on business men, 
: ae , assuring the advertisers seeking this field of practically no 


lisher, was in charge of the exhibit. win + ama Ss 
COLLATING DEVICES CORPORATION, 1086 Willoughby a wicnsaien tae +. ofa aa 

avenue, Brooklyn, N. Y.—The Ejectafoil in legal and regular _ 5: Einstein was in charge of this exhibit, assisted by Messrs. 

letter size and for one or two carbon copies was exhibited. Rhodes, Lyons, Farber, Guest, Cleveland and Hoffman. 

The paper and carbon with copy sheets are stored in their COMMERCIAL NEWSPAPER COMPANY, 38 Park Row, 

proper compartments in the machine and by a manipulation New York, N. Y¥Y.—The New York Commercial was on display 





N TYPEW 
REMINGTON NEW MODEL 12 


REMINGTO 





et Typewriter 











THREE IMPORTANT BOOTHS AT BUSINESS SHOW.—Top picture, Remington Typewriter Company; lower left, Addresso- 
graph Company; lower right, American Multigraph Sales Company. 


of a small lever the letter paper and carbon and necessary at this booth, as well as its publications, the Standard Blue 


copy sheets are ejected together and in order ready for imme- 300k of Foreign Trade and the Manual of Statistics. 
diate use. Miss S. Gray was in charge 
EK. Marcuson, the inventor of this device, was in charge of COMPUTING SCALE COMPANY. 50 Broad street. New 
the exhibit, assisted by Wilson E. Tipple and George W. Plitt. york, N. ¥.—Exhibited here were scales manufactured by this 
. iL. “a nee,, SUCHEN of the company, was in attendance company showing the cost of each article placed on the balance, 
THE COLLIER COMPANY. Bristol. Conn —e as well as giving the weight. Parcel post scales were also on 
; sLIER MPANY, Bristol, onn., an licker- lignlay. as wt ae me , nes e 
bocker building, New York, N. Y.—The “Steelgrip,’’ said to ag, mL Rag Rep Manda Rt oe eee cies assisted by S. 
be the only rustless paper clip on the market, was shown here. H. Apgar io j : 
It is also used as : ‘ket lock to hold papers to the inside poe eas ie : : . 
eaak cadat am the wie ak ae aaeetae ae Go ee ee COMPUTING-TABULATING & RECORDING COMPANY, 50 
I t, on the windshield of an automobile, on a golf bag . 2 pee oe he 
for the score card, etc Broad street, New York, N. Y.—William McLardy had charge 
This booth was in charge of H. E. Denegar, sales manager, of the complete C-T-R exhibit, which consisted of the Tabulat- 


ing Machine Company, International Time Recording Company 
and Computing Scale Company. 

THE CORONA TYPEWRITER COMPANY, Groton, N. Y., 
and 129 West Forty-second street, New York, N. Y.—The 
Corona portable typewriter, weighing a little over six pounds; 


with C. W. Crum and Miss M. E. Hatfield as assistants 
Lester Collier, president of the company, visited the show. 
COLLIER & SON DISTRIBUTION CORPORATION, P. F., 

244 Fifth avenue, New York, N. Y., displayed various books, 

including the Harvard Classics, Five Foot Shelf of Books, New 


Encyclopedia in eleven volumes, Lodge History of the Nations, various styles of carrying cases, which include traveling s 
Business Books, Business Man’s Commercial Law Books, The with space especially arranged for the machine collapsible 
stands, were shown An attractive exhibit greeted the visi- 


World’s War History and world’s great events. : - 
B. F. Brady was in charge of this exhibit. tor to this booth. Radiating from the center where an elec- 
COLUMBIA RIBBON & CARBON MANUFACTURING COM- trical sign, “The New Model,” was placed, were four arrows 

PANY, 69 Wooster street. New York. N. Y.—An interesting Pointing to the four paramount points of the Corona, wide 
exhibit of typewriter ribbons and carbon papers attracted the carriage, automatic ribbon reverse, carriage return lever and 
visitor’s eye at this booth. Using various colored combina- line spacer combined, and shift on both sides. An exercisin 
tions of typewriter ribbons, a large bull’s eye was arranged, machine, which is used in the factory was on display as well. 
eight large spools being set off by a silk background, with one An exhibit of the evolution of the old standard portable type- 
enormous spool of ribbon cloth, colorfully made up in the cen- writer was particularly interesting. 

ter. Another display of the boxes of the leading brands of the Laird C. Dinsmore, manager of the New York Office, was 

two products manufactured by this company also attracted in charge, assisted by T. D. DeWitt, assistant manager, and 

considerable attention. members of the sales force L. J. Conger, president; é. 








Brown, general manager; Harold McD. Brown, publicity man- 
ager; William I. Beckert, eastern division manager; H. J. 
Snyder, assistant sales manager; P. S. Brown, works man- 
ager; R. Bastow. export manager, and Charles Smith, traveling 
service manager, were present from the Groton home office. 

COXHEAD, RALPH C., Woolworth building, New York, N. 
Y.—Six different models of the Mercedes calculating machine 
were shown, including not only hand operated machines with 
or without keyboard, but showing also the application of the 
Triplex machine. There was also on display the model No, 8 
Mercedes automatic electric calculating machine, which is said 
to be the only full automatic calculating machine in existence, 
which will both multiply and divide, by merely setting the 
figures to be computed. 

Ralph C. Coxhead was in charge of this exhibit, assisted by 
W. T. Criswell, Jr., J. C. Parisette, J. N. Blanchard, Stuart P. 
Coxhead, Leslie C. Merrell, Elmer W. Smith and M. C. D. 
Cunha. 

CUMMINS PERFORATOR COMPANY, 261 Broadway, New 
York, N. Y.—Here was demonstrated a perforator for protect- 
ing notes, checks, etc., and for other commercial purposes. 
The new check endorser, whose features are the automatic 
inking device, the steel die and worm gear drive with ball 
bearings throughout was exhibited for the first time. The reg- 
ular line of cancelling machines, receipting machines and 
postage stamp perforators completed the exhibit. 

Carl P. Arberg was in charge, assisted by Arthur Johnson 
and Frank Blum. 


ia 
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New York, N. Y.—This exhibit consisted of an interesting 
and attractive line of chairs manufactured by the company. 
The special feature of the exhibit was the Earl Thompson 
posture chairs for the school room, work shop and office These 
chairs are all made on scientific lines as approved by the 
American Posture League. The schoolroom chairs consist of a 
combination chair and desk in units made in all sizes from 
kindergarten to high school grades. The new typewriter chair 
with the posture seat and the adjustable back was particularly 
interesting. C. V. Jackson was in charge of the booth Earl 
Thompson and F. H. Hodgman, vice-president, were present 
during the week. 

DICTAPHONE, THE, 280 Broadway, New York, N. Y Dem- 
onstrated the use of dictating and transcribing machines in 
a small office, also illustrating the method of teaching dicta- 
phone operating and touch typewriting in schools by means of 
multiple tubes with hearing tubes about one foot apart for the 
benefit of individual pupils. 

Production charts showing the comparison between dicta- 
phone and stenographic work as regards cost and volume of 
work in several large users’ offices were prominently displayed 

Cc. K. Woodbridge, general sales manager, was present at 
times during the week, as were C. E. Hallenborg, Philadelphia 
manager, and S. W. Whiting, Hartford, manager 

This booth was in charge of Charles R. Fox, New York 
sales manager, assisted by demonstrators and salesmen. 

DITTO, INC., 530 South Dearborn street, Chicago, Ill., and 50 
Church street, New York, N. Y.—The use of Ditto machines, 





—— 














ANOTHER GROUP OF THREE IMPORTANT BUSINESS SHOW BOOTHS.—Top picture, Burroughs Adding Machine Com 
pany; lower left, Corona Typewriter Company; lower right, Underwood Typewriter Company. 


DALTON ADDING MACHINE COMPANY, Cincinnati, O., 
and 83 Read street, New York, N. Y.—Here was seen a full 
line of machines consisting of numerous adding and calculating 
devices, statement machines, bookkeeping machines applicable 
to both the extended daily balance system and what is known 
as the Dalton accumulated proof or open balance systems of 
posting cash register machines, retailer’s. statement machines 
and the new thirteen column adding-calculating machine. 

. C. Grubbs, vice-president of the company, was in charge, 
with H. Lanseidel, vice-president, assisted by T. J. Sheridan, 
manager of the New York office. W. K. Dew, special represen- 
tative, and D. P. O’Brien of the educational department were 
present. 

DARTNELL CORPORATION, 1801 Leland avenue, Chicago, 
lil.—The Dartnell Service for sales managers was here ex- 
plained, also their magazine ‘‘Sales Management.”’ 

This booth was in charge of Philip S. Salisbury, vice-presi- 
dent, and M. V. Reed. associate editor. 

DEFIANCE CHECK WRITER CORPORATION, Rochester, 
N. Y¥.—Showed a full line of check writing machines in Model 
GG, for writing payroll checks; model SS, for writing dividend 
checks; model G6 for writing payroll, dividend and routine 
checks; model I for writing regular commercial checks; as well 
as Defiance bill writer, for computing and writing gas and 
electric and water bills, and the Defiance stock certificate 
writer for filling in stock certificates. 

The exhibit was in charge of C. L. Hayward, B. Robert Bruce, 
secretary of the company, was present during the week. 

P. DERBY & COMPANY, INC., 217 W. Thirty-fifth street, 





showing supplies, interesting charts and mounted framed ex- 
hibits of various systems was here demonstrated New method 
for handling public utility billing and handling card record work 
in insurance companies was also seen here 

This exhibit was in charge of Frank P. McCarthy, consulting 
industrial engineer, and W. Myers, Jr., manager of Ditto 
Systems, New York, assisted by several men of the New York 
office. 

DIXON CRUCIBLE COMPANY, JOSEPH, Wayne and Mon- 
mouth streets, Jersey City, N. J.—Various lines of Dixon 
pencils. colored crayons and rubber erasers for office, factory 
and shop use were exhibited. 

The Ticonderoga pencils were particularly featured. 

A. J. Pfaff, assistant district sales representative, was i1 
charge, assisted by Walter Haggerty, Will Lowenthal, P. H 
Meyers, Charles Tealing and H. B. Van Dorn, Jr 

DODD, MEAD & COMPANY, 449 Fourth avenue, New York, 
N. Y.—Displayed here was the New International Encyclopedia 
revised second edition, which is a general reference book, com 
plete in twenty-four volumes, covering over 80,000 articles 

F. C. Neu, assistant general manager, was in charge. 

DRAW DOWN TOWEL CABINET COMPANY, INC., 540 
West Fifty-eighth street, New York, N. Y.—Exhibited a num 
ber of stands with ‘‘Draw-Down"’ towel cabinets and towels 
in the exact working order they are in an office wash room 
The towels used in these cabinets are 75 feet long, capable of 
caring for 75 people. It is claimed that this system eliminates 
the loss of hand towels with the cost approximately the same 
as other towel services. 
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Oo. A. Andres was in charge, assisted by Messrs. Killip, Blatt 
and Moran of the New York sales force 

EDIPHONE, THE, 412 Broadway, New York, N. Y.—(See 
Thomas A. Edison, Inc.) 

EDISON, INC., THOMAS A., Orange, N. J., and 412 Broad- 
way, New York, N. Y.—The new Ediphone was on display at 
this booth Electrical control replaces the old mechanical 
means Stenographers no longer operate a foot trip, but tap 
electrical keys on their typewriters to control the voice. The 
Ediphone is now made for dictation as sensitive as the humag@ 
ear, readily recording the dictation of women. fa 
This exhibit was in charge of Edwin C. Barnes, assisted by 
Karl Kammerer and J. W. Fursman, local managers New York 
and Newark, N. J., with their sales staff. 

EDUCATIONAL EHIBITION COMPANY, 26 Custom House, 

g 4 Y.- 


Providence, R. IL... and 80 Maiden Lane, New York, N. 





Graphic sales control system, enabling one to follow in detail 
the work of each salesman, how to route, lay out territory, 
etc., was shown here. ‘‘Edexco’’ solid color head map pins 


in all shapes and sizes were displayed Graphic production 
control equipment for routing work to best advantage; for de- 
termining how stock stands, and keeping track of work ahead 
of each machine was shown. Edexco mechanical bar charts, 
new Pincord chart, new outline maps, showing counties, indi- 
vidual states of the United States and countries of the world 
and other materials for graphically presenting market data 
were also included in this exhibit. The new ‘‘Edexco” outline 
series of state, county maps and the giant master county 
map were shown for the first time. 

This display was in charge of Gardner T. Swarts, Jr., as- 
sisted by H. L. Boyle, S. J. Swedberg, J. P. Jaquette, R. W. 
Berry and L. C. Easterbrooks. 

ELBE FILE & BINDER COMPANY, 215 Green street, New 
York Demonstrated loose leaf binders, school goods, tele- 
phone indexes and other specialties, particular emphasis being 
laid on the ‘‘Uitimate’’ note book for schools. 

Ernest Barnett was in charge, assisted by Al Levin and Jo- 
seph Hoffman 

ELECTRIC SEALING MACHINE CORPORATION, 316 West 
Thirty-first street, New York, N. Y.—Showed an electric seal- 
ing wax machine which melts, drops and makes the impression 
on sealing wax A line of sealing wax was also on exhibition 

S. Paul Fink was in charge of this exhibit, assisted by Ernest 
K. Hyde, J. Bernstein, treasurer, was present, as well. 

THE ELLIOTT COMPANY. Cambridge, Mass., and 32] 
Broadway, New York, N. Y.—Showed a line of addressing ma- 
chines, including a special automatic addresser which handles 
3x5 index cards A new machine shown was the hand ad- 
dresser, which uses a 4x4 card index stencil, enabling the user 
to keep his filing and follow-up records on the same one-piece 
cards which addresses the circulars, etc. The new Elliott au- 
tomatic projector was shown for the first time as well. This is 
a moving picture machine adapted for advertising purposes, 
which runs a line of descriptive advertising on any surface, 
one of the walls of the Palace being utilized in this instance. 
The new Elliott envelope sealer was very popular during the 
week. 

Burleigh E. Smart, New York sales agent, was in charge, 
assisted by Everett W. Warfield; assistant sales manager; Wil- 
liam A. Boyd, H. R. Eustis, S. Mason Timberlake, F. Rowland 
Rastrick and H. St. John Foster. 

ELLIOTT-FISHER COMPANY, Harrisburg, Penna., and 342 
Madison avenue, New York, N. Y.—Here were shown eight 
writing and accounting machines, which demonstrate the vari- 
ous applications of this machine to the different accounting 
records associated with banking and financial institutions, as 
well as manufacturing, wholesale, retail and public service 
businesses. Expert demonstrators were at all times present. 

The Elliott-Fisher machine, with its flat writing surface, 
was demonstrated particularly as applied to the ‘mechanics of 
accounting.”” The Elliott-Fisher is equipped with all the de- 
vices and attachments necessary to make it applicable for 
writing any kind of records associated with the science of ac- 
counting. With equal facility it handles a record one-half inch 
square. as well as a record 10 feet wide—also card records of 
any thickness, weight or shape—bound book record-forms 
made in rolls or single sheet. 

C. H.. Reed, New York district manager, had charge of this 
exhibit, with F. A. Gries, D. J. Johnston and a corps of forty 
salesmen as assistants. P. D. Wagoner, president; M. S. 
Eylar, vice-president in charge of sales; H. A. Foothorap, 
vice-president; L. G. Julihn, vice-president; M. A. Seely, vice- 
president; A. F. Sieber, vice-president; C. S. Duncan, treas- 
urer, and E. R. Baines, comptroller, were in attendance. 

ELLIS ADDING TYPEWRITER COMPANY, 338 Elizabeth 
avenue, Newark, N. J.—Demonstrated adding and subtracting 
machines with and without the typewriting features for bank 
and commercial bookkeeping. Commercial bookkeeping and 
statement machine, bank ledger posting machine, bank state- 
ment machine, bank transit machine and the split platen full 
automatic duplex machine for statistical and auditing work, 
sales analysis and accounting were included inthe exhibit. 
Visibility and simplicity are the two main features stressed. 

This exhibit was in charge of F. O'Leary, assisted by I. F. 
Bowen, C. N. Macdonald, W. P. Laing, Peter Nicholson and 
Misses Fox and Sault. D. W. R. Macdonald, president of the 
company, was present part of the time 

ENCYCLOPEDIA BRITANNICA, INC., 286 Fourth avenue, 
New York, N. Y., displayed a number of sets of the Cam- 
bridge and Handy volume issues, specimens of all bindings in- 
cluding the deLuxe King’s binding, a set of which edition has 
recently heen supplied to President Harding; and three new 
volumes which bring the Britannica up to 1922 are especially 
featured. 

This exhibit was in charge of members of the sales force 
from the head office of the company. 

_ENSIGN SALES & SERVICE COMPANY, 96 Warren street, 
New York, N. Y.—New models of electric calculating ma- 
chines, known for their simplicity of operation, especially 
with regard to multiplication exhibited. 

¥ Mildenberger, manager, was in charge, assisted by C. 
T. Daley, general manager of the Ensign Company, and A. 
Tempest of the New York office. 

ERROR-NO, INC., 307 Times Union building, Rochester, N. 
Y.—Showed the ‘‘Error-No“ transcribing machine, a mechani- 
cal device available for all work on typewriting, billing, adding, 
calculating, bookkeeping and typesetting machines. 

Gilbert N. White, New York City representative, was in 








charge. George C, Cochrane, .».ice-president and. general man- 
ager, visited thé ghow during ‘week. 

FILING, INCORPORATED, 320 Broadway, New York, N, Y. 
—The two magazines, Filing and Office Management, were on 
display and theirvservice explained. Rowland W. Jolly, resi- 
dent and editor, was in charge, assisted by E. Franc a. 
Mover A. Lippman, Mrs. H. H. Greene and Miss Josephine 
<Kulpanoska $. 

FILTRINE MANUFACTURING COMPANY, INC., 53 Lexing- 
ton avenue, Brooklyn, N. Y., showed complete line of modern 
sanitary drinking water dispensers, including filter cooling for 
office and factory use, which are connected directly ie tee 
building “water supply and waste pipes; filters, cooling bo of 
various: designs. K-System filter-coolers were in ee teay for 
the benefit, of visitors, who are invited to use them en. they 
desige «refréshment, : $. 

Qharles F. Hansel was in charge of this exhibit. ' 
FOX & COMPANY, GEORGE E., 325 West Ohio street, Chi- 
cago,’ Ill.—Exhibited a complete line of the company's products, 
including office specialties and plate glass and felt goods. Among 
the lines demonstrated were felt chair pads, chair cushions, 
folding desk pads and desk pads with work distributors. The 
desk pad with calendar memorandum on one Side and tele- 
phone memorandum on the other was also exhibited. Other 
interesting goods were also shown. 

George E. Fox was in charge of the exhibit, and associated 
with him were C. H. Fox. Mr. Corcoran of New York City and 
Mr. Peterson of Philadelphia. 

THE FRANKLIN FILING & SUPPLY COMPANY, 21 White 
street, New York, N. Y.—Demonstrated Oxford Flexindex, Ox- 
ford steel filing equipment, Automatic V expanding files, Auto 
Utility desks, and Oxford filing supplies. hree graph charts 
were on display indicating comparison made between fix 
indexes and the Flexindex. The accounting machine book- 
keeping. desk made by the Automatic File & Index Company 
of Green Bay, Wis., was prominently displayed. The ma- 
chine fits in the center of this desk and the chair of the opera- 
tor is drawn up to it instead of the machine being drawn to 
the operator—a wood desk with steel interior, with three stor- 
age drawers. 

E. B. Dillstrom, general manager, was in charge, assisted b 
J. Downin, W. C. Dawson, E. K. Learned, W. T. Brown, J. ‘ 
Kelsey, E. Granger and the Misses M. O’Brien, M. Greeley and 
M. Walsh. 

FREE HAND BINDER COMPANY. INC., 227 Pearl street, 
New York, N. Y.—Showed the Free-Hand binder, also known 
as the Wagoner Free-Hand binder in various sizes and finishes, 
including binders with galvanized fittings for refrigerating 
plants and similar plants where considerable moisture is en- 
countered. 

Duncan Campbell, general manager, was in charge, assisted 
by A. C. Wetmore, Arthur Denton, Henry Fahr, J. F. Crock- 
ford, Thomas Collins and others. 

GLOBE-WERNICKE COMPANY, THE, Cincinnati, O., had 
a large and attractive display covering four booths, As the 
visitors entered the building they were first attracted bs the 
filing cabinet and system booth, in which were display: two 
ecard ledger desks filled with the new angle tab guides of stand- 
ard sizes, a battery of counter height units with one complete 
linoleum top covering the entire battery, sectional filing cab- 
inets, and a battery of four-drawer uprights in mahogany, filled 
with systems ready for use. “ 

The safe booth adjoining was equipped with ten safes rang- 
ing in size from the small chain store type to the largest e 
by the Globe-Wernicke Company, which was filled with three 
four-drawer uprights having a capacity of sixty thousand 
pieces of mail. The interior of the other safes was equip; 
suitablv for chain stores, druggists and doctors, building and 
loan associations, real estate offices, for the executive and for 
general use In the rear of this booth the Globe-Wernicke 
Companv exhibited an executive office suite in American wal- 
nut, leather overstuffed davenport and club chair manufactured 
by the makers of the highest class executive office furniture 
in the country. 

In the fourth booth surrounding a high grade library table 
were bookcases in various finishes. 

John M. Dotter, New York manager, was in charge, assisted 
by the entire New York sales force. 

GOURLAND TYPEWRITER CORPORATION, 217 Broadway, 
New York, N. Y.—Here was displayed the Gourland portable 
typewriter, a standard machine in every feature, but of de- 
creased size, weight and price. This machine has many im- 
provements and refinements and weighs only 9% pounds. It 
writes eighty-four characters with forty-two keys in four 


banks. 

J. Gourland was in charge, assisted by Rose E. Gold, 
Miss Senz and James Constable, factory manager. 

GRAFF-UNDERWOOD COMPANY, 18 Beacon street, Somer- 
ville, Boston, Mass., showed Graffco vise signals, clips and in- 
dex tabs; Graffco pencil sharpeners and silver steel pens, map 
tacks, push pins and thumb tacks. The new Graffco glass 
screw knobs for desk drawers were on display, as well as bud 
vases, a by-product of the glass factory, in many attractive 
colors. An excellent display of signals and maptacks in many 
new combinations was shown as well. 

Charles W. Lipman was in charge, assisted by Miss E. A: 
Munroe and Mrs. C. W. Lipman. George B. Graff and Percy 
Underwood, heads of the company, were also present a part 
of the time. 

LEO GRAHAM, 137 Broadway, New York, N. Y.—(See H. B. 
Morrow.) P 
GRAHAM-CHISHOLM COMPANY, 9-15 Murray street, New 
York, N. Y.—Displayed here was a complete line of loose leaf 
devices, which include a flexible post binder with non-pro- 
truding posts, as well as a complete line of machine posting 

devices, likewise the G. C. Lightning binder. 

This booth was in charge of B. Dutcher, assisted by C. J. 
Moussette, T. F. Adams, H. I. Lefferts, J. W. Lindo, J. V. 
Ferriter, M. L.. Talmadge, George I. Lounsbury, K. J. Dowling, 
O. Busch, J. Anderson and C. L. Chaffee. 

GUNN FURNITURE COMPANY, INC.. Grand Rapids, Mich. 
and 11 East Thirty-sixth street, New York, N. Y.—Showed sev- 
eral desks with patent “Lino” top, which is the product of 
this company. Seventy-five different patterns are made in oak 
and mahogany finishes. It is claimed that the top is 90 per 
eent of the desk, hence the featuring by this company of their 
special patented top. Sectional bookcases were also included 
in the exhibit. 





_ Page 68 OFF 


‘-E APPLIANCES For November, 1922 








Ee 9 


= | 














_ TIME STAMP: 
PRINTS EACH MINUTE 
" AUTOMATICALLY 

















bs Be. Wears F 
RA coum niet & common mirG.co, OARS 


. 











SOME OF THE BOOTHS AT THE BIG NEW YORK BUSINESS SHOW.—Taking the pictures, left t 

Polar Manufacturing Company: Bates Numbering Ma chine Company; Globe-Wernicke Company. 
Menroe Calculating Machine 
Carl H. Reuter, Inc. Fourth 


we have: 


L. C. Smith & Bros. Typewriter Company; Adams & Groesbeck Company; 
Munson Supp!y Company; Henry Kastens; Hotchkiss Sales Company; 
Company; Wilson-Jones Loose Leaf Company 


Lower row: The Bircher Company; Columbia 
Sompany; Waies Adding Machine Company. 
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Top row, left to right: American Kardex Company; American Clip Company; Noiseless Typewriter Company. Second row: 
Peerless Typewriter Keys; Shipman-Ward Manufacturing company; Stationers Loose Leaf Company. Third row: George E. 
Fox & Company; Colytt Laboratories; Ingersoll Redipoint Company; Graff-Underwood Company. Fourth row: Multipost Sales 
Agency; Standard Envelope Sealer Manufacturing Company; Frederick Osann. Bottom row: Franklin Filing Supply Company; 
Pencil department of the Joseph Dixon Crucible Company; Sengbusch Self-Closing Inkstand Company. 








———_—. ~- aeQ 











This booth was in charge of H. Wright Johnston, manager of 
the New York office, assisted by F. H. Crocker and Miss Ida 


HAMILTON AUTOGRAPHIC REGISTER COMPANY, Hamil- 

, O., and 96 Fifth avenue, New York, N. Y.—Here was 

wn a ge line of autographic registers, together with 
théizxynew cash drawer combination, as well as sample forms of 
the’ extensive line of roll printing for registers, billing ma- 
chines, etc. 

William. Mosher, manager of the New York office, was in 
charge, assisted by the personnel of his office. S. Rump, 
general manager of the company, was also in attendance. 

HEDMAN MANUFACTURING COMPANY, 28 East Huron 
street, Chicago, Ill.—(See Weig Sales Corporation.) 

CHARLES D. HEVENOR COMPANY, INC., Mutual Life 
building, Buffalo, N. Y., and 236 West Fifty-fifth street, New 
York, N. Y.—Showed loose leaf county maps of fifteen eastern 
Atlantic states. The Pathfinder advertising calendars using the 
county maps as a feature are also made by this company. 

This exhibit was in charge of R. G. Martin of the com- 
pany’s New York office. 

HOBAN RECEIVER HOLDER CORPORATION, 347 Fifth 
avenue, New York, N. Y.—A telephone receiver holder was 
shown, the use of which enables one to have both hands free 
for writing, etc. 

This booth was in charge of John F. Hoban and Fairfield W. 
Hoban and H. V. Donnell, assisted by several salesmen. 

HOTCHKISS SALES COMPANY, 10 Hoyt street, Norwalk, 
Conn:—Exhibited a complete line of paper fastening machines 
and staples, also tacking machines, in which are incorporated 
the new straightening and guiding slide which makes all 
Hotchkiss paper fastening machines absolutely uncloggable. 

M. G. Peck, assistant manager, was in charge, assisted by R. 
T. Harris of the home office and A. E. Johnson, New York 
representative. 

USH-A-PHONE CORPORATION, THE, 41 Union square, 
W., New York, N. Y.—Demonstrated a telephone silencer. The 
Hush-A-Phone is not a permanent attachment, but snaps on 
the phone and is easily taken off, giving the privacy of a tele- 
phone booth without its discomforts. 

H. C. Tuttle, A. F. Waltzinger and others were in charge. 

HUTCHISON OFFICE SPECIALTIES COMPANY, INC., 501 
Fifth avenue, New York, N. Y.—The improved Spool-O-Wire 
paper fastener was here demonstrated. It is known as the 
“miniature stitcher."" This machine will bind from two to 
fifty sheets of paper from a spool 1,250 feet long—15,000 fasten- 
ings—at a cost of ten cents a thousand. A list of users show- 
ing the remarkable results secured by this company was also 
a part of the exhibit. 

7m. Mayne, president of the company,:- was in charge of the 
exhibit. 

INDEX VISIBLE, INC., 441 Chapel street, New Haven, Conn., 
and 17 West Forty-second street, New York, N. Y.—Two new 
styles of visible equipment for reference and telephone work 
were displayed, each style invented to meet a particular need. 
In addition, the regular standard visible equipment was seen, 
as well as the new steel leaves, which were shown for the 
first time. 

F. A. Brantley, regional director, was in charge, assisted by 
F. X. Burke, New York sales manager; A. E. Saxton, Brogk- 
lyn sales manager, and B. G. Coghlan, Newark sales manager. 

INDUS PRODUCTS CORPORATION, 46 Cedar street, New 
York, N. Y¥Y.—The Universal Unit-Sectional steel cabinets were 
shown in this booth. It is possible to make any combination 
of drawers desired with this equipment. The Universal steel 
sliding desk trays were also displayed. The Lamb calculator in 
three types for calculating the payroll, whether by hour, day, 
week or piece, concluded the exhibit. 

G. Strong, eastern general manager, was in charge, assisted 
by F. Wolden, factory superintendent. 

INDUSTRIAL DIGEST, 1425 Tribune building, New York, N. 
Y.—The Industrial Digest, a magazine which acts as a sup- 
plement to the trade and technical press and digests the in- 
formative articles from more than six hundred publications, 
was explained at this booth by representatives. 

INGERSOLL REDIPOINT PENCIL COMPANY, 461 Fourth 
avenue, New York, N. Y.—Here were displayed various models 
of pencils and advertising and dealer helps. The Ingersoll 
pencil, simple in design, with all parts easily accessible, uses 
double length leads—the pencil can be propelled or repelled— 
has a snapback feature—new leads may be inserted in twenty 
seconds and the reservoir holds fifteen extra pieces of lead. 

H. G. Huse was in charge of this exhibit. 

INKOGRAPH COMPANY, INC., 670 Sixth avenue, New York, 
N. Y¥.—The Leadograph, a magazine lead pencil, and the Inko- 
graph, a stylographic ink pencil were displayed. An interesting 
machine attracted attention—an Inkograph propelled by an 
electric motor, made 9,000 distinct ellipses on a circular sheet 
of paper with one filling of ink—it being stated that a single 
ellipse represented a ten letter word. 

J. Wallace, president and treasurer of the company, was in 
charge, assisted by others. 

INSTANTO SALES CORPORATION, 32 Union square, New 
York, N. Y.—Here were exhibited Instanto type cleaners for 
typewriters, a simple device, which, attached permanently to 
the typewriter enables the typist to clean all the type in an 
instant whenever and as often as she desires. It consists of 
a brush made of the highest grade Chinese bristles, securely 
fastened in an aluminum back, which conforms in shape to the 
are of the type on visible typewriters—the brush is contained 
in a stamped steel frame, which is attached in such a position 
that it does not interfere with the operation of the type. 

J. J. Rice was in charge of this booth, assisted by H. H. 
Bishop and A. C. Bishop. 

INTERNATIONAL ACCOUNTING MACHINE COMPANY, 90 
West street, New York, N. Y.—Here was displayed the Auto- 
matic bookkeeping register, a device known as the mechanical 
bookkeeper, which is a credit register, cash register and add- 
ing machine combined for use in retail stores. It carries 
five totals, namely, charge, cash, received on account, paid out, 
and invoice—and permits of books being balanced each night in 
less than 15 minutes. 

This exhibit was in charge of J. P. Wagner, B. E. Watters 
and Clarence M. Eubanks, secretary. 

INTERNATIONAL POSTAL SUPPLY COMPANY, THE, 634 
Prospect place, Brooklyn, N. Y.—Bank machines, models S and 
A were shown. Model S machine is used for check endorsing 
by several hundred banks and business houses throughout the 
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country, and the model A, or Midget check endorsing ma- 
chine, is a new product now ready tor the market. Model M 
post office cancelling machine, was also on exhibition. 

F. Schneider, New York, sales representative, was in charge. 
A. T. Dolphin, John Spelman, Arthur Bock and G. H. S. Rolla- 
son were also in attendance. 

INTERNATIONAL TIME RECORDING COMPANY, 50 Broad 
street, New York, N. Y.—Demonstrated time recorders of 
various styles; elapsed time recorders, by means of which start- 
ing time, stopping time and the actual elapsed ume tis jpu.uced 
on a card covering any single manufacturing operation; time 
stamps, for stamping mail or any other document with the 
correct time; electrical equipment consisting of complete elec- 
trical time recording systems, both impulse and synchronized; 
recording door locks, which show the day, hour and minute a 
door is opened or locked; Ticketographs, a machine for controll- 
ing all factory costs before the manufactured article reaches 
the workroom. 

Walter B. O’Donnell was in charge of this exhibit. 

IRVING-PITT MANUFACTURING COMPANY, Kansas City, 
Mo.—(See H. K. Brewer & Company.) 

JAMESTOWN METAL DESK SALES COMPANY, 15 East 
Fortieth street, New York, N. Y.—Here were exhibited metal 
desks and tables which are built on a new patented process 
of construction, with no screws needed with the exception of 
the ones which hold the top to the desk, in other words, the 
desks and tables are fitted and welded, where necessary. The 
fact that the desk may be shipped knocked down carries with it 
the idea of accessibility for export, also that any part becoming 
damaged in transit may be replaced without shipping the whole 
desk or table back to the factory. There was also on display 
a hollow metal partition and hollow metal door, such as are 
used in office buildings. 

S. B. Burchard, Jr., was in charge of the exhibit, assisted 
by Henry L. Bloomdahl, A. E. Brandin and C. I. Brandin. 

JONES & LEIGH MANUFACTURING COMPANY, 58-60 Ful- 
ton street, New York, N. Y.—Demonstrated the methods of the 
System Service division of this company, which is composed of 
men who are thoroughly familiar with bookkeeping machines, 
equipment and installation and printing of systems The dis- 
play consisted of the exhibition of sample forms of systems 
that have been installed and a general display of machine 
bookkeeping devices. 

%. G. McCollough was in eharge of this booth, assisted by 
J. W. Cash and A. A. Murph. 

JOURNAL OF COMMERCE, New York, N. Y.—Here the 
services of this publication’ te&*the business community were 
explained. The JournabetGommerce is a daily and a pioneer 
in its field. Y 

F. A. Clarke was in charge, assisted by J. M. Biddle and 
James Galo. 

KALAMAZOO LOOSE LEAF BINDER COMPANY, Kala- 
mazoo, Mich., and 200 Fifth avenue, New York, N. Y.—Several 
new binders and applications, in addition to the other products 
of this iine were on display. The new style ‘“‘M’’ binder, de- 
veloped to meet exacting requirements for permanent binding, 
is already having a large sale, although only in production for 
a few months. This binder comes in several types. The light 
binder lines of the company have been still further augmented 
by the addition of new devices, all of which were on display. 
An exhibit of the possibilities of binders for records requiring 
small page sizes was especially featured, 

Ralph T. Poole was in charge of the exhibit, assisted by 
members of the staffs of New York, Newark and other nearby 
offices. George P. Wigginton, president of the company, at- 
tended the show. 

KARDEX SALES COMPANY, Tonawanda, N. Y.—Demon- 
strated the Kardex business control equipment in steel form. 
Kardex allows business records to be kept in sight and in- 
stantly accessible. It saves time and eliminates lost or mis- 
filed records, permitting at the same time all records to be 
kept under control. Several different classes of records are 
sometimes embodied in one under this system. 

F. N. Glover was in charge, assisted by H. R. Snyder, O. F. 
Reese, A. H. Schultz, J. A. Maher, L. Gordon, G. Bissell, S. 
Kuttner, G. Hamill, H. T. Madison, H. Manheimer and H. C. 
Mearns. 

KASTENS, HENRY, 418 West Twenty-seventh street, New 
York, N. Y.—Here was exhibited full line of time stamps, time 
recorders, watchmen’s clocks, office clocks, both wall and desk, 
also program clocks. The Master model time stamp was fea- 
tured which prints the month, date, year, hour, a. m. or p. m., 
changing each minute automatically—all in one straight line. 

This booth was in charge of William H. Neal, Alfred Minerva 
and George Pfeffer. 

KEE LOX MANUFACTURING COMPANY, Rochester, N. Y. 
—Featured here were multigraph ribbons, adding machines rib- 
bons, typewriter ribbons, carbon paper put up in rolls and a 
complete line of billing, pencil and typewriter carbon. Much 
interest was shown in the accuracy of the testing machine for 
the testing of ribbons and carbon paper. 

John A. Noonan, manager, was in charge. E. R. Foudy, the 
assistant manager, was also in attendance. 

KEYSTONE ENVELOPE COMPANY, Philadelphia, Penna., 
and 15 Park Row, New York, N. Y.—Here were shown mailing, 
filing and advertising envelopes and wallets in red rope and 
other heavy stock, also vertical filing folders and filing pockets, 
A small novelty envelope of red rope was distributed to the 
public. 

W. H. Leedom, manager of the New York office was in 
charge. Assisting him were R. L. Leedom and A. P. Curtis of 
the New York office and J. A. Roney of the New Jersey office 
L. M. Suplee and E. R. Corbin of the Philadelphia office were 
present. 

KLEINSCHMIDT ELECTRIC COMPANY, INC., Nelson ave- 
nue and Manley street, Long Island City, N. Y Demonstrated 
telegraph typewriter, electrically operated, which automatically 
transmits messages from one point to another, enabling the 
user to transmit information in a definite and permanent form 
to any number of distant stations. The message is received at 
its destination immediately and its typewritten form makes .it 
adaptable to existing systems. A. H. Reiber, sales manager, 
was in charge, assisted by H. K. CarrolL 

KNICKERBOCKER PHOTO SERVICE, 110 West Fortieth 
street, New York, N. Y.—Photographic work for advertising 
and record service was demonstrated in this booth. C. P. 
Feinberg and F. H. Keller were in charge, assisted by A. Miller. 
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MORE SS SHOW VIEWS.—Left to right. beginning at the top: Acme Card System Company; National Blank Book 
Compan : ime Manufacturing Company. Second row: Filing, Inc.; F. & E. Checkwriters and McCaskey Register Com- 
pany Third row: The Charles D. Hevenor Company; The VisibleRecord Binder; Office Equipment Catalogues; Telautograph Ser- 
vice Fourth row: Safeguard Check Writer Company; The Ronald Press Company; Western Union Telegraph Company, The 
Speedograph. Fifth row: Y. M. C. A. Home Study Courses; The Mailometer Company and immediately below, H. K. Brewer Com- 
pany, next, at the right. La Salle Extension University. Bottom row: A. N. Palmer Company; Postage Meter Company, Rapid 
Addressing Machine Company. 
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VIEWS OF NEW YORK BUSINESS SHOW —Left to rieht. top row: National Cash Register 
Holder Corpcration; Ditto, Inc. Second row: The New International Encyclopaedia; Nationai ProceSs Comipuly, s..ich I 
Photo Service. Third row: Western Union Telegraph Company; Scott Paper Compan Jones & Leigh Manufacturing Company 
and the Free Hand Binder Company. Fourth row: Morrison Fountain Pen Company; Computing-Tabulating-Reccording Com- 
pany; The Ensign Manufacturing Company; immediately below, the Wagner-Moore Company, Inc. At the right, the Dartnell Cor- 
poration. Next to the last row: Webster’s New International Dictionary; Ralph C. Coxhead and the Ace Press Bottom row 
The Vannais Accounting Institute, Inc.; Amberg File & Index Company and Towel Supply Companies 
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DAVID KRAMER, 82. Broad street, New York, N. Y. —Here 
was shown a line of office furniture and partitions. _ 

Sectional partitions are the feature of this line for Office, 
store and bank equipment—these partitions can be removed 
without destroying their future usefulness. General cabinet 
work of all kinds is also done by this concern. 

Irving Kramer, A. H. Schwab and B. Kramer were present 
at the booth. 

KRUSE PRINTING INK COMPANY, 437 Pearl street, New 
York, N. Y. txhibited a new product which they call the 
Stenotype, which is a dry stencil for the duplicating machine. 
Without wetting this stencil it can be cut in the typewriter 
and the backing keeps an original copy of what has been 
written. The company’s line of duplicating inks was also 
displayed. 

Thomas A. Hill was in charge, assisted by John Carroll and 
John Kruse. 

LAMB CALCULATOR CORP., 46 Cedar street, New York, 
® # See Indus Products Corp.) 

LANGSLOW, FOWLER COMPANY, 216 Jay street, Roches- 
ter, N. Y.—Here were shown Universal commercial desks, in- 
eluding stenographic desks, typist desk, card file, clerical desk 
and calculating machine desks, also the Langslow adjustable 
chair desk, designed to meet the demand for a compact piece 
of furniture that will serve the purpose of a desk and chair 
for use in business, school and home, made in one unit and 
adaptable to many uses for many places, 

This booth was in charge of R. C. Van Doorn, assisted by T. 
W. Stone. 

LA SALLE EXTENSION UNIVERSITY, Chicago, IIL, and 
112 West Forty-second street, New York, N. Y.—This exhibit 
consisted of displays of the educational work of this institution, 
textbooks, ete. The booth was arranged to represent a modern 
office and there were in attendance registrars and two or three 
young ladics who offered descriptive literature and magazines 
to visitors, and who gave information regarding the university 
and its service. 

F. E. Basler, New York manager, was in 1H of this booth. 

LIBERTY FOLDING COMPANY, Sidney, Multi- 
color Sales Company.) 

LIGHTNING COIN CHANGER COMPANY, 4401 paves 
wood avenue, Chicago, Ill, and 5 Columbus Circle, New York, 
N. Y.—(See Shipman-W ard Manufacturing Company.) 

LINE-A-TIME MANUFACTURING COMPANY INC., 
Rochester, N. Y., and 104 Fifth avenue, New York, N. Y.— 
Here was shown the company’s complete line, consisting of 
twenty-seven models of the Line-A-Time, the motor controlled 
Line-A-Time and the Line-A-Time with special lens which 
lights the line and enlarges it for the benefit of the operator. 
This year the company instituted a new departure, having 
taken over the manufacture of an all-steel typewriter desk, 
which is claimed to be one of the most efficient desks on the 
market. It is made to accommodate any typewriter with a 
standard model Line-A-Time and the shelf is of sufficient size 
to enable the operator to do any clerical work that is neces- 
sary. The desk is conveniently arranged with pigeon holes for 
stationery, carbon paper and envelopes.. There is no sounding 
board at the top of the desk—a feature which the company 
claims el'minates the noise from the operation of the type- 
writing machine. 

Louis Stock, metropolitan field manager, was in charge of 
the booth, assisted by his sales force. W. R. Wolf, sales man- 
ager of the Line-A-Time Company, was in New York during 
the show and had general supervision of the business show 
work. Lou H. Warnicke, Canadian representative; P. F. Mac- 
donald of Oakland, Cal., and E. A. Longshore, Philadelphia 
manager, were visitors. 

LISENBY MANUFACTURING COMPANY, Fresno, Calif.— 
(See Multicolor Sales Company.) 

LITH IPRINT COMPANY OF NEW YORK, INC., 41 Warren 
street, New York, N. Y.—This company conducts a service for 
reproducing all common forms at a minimum cost. Litho- 
printing, blue-printing, photostating, photographing, lithograph- 
ing and printing are all done by this company and samples 
of the work were on di=play. 

J. H. Cushman and W. H. Cushman were in charge, assisted 
by Ruth Silverman and Dorothy Trumpy. 

McCASKEY REGISTER COMPANY, THE, Alliance, O., and 
1133 Broadway, New York, N. Y.—Exhibited here were the 
different systems of this company, which were in three di- 
visions, namely, the Industrial, including stock keeping and 
perpetual inventory systems; cost systems, production con- 
trol systems, planning, routing and dispatch systems, tool 
check and tool inventory systems, and carbon backed factory 
forms, for use in offices and plants of manufacturing establish- 
ments; the Commercial division, consisting of cash account 
and credit account systems, systems for wholesale and retail 
merchants, and sales and manifold books, this division catering 
to the requirements of the merchant in general. The Profes- 
sional division demonstrated systems for the handling of doc- 
tors’ and dentists’ financial and clinical records. 

C. Swoboda, manager of the industrial, division was in 
charge. W. H. Whildey was in attendance at the professional 
division demonstrations: the commercial division was handled 
by Daniel Morris and A. P. Warman, the industrial division 
by John Hartshorne, F. W. K. Hartshorne, Roy W. Price, 
George C. Whitaker. 

WILLIS McDONALD & COMPANY, New York, N. Y.—Here 
were shown specimens of the work done by this company, 
such as Christmas greeting cards and regular commercial 
work. 

Mis L. S. McDonald was in charge, 
Thompson. 

MADAS CALCULATING MACHINE COMPANY, 1 Madison 
avenue, New York. N. Y.—(See W. A. Morschhauser.) 

MAIT OMETER COMPANY, 3455 East Jefferson avenue, De- 
troit, Mich., and 823 Pulitzer building, New York, N. Y.—The 
different models of the Mail-O-Meter—the machine which 
seals, stamps and counts in one operation, were on exhibition; 
the model A for large mailings, electrically operated; the model 
B, hand operated for smaller mailings: the model C, elec- 
trically onerated for the moderate mailing volume; the model 
D with the permit printer for handling mail in any volume— 
this machine imprints the government indicia instead of the 
adhesive stamp which the other models use. The feature of 
the exhibit was the new model M—permit Mail-O-Meter an- 
nounced for the first time. This machine imprints the permit 
indicia on the envelope, using a meter which is taken to the 
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postoffice when refilling is necessary and the soateg set for the 
amount required, sealing the envelopes and metert pe en b-—| 
at the rate of 320 letters per minute. It handles 

envelopes up to eight by twelve inthes. 

N. E. Terry, manager, was in charge, assisted by Messrs. 
Oppy, Liebersman and Wade. 

MARCHANT CALCULATING MACHINE COMPANY, 298 
Broadway, New York, N. Y.—At this booth the complete line 
of Marchant calculating machines was. demonstrated, 
the rotary type or Pony Marchant in two models, and the key- 
board caiculating machine, in three different models. 

M. H. Pettie was in charge. 

MARSH STENCIL MAC HINE COMPANY, 1707 E. B. street, 
Belleville, Ill, and 1861 Seventy-ninth street, Brooklyn, N. 
Here was shown a complete line of products for the shipping 
room, including late model stencil and fountain brush, 
ing inks, marking pots, stencil brushes, stencil board and - 
nets for filing stencils. A new product—the Marsh stencil sts 
chine, was exhibited for the first time. It weighs 85 pone. 
22 inches long, 22 inches wide and 8 inches high 
standard four line stencils, 18 inches long, as well an 5 lines 
any length or with any desired space between lines, yet 
monds, triangles and special export marks. Some of the fea- 
tures are plain, strong stencil characters, short, quick stroke, 
visible cutting, and durability. 

This exhibit was in charge of H. W. Meyers, New. York re 
resentative, assisted by others. J. W. Marsh, president of t e 
firm, was also in attendance. 

MENTGES ne COMPANY, Sidney, O.—(See Multi- 
color Sales C ompany, 

MERCEDES CAL eu LATING MACHINE COMPANY.—See 
Ralph C. Fe a 

G. & C. MERRIAM COMPANY, Broadway and Worthington 
street, Springfield, Mass.—Since 1843 the Merriam 
have been publishing the Webster’s dictionary—over three- 
quarters of a century. The Websters New International Dic- 
tionary, the latest and best of a long family of u 
Merriam-Websters, each the recognized authority in. its time, 
was on display, as well as the Webster’s Collegiate dictionary, 
one of the best abridged dictionaries. The Webster’s Gem 
Dietionary, vest-pocket size, concluded the exhibit. 

Robert C. Munroe, advertising manager, was in charge of the 
booth. 

MILLIONAIRE CALCULATING MACHINE COMPANY, 1 
Madison avenue, New York, N. Y.—(See W. A. Morschhauser.) 
MODERN INVENTION CORPORATION, 1123 Broadway, 
New York, N. Y.—The Namograph machine was on exhibition 
here. It is used for marking fountain pens, mechanical pencils 

with hard rubber barrels, tooth brushes, manicure a 

slide rules, etc. Another model of this machine is also on dis- 
play. This machine is intended for marking individual names 
on the handles of umbrellas, walking sticks, fishing poles, the 
frame of tennis rackets and golf clubs. Demonstrations show- 
ing the operation of this machine were a feature of this 
display. 

Max Sherover, president, and R. Kynett Penfield, sales man- 
ager, had chore of the exhibit. 

_MONROE ‘ALCULATING MACHINE COMPANY, e, 

J., and Woolworth building, New York, demonstrated e 
latest models of this machine. 

The new Monroe automatic calculating machine was ~— <, 
hibit for the first time, made in two sizes with capacity of 
and 20 places, respectively—to meet the requirements 
work in all types of businesses. The machine is operat 44 
motor, electrically driven, so connected that should the current 
be shut off or the motor get out of order the regular handle 
may be attached and the machine be operated as easily and as 
simply as the regular Monroe machine. To take the place of 
the crank, plus and minus keys have been attached instead of 
the forward and backward turn, as on the hand machine... The 
figures are set up and simply by the touching of the keys men- 
tioned, direct addition, direct subtraction and multiplication and 
division in the usual way are completed. Many other new 
features have been added, which make this machine an entirely 
new departure in the calculating machine field. 

R. B. Hays, division: manager, was in charge, assisted by J. 
F. Shwedo. A. H. Ridgley, district manager from Los Anges 
was present. A corps of salesmen and instructors was on 

MORKRUM COMPANY, 1410 Wrightwood avenue, Chicago, 
Ill, and 707 World building, New York, N. Y.—Here was 
exhibited the Teletype intercommunicating a ratus, shown 
in two forms, the Page equipment and the Tape oy od 
It is used for intercommunication in hotels and business 
both in the interior of the buildings and between sections of 
an organization which may be isolated from each other by any 
distance. It is a means of carrying on typewritten commu 
tion. 

This booth was in charge of D. R. Day, district sales. man- 
ager, assisted by Harold G. Davis, Harry J. Trueson and Paul 
E. Marsand. 

MORRISON FOUNTAIN PEN COMPANY, 1545 Broadway, 
New York, N. Y.—Showed a line of fountain pens, pencils and 
pen and pencil sets. The “baby grand’ fountain pen with 
the sautoir ribbon was prominently shown at this booth. 

This booth was in charge of Louis Morrison, assisted by Nich- 
olas Appenzeller and Miss Evelyn Levy, 

MORROW, H. E., 137 Broadway, New York, N. Y.—Here 
‘Business Insurance’ was explained. This exhibit was in 
charge of business insurance associates, assisted by Harry 3B. 
Morrow, Richard H. Reed and Leo Graham. 

_MORSC HHAU SER, W. A., 1 Madison square, New York, 
was displayed the Millionaire calculating machine 
and the Madas calculating machine, which is automatic in di- 
vision. These machines were shown in the hand operated and 
electrically driven models, as well as slideboard type and key- 
board. 

George F. Morschhauser and W. A. Morschhauser were in 
charge, assisted by R. Kuehne. R. Beeg and Miss Sheldon. 

MULTICOLOR SALES COMPANY, INC., 298 Broadway, New 
York, N. ¥.—Multicolor presses in connection with two vate 
printing plants as operated by two New York concerns attracted 
considerable attention at this booth. Actual work was done, 80 
that one had an idea of not only how the plants look in opera- 
tion, but just what is necessary to produce results. Other ma- 
chinery necessary for these plants was also on exhibition, in- 
eluding Aldrich folding machines, Mentges folding machines 
and paper cutters. 

A. R. Rohrer and Thomas Darling were in charge of this ex- 
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hibit, assisted by R. J. Burns, E. W. Renz, Frank Booth and T. 
Tranzella. 

MULTIPLEX DISPLAY FIXTURE COMPANY, 918 North 
Tenth street, St. Louis, Mo., and Knickerbocker building, New 
York, N. Y.—Multiplex display fixtures in various models, 
used in business offices, for displaying state maps, graphic 
charts, advertising matter, photographs, etc., were on exhibit. 

This booth was in charge of Herbert B. Feldmann, R. L. 
Juretie, and H. B. Druffel. 

MULTIPOST SALES AGENCY, 32 Union square, New York 
N. Y¥.—Here were exhibited Multipost stamp affixers, parcel 
post stamp registers, envelope sealers and permit printing 
machines, as well as Reynolds envelope sealers. The permit 
printing machine is used for sending out first class mail with- 
cut the use of a postage stamp, the machine putting an im- 
print on the envelope in its stead. The new Multipost model 
0. OQ. envelope sealer with permit printer and meter attach- 
ment was exhibited for the first time. This machine is similar 
to the regular Multipost O. O. sealer, with the addition of 
the permit attachment or the meter, which may be utilized if 
desired. 

Nathan L. Caro was in charge, assisted by W. P. Kronen- 
bitter, Edwin E. Knapp, Philip Schamberger and Robert Corn. 
W. F. Schweiger, president, and W. J. Balkwill, factory super- 
intendent, were in attendance. 

MUNSON SUPPLY COMPANY, 23 City Hall place, New 
York, N. Y.—Here were seen the Munson Pneumatic and the 
a Munson Concave typewriter and adding machine rubber 
eys. 

This exhibit was in charge of W. H. Kee, general sales man- 
ager, assisted by E. Williams and Messrs. Roll, Snowden, 
Milians, Burkhardt, Roggenkamp, .Throckmorton, Robins, Dim- 
ler, Scott, Hein and Hendler of the New York sales force. G. 
W. Munson, president of the company, attended the show. 

NATIONAL BLANK BOOK COMPANY, Holyoke, Mass., 
and 52 Duane street, New York, N. Y¥.—Here was shown a 
general line of loose leaf and bound books, featuring the 
Aladdin and Radio ledgers, as well as a steel tray for posting 
equipment. The addition of this steel tray to the National 
line makes it a complete line of machine posting equipment to 
offer to the dealer. Demonstrations were made by operators on 
Remington-Wahl, Burroughs and Elliott-Fisher machines on 
consecutive days. The Natty memorandum book for ladies and 
gentlemen in two sizes was distributed as a souvenir. ‘‘Bring- 
ing Accounting Up to Date,’’ a new catalogue on machine 
posting equipment, deserves particular mention. 

This beoth was in charge of R. A. Notman, assisted by John 
Nicklaus, Jr., John Hall, Charles Krickle, O. C. Drescher, 
George Nicklaus, George Marx. George Roth, Arthur Isaacson, 
John Dwyer. H. C. McNeal and H. Tanner, and J. D. Pryor of 
the home office. F. B. Towne, president; J. M. Towne, vice- 
president; E. S. Towne, assistant treasurer, and E. C. Corn- 
wall, sales and advertising manager, were present from 
Holyoke. 

NATIONAL BUNDLE TYER COMPANY, Blissfield, Micn.— 
Various tying machines, including No. 5 and No. 39 machines, 
and two new machines, one a small counter machine, used 
without motor, and the other a tag looping machine for putting 
strings in tags were exhibited. 

Carpenter, president, was in charge, as well as J. J. 
Bachmayer, vice-president, assisted by their New York repre- 
sentatives, the Fredrick Osann Company. 

THE NATIONAL CASH REGISTER COMPANY, Dayton, 
Ohio.—Exhibited several new Banking, Accounting and Post- 
ing machines, in addition to their regular line of cash registers 
for retail stores. One of the banking machines posted on the 
ledger card, pass book and proof sheet at one operation, with- 
out the use of carbon paper, the following information: The 
depositor’s account number, the amount of the previous bal- 
ance on the account, the deposit or withdrawal—or both—ex- 
tended new balance, and printed a symbol showing the kind 
of transaction, the teller handling it and the operator who 
posted the records. This machine was so constructed that 
unless full identification for the teller and operator were 
printed the machine would not operate. In addition to this, the 
machine accumulated the totals of deposits and withdrawals on 
each teller and the total deposits and withdrawals for all 
tellers, the totals of old balances, interest debit and credit, 
total of the account numbers affected. and the number of 
transactions handled by each teller for the deposits and with- 
drawals. This machine is practically automatic in its opera- 
* tion, in so much as it forces the operator to make the records 
properly. One of the main points claimed for this machine is 
that it enforces the original entry into the depositor’s pass 
book and, therefore, the bank's records must be the same. 


Another banking machine was for the central proof depart- 
ment. This is so constructed that it will receive and dis- 
tribute debits and credits from departments to departments 
and issue two strips upon which is printed the items recorded 
and totals for each department, both sending and receiving, 
and also a grand total of all department totals, there being 
thirty totals in all. This machine is very rapid in its operation 
and it would seem there is a big field in commercial banks 
or it. ‘ 

The posting machines are arranged so that they will post 
debits and credits in different columns on a statement and 
ledger and audit strip simultaneously and carry a total of the 
different classifications of debits and credits with a grand 
total of them for instant reference. This work is done with- 
out the use of carbon sheets, each record being its own original. 
There seems to be a wide application for these machines where 
debit and credit postings are necessary and the totals to be ac- 
cumulated. 

On the accounting machines, they are built with from one 
to thirty totals and to print from one to five times at one 
operation. These machines store their totals automatically 
without the necessity of sorting the items to be recorded. In 
other words, the items can be sent to the operator at the ma- 
chine and recorded on any one of the totals in the order they 
come. The machine automatically separates and classifies them 
into the proper order, and when totals are desired it is only 
necessary to press the key for the total and it will be printed. 
Also, the number of items recorded on each total are auto- 
matically added. This type machine is especially adapted for 
sales expense, cost distribution or in any business where an 
analysis of accounts is desired. 
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NATIONAL — ‘LOYMENT EXCHANGE, 30 Church street, 
New York, N. Y.—This exhibit consisted of a demonstration 
of highly organized facilities, showing the broad scope and 
time-saving features of this company’s service, how candidates 
are selected and the safeguards they have erected to prevent 
unworthy applicants and undesirable employers from getting 
help through this organization. 

R. Maplesden was in charge, assisted by H. H. Keough, W. 
C. Mills, Miss M. L. Laird and Mrs. E. D. Boyl 

NATIONAL PROCESS COMPANY, INC., 117 East Twenty- 
fourth street, New York, » samples of reproduc- 
tions by the Photo-Offset process, giant ads, broadsides, maps, 
graphic charts, office forms, facsimile letters, catalogue Ss, news- 
paper clippings and bocks. It also includes several exhibits 
which are explanatory of the process such as negatives, zinc 
plates made from these negatives, proofs from the zinc plate, 
photographs, etc. 

Deane H. Uptegrove, advertising manager, was in charge, as- 
sisted by George E. Loder, Joseph A. Kucera, William R. Mas- 
lin, Harold A. Pease, J. Ross Pigott, H. E. Standish, Allan B. 
Willson, Chester S. Bedell, Frank J. McConville, Edward H. 
Billings and Monroe D. Willis. 

NATIONAL SALESMEN’S TRAINING ASSOCIATION, 
West Jackson boulevard, Chicago, Ill.—A course in salesman- 
ship training was here featured. 

This exhibit was in charge of Welby Greenslade, manager 
of the New York office, assisted by others. 

L. D. NELKE, 18 West Thirty-sixth street, New York, N 

, Ss Iniversal Fixture Corporation booth.) 

NELSON’S LOOSE LEAF ENCYCLOPEDIA, 30 Church 
street, New York, N. Y.—(See V. E. Sutliff.) 

NOISELESS TYPEWRITER COMPANY, 253 Broadway, New 
York, N. Y¥.—The regular line of Noiseless typewriters was 
displayed, being constantly operated by trained typists, who 
brought home forcibly to the casual observer the realization 
that the machines were running even though they could not be 
heard. The Noiseless portable machine, which weighs six 
and one-half pounds, using a standard size steel platen and a 
standard keyboard, occupied its regular place in the exhibit. 
The 90 character bichrome machine which has just been 
produced by this company was introduced this year. 

A most unusual and attractive effect was secured by the 
exhibit of 26 panels—made of papier-mache sprinkled with 
colored glass, incorporating the entire alphabet from A to Z 
in large letters, on which were thrown four spot-lights in dif- 
ferent colors, creating a semi-theatrical effect, which was in- 
deed pleasing. Two enormous electric candles were placed at 
either side of the display and added greatly to the general 
appearance, as did also six panels of the same material, as the 








alphabetical display. A novel idea was worked out in two 
semi-live framed pictures showing a bust of a girl and an 
actual Noiseless typewriter. At the center booth the type action 
of the Noiseless was graphically demonstrated. An exhibit of 


the samples of carbon work done on the Noiseless up to 20 
copies made at one writing was another feature. Great credit 
is due Harold J. Lance, advertising manager, for the’ ex- 
tremely pleasing and elaborate display. 

Charles Y. Grayson, district manager. was in charge, as- 
sisted by salesmen of the New York. office. Dr. Charles W. 
Colby, president; Major A. F. Hebard, vice-president; W. Eric- 
son, export manager, and Garrett S. Odell, manager educa- 
tional department, visited the show. 

OFFICE APPLIANCE COMPANY, THE, 417 South Dearborn 
street, Chicago, Ill., and 720 Tribune building. New York, N. Y. 
—The field of Office Appliances, the magazine of office equip- 
ment, was explained and its service to readers shown. Visitors 
from the trade found a cordial welcome here and a convenient 
visiting place, as well as a rendezvous for appointment, 

This exhibit was in charge of J. A. Gilbert, business man- 
ager, and C. H. Everly, Eastern manager, assisted by D. N. 
Briggs. 

OFFICE EQUIPMENT CATALOGUE, INC., 342 Madison ave- 
nue, New York, N. Y.—This exhibit was intended as a bureau 
of information regarding the new catalogue this company is 
compiling. Descriptive literature outlining their plans and 
purposes was available. 

This booth was in charge of E. R. Singer, assisted by Messrs. 
Ross, Lane and Baron, and Miss Krieg. 

FREDERICK OSANN COMPANY, 245 Seventh avenue, New 
York, N. Y. 5 National Bundle Tyer Company.) 

PALMER COMPANY, THE A. N., 30 Irving place, New 
York—Exhibited specimens of handwriting by pupils of all 
ages, from public and private schools throughout the country. 
A number of pupils demonstrated the Palmer method of writ- 
ing. The Palmer method of business writing and the Palmer 
method spellers by Ida Coe, Pd. M., and Charles Harper, Ph. 
D.—New York public schools—were among the publications 
shown by this company. 

Joseph Costello was in charge. 

PEERLESS KEY COMPANY, 176 Fulton street, New York, 
N. Y¥.—Peerless concave typewriter keys, Peerless noise stop- 
pers and Peerless twirler rings were demonstrated here. 

This exhibit was in charge of Charles J. Watson, treasurer, 
assisted by A. L. Dixon and James Treanor. 

PETERS-MORSE MANUFACTURING CORPORATION, 
Ithaca, N. ¥Y.—Demonstrated several Model A ten-bank adding 
and listing machines, equipped with wide carriage and paper- 
holder. These machines are compact and portable, and of 
large capacity. Maximum visibility is secured by including in 
a small angle of vision the keyboard, number wheels and 
printing line. The machine can be worked at high speed by 
the use of right hand exclusively, because of the location of 
the total, sub-total, non-add and repeat levers on the right 
side of the machine. 

W. Lindh and Charles Schroeder were in charge. Among 
those present during the week were Thornton Friel, Metropoli- 
tan district manager; Jerome A. Fried, works manager; Nelson 
White, chief enginer; H. C. Peters, vice-president; F. L 
Morse, president; W. R. R. Wimans, purchasing agent, and 
F. A. Hosack. 

PHOTOSTAT CORPORATION, Providence, R. I., and 7 Dey 
street, New York, N. Y.—Here was shown the Photostat and 
its work. The Photostat is a practical photographic machine 


(Continued on page 85.) 
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Dermatype Patent Again Upheld. 


U. S. Court Again Upholds Dick Patents and Declares 


{gainst Infringer. 


An interesting decision has just been handed down by 
the United States District Court for the Southern District 
of New York in a suit brought by the \. B. Dick oa 
pany, under the patent covering its Dermatype stenc! 
paper, against the so-called Hesco stencil paper manu- 
factured by the H. E. Smith Company of Newark, New 
jersey. After an exhaustive trial the Court has upheld the 
validity of the Dermatype patent and held the “Hesco 
stencil paper to be an infringement thereon. 

This is the second time the Dick Company’s patent has 
been involved in litigation The patented Dermatype pa- 
per was introduced in 1912. Largely because of its inde- 
structibility, the ease with which it may be handled by the 
operator, and the large number of impressions which can 
be obtained therefrom, Dermatype scored an almost 1m- 
mediate success. A few years later competing stencil pa- 
pers appeared under various names. These the A. B. Dick 
Company regarded as infringements on its rights. Among 
the infringing stencil papers referred to was the so-called 
“Indestructo” brought out by a leading typewriter com- 
pany. This being the most formidable infringement at 
the time, the Dick Company promptly brought suit under 
its patent on Dermatype, the suit resulting in a decision 
in its favor, upholding the validity of the patent and de- 
claring “Indestructo” an infringement thereof. Later on 
this decision was affirmed by the United States Circuit 
Court of Appeals. 

For a number of years after the decision in the Inde- 
structo case, the Dermatype patent was widely respected. 
Finally, however, appeared the H. E. Smith Company's 
Hesco paper, made not only along the same lines but in 
addition colored in the same, purely arbitrary hue. Again 
the Dick Company brought suit, and this is the case which 
has just been decided. In an interesting opinion the Court 
traces the development of stencil paper, pointing, among 
other things, to the defects which characterized the sten- 
cil paper which preceded Dermatype, finding that these had 
now been overcome, and holding that the evidence as well 
as the court room demonstrations “show, beyond dispute, 
the very valuable commercial virtues of Dermatype.” On 
the question of infringment the Court held that this 
“turned solely on a matter of degree,” i. e. the proportion 
in which one of the ingredients was employed in the 
“Hesco” solution. After discussing this question, the Court 
held that the defendant “is employing the vital agency 
which in the greatest measure is responsible for attribut- 
ing invention” to the Dermatype patentee and concluded 

“As usually occurs in chemical cases, there is a great 
mass of detail, but it is sufficient for the purpose of this 
Opinion to set forth the main reasons which have led to the 
conclusion that the patent is valid, and that the claims in 
issue are infringed.” 


Remington Election to be Held Over. 


The secretary of the Remington Typewriter Company, 
Inc., has been directed to call a new election to chose direc- 
tors. The case was appealed to the New York supreme 
court from a decision by Judge Wasservogel, who held that 
the contested election was regular. The call must provide 
for another election within thirty days. This will be with- 
in the month of November. The contention is that the in- 
spector of elections permitted a per capita vote to be taken, 
whereas a stock vote was the proper procedure. 

The election was held April 19 and 20, and was brought 
into court on the action of James S. Carney, a stockholder. 


A Big Association Membership Campaign 


A strong drive for new members is being organized by 
the officers and dire¢tcrs of the National Association of 
Stationers and Manufacturers. Charles P. Garvin, sales 
manager of the F. S. Webster Company of Boston, Mass, 
has consented to take charge of the work and to put it over. 
This drive will include advertising in all the trade papers 
and the building up of a sales force composed of the sales- 
men of the manufacturers who come in direct contact with 
all prospective members. Through the advertising it is 
hoped to obtain new prospects. Names will be turned over 
to the salesmen for attention. This work will be carried 
on with vigor throughout the year and it is hoped largely 
to increase the membership in the organization. It is 
known that there are thousands of stationers in the United 
States who are not members of the association. These men 
should become members and be active in the work, for the 
trade needs their cooperation and can profit by the ideas 
the great mass of stationers of the country could give. 

Every effort will be made this year to put the National 
Association on a basis of practical value to_all its members, 
so that membership can be sold under a definite program 
which will demonstrate a return for the money invested. 

The selection of Mr. Garvin to head this campaign is a 
guarantee that it will be prosecuted with vigor and ability. 


EXCUSE US, PLEASE! 





Ambiguity Begot an October Blunder. 


An item on page 162 of the October issue of Office Appli- 
ances stated that George B. Leiter had been transferred 
from the Scranton office of the L. C. Smith & Bros. Type- 
writer Company to become manager for the same interest 
at Pittsburgh. Our information was somewhat ambiguous. 
The item should have stated that Mr. Leiter went to Pitts- 
burgh to become district sales manager of the Wales Add- 
ing Machine Company. 


7) 











a - 


Wilkerson Advanced by Steel Equipment Corp. 


O. A. Wilkerson, general manager of the Steel Equip- 
ment Corporation, Avenel, N. J., was elected vice presi- 
dent at a meeting of the board of directors. He will con- 
tinue the duties of general manager. Mr. Wilkerson was 








O. A. WILKERSON. 


sales manager of the Fireproof Furniture & Construction 
Company, which was later merged into the Steel Equip- 
ment Corporation. He’ became general manager at that 
time. He has contributed much to the growth and pros- 
perity of his company. Mr. Wilkerson. served several 
terms as president of the National Association of Metal 
Furniture Manufacturers. 

Mr. Wilkerson is active in his home city, Rahway, N J., 
an officer in a number of civic organizations, and a trustee 
of his church and of the Y. M. C. A. 


Patterson Goes with Waterman. 


Robert D. Patterson of St. Louis, Mo., a former presi- 
dent of the National Association of Stationers and Manu- 
facturers, has moved to New York where he has joined the 
executive staff of the L. E. Waterman Company and will 
make his headquarters in the future in the east. Mr. Pat- 
terson is widely known to the trade throughout the Uhit- 








ROBERT D. PATTERSON. 


ed States and has given fine service in national and local 
association affairs, having served continuously throughout 
a very long period. Recently Mr. Patterson was connected 
with the Blackwell-Wielandy Book & Stationery Company 
of St. Louis, taking the position about two years ago, after 
having spent some time with a well known loose leaf house 
in New York state. When he first came into prominence as 
an effective association man, he was connected with one 
of the bie stationery houses in St. Louis. 

Mr. Patterson’s position with the Waterman Company 
will include the purchase of materials and printing for the 
company and dispensing advertising appropriations. He 
will ass.st both Mr. Waterman, the president, in New York, 
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and W. I. Ferris, vice president, in Newark, whose duties 
have greatly increased by the continuous enlargement of 
factories and the development of the company’s business 
throughout the world. The broad experience Mr. Patter 
son has gained in previous connections equips him admir 
ably for the work, in which he is sure to find pleasant as- 
soc:ation, Mr Patterson has been familiar with the Water- 
man products for nearly thirty years and welcomes the op 
portunity to aid in advancing them to new triumphs. 


Typewriter Man Heads Broadcasters’ League. 

George S. Walker, manager of the Western Typewriter 
Sales Company of Denver, Colo., has been elected presi- 
dent of the National Broadcasters’ League. While his main 
business is typewriters, Mr. Walker is nevertheless active 
in radio work. He claims that his broadcasting station 
KFAF, has the greatest radius of any on this continent. 
The National Broadcasters’ League has its executive offices 
in the Garrick building, Chicago, Ill. The offices of Pres 
ident Walker are at 1627 Champa street, Denver, Colo 

Mr. Walker is also president of the Western Radio Co: 
poration of Denver. 


Gookin Joins Elliott-Fisher Organization. 

W. C. Gookin, formerly connected as sales manager with 
the Barrett Adding Machine Company and the Barrett ad 
ding machine division of the Lanston Monotype Company. 
on October 1 joined the organization of the Elliott-Fisher 
Company as special sales representative. 





Ww. C. GOOKIN 


Mr. Gookin has spent twenty-eight years in, the office 
equipment business, devoting his efforts primarily to sales 
problems throughout that time. As he is now only forty 
five years old, he is at the height of his powers. 

Mr. Gookin was born at Port Henry, N. Y., in 1877. He 
acquired a varied and liberal education which wound up 
on a school ship. He started as a salesman in the 90s and 
in 1902 became instructor of salesmen for the National Cash 
Register Company, remaining until 1906. Then he spent 
three years with the Herring-Hall-Marvin Safe Company 
as export and general manager. In 1909 he organized the 
Gookin Bank & Office Equipment Company at Atlanta, Ga., 
and remained president of that institution until 1915. Dur 
ing a part of this time he was also general sales manager 
of the Adder Machine Company, now the Wales Adding 
Machine Company, and later became connected for a tims 
with the motion picture industry as Canadian manager for 
a large concern. It is stated that over two thousand met 
have received an intensive training in salesmanship under 
Mr. Gookin. Mr. Gookin is active in various Masoni 
bodies and is a navy veteran of the Spanish-American war 
a charter member of the Navy League of the United States 
and of St. Mary’s Alumni. 


Kernan “Idealized” the Orient. 


W. H. Kernan, export manager of the L. E. Waterman 
Company, has completed an Oriental tour which occupied 
six months. He has been in charge of the exports of 
Waterman “Ideal” fountain pens for twenty-five years. Mr. 
Kernan’s itinerary included Honolulu, Manila and a num- 
ber of Chinese cities, including Hong Kong, Shanghai, etc. 


Remington President in Europe. 


B. L. Winchell, president of the Remington Typewriter 
Company, Inc., sailed October 3 for Europe. His tour in- 
cludes London and Paris. Mr. Winchell is expected to re 
turn to the United States November 10. 
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Dietz Desk Factory Enlarged. 


The J. F. Dietz Company, Cincinnati, Ohio, has en- 
larged its plant. Two new additions have been added to 
the ma.n plant, originally three stories high. An addi- 
tional story has been added, 50 by 500 feet, and a new 
wing three stories in height, 90 by 60 feet. T he new wing 
runs off from the center of the main building—all of the 
additional space was made necessary by increased business. 
The finishing department, very modern and complete, 
has been moved to the top floor. The J. F. Dietz Company 
now occupies one of the largest and finest plants devoted 
exclusively to the manufacture of office desks and tables. 
The company is also one of the oldest concerns of its 
kind in this country, having been established in 1881. A 
grade of desks has been added to the already large Dietz 
line in full quartered oak and imitation mahogany. 








A Big Advertising Campaign. 

The American Vulcanized Fiber Company of Wilming- 
ton, Del., recently sent to dealers a most attractive display 
card intended to fit over the edge of a Vulcot waste basket 
when shown in the window or on the sales floor. This card, 
when so displayed, stands upright on the edge of the bas- 
ket and is a striking piece of work. It is done in black, 
red and white. It shows a hand dropping pieces of a torn 
envelope. Above are the words “the place for trash in the 
bed room, in the living room, in the kitchen, in every room, 
and below are pictures of waste baskets made of Vul-Cot 
fiber. a 

It is suggested that to make the effect more striking, a 
basket should be filled with trash and the display put in 
the window with the card above described. 

Included in the matter sent to the trade was a giant 
advertisement consisting of an enlargement of the double 
page spread in the Saturday Evening Post of October 7. 


Cummings Returns From Abroad. 

W. R. Cummings, vice president in charge of sales of 
the Monroe Calculating Machine Company, recently re- 
tured to the general offices of that company in the Wool- 
worth building, New York, after a ten weeks’ business tour 
of Europe. Mr. Cummings spent considerable time visit- 
ing the offices of the Monroe Calculating Machine Com- 
pany, Ltd., at London and in visiting Monroe agencies in 
France, Spain, Italy, Switzerland, Holland and Belgium. 
He also included Germany in his survey. 


T. G. Conoley Joins Dawson Brothers, Ltd. 

T. G. Conoley has relinquished his position with the Vis- 
col Company at East Cambridge, Mass., in order to accept 
an appointment with Dawson Brothers, Ltd., of Montreal, 
who are among the most progressive stationers in the Do- 
minion of Canada. Mr. Conoley will give particular at- 
tention to sales promotion and is looking forward to big 
things now that general business is so perceptibly on the 
mend. 


Falconer House Opens New Boston Offices. 


The American Manufacturing Concern of Falconer, N. 
Y., has opened a new office at 170 Summer street, Boston, 
Mass. The new quarters are at room 505 in the Went- 
worth building and are in charge of the company’s repre- 
sentative, Fred H. Salmen, who has covered the New Eng 
land territory of the company for many years. 

Since the first of the year the American Manufacturing 
Concern has also opened offices in New York and Chicago. 





Guy W. Hart Represents Dixon in New England. 

The Joseph Dixon Crucible Company has assigned Guy 
W. Hart to the New England territory, which had been in 
charge of H. B. Van Dorn, Jr., for many years. Mr. Van 
Dorn is doing special work at headquarters. Mr. Hart has 
been in the Dixon organization eleven years. His many 
friends in the trade anticipate a large measure of success 
tor Guy W. Hart in the New England field 


Miss Hawkes Married October 17. 


Miss Malinda Beach Hawkes was married to Robert 
Weller Frome October 17 at Grace Episcopal church, Mer- 
chantville, N. J. Following the ceremony a reception was 
held at 220 East Maple avenue. Miss Hawkes is the 
daughter of Mr. and Mrs. L. A. Hawkes; Mr. Hawkes is 
secretary and manager of the C. Howard Hunt Pen Com- 
pany. 
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Library Bureau Building in Chicago. 

A building is to be erected for the occupancy of the 
Library Bureau, Chicago, Ill. About May 1, 1922, the down- 
town offices will be moved to a seven-story building at 
214-16 West Monroe street. The offices are in the Tower 
building at the present time. This accession to the “fur- 
niture district” on Monroe street brings five important pro- 
ducers within a distance of two blocks. 

The lease provides that the Library Bureau shall erect 
a reinforced concrete building to cost $265,000. The lease 
runs approximately twenty years. The site is 40x190 feet. 
The transaction was negotiated by Brian Carpenter, of Al- 
bert H. Wetten & Company. 

The first floor and basement of the new Library Bureau 
building will be used exclusively for display. The sales de- 
partment and the indexing division—a fling advisory serv- 
ice for all clients—will occupy the second and third floors. 
The statistical division, serving insurance companies, will 
also occupy a part of the third floor. 


A Business Enterprise Count. 


The publication “Quota,” Volume 1, No, 1 of which was 
issued at Detroit in September and is the organ of the 
R. L. Polk Company of Detroit, gives a story of how 
office appliance manufacturers are planning a business en- 
terprise count of the United States and Canada with the 
co-operation of the R. L. Polk Company and the Associa- 
tion of National Advertisers. The National Association of 
Office Appliance Manufacturers arose out of the need for 
an organization to deal with commercial problems. The 
subjects of quota and territory analysis have been matters 
of much discussion among the members of the association. 
Good feeling has grown among the members, and three 
years ago when the Burroughs Adding Machine Company 
made a careful business enterprise count of the United 
States by counters, several of the other members of the 
association purchased copies of the statistical report for 
the use of their own sales department. The work for the 
Burroughs was directed by Arthur Livingston, who is now 
in charge of Polk’s business enterprise count. 

Of late the need for a new business enterprise count on 
a more detailed and accurate basis has been realized, and 
the house of R. L. Polk & Company was approached to 
perform the work which will include an extensive analysis 
of business enterprises in every state and county in the 
United States and Canada as a foundation for quota and 
territory valuation for the National Association of Office 
Appliance Manufacturers. 

The cost has been prorated among those who desire this 
service. The task was started on July 1 and the results 
will be ready for distribution about November 1. A card 
showing the name, address, kind of business and other data 
of value on such a record is being written on every business 
enterprise in the United States. These cards are arranged 
by county formation and sorted by lines of business. They 
are then counted and recorded and copies of the record 
are furnished in the form of a statistical analysis of each 
county. 


Greeting Card Association Elects Officers. 


The Greeting Card Association held its annual conven- 
tion at Boston October 19-20. The officers chosen are: 
Howard E. Betelle, president (re-election); C. J. West, vice- 
president; R W. Hicks, secretary-treasurer (re-election). 
George E. Milner is chairman of the executive committee. 
The 1923 convention will be held at New York in October. 


Advances Noted in Loose Leaf Prices. 


The Wilson-Jones Loose Leaf Company of Chicago 
have just issued price list No. 1022, effective October 18, 
supplementary to dealers’ catalogue No. 622. This booklet 
contains twenty pages and gives a rather complete price 
list of the company’s various lines. The company states 
that for the last sixty or ninety days they have been re- 
ceiving notices of price advances from producers of raw 
materials ranging from five percent to seventy-five percent. 
These advances are being made by manufacturers of prac- 
tically every basic material used in loose leaf. Mills in some 
cases have withdrawn their quotations, accepting business 
only on the basis of prices prevailing on the day of ship- 
ment. These conditions necessitate certain advances in 
price which are noted in the price list above referred to. 
The company states that it has made a careful analysis of 
cost, covering its entire line, and such advances in the list 
have been made as are warranted to take care of the in- 
creased cost in basic materials. The company will soon 
prepare and issue a new catalogue. 
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Greenleaf Takes New Post. 


William H. Greenleaf, for the last two years field secre- 
tary of the National Association of Stationers and Manu- 
facturers, has resigned, his resignation having taken effect 
on November 1. 

On the fifteenth of this month, he will undertake a re- 
sponsible position with the American Writing Paper Com- 
pany as manager of its new stationery division in the de- 
partment of general service, where he will have charge of 
the new branch of service relating to the stationery stores 
of the United States. This new branch will be under the 
general management of the service department, the direc- 
tor of which is Joseph A. Borden of the Shaw & Borden 
Company, Spokane, and for several years general secre- 
tary of the U. T. A. Mr. Greenleaf’s headquarters will be 
in the Chicago office of the American Writing Paper Com- 
pany in the Otis building on La Salle street. 

During the two years in which Mr. Greenleaf has been 





WILLIAM H. GREENLEAF. 


connected with the National Association, he has won friends 
everywhere. ‘His duties as field secretary have carried 
him to all parts of the United States and he has made ad- 
dresses to stationers’ associations in all sections of the 
country. One of the important features of the field work 
is illustrated by the recent organization of lectures, exhibits 
and educational material for the use of local stationers’ as- 
sociations. 

Coming to the association with a fine intellectual equip- 
ment, Mr. Greenleaf has developed a distinct gift for pub- 
lic speaking. His personality is one which wins instant 
confidence and his character is one which holds the esteem 
of those with whom he becomes acquainted. 

Mr. Greenleaf was born at Litchfield, Minn, and is a 
graduate of tht University of North Dakota, class of 1911. 
For two years after his graduation he attended the Har- 
vard Law School. He gave up the idea of practicing law, 
however, and returned to North Dakota, where he served 
the University of that state as alumni secretary, secretary 
of the extension division and registrar of the University. 

During the war, he was employed in personnel work at 
Camp Dodge, Iowa. After being mustered out of the ser- 
vice, he took a temporary position on the teaching staff of 
the University of North Dakota. Upon the organization of 
the American Legion, he was elected state historian for 
North Dakota. Early in 1920 he came to Chicago, where 
he has since been continuously employed as field secre- 
tary of the National Association. 

Mr. Greenleaf is an active fraternity man. He is a mem- 
ber of the Phi Delta Theta, Phi Beta Kappa and Delta 
Sigma Rho. He was editor of the college paper and one of 
those who was foremost in college activities generally. 
During his iaw course he was a member of the team 
which won the annual Ames prize for legal argument. He 
is president of the Dakota Club of Chicago. 

Mr. Greenleaf’s many friends throughout the United 
States will rejoice to know that he is still to remain in touch 
with the stationery trade. His duties will carry him to 
many parts of the country and will bring him in constant 
contact with stationers. 


A Kardex Salesmen’s School. 
During the week beginning October 9 a school for sales- 
men was held in San Francisco under the joint direction of 
R. B. Larter, division manager, and W. F. Block, district 
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manager for the Kardex Sales Company of Tonawanda, 
N. Y. It is the purpose of the company materially to in- 
crease the sales force of the Pacific Division, which in- 
cludes the territory from Denver west. 

This was the first of a series of schools to be held in the 
West for the training of salesmen. The week’s instruction 
in San Francisco closed with a luncheon at the Stewart 
hotel Saturday noon, October 14. 


Corona at Dover Leads “A” Dealers. 


Edward H. Quimby, Corona dealer at Dover, Del., head 
ed Class “A” dealers in the second annual sales contest 
ending September 30, held by the Corona Typewriter Com- 
pany, Inc. He made 642 per cent of quota, which was a 
lead of 253 per cent over his nearest competitor. Mr. 
Quimby won a Ford touring car. 

The Chambers Office Supply Company, Jackson, Miss., 
led Class “B” dealers, winning a prize of $100. 

Other winners in the Class “A” list were: Meyers Man 
ufacturing Company, Nashville, Tenn., $200 prize; A. F 
3eyer, San Antonio, Texas, $100 prize; Office Specialties 
Company, Fargo, N. Dak., $50.00 prize; Crescent Type 
writer Exchange, New Orleans, La., $25.00 prize; Office 
Supply Company, Evansville, Ind., mahogany humidor. 

Class “B” winners in addition to the Chambers Office 
Supply Company were: Reynolds Music House, Pensacola, 
Fla., $75.00 prize; Wheeler’s Pharmacy, Springfield, Vt., 
$50.00 prize; Scott & Faber, Groton, N. Y., $25.00 prize; 
Fort Smith Printing Company, Fort Smith, Ark., $25.00 


prize. ay 
Thirty-six sub-agencies exceeded quota. A. H. Erick- 
son, Littleton, N. H., led with 760 per cent of quota, win- 


ning a $50.00 prize. Each of the sub-agencies received a 
genuine Corona leather carrying case. 

Scott & Faber, the dealers at’ Groton, N. Y., did not re 
ceive the dealer franchise until August 1, and made 221 
per cent of quota, even though the contest had been on a 
full month before they started selling. 


A Message to Western Accountants. 

The San Francisco branch of the Elliott-Fisher Company 
has placed in its local offices in the Monadnock building 
two large display books about 36x48 inches in size. In 
these books a page is given to each important installa- 
tion made by the Elliott-Fisher Company to show the com- 
plete bookkeeping systems of large business firms. On 
each page a single entry is shown in all the different steps 
of the office record. The display specializes on elaborate 
systems of large concerns where a number of column reg 
isters are necessary for a single transaction. William M. 
Coffman, of the Elliott-Fisher San Francisco office, invites 
all accountants to inspect and study these books to see what 
can be done with mechanical bookkeeping systems. The 
invitation involves no further obligation on the part of 
the accountant. It is a valuable opportunity to inspect a 
complete accountants’ library, where at a glance one can 
get a comprehensive idea of any large system. This dis- 
play of the Elliott-Fisher Company is an innovation which 
originated in the San Francisco office. 


Spokane Man Joins Schwabacher-Frey Forces. 


Walter G. Peterson, of Spokane, Wash., arrived in San 
Francisco October 11 to specialize on machines and book- 
keeping equipment in the Schwabacher-Frey Stationery 
Company, one of the largest and oldest firms of the city. 
He will be joined shortly by his wife and two children. 

Mr. Peterson brings with him an excellent record from 
Spokane, where he served both the Baker-Vawter organ 
ization and the Union Trust Company. As yet, he has 
been in San Francisco too short a time to make a state 
ment about the business situation, but Mr. Peterson 
that the opportunities in the bookkeeping line are unlimited, 
for the necessity of modern methods is becoming increas 
ingly prominent in the minds of those who direct large bus- 
iness concerns. “One is kept busy keeping up with im- 
provements,” says Mr. Peterson. “There are new devices 
offered every day, and it is up to the man who gives serv 
ice to get things going and be familiar with every aspect 
of his trade.” 
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Schubert & Kirby Company Move. 


Schubert & Kirby Company, distributor of the “Line-A 
Time,’ Los Angeles, Calif., has moved to more commodious 
quarters. The new address is Room 222-23 Grant build 
ing; formerly the company occupied space in Loew’s State 
Bank building. 
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Adding Machine Tallies Roofing Paper. 


The roofing paper plant of the Paraffine Companies, 
Inc., at Emeryville, Calif., employs two adding machines 
to record the production of roofing paper. It comes from 
the paper machine in “Jumbo” rolls weighing 1,200 to 
1,500 pounds. The illustration shows the operation of 
cutting the market-size rolls, weighing and tallying them. 








TALLYING PRODUCTION OF ROOFING PAPER AS IT IS 
‘UT FROM THE “JUMBO” ROLL INTO THE MARKET 
SIZES.—A Burroughs Adding Machine Lists the Individual 
Rolls and Totals the Aggregate Weight of Each “Jumbo” Roll. 
Photograph made in the Plant of the Paraffine Companies, Inc., 
Emeryville, Calif [Lothers & Young, Photographers, San Fran- 
cisco, Calif 


The paper is cut in uniform lengths, and rolled for ship- 
ment to the trade. Each roll is weighed, and that weight 
recorded on the listing machine. When the “jumbo” roll 
is all cut, the individual weights are totaled. The mill engi- 
neers adopted the adding machine to tally the production 
after considering the various means which might be used. 
The air in the roofing paper mill is dusty and the adding 
machines are exposed to dirt. A monthly cleaning with 
compressed air keeps them in good working condition. 


Changes in Dornette Organization. 


Some interesting changes have recently been made in the 
organization of the J. Dornette & Brother Company of Cin- 
cinnati. This business is about forty years old and it is 
still presided over by John Dornette, Sr., the founder of 
the business and a pioneer in the manufacture of high- 
grade ouice desks. The company has been reorganized as 
to certain features of personnel. Paul Dornette will take 
charge of the executive end of the company’s affairs in the 
office, and G. K. Wright, formerly of Rockford, Ill., will 
manage the sales. C. F. Bollman will superintend the man- 
utacturing end. John Dornette, Sr., of course, retains gen- 
eral supervision of the company’s affairs. 

The new sales manager, G. K. Wright, has spent about 
hiteen years in business, all of which has been devoted to 
the wood furniture and filing equipment industry. He has 
been with some of the leading manufacturers in this field. 

C. F. Bollman came to the Dornette Company from 
Rockford, Ill., and took up his work in the Dornette fac- 
tory about six months ago. His specialty has been the re- 
organization of manufacturing plants. He has had a broad 
experience in organization work in the furniture field and 
under his direction the Dornette factory has been reor- 
ganized and new and modern machinery has been installed. 
Several important changes in construction and finish of the 
company’s products have been made, together with altera- 
tions in the general design of certain items. 

The company intends to feature medium priced and high- 
grade desk lines in all styles and designs, giving special at- 
tention to the finish and packing of the product. Among 
the new items already announced are a new locking device 
and new drawer construction and a new system of packing 
the product for shipment. 
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All Star Club Cup to Ledwidge:»y. | 
R. E. Ledwidge, a salesman with the Houston agency of 
the Burroughs Adding Machine Company, was presented 
with an artistic loving cup upon his retirement from the 
presidency of the All Star club. It bears the engraved 
legend: “Burroughs Adding Machine Company—All Star 
President's Cup—Awarded to R. E. Ledwidge, October 1, 
1922.” 

R. L. Walker, of the Chicago agency, succeeded to the 
presidency of the All Star club October 1. 


Office Appliances Man ‘Introduces Chinese Game. 


A. R. Hager, of Shanghai, China, is introducing in the 
United States the Chinese game, “Mah-Jongg” (Trade 
Mark Registered). Among the natives in China the game 
has had vogue for many years. As recently as two years 
ago there was only a handful of foreigners in China who 
played the game. At that time it was necessary to know 
Chinese characters to understand the explanations. To 
complicate matters, the game had a local interpretation in 
different districts. 

Joseph Babcock, a resident of China, knew the idioms, 
and learned the game from his Oriental friends. He Amer- 
icanized it by placing the Engiish index on the “tiles,” and 
codified the game. He published a book of rules in the 
United States. These rules have been adopted officially by 
a number of clubs in China. The infinite possibilities of 
“Mah-Jongge” can be understood when one learns that the 
maximum score is 126,976 points. The smallest score of 
a winning hand is twenty-two points; the average is from 
thirty to forty points. The maximum is a score of sixty- 
two doubled eleven times—126,976. The limit: in ‘general 
play is 300 points, unless some other limit has been agreed 
upon. 

7 set of “Mah-Jongg” will last a player for years. Good 
judgment dictates that he secure a well-made and artistic 











“MAH-JONGG” ON SHIPBOARD—A Party on Board the 8.8. 
“President Grant’? Nearing Seattle. Left to Right: Mrs. Bruce 


Miles, General Motors—A. R. Hager, Business uipment Com- 
pany, Shanghai and Mah-Jongg Company of China; Fowler 
Manning (Quartering view), Vice-President Diamond Match 
Company; Mrs. Manning. 


set. There are 136 carved “tiles” in the set. As executed 
by Chinese craftsmen in ivory, the set is artistic in its 
beauty, and brings much pleasure to the game. 

Hardly a passenger on the “President Grant” on a recent 
voyage did not have one or more sets of “Mah-Jonge” in 
his luggage. One passenger remarked, “Yes, the ‘President 
Grant’ is a fast boat, all right, but believe me, what’s made 
this trip seem the shortest ever is ‘Mah-Jongg.’” This 
game was popularized upon its introduction in San Fran- 
cisco by “Mah-Jongg Blues,” a topical song. 

Distribution in the United States is in the hands of the 
Mah-Jonv~+ Sales Company of America, Room 729, 208 
South La Salle street, Chicago, IIl. 


Burroughs III Holding Group Conferences. 


A series of group meetings has been held by District 
Three of the Burroughs Adding Machine Company. Agen- 
cies in the Cleveland territory were included in a meeting 
held at that city September 15-16. Other meetings followed 
at Cincinnati, September 22-23. Detroit (for Michigan 
agencies), October 7; Indianapolis, October 13-14. A meet- 
ing at Buffalo is scheduled for November. 
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SOME VIEWS TAKEN AT THE MODERN METHODS 
THE ROBERTS OFFICE SUPPLY COMPANY, ve 
Smith & 


iating machines; center picture, showing of L. C. 
Elliott-Fisher bookkeeping machines and systems. 
machines. In the lower left hand corner is a portion 
ing machines, correspondence typewriters, etc. 


A Business Show in Maine. 


[he second annual modern methods business show was 
held October 9, 10 and 11 at the store of the Roberts Office 
Supply Company, 233 Middle street, Portland, Me. The 
success of the first undertaking of the kind put across by 
this enterprising house indicated the desirability of a sec- 
ond which was even more successful than the first. Ac- 
cordingly, the house arranged for a three day show for 
the benefit of business people in Maine and got together 
at Portland a considerable number of the most up-to-date 
business machines and devices in the market. They adver- 
tised it liberally both in the newspapers and by mail, and 
received much excellent publicity, both in advance of the 
show and during the event. The show was given under 
the management of Ray Frost and was attended by more 
than a thousand people, who examined the exhibits and 
some of whom left substantial orders. The floor space 
employed was 125x35 feet on the first floor of the store 
and 50x135 feet in the basement. This gave liberal space 
for the different booths. The exhibits and those in charge 
were as follows: 

American Multigraph Sales Company, Cleveland, O. 
William T. Kuschke and Y. J. Hendricks. 

Burroughs Adding Machine Company, Detroit, Mich. 
C. W. Treadwell, C. E. DeJarnette, W. Turner, J. T. Mc 
Shea, Arthur McPhearson and Miss Marguerite Niles. 

Dalton Adding Machine Company, Cincinnati, O.—Jo- 
seph Wiggin, P. E. Davis, John W. Deering and George 
QO. Athorne. 

Elliott-Fisher Company, Harrisburg, Penna.—G. E. Ress- 
ler and Miss Marion Cannon. 

Monroe Calculating Machine Company, Orange, N. J.- 
C. L. Beecher and W. V. Nash. 

L. C. Smith & Bros. Typewriter Company, New York, 
N. Y.—E. R. Esterbrooks and R. E. Winchester. 

Underwood Typewriter Company, New York, N. Y. 
V. C. King, A. M. Kitchen and Miss MacIntosh. 

Felt & Tarrant Manufacturing Company, Chicago, III. 
C. H. Pierce. 

Boorum & 
Battey. 

General Fireproofing Company, Youngstown, O.—T. P 
McCarthy, Horton Frisbie and Kimball Frisbie. 

Loose leaf department—Miss Doris Ayers. 

Neostyle Sales Company, New York, N. Y.—Milton Bar- 
rett 


Pease Company, New York, N. Y.—E. T. 


RECENTLY BY 
of Monroe calcu- 
Right hand picture, an exhibit of 
Picture in center of group shows display of Dalton adding 
of the Underwood exhibit showing Underwood bookkeep 


BUSINESS EXPOSITION HELD 
ME.—Top picture, left, exhibit 
Bros. typewriters. 


The Rand Company, North Tonawanda, N. Y.—Charles 
Underwood. 
The Russia Cement Company—Earnest Swanson 
Remington Typewriter Company, New York, N. Y.—Ed 
win Ashton, J. F. Toony, and Miss Flora True 


The Pollock Pen Company, Boston, Mass.—Miss Hazel 
Gould. 
The Roberts Office Supply Company was the recipient 


of a number of cordial letters from exhibitors following the 
show, expressing their satisfaction at the results achieved 
and voicing a wish to be present with a suitable exhibit at 
the third business show of the company to be given next 
year. 

Mr. Frost is to be congratulated 
his work as a business show manager. 


upon the success of 


Texas Typewriter House to Build. 

The Houston Typewriter Exchange will put up a large 
building in the down-town section of Houston. The archi 
tect’s plans call for a strictly fireproof reinforced concrete 
factory-type building, ocupying 50 x 100 feet, three stories 
high and faced with pressed brick and stone. On the first 
floor will be three stores, one of which will be occupied by 
the Houston Typewriter Exchange. The upper floors will 
have light on four sides and will be designed to carry extra 
heavy loads. 

Due to the high ceilings on the first floor, a mezzanine 
for the use of the mechanical department will be con 
structed. 

The Houston Typewriter Exchange handles typewriters, 
adding machines and duplicating machines. They also 
have a large rebuilding plant, where typewriters are thor 
oughly rebuilt. 

The officers of the company are: J. B. Bleike, president; 
Jesse Barron, vice-president, and M. B. Hutchison, 
tary and treasurer. 


secre 


J. D. Eaton Directs Marchant Advertising. 


J. D. Eaton has been appointed director of publicity 
and assistant general sales manager of the Marchant Cal 
culating Machine Company, Oakland, Calif. He had been 
in charge of the copy department for the Johnstone-Ayres 


Company, Inc., an advertising agency of San Francisco 
Previously he had been with the Union, and also with the 
rribune, both of San Diego, Calif. He was also con 


nected with the Pacific Railways Advertising Company 
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RIBBONS and 
CARBON PAPER 
as a SPECIALTY 

LINE 


Removed from the hundreds of staple lines carried by 
the Stationer, as a specialty line the Department of Type- 
writer Ribbons and Carbon Paper should receive a great deal 
of attention because of the splendid opportunity afforded to 
make such a department the most profitable branch of the 
business. We have argued for many years that this line of 
goods properly belonged to the Stationer and we are par- 
ticularly anxious at this time to stimulate their interest in 
same to a greater extent than ever before; and we would 
invite correspondence from any Stationer desiring special in- 
formation in regard to same. We undoubtedly enjoy the 
greater experience, being able to give any form of informa- 
tion required. We claim to make the most distinctive line 
of ribbons and carbons on the market today ; embodying new 
methods of manufacture which verify our claim in every way. 
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We make inked ribbons not only for Typewriters, but 
for all devices using an inked ribbon to make its impression. 





AGENCIES ALL OVER THE WORLD 


We make a sheet of carbon for every purpose for which / 
Carbon Paper may be used. Often times dissatisfaction is = 
caused by furnishing the wrong sheet relating particularly 2 
to the wrong weight of paper and its finish. = 

We are open to be consulted in any case of this kind and = 
where special forms are used, and often in producing many = 
copies at one time, if these forms are submitted to us, we a 
will gladly tell you what to furnish. = 
We excel in all we produce = 

We meet every condition 2 
We fill every requirement = 
Mi & Vol I 
ittag olger, inc. : 
PRINCIPAL OFFICE AND FACTORY 2 
PARK RIDGE, N. J., U. S. A. z 
= 
BRAN CHES: = ‘ 

NEW YORK SAN FRANCISCO = 

261 Broadway BOSTON 35 Montgomery Street = 

CLEVELAND 160 Congress Street LOS ANGELES = 

326 Erie Building Tajo Building, 207-08 - 2 
MINNEAPOLIS LONDON ST. LOUIS z 
711 McKnight Building 7&8 Dyers Building, Merchants Laclede Building = 

CHICAGO Holborn, E. C. KANSAS CITY = 

295 W. Monroe Street 430 Lee Building = 
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National Shorthand Reporters Hold Convention. 

The twenty-third annual convention of the National 
Shorthand Reporters’ Asociation was held at New London, 
Conn., late last summer. The headquarters were at the 
Mohican hotel. One hundred and eighteen members were 
present with seventy-three guests, according to the official 
registration, but as high as two hundred and fifty. mem- 
bers and guests were present on some days. An interest- 
ing program of work and entertainment was presented. 
The convention lasted five days. The first session was de- 
voted to the reading of the official reports and the evéning 
entertainment, consisting of an outing and dinner on Long 
Island Sound followed by a dance in the ballroom of the 
hotel. The second day’s session consisted ‘of the reading 
of papers by Messrs. Warnement, Pugh, Gotthelf and oth- 
ers. In the afternoon the members and guests assembled 
at the monument of John Winthrop, the Younger, and 
placed a wreath in honor of this distinguished man who 
was said to be the first shorthand writer in New England. 














SPEED 
MARVEL.—Miss Rose Kern, a Dicta- 


BLIND OPERATOR A 
phone Operator Transcribing at the 
Home Office of The Yawman and Erbe 
Manufacturing Company, is Said to 
Turn Out More Work Than Seven 


Other Typists in Her Department. 
{Cut by Courtesy of Demonstration 
(lL. C. Smith % Bros. Typewriter Co.) 
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Clyde H. Marshall of Brooklyn, N. Y., led the afternoon 
discussion on the subject of qualifications and training of 
shorthand reporters. Frederick Meakin, official reporter of 
the New York Supreme court sent a paper which was read 
by Lafayette P. Temple. Another gentleman participating 
in the discussion was Godfrey Dewey of Harvard Uni- 
versity. 

Another subject that. came up for discussion was the ed- 
iting of stenographic transcripts THe president read a pa- 
per from Theodore F. Shuey, Sr.,°dfficial reporter of de- 
bates in the United States Senate. George Walpole, official 
reporter of the Central Criminal Court of London, Eng- 
land, member of the Institute of Short Hand Writers sent 
a paper on editing, which was read'by Dr. Eldridge. An 
illustrated lecture by Fred Irland was one of the features 
of Tuesday's session. “The session of the following day 
was devoted to the reading of papers on various subjects 
of interest to shorthand ‘reporters. A committee on a col- 
lege course of shorthand reporting presented its conclusions, 
recommending a four-year course of professional training 
for shorthand reporters, and recommending the giving of a 
specific professional degree. The’discussions were con- 
tinued during the afternoon of Wednesday and on Thurs- 
day there was a shorthand speed’ contest. On Friday the 
committee on new ideas and suggestions reported and the 
convention wound up the business of the week. The fol- 
lowing officers were elected for the ensuing year: Presi- 
dent, Horace A. Edgecomb, Boston, Mass.; vice president, 
Arthur J. Munro, Buffalo, N. Y.; secretary, A. C. Gaw, 
Chicago, Ill.; treasurer, W. A. J. Warnement, Cleveland, 
O. Members of executive committee: Harold N. Wood- 
man, Denver, Colo.; Edwin F. Allen, Pittsburgh, Penna.; 
Willard B. Bottome, New York, N. Y. Legislative com- 
mittee: Edward I. Berry, Camden, N. J.; Clyde H. Mar- 
shall, Brooklyn, N. Y.; Samuel Bruckheimer, New York, 
N. Y.: Fred H. Carlson, Washington, D. C.; Robert H. 
Rudolph, Easton, Penna 

“Gluey” Uses Mail Promotion. 

The Commercial Paste Company, Columbus, Ohio, is 

operating a direct-by-mail advertising campaign to the 





trade. Attractive mail pieces in color reach the dealer 
frequently, stimulating interest and aiding the selling or- 
ganization. 

“Stick ‘em Up” is a four-page folder in two colors, illus- 
trated with a cartoon of a highwayman. The folder argues 
the use of “Gluey” in sticking up things in the peaceable 
sense. 

A blotter bearing a nine-inch rule suggests 
fer pasting. A folder shows five good reasons for using 
the company’s adhesive. These various mail pieces are 
tastefully executed, and should be potent in winning friends 
and trade. 


a good rule 


Story of “Duofold.” 


Printers’ Ink narrated the story behind the campaign by 
the Parker Pen Company on “Duofold.” It stated that a 
district manager on the Pacific coast conceived the idea of 
a “super” fountain pen, and submitted it to the factory for 
consideration. He called for a large pen, distinctive in 
appearance and endowed with a name easy to remember. 
He knew that the price would have to be above the ordi- 
nary range, but felt that even this would be a point in its 
favor. It would appeal to professional men, business execu- 
tives and others who wanted something of unusual capac 
ity. The factory was luke warm to the idea when it was 
first broached. The Westerner was insistent, and finally 
succeeded in persuading the home office to take action. 

“Duofold” was conceived as a superior writing instru 
ment, and its selling price was not considered until it had 
been perfected. ‘ Estimating small sales, it was felt that 
the pen should sell for $7.75. The odd cents were elimi 
nated as a concession to merchandising expediency. It was 
felt that in the view of the small volume of sales antici- 
pated the loss would be small. 

A trial lot of the new pens was shipped to the district 
manager on the Pacific coast. The factory waited for him 
to “break his heart” in inducing the dealers to stock up. 
Instead he wired back almost immediately for another 
shipment. The new pen “caught on” almost immediately. 
On this showing the factory determined to work up na- 
tional distribution, and, with the dealers stocked, institute 
a national advertising campaign of impressive proportions 
to move the pens into users’ hands. 

An interesting side light on this campaign was the effect 
“Duofold” had on the sale of other pens in the Parker 
line. The immediate influence was unfavorable. Shortly, 
however, the tremendous momentum of the national cam- 
paign reacted in favor of all Parker products. The whole 
family of Parker fountain pens felt the inspiration of “Duo- 
fold,” publicity. 


French Ribbon and Carbon House in London. 


With a view to acquainting himself with present business 
conditions in the British market, Maurice Bouvet, of Prod 
ucts Regency, 103, Rue Lafayette, Paris, France, recently 
spent a few days in London. 

Mr. Bouvet has been manufacturing ribbons 
papers fcr a number of years and is marketing 
cialties under the trade marks, “Regency” and 
dore.” He has devoted much of his time and attention to 
completing an organization covering France, and has been 
very successful in that direction. Export orders have been 
catered for, but now arrangements have been completed 
for coping with bigger business from abroad. During his 
visit to London Mr. Bouvet successfully completed nego 
tiations with a prominent firm in the industry to act as 
distributors for -the British Isles—International Export 
Review. 


ind carbon 
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The Guest Book. 


E. R. MOREY, Seattle, Wash., paid a visit to this office 
October 4. S. ISHIWATA, Tokyo, Japan, called on 
October 5. A. HAGAR, The Business Epuipment Corpo 
ration, Shanghai, China, was a visitor the same date. MR 
AND MRS. ERNEST WALLACE, San Francisco, Calif., 
spent a short time in our office on the sixth, CHARLES 
W. LIPMAN, Graff-Underwood Company, Boston, Mass., 
was a visitor on October 9, in company with LELAND S. 
GRAFF of the same company. M. V. FOLLIN of the 
Wagemaker Company, Grand Rapids, Mich., called on 
Office Appliances on the sixteenthh MR. AND MRS. E. O. 
MORRIS, JR., Morris Bros. Book Store, Stockton, Calif., 
recently visited the office of this journal JAMES W 
NEIL, Pollock Pen Company, Boston, Mass., was a visitor 
on the 23rd. P. A. HOFFMAN, Hastings, Minn., recently 
spent a few minutes in our office. 
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Manifold Supplies Company 


PANAMA 


=| Carbon Papers and Typewriter Ribbons 


‘*The Line that can’t be matched’’ 



























































































































































































































































= We offer dealers a line which has 
both quality and individuality, va- 








riety enough for every requirement 
and manufactured with the greatest 
care. 


| 188 Third Avenue 
5 BROOKLYN station 72) N. Y., US 
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REMINGTON No. 12 


“The Quiet Typewriter”’ 


“The sum of typewriter merit,” is a 
strong statement, but we make it advis- 
edly. The new No. 12 Remington 
contains every feature and every quality 
that the typewriter user has always 
wanted. 


Remington strength and reliability 
—in full measure. 


“Natural Touch’’—which gives a 
speed and ease of operation which is a 
revelation to every typist. 


Good work—and always good work 
—insured by features which prevent 
mis-operation. 


The Self-Starter, or automatic in- 
denter, that great, exclusive Remington 


feature, which saves nearly a minute 
per letter in typing time. 


And added to all these, a degree of 
silence in operation which insures the 
quiet desired in every business office. 


The new Remington No. 12 sells for 
$110—$7.50 more than our standard 
correspondence machine—a $7.50 pre- 
mium for quiet. 


The business man will want this 
new Remington in his office for its quiet 
and the surpassing quality of its work. 


His typist will want it for its “‘natural 
touch’’—which makes the day’s work 
swift and easy. 


Now on demonstration. 


Remington Typewriter Company 


374 BROADWAY, NEW YORK 
BRANCHES EVERYWHERE 


A good typewriter deserves 
a good ribbon. Paragon 
Ribbons—made by us. 
75 cents each, $7 a dozen. 
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(Business Show—Continued from page 74.) 
used for copying documents upon special sensitized paper, such 
as accounting statements, architectural drawings, bills of ex- 


ehange, graphs, charts and any written, printed or typewritten 
matter a 
This exhibit was in charge of C. D. Booker and B. K. 


Friedman, Elsemiller and Nelson. 

POLAR MANUFACTURING COMPANY, 101-7 North Mar- 
shall street, Philadelphia, Penna.—This exhibit consisted of 
the forty different office items manufactured by this company, 
such as the new battleship linoleum desk pad, non-shine chair 


Murchison, assisted by Messrs. 


pad, desk pads, desk reminders, paper weights, typewriter 
shock absorbers, valuable paper wallets, desk pending files, 
letter trays, etc. The company’s new catalogue with dealer 


helps was explained to all visiting dealers. 

M. R. Landes was in charge, assisted by J. 
\llan W. Cox, New York representative, 

PORTER & WHITTEMORE, 165 Broadway, New York, N. Y. 
—The uses of Babson’s reports and services for merchants, 
bankers and investors on fundamental business conditions and 
the stock market were explained. 

This booth was in charge of B. C. Brown. 

THE POSTAGE METER COMPANY, Stamford, Conn., and 
342 Madison avenue, New York, N. Y.—This exhibit was com- 
posed of Pitney-Bowes postage meter machines and postage 
meters, as well as Universal permit printers. This is a device 
for metering and printing postage directly on mail matter. The 
postage imprint is a combination of pcstage stamp, cancella- 
tion and postmark. The meter is a detachable unit and is taken 
to the postoffice to be set for postage as required, payment 
being made at the time of setting. No more impressions than 


Seiberlich and 


are bought can be procured from the meter. ‘ . 
This exhibit was in charge of W. H. Wheeler, Jr., New York 
manager, assisted by S. N. Lovelace, Randall Waugh, Frank 


Smith, H. H. Robinson and Mr. Luhrmann. Foster M. Reeder, 
general sales manager, was present during the week. 

POSTINDEX COMPANY, 41 East Forty-second street, New 
York, N. Y¥.—This company has taken over the filing equipment 
end of the Costmeter Company’s business and a full line of the 
visible filing equipment, including posting and reference files, 
which this company makes was on exhibition. The new No. 
3B was shown for the first time, the main feature being that 
this index takes paper inserts instead of celluloid. The names 
ire first written on the typewriter in flat sheets of heavy paper, 
after which each division is cut off and run through an elec- 
trically heated embossing machine, stiffening the paper and 
making a “convex-concave” slip of it An arrangement of 50 
wings of the equipment with a capacity of 10,500 names was 
shown at the front of the booth and attracted considerable 
comment. 

J. C. Liggett, 
assisted by C. E 
rey, secretary, and 
the New York office 

POSTOMETER COMPANY, 152 West 
New York, N. Y.—Here could be seen the Postometer, an auto- 
matic parcel post computing machine, used in the shipping 
department for computing the postage on parcel post packages, 
In one operation the Postometer determines the amount of 
postage on any package. The scale has a capacity of 70 pounds, 
guaranteed for two years, there being no springs in connection 
with its construction. 

Wilbur H. Dean, sales manager, 
Edward C. Huelle, Harry Lustig, L. F 

POWERS ACCOUNTING MACHINE 


vice-president, was in charge of the booth, 
Atwood, production manager; E. H. Humph- 
Messrs. Sussmann and Wade, salesmen in 


Forty-second street, 


was in charge, assisted by 
Ward and H. S. Bassett. 
COMPANY, New York, 


N. -Y.—Punches, sorters and tabulating machines, which through 
the medium of cards enable the user to obtain with the least 
amount of clerical help complete information covering sales, 


labor, production and accounting analysis were exhibited here. 


Three types of punch were on display, including the slide 
punch, automatic key punch and automatic visible key punch, 
the uses of which were described in detail at this company’s 


booths 

Under the Powers system full and accurate information cov- 
ering various phases of cost accounting work is made available 
through the medium of a card 7%x3% inches, a punching ma- 
chine recording the necessary information. 

R. L. Scheels, New York district manager, was in charge of 
this exhibit, assisted by H. C. Snyder, general sales manager, 
ind four salesmen from the New Yark office. 

PRENTICE-HALL, INC., 70 Fifth avenue, New York, N. Y. 
-Here was shown federal tax service, New York state tax ser- 
vice, inheritance tax service, Business Digest, bond yield charts 
for investment houses and a line of business books and publica- 
tions 


This booth was in charge of F. R. Farrington, assisted by 
Messrs. Parsons, Carll, Bonneville, Brownell, Sperry, Rogers and 
Keator 


PRESTON TRADING COMPANY, 33 West Forty-second 
street, New York, N. Y.—This company is a paper merchant 
and the exhibit displayed their line of bond and book papers 
with many samples showing the different grades. An exhibit 
of materials used in the making of paper was also on display. 
\ special service was given all exhibitors in the supplying of 
letterheads and second sheets for use during the show 

Cecile Preston, said to be the only woman in charge of a 
paper business, was present at the booth. 

Bs 25 E-MACLAREN SERVICE, 47 West street, New York, 
: -Personalized letters were displayed. This is a new 
aed of producing letters in quantities for direct personal 
mail campaigns This method does not require the ordinary 
fill-in done by hand The letters are personal in appearance. 
Associated with this firm is the Auto-Registration Service 
which compiles and publishes the most accurate listing of all 
automobile owners in the metropolitan district. 

Cc. J. Hakins, M. E. Vance, E. B. Pyle, Charles Blauvelt and 
Mr. Roland were in charge of the booth 

RAND COMPANY, INC., North Tonawanda, N. Y., and 140 
West Forty-second street, New York, N. Y All models of old 
and new visible record equipment were here shown. The Pub- 
lic Service index, a recent addition to the line, was featured in 
the display. This index permits of the listing of a maximum 
number of names in a minimum amount of space, and in con- 
with it’ the new Rand duplicating machine, which is 
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DESKS 


-for every office use- 





INCREASE YOUR PROFITS 


Your profits increase when 
you are able to supply the wants 
of every prospect. With the 
Imperial Line you can meet 
their every need. There are 
over a hundred models to choose 
from—made in four distinct 
grades. 


SUPPLY EVERY NEED 

You can furnish Imperial 
Desks, Tables and Chairs to 
the Banker for his private office, 
and you can supply the indi- 
vidual or firm that wants to fit 
up modestly and at slight ex- 
pense. 


GUARANTEE THE QUALITY 


Regardless of the grade or 
price Imperial Products have 
the same construction features 
—features that insure years of 
satisfactory service — features 
that are exclusive and original 
with Imperial. 


INVESTIGATE THE FACTS 


Get a copy of our construc- 
tion drawing showing how Im- 
perial Desks are made. Ask for . 
our plans and proposition for 
Imperial Dealers. 





Write Today For Complete Information. 


/mperial Desk Company 


Fvansville - 


Indiana 











No. 
1008 4 
TABLE 
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capable of running anywhere up to three or four hundred copies 
A new underlapping model was also shown, as well as the Traco 
cabinet with its improved construction. The time-saving de- 





vices which this company manufactures, such as the desk 
systematizer, Control-O-Graph and Makurown index tabs, were 
included. 


This display was in charge of H. A. Van Houten, manager, 
assisted by F. W. Karcher, P. G. Knudsen, A. Van Der Sluys, 
J. Clapp, C. F. Warren, R. W. Brown, R. F. Rossbach, D. N, 
Tabler, A. J. Thompson, S. Wrubel. 

RAND, McNALLY & COMPANY, 42 East Twenty-second 
street, New York, N. Y.—Wall maps, map tack system cab- 
inets, juvenile books, educational globes and atlases, the com- 
pany’s largest map of Greater New York, etc., were displayed 

This booth was in charge of D. H. Haight, manager commer- 
cial map department, assisted by L. M. Andrews, W. E. Beards 
ley, F. J. Fannon and F. Meier, Jr. 





RAPID ADDRESSING MACHINE COMPANY 32-46 West 
Twenty-third street, New York, N. Y.—Here could be seen the 
various models of Belknap addressing machines The Duplex 
machine, which addresses the mailer strip and simultaneously 
prints the office proof, counts every subscription and auto 
matically takes from the list all expirations as they terminate 
was shown. The Indexograph was on exhibit, as well as a 


system manufactured especially for mail order users, combining 
all records concerning the customer or prospect with the ad 
dressing system in a perfect card file, all information being 
visible while the matter is being addressed 
This exhibit was in charge of Alexander Wachsmuth, assisted 
: by G. E. Burleigh, W. Stern, E. F. Hammig, R. Shook, F 
. ‘ Weeks, H. Barnett, M. Ackerman, H. C. Hammig, R. Oliver 
J. Seigrist and C. S. Thorp. 
= REALITE PENCIL COMPANY, 370 Seventh avenue New 
York, N. Y.—Here the Realite propelling pencil was demon 
Counter Height strated. This is a pencil of the thin lead variety) 
The exhibit was under the general supervision of Arthur L 
Joseph B. Mac 


bad Kugel, assisted by C. A. Wassom, S. Geller, 
tee prig ts Beth, Miss Blum and William Amos. 
RICHARD H. REED, 137 Broadway, New York, N. Y (See 
H. E. Morrow.) 

REMINGTON TYIPEWRITER COMPANY, 374 Broadway, 
New York, N. Y.—This exhibit consisted of Remington standard 
correspondence and office machines, portable typewriters and 
accounting machines. The Remington accounting 1 





machine dis 





play illustrated the actual use of this machine for bookkeeping 
in all of its different branches. 

The feature of this display was the new No. 12 Remington 
the quiet typewriter. Its fourteen noise reducing features were 


explained to all visitors and it was explained that this machine 
has every Remington advantage—plus the quiet action and 
silence of operation which has been desired 

Miss Hortense Stollnitz, the holder of the highest actual speed 
record ever made for one hour’s continuous writing, 159 words 
per minute; Miss Marion C. Waner, international amateur 
champion of 1921, and Miss Elsie Keller demonstrated the speed 
and accuracy of the Self-Stargzing Remington This speed work 
was supervised by P. L. Waters. 
Fraser, New York manager, was in charge, assisted by 









. 4 -. 
With A. L. Ruiz. Members of the metropolitan selling force were on 
“ hand, extending a welcome to all visitors. 
Linoleum REUTER, INC., CARL H., 2216 Land Title building, Phila 
delphia, Penna., and 30 East Forty-second street, New York 
Tops and N. Y.—Here was shown the Trinks Brunsviga which has an 
accumulating multiplying counter which transfers to the full 
Finished capacity in the quotient and the multiplying counters Trinke 
Brunsviga Triplex and the different styles of the Archimedes 
machines were on display as well. 
Permanent Carl H. Reuter was in charge, assisted by William Kalten- 


. brunner and Messrs. Allen of the Philadelphia office and Sharps 
Side Walls of the New York office. 

ROBINSON MANUFACTURING COMPANY, Westfield, Mass 
—(See William H. Bassinger.) 

RONALD PRESS COMPANY, THE, 20 Vesey street, New 
York, N. Y.—On exhibit jAAere were books on subjects including 
accounting, administration, advertising, auditing, commercial 





Can be used side by side as a counter and law, cost finding, corporation procedure, credits and collections, 
at the Same time as filing cabinets. Lino- coon, eo and ne foreign trade and exchange, 
.. a ” = _ i anguage and correspondence, management, marketing, per- 
leum top Is detachable and is not absolutely sonnel management, production, retailing and taxation: also 
“ess , Ton i . y three monthly magazines, ‘‘Administration, The Journal of Bus 
nece sSary. Pe P 1S made of best grade Bat ness Analysis and Control,” ‘‘Management Engineering’ and 
tleship linoleum—very heavy and durable the “Journal of Production.” 
¢ . This display was i sharge bert L ershe assisted b 
and never curls at the edges. sinh a lage tes b Clee. pe ores te Rm on erie k 
. . . ~ . Sellman, Raymond Lipscomb, J. Frederick Bohmfalk and Ham- 
In selling these Counter Height Sections eng - 
s . : ~ . ilton Cochran. 
you offer your customer— RONEO COMPANY, 117 Leonard street, New York, N. Y.- 
. . “ Here was shown for the first time the Workers’ chair, which is 
Greatest economy of space. an adjustable chair made of steel tubing. Another feature of 
- dean P the exhibit is the Roneo telephone cabinet which can be attached 
Lowest cost per filing inch. to an individual desk telephone of any executive The Ronee 
. ‘ Copier, a machine for copying letters, statements, etc., is also 
Roller bearings cut from solid steel bars. being displayed. 
- me 6 This booth was in charge of John Burke 
Elegant Finishes. SAFE GUARD CHECK WRITER COMPANY, 5 Beekman 
B iful Backs street, New York, N. Y.—Safe Guard check writers, the fea 
eautitu Backs. tures of which are the diagonal writing and the protection of 
c | S ‘eee the payee’s name, were demonstrated. The prohibition depart- 
smooth Surtaces. ment, it is stated, has recently had several of these machines 
. , Ides made up for use in making out withdrawal permits A testing 
Highest Quality. —_ showing a machine in actual operation with only one 
call ta Te inking was run during most of the week 
Lowest Prices. F. C. Gluck, chief mechanical engineer from the factory 


William C. Riley, bank expert, and A. Morgan, forgery expert, 
; . P - were present during the week. 
Particulars given in Catalogue 8200 This exhibit was in charge of Messrs. Schwartz and Garrett, 
assisted by members of the sales force. 

SAINBERG & COMPANY, INC., 65 West Houston street, 


Sh Gl b “We ° k eC New York, N. Y.—Here was shown this company’s full line, 

= including Calendesk pads in 31 styles with three types of fillers, 
e Oo a ernic e oO desk pads, glass desk pads, card index cabinets, work dis- 
tributors, striped wood and tarboard clips, leather goods, bind- 


. >. .* 
Cincinnati ae. ote. 

Robert B. Sainberg was in charge, assisted by Joseph C 
Sainberg and Milton Hopfenberg. 
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GIVE WINGS TO WORDS! : 


ped onward by the responsive keys of the 
Underwood Portable, thought becomes swifter in 
its flight; writing is made easier; understanding 
becomes surer—mind is brought nearer to mind. 
The Portable is obtainable at Underwood offices in all principal cites, 
or direct from Underwood Typewriter Co., Inc., Underwood Bldg., N. Y. 

IT WEIGHS 934 LBS. CASED. PRICE $50 IN THE U. &. A. SEND FOR DESCRIPTIVE BOOKLET. 

NM YYW y MG ag “ij, Bee : ‘ 






“The Machine You Will 
Eventually Carry” 








UNDERWOOD PORTABLE 
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What’s the Price: 


Price is always a factor; to deny 


that would be absurd. And Oxford 
Filing Supplies, because of specialized 
production methods, are very moderately 
priced throughout—lower than you would 
expect. 


Yet we have not placed the 


emphasis on price. The policy of 
selling a line that will bring re-orders is the 
only one that will build substantially for 
our dealers and for ourselves. 


That’s the Oxford policy! 


Strong consumer appeal in the : 
merchandise 1s what we have 
: 
; 
; 
: 
: 


striven for and achieved. Oxford dealers 
can testify to this. 


We have a useful and attractive 


sample set of our supplies for 
dealers who are interested in having proof 
of this outstanding feature of our line. Just 
pin this ad to your letterhead and we will 
understand it as a request for these samples 
and a price list. 





Orord FILING SUPPLY Co. 


382 Jefferson St. Brooklyn, N. Y. 





NEW YORK SALESROOM CHICAGO SALESROOM 
23 White St. 106 N. La Salle St 


PHILADELPHIA OFFICE 
911 Drexel Bldg. 
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SALES. MANAGEMENT, 342 Madison avenue, New York, 
N. ¥.—(See The Dartnel]l Corporation.) 

SCHWARTZ & BRO., S. ROBERT, 729 Broadway, New York, 
N. ¥.—Here were shown various types of office lamps, including 
the Green Glass line and Phlexarm type of lamps for roll top 
desks, flat top desks, telephone switchboard, stenographers’ 
desks, Addressographs, stock tickers, adding machines 

L. H. Weisbard was in charge of this exhibit. 

SCOFIELD & COMPANY, 30 Beekman street, New York, 
N. Y¥.—Displaying Scofield telephone brackets, swinging type- 
writer stands, portable typewriter stands, portable stands for 
mercantile books, dictionaries, reference books, etc., Equipoise 
telephone arm, Burns telephone bracket, Hi-Lo telephone 
bracket, Automatic telephone book holder, telephone directory 
cabinet, Wilaphone, telephone mufflers, telephone glass mouth- 
piece, telephone receiver cushion and telephone memorandum 
ads. 

; This exhibit was in charge of William A. Adams, assisted by 
William H Moorman, Erik W. Dohren and Frederick W 
Mehrtens. A. L. Scofield was present at the show. 

SCOTT PAPER COMPANY, 30 Church street, New York, 
N. Y.—Scottissue towels and toilet paper with appropriate con- 
tainers for each were displayed. A special rack and mirror 
outfit for Scottissue towels for the office was prominently shown. 

Clinton Calvert was in charge of the booth, assisted by Messrs. 
Nelson, Hoops, Gelber and Miss Speirs. 

SENGBUSCH SELF CLOSING INKSTAND COMPANY, Mil- 
waukee, Wisc., and 516 Trimble building, New York, N. Y.— 
On display here were Sengbusch inkwells, desk sets, Ideal san- 
itary moistener and mucilage applier 

Cc. G. Tollefsen, New York manager, was in charge, assisted 
by E. L. Watson 

SHEPPARD, C. E., COMPANY, THE, Van Alst and Four- 
teenth streets, Long Island City, L. L—Here were seen loose 
leaf accounting forms and outfits, including all types of bind- 
ing devices, ledgers, post binders, price books, transfers, etc., 
as well as machine bookkeeping equipment, which was par- 
ticularly stressed The Repeat-O-Graph, which automatically 
repeats phonograph records, was in operation during the week 
and displayed its usefulness. 

A. A. Goldstein was in general supervision of this booth 

TYPEWRITER EMPORIUM division and LIGHTNING COIN 
CHANGER division of the SHIPMAN-WARD MANUFACTUR- 
ING COMPANY, 4401 Ravenswood avenue, Chicago, Ill.—Here 
were shown rebuilt Underwood typewriters in models 4, 5, 3-12 
and 3-14, and Lightning coin changers in four different models; 
the payroll Lightning with Lamson tube attachment, espe- 
cially adapted for use in all kinds of business where a bulk of 
change is handled was particularly featured. 

Fred Baxter, New York manager, was in charge, assisted by 
several New York salesmen. H. W. Kempnich, general sales 
manager, was present a part of the week. 

SIMPLEX TIME RECORDER COMPANY OF NEW YORK, 
69 Cortlandt street, New York, N. Y.—Exhibited here was a full 
line of Simplex and Bundy card and sheet models of payroll 
time recorders; Simplex cost recorder and cost card system; 
Simplex Costograph, which is a new device transposing hours 
and minutes automatically into dollars and cents. This device 
can be used in connection with any style time or cost clock 
and goes one step further than any other device. It can also 
be used without a time clock of any sort. 

In addition was shown watchmen’s time systems; new Thomp- 
son overhead printing time stamp, which prints on the face of 
the paper. 

This exhibit was in charge of E. C. Rockwell, New York man- 
iger, assisted by Ralph Mitchell, Jack R. Dionne, J. L. Ballard, 
Earl Kelder, Louis Miller, M. W. Pehl and Mary Brooks. 

SMITH & BROS., L. C., TYPEWRITER COMPANY, 701-715 
East Washington street, Syracuse, N. Y., and 217 Broadway, 
New York, N. Y Here were shown all standard models of the 
L. C. Smith typewriter, known as the Silent Smith, some of 
the features of which are ball bearing, less friction, less noise, 
long wearing and interchangeable platen A stencil cutting 
machine was also on exhibition. 

H. J. Humphrey, manager of the New York office, was in 
charge, assisted by his sales force. J. W. Kiplinger of the sales 
promotion department visited the show 

STANDARD CONVEYOR COMPANY, 227 Fulton street, New 
York, N. Y.—Five different types of conveyirig machinery were 
visibly demonstrated here in a most interesting exhibit, namely, 
straight lift (elevator), belt, spiral chute, gravity curve and slat. 

A. F. Comstock, vice-president in charge of the New York 
sales offices, was assisted by salesmen of the New York office. 

STANDARD ENVELOPE SEALER MANUFACTURING 
COMPANY, 42 Broadway, New York, N. Y.—Here were seen 
various models of Standard envelope sealing machines, Standard 
stamp affixing machines and new Standard postal permit 
printer and sealer electrically operated which automatically 
feeds, counts, moistens, stacks and seals envelopes at the rate 
of 12,000 per hour, at the same time imprinting on each en- 
velope the permit indicia as provided by the postal regulations 
to eliminate the delay in canceling and the affixing of stamps. 

This exhibit was in charge of Marcus M. Plechner, general 
agent, assisted by Joseph Gowa, chief mechanic and demon- 
strator, and Miss Pauline Mayer, expert demonstrator. F. y 
Storck, vice-president and general manager, was present. 

STATIONERS’ LOOSE LEAF COMPANY, 346 Broadway, 
Milwaukee, Wisc., and 174 Wooster street, New York, N. Y.— 
Here was shown the Faultless loose leaf line, including binders, 
forms and indexes, and specialties of their own, such as Flexi- 
post binders, used as current ledgers, transfers and catalogue 
binders; Stay-Open aluminum loose sheet holder, an improved 
extra flexible line of ring binders and loose leaf memo books; 
turning post binder for machine posting; simplified bookkeep- 
ing system and their new line of ‘‘Semi-Metal’’ hinge transfer 
binders. 

George C. Pohnke, eastern manager, was in charge, assisted 
by J. J. McNeely and G. T. Larson. Harold E. Hawkins, gen- 
eral sales manager, was present during the week. 

SUNDSTRAND ADDING MACHINE COMPANY, Rockford, 
Ill., and 101 Park avenue, New York, N. Y.—Shown here was 
a cash register model which is a combination adding machine 
and register; model X, carrying a detail strip in the machine 
on which is an exact duplicate of every itemized receipt issued; 
cash register with wide carriage on the machine so that pur- 
chases can be columnized under different headings, in connec- 
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and tell us your requirements. 











Newark, N. J., 
\. 


AVE YOU 
TRIED THEM? 


As good or better than the 


average rebuilt typewriter 


A trial order will demonstrate 
the truth of our assertion. 


RUBBER COVERS 


We make them for all purposes; little 
ones for Check Writers, larger ones for 
Typewriters and Adding Machines and big 
“Six Footers” for machinery, with or 
without your advertising. Drop us a card 


TRANSFERS, SIZING, ENAMEL, 
OIL, BRUSHES, PADS, ETC. 


American Writing 


Machine Co. 


Executive Offices and Factory 


U.S.A. 
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tion with which the advantages of the Sundstrand Daily Sales 
Record book are explained; different model adding machines, 
and the newest and latest feature of the company, which is an 
adding machine in which is incorporated the direct subtraction 
feature made possible by the use of the subtraction key. This 
machine wads exhibited for the first time. William M. New- 
som, eastern district agent, was in charge. P. N. Sea, general 
sales manager, and Oscar Sundstrand, one of the inventors of 
the machine, were present from Rockford, Ill. George Chor- 
penning, New York sales manager, and his corps of salesmen 
were on hand to demonstrate and answer any questions in rela- 
tion to the machines. 

SUTLIFF, V. E., 30 Church street, New York, N. Y.—This 
booth was devoted to a new loose-leaf encyclopedia revised 
every six months. Subscribers are furnished with new informa- 
tion which keeps their set continually abreast of the times. 

Vv. E. Sutliff was in charge of the booth, assisted by Warren 
Kubler. 

Sn Tee MACHINE ‘¢ ‘OMPANY, THE, 50 Broad street, 
New York, N. Y.—Shown here were electric tabulating and 
sorting machines, key punches, gang punches and tabulating 
cards. The feature of this exhibit was the newest model ma- 
chine, being shown for the first time, known as “Electric Print- 
ing and Listing Tabulating Machine.’ It does everything that 
the old model did and in addition prints the totals as well as 
lists and operates without the use of stop cards. It auto- 
matically stops at the end of each run, prints the total and 
starts in the next group. Another new feature is that it will 
permit of the first three counters’ being used for group indi- 
cating purposes. It will accumulate figures and print totals 
at approximately 160 cards per minute and will list all cards at 
about 72 cards a minute. Another comparatively new machine 
is known as the Electric Tabulating Card Counter, which is 
used for the purpose of enumerating census figures as well as 
for gathering vital statistical figures, in health boards, hospitals 
and institutions of that character. It combines to a certain 
extent the sorting and tabulating machines in tHat it is not 
necessary to sort single column fields to get results. This 
machine is so constructed that all code numbers from 0 to 9 
also including the llth and 12th positions will be counted by 
simply running the cards through the machine. 

Clement Ehret, treasurer, was in charge, assisted by T. R. 
Jones, A, S. Halliday, A. M. Roy, D. H. Davis, C. W. Messer, 
B. F. Banta and L. H. LaMotte, Jr. 

TELEPHONE APPLIANCE COMPANY, Room No, 314, 1340 
Broadway, New York, N. Y.—The Tel-Dex, a telephone index 
which fits right on the telephone, is covered with celluloid, 

making it transparent, and has two sides with a swivel top, 
making for accessibility. The Pocket Tei-Dex has a capacity 
of twenty-two memorandum spaces on either side. Fifty cards 
are sold with this model. 

. L. Allen, manager, was in charge of this booth. 

TELAUTOGRAPH CORPORATION, 438-448 West Thirty- 
seventh street, New York, N. Y.—Here was displayed a com- 
plete series of systems such as are used in about 108 classes of 
business, a few of the most important being waiting order sys- 
tems, credit authorization systems, reserve stock order lines 
warehouse order systems, etc. These are connected up in such 
manner that any one can determine at a glance just what the 
Telautograph accomplishes. 

This booth was in charge of the officers of the company, 
assisted by Howard B. Smith, Charles H. Jackson, Paul J. 
Martin. Charles G. Esterle, Viola C. Olvany and O. C. Clemens. 
— V. Marshall, vice-president, visited the show during the 
week. 

TODD PROTECTOGRAPH COMPANY, INC., Rochester, N. 
Y., and 3 Park Row, New York, N. Y.—The latest model “Ex- 
actly”’ dial Protectograph check writer and the new speed model 
Dial No. 999, which is hand operated, were displayed. Both of 
these machines involve the new aluminum castings, which 
lighten the machines considerably and makes them far superior 
for portability. There was also shown the new electric machine 
which is the first check writer produced with the automatic 
locator for the dollar and cents characters. This machine is 
also equipped with the new Todd automatic ejector which ex- 
pels the checks at the completion of every operation. The Star 
adding machine was also on exhibition, 

Julius Mentzel, branch manager of the New York and export 
division, was in charge, assisted by several competent salesmen, 

TOWEL SUPPLY ASSOCIATION OF GREATER NEW 
YORK, New York, N. Y.—Various new and improved methods 
of towel service were exhibited here for the benefit of the 
patrons of the company. Special attention was directed to 
their continuous or 25 yard roll towel and cabinet. 

TRUSSELL MANUFACTURING COMPANY, 5-15 North 
Cherry street, Poughkeepsie, N. Y.—Here was displayed this 
company’s complete line, which includes ring books, price 
books, ring binders, memos, diaries, address books, ‘‘My 
Finances,’ ‘‘My Budgets,’’ etc. Another feature of interest was 
the patented method of making flexible leather covers of one 
piece solid leather, and an oil painting, electrically illuminated. 

H. W. Walker was in charge. C. D. Trussell, president, and 
— Frost, secretary and treasurer, were present during the 
week. 

TYPE-ADDER CORPORATION, 195 Christie street, New 
York, demonstrated an adding machine which can be attached 
to any standard typewriter, making it a billing, bookkeeping 
and listing machine. The attachment fits on the front of the 
typewriter and can be put on and removed in a moment. Cal- 
culating can be done vertically or horizontally. The device was 
shown attached to several different makes of typewriters. 

J. C. Hochman.and M. Samberg were in charge. 

TYPEWRITER FACTORY SALES CORPORATION, 217 
Broadway, New York, N. Y.—An exhibit of rebuilt typewriters 
made up this booth. The usual contest to determine which of 
two machines placed at the front of the exhibit was a rebuilt 
machine and which a new one was featured. 

J. H. Troxell was in charge, assisted by A. Larsen. W. W. 
Ramer was present during the week. 

UNDERWOOD TYPEWRITER COMPANY, 30 Vesey street, 
New York, N. Y.—This exhibit by its very size indicated the 
wide range of Underwood products. In it were shown a com- 
plete line of Underwood correspondence typewriters and Under- 
wood bookkeeping machines. The new portable Underwood 
typewriter was an object of much interest at this show, as well 
as the Underwood fanfold billing machine and the Underwood 
rotary duplicating machine. 


A large staff of experts was in attendance to demonstrate 
the various features of the different Underwood devices. J. 
Neahr, general sales manager, was in charge of this exhibit. 


UNITED Y. M. C. A. SCHOOLS, 375 Lexington avenue, New . 


York, N. Y.—This exhibit featured the home study courses 
taught by the correspondence schools division. Although there 
are more than 300 courses taught, there were only three 
typical courses exhibited in the display, namely, complete archi- 
tecture, complete law, and accountancy, 

George R. Warren, New York district representative, was in 
charge, assisted by R. Bruneau and W. F. Ver Beck. 

UNIVERSAL FIXTURE CORPORATION, 135 West Twenty- 
third street, New York, showed the Universal displayers, in- 
cluding those tor maps and charts, dealer helps, etc. An auto- 
matic displayer was featured, the wings of which were turned 
by an electric motor. Some advertising signs made by L. D. 
Nelke of New York were shown. 

Arthur Heine, vice-president, was in charge, assisted by Amos 
Poole and Van Buren Malcolm. 

VANNAIS ACCOUNTING INSTITUTE, INC., THE, 30 Asy- 
lum street, Hartford, Conn.—Here was explained to persons 
interested in accountancy this institute’s manner of teaching 

John E. Martin, manager of the New York office, was in 
charge of this exhibit. He was assisted by William Van Deilen 
and E. J. Price. 

VICTOR ADDING MACHINE COMPANY, Chicago, IIL, and 
461 Eighth avenue, New York, N. Y.—Here was demonstrated 
the Victor adding and listing machines, a standard 8-bank key- 
board, capacity up to One Million Dollars, with features of por- 
tability, instantaneous totals, triple visibility clear signal, auto- 
matie red printing of totals and sub-totals, non-add key and a 
year’s guarantee. 

This display was in charge of B. A. Hackett, New York sales 
manager, assisted by Messrs. Edler, Wallette, Ver Planc Ag = 
back, Carmody, McLain and Miller. 

WAGEMAKER COMPANY, 556 Market street, Grand Rapids, 
Mich.—Here was shown the company’s line of Neo-Leum desk 
covers, etc. The company also exhibited the DeLuxe desk with 
the new steel tray feature. The Neo-Leum product is especially 
designed for desk and table tops, being durable, neat in appear- 
ance and presenting an ideal surface upon which to write. This 
product will be introduced by the company’s sales organization 
in New York City, the Munro-Boykin Company, and the desk 
will be demonstrated by the Cobb-Macey-Dohme Company. 

This booth was in charge of Mr. Rose of the Cobb, Macey & 
Dohme Company, and Mr. Munro, of the Munro-Boykin Com- 
pany. 

WAGNER-MOORE, INC., 14-16 Wooster street New York, 
N. Y.—Here were displayed aluminum file guide both in the 
perpetual and adjustable-insertable tabs, with angle tabs mak- 
ing them easily seen when in the file. This is the first time an 
all-metal guide was shown to the public; aluminum filing metr- 
od, W-M ring fasteners and general filing supplies 

This exhibit was in charge of Major C. I. Wagner, assisted 
by John F. Soby. 

WAHL (¢ ‘OMPANY, Chicago, ill.—(See H. K. Brewer & Com 
pany.) 

WALES ADDING MACHINE COMPANY, Wilkes-Barre, 
Penna., and 282 Broadway, New York, N. Y.—Here was shown 
a full line of portable models, standard line of adding, listing 
and calculating machines, the Wales Cashier (cash register), 
adding machines and several models of bookkeeping machines 
The new Wales Duplex Cashier was particularly featured. This 
machine combines a cash register and adding machine, issuing 
an itemized and totaled receipt to the customer, printing a de- 
tailed duplicate record of every transaction, classifying each 
transaction and printing a complete itemized total of all trans- 
actions at the end of the day, as well as giving all the features 
of the adding machine, a feature of this new departure is-that 
the Wales machine can be instantly detached from the cash 
drawer cabinet and utilized as an adding machine exclusively. 
The model No. 50 new bank posting machine with electric car- 
riage return was also on display. 

This exhibit was in charge of H. ©. K'Burg, general sales 
manager, assisted by G. A. Murmann, district sales manager 
at New York, and his staff of salesmen. 

EK. H. WALSH, INC., 56 Thomas street, New York, N. Y.— 
Shown here was the Visible record binder, a visible-indexing 
automatically shifting loose-leaf equipment with a capacity up 
to one thousand record sheets. W. H. Ostrander, manager of 
the systems department, was in charge, assisted by J. B. Sauter, 
N. Styne, M. Gallo, M. Frazer and B. Scholer 

WEIG SALES CORPORATION, 154 Nassau street, New York, 
N. Y.—Here was displayed a complete line of F & E check 
writers, manufactured by the Hedman Manufacturing Company, 
Chicago, Ill. This is a new and improved machine, the fea- 
tures of which are bronze matrix, heavy construction, rein- 
forced type, positive inking system for 5,000 checks without 
replenishing. The new electric machine which writes a single 
check or checks in sheet form or voucher checks was shown 
for the first time. 

O. E. Weig, treasurer of Weig Sales Corporation, was in 
charge, assisted by Harold Dwight and Fred Meyer, Wall street 
representatives, and Morris O. Weig. 

WESTERN UNION TELEGRAPH COMPANY, 395 Broadway, 
New York, N. Y.—This booth was dedicated to new and original 
features of serving the business community. The company 
maintains a sales service organization throughout the country 
and makes suggestions to executives as to the increased use of 
the telegraph service. Included in the service feature is a 
form addressed to the manufacturers, embodying a request that 
they reply by wire. Attached is a telegraph blank to be filled 
in with the terms of the order and to be returned to the sender 
collect. The company had an interesting booklet referring to 
commercial uses of the telegraph. A complete lay-out for the 
transmitting of cables was an important part of the exhibit. 

Messrs. Browner and Dealey were in charge of the exhibit. 

WHITING PAPER COMPANY, 154 W. Fourteenth street, 
New York, N. Y.—Flat paper, letterhead papers, paper for office 
and factory forms as well as stationery for executive and pro- 
fessional use made up the major portion of this exhibit Full 
lines of loft dried papers for various office and factory uses 
were displayed as well. J. A. McCann, New York City man- 
ager, was in charge, assisted by W. T. Burke 

WILSON-JONES LOOSE LEAF COMPANY, Chicago, IIL, 
and 316 Hudson street, New York, N. Y.—Here was displayed 
their complete line, which includes ledgers, ledger outfits, ledger 


November, 1922 





= =. 


OFFICE APPLIANCES 








New worlds are constantly being 
discovered with the searching aid 


of the Mimeograph and its dexterous companion, the 
Mimeoscope. Twin explorers! Unusual extensions 

of business and educational activities have been made 
practical and necessary by them. Things that could not 

be done before, they accomplish swiftly and economi- 

cally. All kinds of diagrams, drawings, designs, etc., are 
easily reproduced at the great speed of five thousand 
well printed copies an hour. And on the same sheet, in 
the one operation, may be printed typewriting or hand- 
writing. The Mimeograph has speeded up the world’s work 
and lightened its burden. The Mimeoscope has tremen- 
dously advanced its range of usefulness. Let us show you 
how they will save money and trouble and time for you— 
these ingenious explorers of new fields. Send today for book- 
let “T-11.” A. B. Dick Company, Chicago—and New York. 
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Do You Sell ALL 
of the “Webco” Products..? 


“Made by the F.S. Webster Company.” This 
is the strongest sales argument any dealer 
can put forth in selling any kind of type- 
writer supplies. 


Because they give extraordinary service, 
Webco Products hold friendships extraor- 
dinarily well. 


Star Brand Typewriter Ribbons 
A kind for every purpose. 


WebKopy Manifold Tissue — For 
making many copies. 
R. T. Z.— Original Webster Type 


cleaner. 


MaltiKopy Carbon Paper—A kind 


for every purpose. 


Are you receiving each month copy of the 
neighborly “Webster Way,” which not only 
tells about Webco Products but is full of 
ideas on how to make them fast sellers? 


F. S. WEBSTER COMPANY 
338 Congress Street.. BOSTON, MASS. 


New York Chicago San Francisco Philadelphia Pittsburgh 
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What Comes After 
You Buy the Goods..? 


Chapter XI 


A whole lot has been written about satis- 
fying customers. In selling carbon papers 
it simply comes right down to this: 


Your sales force should find out from your 
customers exactly the specific work they 
want carbon paper todo. With “‘A kind 
for every purpose’’ it is a very simple mat- 
ter to sell them exactly that kind and weight 
of MultiKopy that best fits their needs: 


MaltiKopy No. 5 Light Weight for 
Manifolding. 


MultiKopy No. 95 Medium Weight 
for Extra Durability. 


MultiKopy No. 25 for General 
Office Use. == -=*** 


F. S. WEBSTER COMPANY 
338 Congress Street.. BOSTON, MASS. 


FS WEGSTCRCO“°CANY 





Just as there is “A kind of MultiKopy 
Carbon Paper for every purpose,” so 
there is a Star Brand Typewriter Ribbon 
for every typewriting use. 


Sendin the names of your department 
heads and retail clerks who would like 
to receive the valuable and practical aids 
offered by Webster’s Definite Selling 
Plan. Join the Webster family! 





New York Chicago San Francisco Philadelphia Pittsburgh 


at Sea 
email — 
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Is Your Store 
a Part of the 


OYA 


TYPEWRITER =F 


National Sales TYPEWRITER 


ORGANIZATION 





SALES & SERVICE 


. Over Seventy Direct 
Branches and One | 
Hundred Distributors— 











IF IT IS---you are receiving the benefit of the remarkable 
popularity of the Light-Running-Quiet-Running Royal and the 
famous Master-Model—the two leaders in the typewriter world. 


IF IT IS NOT---then inquire if our organization is com- 
plete in your territory for we still must add hundreds of repre- 
sentatives to our already immense selling force to meet the 
demand for Royals and furnish Royal Service everywhere. 


Royal Typewriter Company. Inc. 
Dealers Dept. 364-366 Broadway NEW YORK 
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sheets, indexes, post binders, sheet holders, catalog binders, 
record and minute books, ‘Buddy’? memorandum books, ring 
memo books, price books, ring binders, petite form, columnar 
sheets, columnar pads, commercial forms, bank forms, profes- 
sional forms, in fact, everything in loose leaf. 

M. Campbell, eastern sales manager, had charge of this 
exhibit, assisted by E. F. Dooley, I. J. Meyer, Harry Musser, 
E. W. Mead, W. H. Thompson. 

WOODSTOCK TYPEWRITER COMPANY, Chicago, Ill., and 
298 Broadway, New York, demonstrated the newest model of 
the Woodstock typewriter with 11%4-inch carriage With this 
machine one can write on the very bottom line or margin of 
the paper because of the positive paper feed, variable line 
spacer, etc. Other features embody half spacing, which permits 
the insertion of a letter when omitted. Rigid carriage, auto- 
matic ribbon reverse and ball-bearing carriage runs are also 
included in the mechanics of this machine. A Hooven attach+ 
ment operated a Woodstock at this booth at the rate of 174 
words a minute 

A. W. Morf, manager of the New York office, was in charge, 
assisted by salesmen and office people. D. M. Alkire, general 
manager, was present during the week. 

WORK-ORGANIZER SPECIALTIES COMPANY, 725 West 
Grand boulevard, Detroit, Mich., and 19 Park place, New York, 


N. } Here were seen a complete line of Work-Organizers in 
10 styles from six to fifteen pockets capacity. The folding 
Work-Organizer for portable purposes in a brief case was fea- 
tured The new record holders for phonograph records, keep- 


ing them constantly in place with no danger of their spilling, 
also attracted attention. 

This booth was in charge of M. E. 
utor 

YORK SAFE & LOCK COMPANY, York, Penna., and 55 
Maiden Lane, ‘New York, N. Y.—Showing fire-proof safes and 
burglar-proof chests, together with photographic display This 
exhibit included the light wall type of fire-proof safe, fitted 
with interchangeable filing units. This safe is of the same 
sturdy reinforced construction and has the same fire-resisting 
qualities as this company’s other safes 

H. A. Brown, sales manager of the fire-proof department, 
was in charge, assisted by W. E. Schubert and C. A. Dodd. 

ZETA-BE COMPANY, 30 East Forty-second street, New 
York, N. Y¥.—The U-File-M-Binder Manufacturing Company, 
Inc., line of binder strips, scrap books, back sheets, folders in 
general, photographic albums and paper clips were on exhibi- 
tion at this booth 

Rodolfo Ried was in charge of this exhibit 


Johns, New York distrib- 


Awards for Best Letters. 

The Wilson-Jones Loose Leaf Company of Chicago put 
on a thousand dollar contest for stationery sales folk to 
mark the introduction of the DeLuxe Greenback ring book. 
[The awards were on the best answers to certain questions 
by authorized salesmen or saleswomen, and by proprietors 
and department managers of stationery stores. The con- 
test ended on November 1. Awards will be paid on Decem- 
ber 15 and the names of the winners will be published in 
January. Fifteen prizes were offered, ranging from $250 
down to $25 and twenty-five prizes of $10 each. The next 
best one hundred participants will receive souvenir Green- 
back ring books. The questions to be answered were as 
follows 

l— For how many 
books? (Make a list.) 
2—What other practical uses for ring books do you rec- 
ommend to your customers? (Make a list.) 

3—Why do you think that Greenback is or is not a good 
name for our newest ring book? 

4_Why are you a stationery salesman (or saleswoman)? 


different uses have you sold ring 


National Advertising Campaign on Chairs. 

The Sikes Company, Philadelphia, Pa., is making what is 
for office chair merchandising a radical innovation by inaug- 
ng a national advertising campaign in the middle of 
November through such mediums as the Saturday Evening 
Post and other publications. 

This campaign will be announced to dealers during the 
early part of November and will include not only monthly 
advertisements to consumers but a striking series of dis- 
plays that will have the effect of tying up the dealer’s store 
with the campaign. To quote the Sikes Announcement: 

“No one has ever clearly explained and consistently re- 
minded people of the influence a chair exerts on the com- 
fort, efficiency and mental poise of the man or woman who 
uses it. Business men think of new chairs only when the 
old ones are ready for the discard. Lacking in standards 
of value to guide their selections, they usually shop for low 
prices, wasting the time of salesmen in the stores they visit 
and encouraging a type of competition which cuts deeply 
into the sales of the dealer who seeks a legitimate profit.” 

The Sikes Company has selected the “Sikco” line as the 
basis of its advertising. This is the first distinctive design 
to be introduced into office chair merchandising in many 
years and will be advertised as “The Office Easy Chair.” 
Comfort is the keynote of the campaign, although special 
attention is paid to appearance and construction. The copy 
is written in the vernacular and is unique in its appeal. 

[The Sikes Company has been making chairs for sixty 
years, but its November advertising will mark the com- 
pany’s first appeal to the consumer. 
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Hotchkiss Is Infallible 


When you sell a Hotchkiss Automatic 
Paper Fastener you are selling infall- 
ible service. Every Hotchkiss machine 
now has a staple straightening and 
guiding slide that absolutely prevents 


clogging. 


The plunger (A) is preceded on its 
downward course by the slide (C). 
The staple (B) is held securely and 
kept straight. It cannot possibly turn 
or become bent and clog. Even if a 
bent staple should be inserted or the 
plunger be struck a glancing blow the 
improved guide will straighten the 
staple and insure a perfect bind. The 
new Hotchkiss Straightener is the 
“Why” that makes Hotchkissinfallible. 


Your customers know the Hotchkiss 
name and the Hotchkiss product. They 
will be interested in knowing why 
Hotchkiss cannot clog. Telling them 
will increase your sales and build good 
will for your store. The Hotchkiss 
advertising and the Hotchkiss guar- 
antee will back your efforts. 


HOTCHKISS SALES COMPANY 


Norwalk Conn 


HOTCHKISS 


PAPER FASTENING MACHINES 
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Kroma 35— 
of the “Old Faithful” line 


One of the most attractive of toy 
water color boxes, with its cover 
design beautifully lithographed 
in colors, Kroma 35 should be one 
of the biggest business builders 
in your toy line. The paints are 
deep and rich in color, blending 
beautifully, making smooth and 
uniform washes. 


This is but one of the many 
“Old Faithful” products that are 
building business for merchants 
all over the country. American 
Crayon Company materials, in- 
cluding chalks, crayonsand paper 
pencils. are made in the largest 
and most thoroughly equipped 
factories of their kind in the 
world, by the most economical 
and efficient processes known to 
the industry. 


These things enable us to sell 
you, at the lowest cost, the finest 
materials you can buy. 


Tee AMERICAN Sa COMPANY 


esvTaearsnem 1835 
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Postoffice Department Features Service at Business 
Show. 


One of the most interesting displays at the recent Pitts 
burgh business show was that of the post effice depart- 
ment. It is said that this is the first time that the post- 
office has ever conducted a display at any business show. 
The object of the exhibit was outlined by George W. 
Goesser, postmaster of Pittsburgh, who devised the dis- 
play to give the public a better understanding of how mail 
is handled after it goes into the post office box. A section 
of the mail of East Liberty was handled at the booth. Car 
riers brought the mail in from their routes and while the 
public looked on, letters and circulars were distributed, 
so that they could be promptly forwarded to their desti 
nation. 

Actual samples of incorrect addressing, stamping and 
mailing were on display showing how the public could 
save money by better mailing and how clear, distinct ad 
dresses save time and annoyance, and lighten the task of 
the post office department. 

L. E. Palmer, superintendent of mails of the East Liberty 
district, was in charge of the booth. Postmaster Genera 
Work kept in constant touch with Mr. Goesser from Wash 
ington to ascertain how well the display was received. It 
is said to be the intention of the postmaster general to 
authorize displays in other shows. 

Mr. Goesser told a representative of Othce Appliances 
that in 1921 820,000 pieces of badly addressed mail went 
through the Pittsburgh postoffice, necessitating much addi 
tional work and expense before they could finally be dis 
tributed. Fifty-six percent of this number of letters were 
finally delivered through the use of the directory service 
thirty-two percent were returned to the writers for read 
dressing and twelve percent went to the dead letter offic: 

Chicago Beautiful Book Finds Favor in Stores. 

A year ago the Municipal Art League of Chicago put on 
the market in Chicago a series of twenty-five post cards 
showing some of the beauty spots of the city as seen 
through the camera of the leading amateur photographers 
of the city. Many of the pictures reproduced had take: 
prizes at exhibitions of the Chicago Camera Club 

The cards have found a ready sale in Chicago and are 
in great demand at the leading book department 
stores and gift shops and at the Art Institute, the Field 
Museum of Natural History, the railroad st and th 
hotels. 

Encouraged by the success of the cards 





stores, 
itions 


and in response 


to a demand for a book of views of the city, the Leagus 
has this year issued an attractive “Chicago Beautiful” book, 
showing twelve of the most popular views of the post card 
series. 

Other cities have followed the example of Chicago. Bos 
ton has an exceedingly well chosen series, which has 
proven very popular, and some of the western cities are 
gathering material for a similar venture The directors 


of the Municipal Art League are to be commended for the 


effective work they have done. 
E. L. Miliard is president of the organization, Mrs. H. L. 
Tyler, secretary, and T. E. T atlenatiere hairman of the 


Post Card Committee 


Useful Catalogue. 


The Imperial Desk Company of Evansville, Ind., has just 
published a neat little condensed catalogue, bound in mot 
tled purple with gold lettering. This is just big enough for 


the pocket and as it contains only 
does not bulge. The booklet illustrates the more popula: 
styles and sizes of Imperial desks and lists the balance 
Its purpose is to provide a reference book of the line, so 
handy and compact that it can be carried in the vest pocket 
This makes it possible for every salesman, whether on the 
dealer’s floor or soliciting business outside to carry one of 
the catalogues for instant reference. Among other things, 
the booklet fully illustrates and describes the Imperial Se 
retary desk and Imperial calculator cabinet. On the center 
pages is a construction drawing showing how Imperial 
desks are made. Features such as the dovetailed drawers, 
built-up top with banded edges, new locking device, the 
fastening of the cross bars into the posts and rear upright 
grooved support, as well as other constructive features, art 
shown. 


twenty-four pages, 


Oakland, Cal., Concern in New Store. 
Morris Brothers’ Book Store of Oakland has just moved 
into its own new building. The new quarters provide in 
creased space and improved facilities for transacting i 
ness. 
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Free Display Stand 


to Boost Your Profits on 





INDEX TABS 


‘*‘Makurowns have been solving index tab problems since 1916’’ 


UNDREDS of merchants report sales—and profits— 
doubled with this display. One of the greatest 
profit boosters you've ever seen. It cuts your sales 

efforts in half. Tells the story better than words. 


Let this Window Salesman put “pep” and profits into 
your sales efforts. Can be used in window or on counter 
Wonderfully effective. Brightly colored fo ‘catch the eye. 





Tells a complete story about Makurown Index Tabs. R d 
an 


Shows the customer how to use them,—also what they do 
Mak-a-Memo Pad 


A graphic example of Makurown efficiency. 

Another profit puller for Dealers. Han- 
diest thing on earth for office or home. 
Dozens of places where it can be used; 
hundreds of instances where it saves its 
cost. Customers quickly recognize its 
worth. Every user a booster. 


Rand Company, Inc. Durably built and attractively finished— 


Get yours NOW! Don’t wait any longer. 
Get the profits that are yours for the effort. 
Our special offer includes Display Stand 
free on a guaranteed basis. Ask about it. 
Write Today! 





Lae a really worth-while article. A quick seller 
1211 Rand Building North Tonawanda, N, Y. with a big discount. Send along an order 
Originators and World’s Largest Manufacturers of Visible Index Equipment for a dozen,—or a gross. 
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“LT Never Knew That : 
Could be Done” 


HIS exclamation is often heard after our representa- 
tive has shown a typist how to accomplish some desired 
result on the ‘ 


L. C. Smith & Bros. : 
Typewriter : 


There are so many things about this machine that add “ 


to the quality and quantity of work of an operator that we : 


want to tell you about them. Ask for the illustrated chart- : 
folder, No. 601, or for the booklet, ‘‘The Silent Smith.”’ 








L. C. Smith & Bros. Typewriter Co. — 


Factory and Executive Offices 


FON FA 


Syracuse, New York 
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Prospects Bright for San Francisco’s Appliance 
Association. 
Enthusiasm has not waned among the members of the 


newly-formed Office Appliance Managers’ Association of 
San Francisco. General policies have been adopted and a 
committee is still at work determining qualifications for 


membership. The results of the committee’s investigations 
will ‘be announced shortly. The association meets for 
luncheon every other Wednesday at Marquard’s cafe. The 
only obligation imposed upon the members is their inter- 
est and attendance at the meetings. 

The object of the association is fourfold: 1, To further 


any and ali fair methods of securing business, service to 
the customers being the basis; 2, to foster an interchange 
of ideas; 3, and an intimate acquaintanceship of all mem- 


bers, as well as; 4, a brotherly and helpful interest in each 
other’s business. 

Charter members have expressed themselves as highly a y 
pleased with the results of the new organization. From 
Ditto Systems comes the word that W. G. Traud, presi- 


dent of the association, is anticipating a live-wire organiza- 
tion. W. M. Coffman, of the Elliott-Fisher Company, de- 
clares that the results already have more than justified the 
efforts put into the movement, and that he, personally, is 


looking forward to a splendid future for the association. a 
E. B. Jessup has glowing figures to offer on the rapid in- 




















crease in membership. E. A. Breckenfeld, of Schwabacher- 


Frey, characterizes the group as sensible business men 
lacking in superficial hurrah-enthusiasm, but alive to the 


advantages of good fellowship and discussions of kindred 


camo une THE EXCELLENCE 


W. A. Pike Resigns From Fine Paper House. 


W. A. Pike has resigned as vice president of the Eaton, OF WORK 


Crane & Pike Company, effective November 1. This ac- 
tion created keen regret to his associates in the organiza- 


tion, both the executive staff and the rank and file. It is rhe platen ot quality, correctly 

felt that Mr. Pike’s talent and experience will be missed it See ee f . 

in the development of the commie lines; his wise busi- ground, saves time and money in your 

ness counsel will no longer be available; his congenial com- Service | Jepartment and the beautiful 

panionship will be lacking. Mr. Pike is a man of pleasing ‘A : 

personality, and he has a host of friends in the stationery work produced by its use wins the ad- 

trade. He has been recognized for many years as one of ae ’ ae 

the leading stationery men in the United States. Coupled miration and confidence of your cus- 

with his intimate knowledge of the paper business Mr. tomers 

Pike possesses initiative, ingenuity, artistic taste and ex- a 

ecutive ability in high degree. He carries with him the a . 

best wishes of the trade. The reputation we have made and 
A stationery store at Bridgeport, Conn., was Mr. Pike’s as iy eet eee 

introduction to business. Five years later he went to New are maintaining 1S due to 


York, securing employment with Chamberlain, Whitmore 
& Company, leading manufacturers of stationery at that QUALITY AND SERVICE 
time. This business became J. D. Whitmore & Company 

later. In a few years W. A. Pike joined Hard & Parsons, 
later operating as Hard & Pike. For a number of years 


ler i Send us your platens to be recoy- 
this firm was an important factor in the stationery and = 
novelty fields. 


ered and Save Time, Annoyance and 
In 1893 A. W. Eaton purchased the Hurlbut Stationery 


Company, Pittsfield, Mass., and organized the Eaton-Hurl- 'ransportation and get the Best re- 
but Paper Company. Coincident with the organization of 
the Eaton-Hurlbut Paper Company the interests of Hard 
& Pike were amalgamated. Through this merger Mr. 
Pike moved to Pittsfield, where he has operated ever A ° W on0 M hi C 
since. The Crane interests became identified in 1908 un- merican riting acnine UO. 
der the name Eaton, Crane & Pike Company. This affilia- 

tion made possible the extensive development of a business EXECUTIVE OFFICES AND FACTORY 
already soundly established, and the Eaton, Crane & Pike 
Company now stands as a leader in the creation of fine sta- 449-455 Central Avenue, NEWARK, N. J. 


tionery, probably one of the largest of its kind in the 


covered platen possible. 








world. BRANCH OFFICE SERVICE STATIONS 
Industrial Engineers Hold Convention. ere Arcade wt ae 

The ninth annual convention of the Society of Industrial BOSTON, MASS. NEW YORK CITY 
Engineers was held on the twenty-fourth floor of the Hotel 119 Franklin St. 346 Broadway 
McAlpin, New York City, October 18, 19 and 20. The CHICAGO, ILL. 10 Barclay St. 
chnvention ied $2 —_ Jad tegge oe ; chil ae 329 So. Dearborn St. OAKLAND, CAL. 

‘ oO! as accompanied Dy an equipme nt exhibition CINCINNATI, OHIO 308 12th St. 

in the Winter Garden on the same floor. The major sub- 148 E. 4th St. PHILADELPHIA, PA, 
ject for discussion was the economics of industry, the fun- CLEVELAND, OHIO 802 Chestnut St. 
damentals necessary to maintain maximum production with 34 Euclid Arcade PITTSBURGH, PA. 
a minimum of waste and cost. All meetings were open to wee! y MICH. pyc mar nag 
“ ae and eve rybody was invited. Among the speak- 1258 rarwell’ Bide. rs 807 Pine St. 

S is convention were the president of the society, KANSAS CITY, MO. SAN DIEGO, CAL. 
Joseph W. Roe. Dr. Royal S. Copeland, health com- 905 Grand Ave. 909 Third St. 
missioner of the city of New York, presented the address LOS ANGELES, CAL. SAN FRANCISCO, CAL. 
of welcome. Other speakers included J. H. Pardee, Dr. 732 S. Spring St. 506 Market St. 

Lee Galloway, Professors R. C. McCrea, Fred R. Fair- 
child, Erwin H. Schell and Edward J. Kunze, Miss Nellie \ A 
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THE APSCO LINE 














A New Profit 


On Pencil Sharpeners 


The Apsco Line, consisting of "eleven 
models, enables you to meet the different 
individual needs of your customers, pro- 
vides a greater volume of sharpener 
sales, and, under this new plan, offers a 
virtually new profit. 


The Apsco Line 
Of Pencil Sharpeners 


enables the customer to select from the 
eleven different models the machine 
which meets his requirements —at the 
price he wishes to pay. Why sell this 
same customer an inexpensive model 
when .a higher-type, higher-profit pencil 
sharpener can be sold? 


Stock the complete APSCO Line of 
Pencil Sharpeners—sell each customer 
the pencil sharpener he needs and can 
afford, and realize this new profit. 








The Dexter 
A Quality Machine 


| 

| The Dexter, illustrated above, is the finest 
hand feed pencil sharpener made---the logical 
machine for the large office where a sturdy 

One of eleven models. 


machine is needed. 














Send for booklet “The Way to Big Pencil 
Sharpener Profits,” descriptive literature and 
price list. 


Automatic Pencil Sharpener Co. 


109 No. Wabash Ave. Chicago, IIl. 


Manufacturers of the Apsco Line 
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Swartz, Dr. Louis I. Harris, A. J.. Lutterbach, Robert B 
Wolf, Charles Cheney, Dr. Davis R. Dewey, Francis H. 
Sisson, Royal R. Keeley, Frederick E. Rein, W. B. Mont- 
gomery, A. F. Stock, Miss Louise Moore, Ernest Du Brul, 
Arthur J. Todd, M. R. Denison, W. W. Parks, Harry 
Carlson and T. E. Caruso. The different sectional meet- 
ings at which the foregoing speakers presented their views 
took place under the chairmanship of various gentlemen. 

The list of exhibitors at this convention included the fol- 
lowing concerns in the office equipment field: Beck Du- 
plicator Company; Educational Exhibition Company; 
Ideal Stencil Machine Company; industrial division of the 
McCaskey Register Company; Roneo Company; Standard 
Envelope Sealer Manufacturing Company; Toledo Scale 
Company, Royal Metal Manufacturing Company, C. A. 
Cook Company, Elliott-Fisher Company, Standard Stamp 
Affixer Company. 


Leiter Heads Wales Organization at Pittsburgh. 


George B. Leiter, who for the past sixteen years has 
been with the L. C. Smith & Bros. Typewriter Company, 
severed his connection with that company on September 
1 to become district sales manager for the Wales Adding 
Machine Company, with headquarters at 916 Besseme: 
building, Pittsburgh, Penna. 

George B., as he is known to the typewriter fra- 
ternity, has been a live wire in the typewriter field with 





GEORGE B. LEITER. 


the L. C. Smith Company as salesman and special repre 
sentative in the Central Pennsylvania territory for several 
years. He was located at Williamsport, Penna., and for 
four years was manager of their Baltimore branch during 
the war period, being transferred to Scranton, Penna., 
about a year ago to open a new branch for the company 
He now enters the adding machine field with the best 
wishes of his many friends for success, and with his genial 
personality he will soon have things coming his way in the 
Pittsburgh territory. 





Stamp Pad Business Improving. 


According to reports from jobbers of the Solo stamp pad, 
business throughout the country must be improving. Harry 
Friedman of the Consolidated Stamp Manufacturing Com- 
pany of New York City states that encouraging reports are 
coming in from all sections accompanied by good orders. 
Among the jobbers who are sending in good business are 
Hoff Bros., Minneapolis; The Liepsner Company, Kansas 
City, Mo.; Nobel & Westbrook, Hartford, Conn.; The 
Modern Stamp Company, Baltimore; Virginia Stationery 
Company, Richmond, Va.; and Knight Bros. of Worcester, 
Mass. 

The Solo stamp pad is designed to give uniform inking 
qualities under all atmospheric conditions. A new prin- 
ciple of construction is a feature of this pad. Its ink res- 
ervoir is underneath the felt, being fastened to a warp- 
proof block impervious to the ink. The ink does not go 
through the block, but follows the cloth by capillary at- 
traction, giving a positive feed. 





New England Advertising Men to Hold Convention. 


The New England Association of Advertising Clubs, 
composed of business men, advertising men and others in- 
terested in business building, will hold its third annual 
convention at Providence, R. I., November 16, 17 and 18 
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i. 
. HAT the Gillette Safety Razor Company, admittedly 
- keen judges of good machinery, and purchasers of 
s only the best in supplies, say of The Noiseless Typewriter: 
1 - 
u- 
y; > al hr A Y %, . a 
a GILLETTE SAFETY RAZOR GOMPANY y 
le BOSTON, MASS..U.S.A. U; 
Orrice oF Yj 
np Vice Pacsiognt ano Tatasuaca Yi 
August 14, 1922. G 
Y 
h. The Noiseless Typewriter Company, YY 
as 253 Broadway, Y 
Ly, New York City, N.Y. Y 
er 
ng Gentlemen: U 
let V, 
It is a pleasure to advise you of our very U, 
Set satisfactory experience with The Noiseless Typewriter. UY; 
itn 
Oyr attention was first called to The Noise- U; 
less because of its desirable quiet operation. At Y;, 
your suggestion, we compared its speed, ease of oper- y 
ation, quality of work and durability with other type- Y, 
writers we have been using, and found The Noiseless en- Uj 
tirely satisfactory in every respect. Uy; 
We consider it a remarkable example of precise y 
mechanical work. The care with which every part has Y 
been designed and assembled is evidenced in its smooth, 
speedy operation without the usual hammer blow noise. Y 
Noiseless Typewriters have brought an appreci- 
able improvement in our stenographic work. Their quiet 
operation is of benefit to everyone in the office. Y; 
With best wishes for your continued success, 
Yours very truly, 
There is only one genu- 
ine Noiseless Typewriter. seni asks RAZOR COMPANY Y 
»re- It is made only by The ama SS 
eral Noiseless Typewriter me” ntti Uy 
for Company at Middletown, Vice President Y 
ring Connecticut. FIF-R N44 
na., \ V4 
any. Up 
best GY 
nial WA 
the Y 
(/ ff, (/ ff Yj), }} Yh fff) Sp pp ppp fh pf Yj Yip fff, , Yi Vif, ) 
YY)MU Yi Y UVVMMb/ tb: Hj: iz We 
- HE increasing preference shown for The Noiseless everywhere de- 
es mands constant expansion. There is a wonderful opportunity for 
‘om- dealers in new territories to introduce and profit by the nation-wide 
; are demand for the world’s fastest growing typewriter. Write to us for 
a terms and full details. 
insas THE NOISELESS TYPEWRITER COMPANY, 253 Broadway, New York 
The London Office: The Noiseless Typewriter Company, 4 St. Paul’s Churchyard, London, E. C. 4, England 
nery Offices in leading cities throughout the United States and Canada 
ster, 
king 
prin- 
res- 
yarp- 
it go 
y at- 
| 
° 4 it ad 
we Your silent partne! 
, u S, . 
ro THIS IS THE DAY OF THE NOISELESS TYPEWRITER 
nnua . 
i 18 








102 OFFICE APPLIANCES November, 1922. 


| ACCO FASTENERS 

















Acco Fastener Binding Few Sheets 





are efficiently and inexpensively binding 
papers of all kinds in millions of offices and 
homes thruout the World. 


ACCO FOLDERS 


protect the Acco bound 
papers during active use 
by simply attaching to 
Acco binding — they are 
ae easily removed when Acco 
Seakes ana ; bound papers are no longer 
= active and can be used over 
and over again—while the 
Acco bound inactive pa- 
pers are filed away with- 
out the cover, thus saving not only folders but filing cab- 
_inets, floor space and clerk’s time. 


Acco Fastener Binding Many Sheets 
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Protect yourself against loss, misplacement or mutilat- 
ing of papers, and at the same time reduce your filing cost to 
a minimum. 


Acco Products cost nothing because they save you many 
times their costs in saving of filing and executive waiting 
time, filing cabinets and the space they occupy. 


Samples and descriptive literature sent upon request. 
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THE AMERICANCOCLIP COMPANY 


Beebe Ave ard William St,£L1C@ NEW YORK,NY. 
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Headquarters will be at the Hotel Biltmore. Men who are 
in a position to speak from practical experience on the 
problem of increasing business will address the convention. 
The committee in charge of the arrangements extends an 
invitation to everybody interested in better business to at- 
tend this convention and take an active part. The conven- 
tion committee is headed by Frederick W. Bliss of the Gen- 
eral Electric Company, Turks Head building, Providence. 
The program division is in charge of Gordon Schonfarber, 
advertising manager of the Gladding Dry Goods Company. 
The attendance division is headed by William F. Baker, 75 
Westminster street, and Gardner T. Swarts, Jr. of the 
Educational Exhibition Company, 26 Custom House street, 
is chairman of the accommodation division. Carl F. Freese 
of the Livermore and Knight Company, Providence, is 
chairman of the publicity committee. 


Tim Thrift Disposes of The Mailbag. 


Tim Thrift, who has been editor of The Mailbag since 
he founded that clever and valuable little journal in April, 
1917, has disposed of his interests in it to William Feather, 
president of the William Feather Company of Cleveland, 
O. Mr. Thrift will in future devote his energies exclusively 
to his work as advertising manager of the American Multi- 
graph Sales Company. 

In the October issue of The Mailbag Mr. Thrift presents 
his reasons for severing his connection with a journal 
which he founded and the policies of which he has directed 
for more than five years. He says that The Mailbag has 
grown to be a publication which can no longer be handled 
as a side line. It has achieved a recognized place and stand- 
ing and demands something more than a divided allegiance. 
The time came when Mr. Thrift had to decide whether he 
would be a publisher or an advertising man, and as his 
training had been in the latter field, he chose it and with 
much regret turned over his interests in The Mailbag to 
Mr. Feather, who is an experienced publisher. 

The Mailbag, Mr. Thrift says, has been his “baby” and 
he has watched its development with loving care. Now 
that it has grown up and passed into other hands he will 
continue to follow its progress with the keenest interest. 

The address of the publication has been changed from 
1200 West Ninth street, Cleveland, O., to 314 Caxton build- 
ing, Cleveland 


Northeastern Ohio Typewriter Contest. 

\n interesting typewriting contest was held on October 
27 in Cleveland, O., under International rules and proceed- 
ed for fifteen minutes. It was known as the Northeastern 
Ohio School Typewriter Championship Contest. 

Eighteen operators made records of more than forty 
words a minute. All of the operators with one exception 
among the number mentioned used Underwood machines. 
One used a Remington. All made creditable records. Elsie 
Schey won first place with a net score of 61 words; Alice 
Lampe made second place with a net of 60. Third and 
fourth places tied in the net, but Miss Juliaette Topper was 
given third place and Miss Dorothy Schuchard fourth. 
The net scores of third and fourth were 56 words per min- 
ute. The same net record was made by Rae Litter and 
Lillian Unger, so that the decision as to place depended up- 
on the actual net number of words written. In other words, 
the fractional part of a word in figuring the averages had 
to determine the relative positions of four of the contes- 
tants 

The contest was under the direction of J. N. Kimball, 
manager of the International Typewriting Contests held an- 
nually at’ the New York business show 


Amsterdam Ribbon & Carbon House Enlarges. 


[he Carbon & Ribbon Company of Amsterdam, Holland, 
has removed to new premises at Singel 61. The company 
has three floors for the different departments of its business 
with additional floor space for expansion when necessary. 
The main branch of this company is the sole agency for 
the well-known British house of Ellams of London, and is 
also special agent for carbons and ribbons. The company 
also has a special department for novelties, such as binding 
machines of American make, etc. 





Eggens-Hamler Company Moves. 


_Qn account of increased business, the Eggens-Hamler 
Company, manufacturers of Ehco fountains pens, 180 
Broadway, New York, have moved into larger quarters in 
the same building. 

















Sell the New and Better 
Typewriter Key 





Munson “Concave” 


Look at business from the stand- 
oint of turnover. This is the 
ife blood of retail merchandising. 

Turnover is effected by selling 

reliable, advertised goods. Price 

is no measure of sales activity. 


Because you can sell nationally 
accepted merchandise twice as 
rapidly as unknown brands whose 


. ‘6 ” . ” 
only virtue or “lure” is “price. 


“ss Munson keys are 
7 . Ye. * standard—stand- 
\\\-\| ard in quality 
| | | and standard in 

hy/ 3 all business 
r ¥ | houses where 
g quality super- 

iW sedes price. 
There is both 

| rapid turnover 
__*§®* __| and good profit 
to dealers in the 


The gradual roll rubber edgecarries gale of Munson 
the fingers to the center of the key. K 

Makes the touch firm, sure and cys. 

natural. Edge does not wear off 


and key never loses shape. How’s your stock? 


Send for sample set and judge 
for yourself. 


MUNSON Company 
Oldest and largest exclusive ma»ufacturers 
of rubber keys in the world 


23 City Hall Place Dept. D NEW YORK, U. S. A. 


BRANCHES 
Boston St. Louis Los Angeles Minneapolis 
Baffalo Cleveland San Francisco SeTeinipiia a... 
Chicago Detroit Montreal, Can. 
Pittsburgh Toronto, Can. 
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(G00? Inks 


Give Better Service 





An Interesting Circular. 

During the week beginning October 9, the Moore Push 
Pin Company of Philadelphia sent out to the retail sta- 
tionery trade of the United States a circular done in colors, 
describing the complete line of the company and showing 
how these lines are packed, the uses of each device and the 
methods perfected by the company for displaying each 
line on the counter of the stationery store. This circular is 
a four page affair and as it completely covers the line, is 
valuable not only for its advertising features, but as a 
folder for reference. §—————— 

New Store in Oklahoma. 


H. T. Curd & Company recently opened a new store at 
Henryetta, Okla., carrying a line of stationery, office sup- 
plies, school supplies and novelties. The lines include fil- 
ing cabinets, high grade papers, desks, loose leaf devices, 
bound books and novelties. 

Mr. Curd formerly sold goods on the road in Louisiana 
and Texas, traveling out of New Orleans. 





Pancoast Tours South. 

T. H. Pancoast, who represents the Hoge Manufactur- 
ing Company, Inc., 215 Fulton street, New York, recently 
left on an extended trip through the South and Southwest. 
He anticipates much pleasure in meeting many old friends 
in the stationery and drug lines. He is an enthusiast con- 
cerning the “Pal” pencil. 
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Fountains 


\\ Cooda In Hk Compan 


U.S.A. siienall 





i 
\ 


‘aper furnishes the background, a 
machine makes the impression, but 
most important is the ink, of which 
the impression consists. Clearness 
and permanence of impression and 
proper working in all degrees of 
temperature and humidity depend on 
the quality of the ink. 

Canode Inks have this essential quality. 
They distribute properly in the fountain or 
pad, and make clean impress on the paper. 

They are most economical: There is no 

thinning and dripping in summer or gum- 
ming up in winter. They are put up in a 
new style can which enables the user to 
apply exactly the right amount and to use 
every drop in the can. 
AGENTS—Here is a distinctive line that 
makes a splendid proposition for you. We 
have territory open for good, live repre- 
sentatives and pay liberal commissions. 
Write for our proposition. 


Canode Ink Co. 


3015 Carroll Ave. Chicago, IIl. 














A RESULT-PRODUCING WINDOW.—One of 
six window displays of adding machine paper 
shown by Horder’s Stationery Stores in Chicago 
last month. The goods shown consist of Qualified 
adding machine paper, made by Central Paper 
Company, Menasha, Wisc. 








New York Concern Moves Into Larger Quarters. 
The Vulco Rubber Fabrics Company has moved to 63 
East Eighth street, New York, N. Y., from its former quar 
ters at No. 51 on the same street. The new quarters are 
larger than the old and give opportunity to take care of i1 
creasing business. — _—- 
Digest of Patent Laws. 

Mida’s Trade Mark & Patent Bureau has recently pr« 
pared a digest of the patent laws of the world in bulletin 
form. This is a four page folder, giving at the time a 
diagram enabling the user to refer readily to facts neces 
sary to the execution of patents. Below and on the last 
page is a compilation showing in sequence the names of 
the countries where patent protection is commercially avail- 
able, the time for which such protection is granted in each 
country, the person who may properly apply for patent, 
the time when such application can be made, renewal fea 
tures or taxes if any, and also the requirements for active 
or nominal working of the patent in order to retain ex- 
clusive rights. 

The Mida’s Trade Mark and Patent Bureau is located 
in the Ellsworth building, Chicago. 
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Since the Last Convention— 


1. We have introduced many valuable new 
lines of merchandise, including Black Dia- 
mond Ledger, Fitzall Binders, Flexi-Folders,Grippo 
Binders, Buddy Note Books and as a climax, that 
mechanical triumph De Luxe Greenback, the 
Perfected Ring Book. 


2. We have established new branches at San 
Francisco, Philadelphia, and Kansas City, 
these with our factories at Chicago and New 
York make positive that “De Luxe Service covers 
the U.S. A.” 


3. We have put into successful operation a 
complete catalog and advertising service 


for our dealers—the most comprehensive ever 
offered. 


4. We have inaugurated a policy of contin- 
uous national advertising in the leading busi- 
ness publications, reaching the largest buyers of 


office supplies, telling them the story of De Luxe 
Loose Leaf and repeating constantly the slogan, 
“Ask your Stationer.’’ 
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S WiLSON-JONES LOOSE LEAF Co. 


rail- Frank L.Severance ,Vice-President and General Manager 
ach NEW YORK KANSAS CITY 
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CONRADES 


—the all-purpose chair line 


O BE SURE, that atmosphere of completeness reflected 

by the character of design, and craftsmanship is preva- 
lent in all Conrades better-built chairs. And it is this same 
reflection of super-quality which finally gets the name on 
the dotted line. But the one outstanding feature of a Con- 
rades equipped furniture department is that element of dis- 
tinctive service. For the Conrades better-built line is an 
all-purpose chair line. 
Although office equipment is necessarily the greater part of 
your business, there is in a relative industry an untouched 
field. The new club house, court house, school, etc., are 
logical prospects. For this special work we require only the 
specifications. We will figure and submit a complete report 


for your bid. 


Send for the New Conrades 
Catalog No. 022 


CONRADES 


MANUFACTURING CO. 
Makers of Better Built Chairs 


Second and Tyler Sts. 
ST. LOUIS 


November, 


1922. 
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(General Manager's Address.—Continued from page 66-A.) 
part of your general manager to secure a broader and more 
intelligent use of the educational bulletins. This will come be- 
fore you at a later period in the form of an amendment to the 
by-laws. It provides for a class of junior members, who shall 
e clerks and salesmen on the payrolls of individual members, 


be 

men who may be interested in the association’s educational 
program and who will pay nominal annual dues of $5.00 each. 
It is my belief, and the experience of the U. T. of A., that the 
men who pay for their education are those who exhibit the 
vreatest interest This movement must not be construed as an 
effort designed to increase income, as it is anticipated that 
more than this amount per capita will be expended for the 


benefit of this class of members. 

The advertising exhibit at this convention forms part of the 
educational program It has been arranged by our advertising 
eounsel, Mr. Charles L. Estey, with no small amount of effort 
ind labor, and speaks for itself. It is intended to suggest new 
forms of advertising, new thoughts on window display and to 

members not only to do more advertising in their 


sut to make greater use of the advertising that is 


encourage 
own behalf, | 
ereated and furnished for their use, without cost, by the manu- 
facturers of the goods. The rules governing the display pro- 
vided for the grouping of materials according to classification, 
such as booklets, display cards, magazine advertisements, 
broad sides, et The exhibit was not intended, as some sup- 
posed, to be a competitive display by manufacturers. The vol- 
ume of samples received in response to our circular letter of 
August 8th was so great in quantity and varied in character 
that many worthy specimens necessarily had to be omitted on 
,xccount of the limited display space at our disposal 

An audit of the books and accounts of the treasurer and the 
general manager by'a firm of certified public accountants was 
authorized by the Executive Committee in response to the re- 
quest of the general manager, and with the approval of Mr. J. 
Herbert White, our auditor. The well known firm of Haskins 
& Sells was engaged for the purpose and the result of this ex- 
amination has been reported to you by the auditor 

The Sidney-Morris Co. suits entered early this year in the 
U. S. District Court for the Northern District of Illinois, East- 
ern Division. against this association and eighteen other defend- 
ants I will not touch upon, as this subject has been fully cov- 
ered in the report of our legal counsellor. Mr. Mortimer W 
Byers. It must be kept in mind, however, the defense of these 
suits will cause the association considerable expense which 
should be provided for in the budget. 

The work of a trade association does not consist solely of 
those activities which are strongly featured. Nearly every day 
brings its preblems to the desk of the general manager. When 
a member pays an insurance premium he is not looking for a 
fire, nor does he desire one, but it would seem from the tone 
of some of the correspondence which I receive that when a 
member pays his dues in his national trade organization he is 
disappointed if no occasion arises within his personal experi- 


ence for the use of its services; he overlooks entirely that class 
of work being done daily by the organization, whose only out- 
ward and visible sign is the absence of those disturbances 
which otherwise would affect his business; hence, why should 
he pay dues? 

One of the leading stationers in the central west, and one of 


the oldest in point of service, cites the movement which has 
recently taken shape in some of the larger industries to clear 
those industries ot unfair and dishonest practices 
He mentions Will H. Hays as head of the movies, Franklin 
Roosevelt as chief of the building industry, Judge Kenesaw 
M. Landis as the arbiter of baseball, and Augustus Thomas as 
dictator of the theatre, and with these thousand candle power 
luminaries at the front of his mind, he states that 

‘With the fine membership in the National Association of 
Stationers and Manufacturers, embracing as it does both the 
lealers and the manufacturers, there is some splendid work 
that can be done by yourself and the organization to correct 
many of the evils which now appear to afflict the business 

Very often, either through ignorance or for the purpose of 
money making, unethical conduct is indulged in by both manu- 


facturers and stationery dealers. It is unnecessary to dwell 
ipon what these evils are, as they are so generally known It 
vould require a catalog to enumerate them all 

In some localities competition has almost ruined the business 


of the legitimate stationer, and the subterfuges adopted by the 
manufacturer to sell direct are frequent; and unless some cor- 
rective influence is constantly exerted against the eviis which 
daily creep into the stationery business, as mentioned above, 
the evils will get worse before they will get better.’’ 


This member outlines in his letter, in terms much clearer 
than I could devise, the class of work which your national or- 
ganization is constantly engaged upon. If it was his idea that 


the association should invest its general manager with the won- 
derful powers granted the new Doctors of Art and Industry 
(with the equivalent salary), he failed to mention it, but the 
fact remains that there is ample field in this industry for the 
exercising of much clear thinking and sound judgment: and 1 
hope that the members will learn to understand that it is the 
daily work, rather than the advertised activities, that keeps 
the industry off the rocks, and the association spirit alive 


Recommendations. 


[ approve the recommendations of the Executive Committee 
regarding membership and dues; and I further recommend: 

(1) That the Chicago office continue its work of revising and 
renewing the files of the Information Bureau with the view to 
editing and publishing a buyers’ guide when the association’s 
finances will permit the initial expense. I believe that the sale 
of copies will go far towards covering the cost of publication. 

(2) That the questionnaire on the cost of doing business be 
sent again to dealer members early in 1923; that in the absence 
of funds to retain expert cost accounting advice that $500 be 
offered in prizes to employes of members for the best treatises 
on the subject of cost accounting accompanied by the necessary 
ruled forms. : : 

One prize of $100 for the best system applicable to a small 
business. 

One prize of $150 for the best system applicable to a large 
business, and 














TO ENDURE 


tructural Strength 
Safes 


WITH UNDERWRITER’S LABEL 
Best Record Safe Made 


This is but one of many sizes. 
They combine the Old-Line standard of Strength 
with Perfected Features of Easy Portability and 
Heat Resistance. 


Write for Catalogue 9660 


The Glube“Wernicke Co, 


Cincinnati 
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One prize of $250 for the best system that can be applied to 
a business segregated in departments. 

The matter to be in charge of the Executive Committee, the 
prizes to be awarded by a firm of certified accountants, and 
$1,000 more to be appropriated for the purpose of printing and 
circulating among our members the prize winning systems 
and forms. 

(3) That that part of the association’s educational program 
which provides for the publication of bulletins or pamphlets on 
trade subjects be continued and a provision for its financing be 
made in the budget. 

(4) That the nationwide sales drive be extended to cover a 
greater number of commodities and a larger number of display 
dates. 

(5) That the commodity divisions be permitted to ask for 
voluntary contributions to funds that will be used exclusively 
for the purpose of promoting their organizations. 

In closing I desire to express my appreciation of the services 
rendered by the officers of the association and the members of 
the Executive committee in carrying forward the work of the 
association during the stress of the past year. Their unfailing 
co-operation and uniform courtesy have been incentives to con- 
tinuous maximum effort on the part of the entire force employed 
in the business management. 

FLETCHER B. GIBBS, General Manage 





IMPROVED METHODS OF MERCHANDISING 


Digest of an Address by Cari M. Schutz, Resident Lecturer on 
Retail Merchandising, Chicago University. 





Before the value of advertising can be obtained by any as- 
sociation, there is an important work to be done, that is to 
reform methods in selling office furniture. 

The speaker went into ten stores in Chicago as a prospective 
furniture buyer. In eight of the stores he was treated with 
indifference by bored clerks, and in only two did he receive 
any suggestions and feel that a lively interest was taken in 
his problems. That, then, is half the problem to wake up the 
salesmen. 

The lecturer said that talks with dealers and manufacturers 
revealed the other half of the trouble just as forcibly. One pro- 
gressive dealer said that the manufacturers’ lack of co-opera- 
tion had been responsible for the loss of valuable business for 
the retailer. There are indications that the manufacturers’ 
salesmen are not up to the right standard of proficiency in 
helping the dealer move the merchandise. 

The antidote for this trouble lies in better merchandising 
right down the line from the manufacturer to the retailer, and 
because the dealer is at the front, at the point of contact with 
the puolic, he must be the first one to be treated and cured, 
but the manufacturer and his salesmen can be cured by the 
same medium. Three things have to be done. First—every 
dealer must be made a merchant in the surest sense of the 
word. Second—every manufacturer's salesman must be made 
a service man and the merchandising advisor to his clients, and 
third—every dealer must be assisted in the job of training a 
staff of salesmen in the fundamentals of retail merchandising 

When these things shall have been done, the time will have 
arrived to expand the » resent market. 

Frequent and profitable turnover is the fundamental object 
of every business. When one’s business is healthy, the in- 
vested capital should be turned over three or four times every 
year. Principles of business can be divided into six parts 

1—“‘Sale quality’’ goods which must have something beside 
wood and hardware before they are ready for the market In 
other words, the goods must fit your market and every dollar 
invested should represent something that will come back with 
a profit. 

2—Is your business policy a sound one? Good will is worth 
millions to large concerns and just as much in proportion to 
the smaller ones. Good will cannot be gotten unless the dealer 
helps the customer. 

3—Salesmanship. The only kind which gets results is cre- 
ative, the kind that creates sales instead of waiting for them 
to drift in at the front door. The fellow who goes after things 
will ride in a Pierce Arrow, while the fellow who waits for 
them wili walk. Give plenty of time and attention to the pros- 
pect after you have him. Help him and make every member of 
your staff do likewise. 

4—Advertising. Utilize the windows. Half the rent of the 
store is in the windows Have them trimmed properly, even 
if it costs money to do so. Pick the right newspapers among 
your home publications and be careful as to the kind of copy 
you put in. Make it snappy. 

5—Service. This involves not only good will toward the cus 
tomer, but correct arrangement of furniture in the store and 
the willingness to help the prospect furnish his office according 
to the best systems. Do not overload any custome! If you 
sell him oniy what he needs, he will come back when he 
needs more. 

6—Know your costs and keep systematic records. If the mer- 
chant’s cost system is right, he is getting the profit he is 
entitled to, and this he is getting. If they are not right, then 
he is paying a carelessness tax out of his own pocket every 
day. Be careful of records and keep them right. Correct rec- 
ords mean no disgruntled customers through mistakes and they 
mean a careful follow-up of every account, so that bad debts do 
not enter the statement 





“Trade Mark Laws of the World.” 


The Trade Mark Law Publishing Company, New York, 
N. Y., has published “Trade Mark Laws of the World,” a 
digest of the laws of all countries covering trade marks 
It was compiled by John H. Ruege and W. B. Graham. 
This volume of 1,000 pages should be helpful to attorneys 
of manufacturers who wish to avail themselves of trade 
mark protection for products destined for world-wide use 

No man is too big to be kind and courteous, b 
men are too little—Gluey Gleanings (The Co! 
Paste Company). 
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C. L. Mitchell says— 
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No the strong emphasis Mr. Mitchell places on the big ideas 
that build business for Shaw-Walker dealers—‘“‘the goods”— 
‘‘a real service’ and ‘‘Built like a Skyscraper’”’ advertising. Our 
dealers know that we are pulling with them and for them. Join the 
group of progressive dealers and grow with Shaw-Walker. 





, “Built Like a 
f | Skyscraper We want new dealers in cities where we are not aggressively repre- 
sented. Write today. 


STEEL IDEAS 
cu AW-WALKER 22% 
SUPPLIES KNOWLEDGE 


SAFES FRIENDSH)P 








MUSKEGON, MICHIGAN 
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Fort Ticonderoga, 147 years ago, was taken 


by Ethan Allen, ‘‘in the name of the Great 


The celebrated Dixon 
Graphite Mines and 
Mills are also located at 
Ticonderoga, N. Y. Today, it stands as Earl Horter has drawn 


it with his Dixon’s ELDORADO: to fix 


Jehovah and the Continental Congress.’’ 


in your mind the region whence comes the 
historic name of the pencil you and your 


customers know as pleasing-to-the-fingers—” 


DIXON 
“TI-CON-DER-OGA_ 


MADE IN U. S. A. BY 
JOSEPH DIXON CRUCIBLE COMPANY. dus Jersey City, N.: J 
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(New Machines.—Continued from page 25.) 
New Four-Drawer Upright. 


The Aurora Metal Cabinet Works of Aurora, Ill, an- 
nounces the completion of a new line of four-drawer up- 
right steel cabinets. Among the features of this cabinet 
are solid end panels, full progressive roller suspension of 
nickel alloy steel, not painted, reinforced welded construc- 
tion, positive locking compressor, large brass handles and 





NEW 709-LINE AURORA STEEL 
CABINET. 


label holders, non-rebounding drawer stop. Each cabinet 
is coated with two coats of olive green enamel, baked on 
and each will stack with the company’s 500 line in height. 

This new case outside is 14% inches deep and 52% inches 
high. Each case is equipped with bolts for side joining. 
Drawer fronts are full reinforced with liner, and the top 
sets over flush with the case sides, so that there is no offset. 


“Paragon” Inkstand No. 190. 

The Frank A. Weeks Manufacturing Company, 93 John 
street, New York, N. Y., offers a new combination ink- 
stand, the “Paragon” No. 190. This is made of clear crys- 
tal glass, 644 and nine inch sizes. There is an inkwell for 
black and for colored ink, with a common cover. A turn 
to the right reveals the black ink, and a left turn exposes 
the colored ink. This obviates the possibility of mixing 
\ pen tray and two receptacles for pins, clips or 
fasteners are included in this convenient desk utility. 








colors. 





Ryan “Parsul” Sealing Machine. 

J. F. Ryan & Company, 375 Lexington avenue, New 
York, N. Y., has introduced the “Parsul” sealing machine, 
designed especially for use in retail stores. A roll of ad- 
hesive sealing tape is mounted on a base, finished in nickel 
or black enamel. The tape is fed over a moistening roll 
under a guide, which also serves as a straight edge for 
tearing off the moistened tape. The device is sufficiently 
heavy to permit its use without fastening to the counter. 
Rolls of gummed tape from one-half to 1% inches in width 
can be used. The “Parsul” sealing machine is packed in 
individual cartons, twelve to the case. 


New Line of Ash Receivers. 


Leo Wertheimer, treasurer and general manager of the 
Aldrich Manufacturing Company, Inc., writes us that he has 
a hobby which he has been experimenting with of late with 
rather attractive results. This hobby consists of a series 





APPLIANCES 





Mr. Stationer: 


Good Service, 
with Union Ribbons 
and Carbons, Means 
Satisfied Customers and 
Repeat Orders 








HE sale of a sheet of Carbon 
Paper or a Typewriter Ribbon 
is just as important a transac- 
tion to your store as the sale of 
any other item. 


Your store is judged by the small 
things—not the large items you sell. 
Remember that the average person 
who buys them, knows nothing at all 
about the quality and dependability 
of Carbon sheets or Ribbons. 


They buy what you offer and the 
whole responsibility is yours—not 
theirs. 


Your customers expect you to stand 
back of what you sell them. They 
don’t want excuses, but they do want 
square Service or they won’t come 
again. 


When you sell our brands of non-smut 
Carbon Paper for Pencil, Pen or 
Typewriter use; or our sharp-impres- 
sion Inked Ribbons (for any make of 
machine) you can rest easy in the 
assurance that your customer will 
come back for more of these depend- 
able goods and service. 





Union Ribbon & Carbon 
Company 
Main Office and Factory 
Front and Laurel Streets 
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Ghe 
Bircher 
Agent has 
a real 






The fact that Bircher has a complete line 
of mailing machines and systems enables 
the representative to offer a complete serv- 
ice bridging both ways the gap between the 
correspondent’s desk and the mail pouch, 
or a single device or machine, specializing 
» on one particular function. 





Model A-5 


' LIGHTNING 


LETTER OPENERS 


are perhaps more popular than any other 
single unit of the Bircher system, and with 
good reason. A few weeks ago one of them 
opened 15,721 envelopes in one day for the 
Boston Post. In Washington, D. C., one 
Bircher operator opens 3700 envelopes daily. 
These records are made under service con- 
ditions and show what usefulness and dur- 
ability are in the machine. 


Our agents are at present covering a number 
of important districts showing splendid re- 
sults but there is still considerable territory 
where we need representation. The Bircher 
agency offers a really remarkable opportun- 
ity to men who have the initiative, executive 
ability and experience necessary. If you 
are interested in establishing for yourself a 
permanent, profitable business, write us. 


The Bircher Co. 


INCORPORATED 


ROCHESTER ae 
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of little ash receivers specially fashioned out of nickeled 
copper, smooth baked and polished. Some are made in 
sizes suitable for cigars and smaller sizes for ladies who 
smoke cigarettes. 

Aldrich Manufacturing Company, Inc., was established in 
1879 and ever since then have specialized on copper and 
brass products. They are located at 55-67 Illinois street, 
Buffalo, N. Y. 


Becker Desk for Posting Machines. 


The John C. Becker Company, 376 Broadway, Milwau- 
kee, Wis., makes the Becker desk for use with posting ma- 
chines. It is intended to accomplish savings of office space, 
savings of time, increase efficiency, promote good office 
appearance and enhance morale. An essential feature is 
the disappearing top. It is one-piece, and tilts back and 
down out of the way. In moving the top, the machine is 
not disturbed, nor are any of its accessories interfered 
with. When in place the top affords working space for 
sorting. While giving seclusion to the operator of the post- 





BECKER POSITION DESK.—The Operator 
Is Opening the Desk, Exposing the Posting Ma 
chine. 


ing machine, it does not interfere with natural illumina- 
tion. A lighting fixture is embodied in the desk, its con 
ductors being carried in concealed metal conduit. 

The frame of the Becker posting desk is reinforced with 
iron angles and braces. This desk is custom-built to har- 
monize with the individual installation. Selected mahogany, 
birch or quarter-sawed oak are used. Special woods or 
finishes are furnished as required. The top is of five-ply 
wood, covered with either green or brown battleship lino- 
leum. The dimensions of the desk are: 6 feet 24% inches 
long; overall height, 3 feet 934 inches; depth, 2 feet 7% 
inches. 

Dealers with outside selling organizations are desired 
to distribute these desks to banks and other users of ma- 
chine posting systems. 


“U-Need-Me” Calendar Desk Pad. 


Geo. E. Fox & Company, 319 West Ohio street, Chicago, 
Ill., has placed on the market a new combination desk pad 
and daily calendar. It is 171% x 30% inches over all. At 
the left of the pad is a weekly calendar for one year, 
printed in two colors. This extends the 17% inch dimen- 
sion. The individual days are perforated. A flap covers 
the calendar. At the right is a similar fixture, the flap 
concealing gangs of perforated memorandum paper. On 
the inner side of this flap is a convenient index of telephone 
numbers frequently called. The blotter is held under the 
end fixtures, obviating the use of corners. This combina- 
tion brings to the desk three utilities in a single unit. It 
is supplied in fabrikoid or genuine leather 


Stanley Metal Seal Lines Extended. 


The Stanley Manufacturing Company, Dayton, Ohio, has 
extended its line of metal Christmas seals, with gummed 


backs. The company has produced similar seals for St. 
Valentine’s Day, Washington's Birthday, Mother’s Day, 
Halloween and Thanksgiving. Designs are also produced 


depicting blue birds, red birds, butterflies and flowers. 
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Index Visible Adds Steel Leaf: 

Index Visible, Inc., New Haven, Conn., is now making a 
steel leaf for its visible index files. Aluminum has been 
used heretofore. The leaf is used to support the charac- 
teristic index cards of the Visible Index, Inc., system. The 
new steel leaf is made of level steel, tinned to prevent any 
possibility of rusting. These leaves are painted a battle- 
ship gray after tinning. Aluminum runways and clips are 
used, just as on the aluminum leaves. The steel leaf is as 
strong as the aluminum member, if not stronger, and be- 
cause of its high finish, presents an attractive appearance. 
There is a difference of but three ounces in weight between 
the steel and the aluminum leaves. 


International Check Endorsing Machines. 

The International Postal Supply Company, 634 Prospect 
place, Brooklyn, N. Y., makes two types of endorsing ma- 
chines for the use of banks and other institutions handling 
large quantities of checks. Model K has a capacity of 250 


DR Re RA TRE 





INTERNATIONAL CHECK ENDORSER—MODEL A. 

checks a minute, separating, endorsing and stacking at this 
rate. It is made in either golden oak or mahogany. The 
dies are hand engraved on hardened steel. They are inter- 





ENDORSER—MODEL K. 


INTERNATIONAL CHECK 
-changeable, enabling the user to handle beth clearing house 
and transit items. 

Model A_ is the “Midget” size, with a capacity of 150 
checks a minute, separated, endorsed and stacked. A 
counter is included. It may be had with engraved steel or 
electrotype dies, both of which are interchangeable for 
various purposes. Models A and K are electrically driven, 
and each machine is provided with a complete set of day, 
month and year type. 


Diamond Point Pencil. 

The New Diamond Point Pen Company, 129 Lafayette 
street, New York, N. Y., has entered the mechanical pen- 
cil field with the Diamond Point pencil. It embodies pro- 
pelling, repelling and expelling features. These actions are 
controlled by turning the head. An eraser is concealed un- 
der the cap 





“At-A-Glance” Calendar 

The “At-A-Glance” Calendar Company, Ltd., Finsbury 
Pavement House, London, E C 2, England, makes a 
progressive calendar on which the current date is empha- 
sized by a red rectangle. This is readily adjusted each day. 
The device is made in a variety of sizes, and was designed 
primarily as an advertising specialty, space for the sales 
message being provided on the calendar support. 


New Device for Holding Pins. 

A device designed to increase the use of desk pins by 
making them more conveniently accessible, is now being 
marketed. It is called the Tiffany desk pin holder and is 
the invention of a Connecticut man. 
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Certain advantages are claimed for the Tiffany holder. 
The holder itself is made of heavy unbreakable glass, of 
convenient desk size. Attached to it is an ingenious metal 
spring, by means of which a roll of three or four hun- 
dred pins is kept in place, and the pins issued with points 
down as needed. As the paper unrolls, the pins may be re- 






TIFFANY 
PIN HOLDER. 


DESK 


COMBINATION TIFFANY DESK PIN 
HOLDER AND CLIP TRAY 
moved without confusion. It is stated that pins may be 


removed and put into use in less time and with greater com- 
fort and security than by picking them from an open dish 
or like receptacle. The surplus paper is torn off at con- 
venient intervals as the pins are used. 

Besides being a time and labor saver, the Tiffany holder 
affords an appreciable economy to large users of pins be- 
cause, the holder being permanent, the only expense after 
its purchase is that of the rolls themselves, which is com- 
paratively insignificant. The pins are mounted on the rolls 
by automatic machinery and are easy to handle commer- 
cially. 

The Tiffany holders are made in two styles, a combina 
tion pin holder and clip tray, which takes a roll of four 
hundred pins, and the pin holder alone, which takes a roll 
of three hundred pins. Both are ornamental as well as 
useful. 

They are being marketed by the New England Pin Com 





pany, Winsted, Conn., in cartons containing one holder and 
one dozen re-fill rolls. 
New Bill and Coin Purse. 

A billfold and coin purse in handy form has been pro- 
duced by the Elmer Evans Company of Oshkosh, Wis. 
This is made of leather throughout and is flexible and com- 

EVANS IDEAL BILL AND COIN PURSE 
pact. No metal or metal frames are used in this purse. 


The bill pocket is separate from the change compartment 
and quite a sum of paper money can be enclosed in the bill 
compartment and not exposed to sight when change is 
made. The purse closes with a snap fastener 

The purse is known as the Evans Ideal 


Tabulating Machine Prints on Forms or Rolls. 


The Tabulating Machine Company, 50 Broad street, New 
York, N. Y., has perfected an electric printing and tabulat- 
ing machine, which is one of the most important develop- 
ments in the punched card method of record keeping. This 
machine prints the results on either specially ruled forms 
or on paper rolls automatically fed through the carriage. 
The figures are derived from the company’s tabulating 
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The New Sf cts 
1900 Line Vertical Files 


Eclipses all Previous 
Filing Cabinet Values 


Made to Sell at $22.50 


in Eastern and Central States 


a TH —= ww 


Presented with the assurance that 
it is the Most File for the Money 
that you can offer your customers 


— «= 


Flat tops, panelled sides and back; drawers are made flush with 
front of cabinet, will not pull out accidently but can be readily 
removed when desired and operate easily on hard fibre rollers. 
The drawer fronts are five-ply, built-up, quartered material—a 
positive guarantee against warping or splitting. Each drawer 
equipped with easily adjusted follow block to keep contents. in 
vertical position; brass finished label holders and a wide, deep 
pull especially designed for utility. M 


The f/as- Manufacturing Company 


New York Office 162 Union Street Chicago Display 
A. H. DENNY, Ine. ‘ m Associated Stationers Supply (». 
52 PARK PLACE Monroe = Michigan 201-215 N. FRANKLIN ST 
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The New ¥f/ce- 
BOOS TER 


Letter File 





List Prices 
$7.00 Dozen, $72.00 Gross 
Five Gross Lots, $70.00 Gross 


HE BOOSTER is a fibre board and wood back file 
made to sell at a low price. Flanged cover--dust-proof. 
Covered with red wave paper; back covered with tan leath- 
erette paper; leather pull attached. Equipped with 16-sheet 
cut A-Z index held with one post. Made only in Letter Size. 
Kasy-clasp instead of regular fastener, $9.00 gross extra. 





This Is The File You’ve Waited For 


The ff Manufacturing Co. 


162 Union Street Monroe, Michigan 
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cards, arranged according to ‘the requirements of the in- 
dividual business. The machine is provided with an auto- 
matic control—an innovation in business machinery—and 
adds groups of figures and prints their totals without the 
use of stop cards. In addition to making group totals the 





ELECTRI( PRINTING AND TABULATING MACHINE. 


machine can also be arranged to list each individual item 
of a group, and print the total of each group. The mechan- 


ism of the machine is so flexible as to permit a rapid change 
from one process to another. 





Fly Wheel Guards for Golding Platen Presses. 


The Golding Manufacturing Company, Franklin, Mass., 
manufactures sheet metal guards for the fly wheels of its 
jobbers, Art jobbers and Pearl platen presses. These are 
made of sheet metal, secured to the fly wheel spokes by 


« 


GOLDING FLY WHEEL GUARD 





-INSIDE 


GOLDING FLY WHEEL GUARD—OUTSIDE. 





cast iron clamps. The guard is cut to fit the inside rim of 
the fly wheel, slipping over the driving shaft. The finish 
is black Japan, baked on. 
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Find accounts quickly |: 
without thumbing the leaves. 
The RAPID-FIRE INDEX makes 
every sheet the FIRST sheet. 


The RAPID-FIRE INDEX is adaptable to 
any ledger used with any bookkeeping ma- 
chine. 
dexing accounts for quick reference. 
hours of time every day in posting andere- 
terring to accounts. 


You find the account of John M. 
Baxter, thru the cut-out opposite 
his name on the index page. The 
account sheet you want is the 
ONLY sheet you touch. And you 
find the account INSTANTLY. 


ri * 
| 


It is the only practical method of in- 
Saves 


Let us show you how the RAPID-FIRE 


INDEX can be applied to YOUR ledgers—to 
save time in YOUR accounting department. 


Machine Accounting Equipment 





—-- 


We make the popular' 
ADJUSTO Tray-Binder, 


Equipment shown in 
the illustration. There 
are outfits of several 


kinds—made to meet all | 
requirements. 


We also makethe jf 
HRUSKA Rack Posting* | 
Ledger and numerous ‘| 
special feature necessi- 
ties for the accounting | 
department of your 
business. | 
| 


Write for Particulars. 


[FFEBURE [EDGER [OHPMNY | 
ACCOUNTING OUTFITTERS 1 


CEDAR RAPIDS, IOWA, U.S. A. 
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FILING ENVELOPES 
Keep up your stock 


Filing envelopes have been on the market 
so long that the man who buys them 
knows just about what is available for his 
purpose. If you do not have it in stock, 
he will try to get it elsewhere and your 
opportunity is lost. 


The complete DIEMER LINE offers 


you a splendid opportunity for service and 
profit. There is a type of envelope for 
every purpose—a style that gives best 
service for the particular need. ‘There 
are two grades, red rope and jute-manila: 
one for continuous, hard use, the other 
for service where reference is less 
frequent. 











If you will let us show you how our line 
will help build up your filing envelope 
business, you will want to put in a stock. 
We can assist you to get orders for printed 
envelopes for stocks, bonds, currency, 
books, catalogs, samples, etc. 


White for Catalog No. 30. 


JOHN F. DIEMER CoO. 


107-109 LaFayette Street New York, N. Y. 
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Addition to Y & E Counter Height Files. 


The Yawman & Erbe Manufacturing Company of _Ro- 
chester, N. Y., have put on the market a new line of Fire- 
Wall steel filing cabinets, having two walls of steel, plus 
two interlined layers of asbestos and equipped with roll 
curtains lined with asbestos and operating from_the top, 
pushing down to open and pulling up to close. This cur- 


tain is equipped with a Sargent and Greenleaf flat key lock. e 
The sections are made in two standard types counter 
height size and are finished in olive green or imitation oak a ] 
23 e 


‘A little early,” you'll say, “to talk about next 
year.’ No it isn’t. Now ts the time to pre- 
pare, because —what you do in these last two 
months of ’22 will be an index to what you will 
do in the new year. 


’ 





NEW “Y AND E” COUNTERHEIGHT.—On the left, No. 
5855-R Counterheight “‘Y and E” roll curtain storage sec- 
tion; intermembered with horizontal steel check file section 
No. 5044.—On the right—As the section appears when the 
roll curtain is closed. 


and mahogany. One type number as No. 5855R is a plain 
storage section without shelves. It may, however, be inter- 
membered with Yawman & Erbe full width horizontal steel 
or wood sections to form arrangements for special office 
needs. This type is equipped with eight drawer shelves 
and is convenient for bound maps, reference books, draw- 
ings or other large flat material. 

The roll curtain storage section will have certain uses, 
particularly in offices that are somewhat lacking in space. 
In a bank teller’s cage, for instance, such cabinets will be 
useful inasmuch as swinging doors are inconvenient in such 
confined spaces. —_— 

New Line of Thin Leads. 


Each new invention creates its own peculiar field of re- 
quirements. The invention of the thin lead pencils made it 





PENEX THIN LEAD PACKAGE 


necessary for pencil manufacturers to produce leads suit- 
able for them. A new line of thin leads has recently been 
perfected by the Pencil Exchange of Jersey City, N. J. 

The trade name is Penex, and the leads are made in 
seven degrees of hardness. The leads are accurately made, 
always straight and are carefully graded. 





New Patent Telephone Book Cover. 

The Endlock Parts Company, 270-272 Pearl street, New 
York, have placed on the market a durable cover for tele- 
phone directories made of fine Atholeather with heavy 
boards and all metal mechanism. This cover has a metal 
back with two parallel rods running through the binding 
margin of the directory. These rods are held to the back 
by a positive slotted double grip mechanism. The binding 
is of black Levant grain Atholeather and in Red Cross 
grain Atholeather. The words “telephone directory” are 
stamped on the front cover. 


Improved “Unique” Scratch Pad. 


The Gustave Fox Company, 411-13 Race street, Cincin- 
nati, Ohio, has improved its “Unique” scratch pad. It com- 
prises a handsome metal support for the writing surface, 
and a roll of paper from which new paper is fed as needed. 
The supports are curved, which prevents marring the desk. 
A convenient calendar and support for the pencil are in- 
cluded. The “Unique” scratch pad employs adding machine 
rolls, and is thus a feeder for that branch of the stationer’s 
business. If desired, the pad may be endowed with adver- 
tising power by a suitable message below the calendar. 





We are optimistic enough to believe 
that 1923 will be a banner year for the 
rebuilt typewriter business, but still we 
feel that only those who begin their 
preparations now will get away to a 
flying start in the new year. 


Our business, up to a certain extent, 
depends upon what you do, so we are 
desirious of helping you to achieve 
greater success than what you are now 
enjoying. 


And we can help you in several ways. 
Our low wholesale prices make possible 
greater profits on your cash sales. Our 
installment service plan will multiply 
your sales without increasing your 
investment or your operating expense. 


If you are not on our mail- 
ing list, write us today. 
We have a pleasant sur- 
prise in store for you. 


Young Typewriter Company 


25 W. Lake Street 
Chicago 
Ill. 
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Your Sales 


OXY 


If you would rather sell many tables 
to the many than a few high-priced 
ones to the exclusive few, then St. 
Johns makes the very tables you 


want. 





St. Johns Tables have style, are 
distinctive and classy; they have 
the strength of iron bolts and well 
seasoned wood. They have a deep, 
hard finish—all this at prices that 
cannot be excelled, quality for 
quality, anywhere in America. 


Our catalog shows office and work 
tables that will appeal to the type 
of business men you want to keep 
for your customers. We'll send it 
gladly at your request. 


CADILLAC, MICHIGAN 
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A New Pencil Assortment. 

Eberhard Faber announces a new pencil assortment 
called the “Diamond Star.” Included with it is a No. 29 
mahogany stand. This assortment is said to be the aristo- 
crat of the Eberhard Faber line. The mahogany stand is 





E. FABER “DIAMOND STAR” ASSORTMENT AND STAND 


a thing of beauty and holds half a gross of high-grade items 
such as six of the No. 555, six of 556, six of 780, three of 
726, three of 728, twelve of 601 HB, and twenty-four of No 
1582 pencils, also twelve of No. 82 penholders. The stand 


goes along gratis with an order for its contents 


Thin Leads for Metal Penciis. 


The American Lead Pencil Company has put on the 
market a useful line of Venus thin leads for thin lead pen 
cils such as those made by the company itself and other 
well-known concerns. These leads are of exactly the right 
diameter to fit any of the thin lead pencils and are made 


AY uses} 





MADE IN SEVEN DEGREES 
2B, B, HB, F, H. 2H AND 4H 


in seven dezrees of hardness, 2B, B, HB, F, H, 2H and 
4H, accommodating themselves to a great many uses 
These leads are known as Venus No. 38 and the package is 
illustrated herewith. 


A New Pencil. 

The American Lead Pencil Company has introduced the 
No. 88 Dreadnaught pencil, which combines a pencil of 
large diameter, .codntaining a big, soft, smooth lead, and a 
slip-on, removable rubber erasive cap. The new pencil can 
be used for commercial or school purposes. It is of varied 
colors, and capped with a red rubber head, one dozen in 
an easel display stand. 


Production Shows Increase in August. 

Data for August prepared by the Department of Com- 
merce show that August continued the increase in produc 
tion and employment that has been perceptible for sev 
eral months. In almost every industry there is an in 
crease in output, and in a majority of the industries August 
production was the highest in many months. Often the 
month showed the best record since 1920 Chis advance 
was made despite the handicap of the rail and coal strike. 
\ more-evenly distributed buying power should result 
from the improvement in factory employment 

Attractive Catalogue. 

L. Hoffman, manufacturer of stationers’ specialties, 45 
Lafayette street, New York, has issued a new catalogue and 
price list. The booklet contains fourteen pages and pre- 
sents a full complement of illustrations of the entire line. 


ae relUc COU 
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Llewellyn Iron Works, 
Los Angeles, Calif. 


“We Are Using Monroes Because They Earn Money For Us 


—H. W. CLEMENT, Auditor, Llewellyn Iron Works 
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Me: CLEMENT had long ago recognized the If you need Accuracy in your figure-work— 
truth in the adage: The Monroe gives a Proof at every step. 


If you want simplicity of machine operation— 
You merely set the numbers on the Monroe keyboard 
and turn the crank. 


“If you need a thing you pay for 
it whether you buy it or not.”’ 


If you want prompt reports and statistics— 
It’s ‘‘Write’’ the numbers— Read the answer. 


If you want to save money— 
It will pay to investigate the Monroe, 


If you CAN save considerable time, and all of the 
decimal errors, and the larger part of mental 
fatigue, and DON’T— 


You continue to pay the price. 


You can effect these economies by letting the Monroe Cal- 
culating Machine serve you as it is serving and saving for the 
Llewellyn Iron Works and thousands of others, large and small. 

Just now the Monroe man for your territory seeks the oppor- 
tunity of showing you the New Model K Monroe. Only by an 
actual “try out” on your own figures can you prove the 
Monroe’s ability to save you time, money and costly errors. 
For your own satisfaction, simply check and return the coupon. 


Three sizes— Monroe Calculating Machine Company 
asize tofit every business = General Offices: Woolworth Building, New York Plant: Orange, N. J. 


20, 16 and 12 place capacities 
Offices rendering Monroe Service at all Principal Points in the U. S. and Canada and throughout the World 


reer = — = — COUPON FOR YOUR CONVENIENCES == = = = = oe me oe ee oe ee ee me 








I Monroe Calculating Machine Co., Woolworth Building, New York Firm Name _ ] 
Without obligation (check items desired) : 
1 A =e My Name a ee 
rrange for a Free Trial in our office on our own work. | 





t Send us literature about the new Model K Monroe Adtsoms nn O.A iT 2 U 
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A FEW SUGGESTIONS 


FROM 


P. & M. STEEL BACK LEDGER POST BINDER 


Pe Metal Yip Guides 


METAL TIP VERTICAL 
FILE GUIDES 





LOOSE LEAF RECORD BOOK 


MONROE STEEL BACK LEDGER 


The Plew & Motter Department of 
The Workman Manufacturing Co. 


Capital and Surplus Over $350,000.00 
1200 W. Monroe Street 


SILVER CAP “A” SECTIONAL 








«> : or ae ye 
PLAIN TAB VERTICAL 
FILE GUIDES 


QUICKLOCK SLOTTED TOP BINDER 


CHICAGO, U.S.A. 
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Drawing Pencils in Convenient Set. 
The Joseph Dixon Crucible Company, Jersey City, N. 
J., makes up a convenient drawing set, containing six “El 
Dorado” pencils, an “El Dorado” eraser, thumb tacks and 





“EL DORADO” DRAWING SET NO. 560. 


wedge erasers. The set is contained in an attractive pack- 
age, making it easy to keep the drawing equipment to- 
gether. 
Expert Rate and Classification Service. 

Dealer members of the National Association of Station- 
ers and Manufacturers who are not affiliated with the com- 
mercial furniture division will find the report on page 229 
of this issue of great interest. A committee on classifica- 
tion and rates has been functioning to establish commodity 
rates on items of office equipment. It has appeared be- 
fore railroad rate committees and the Interstate Commerce 
Commission through the Office Equipment Traffic Associa- 
tion. As a result of the efforts of this body it is now pos- 
sible to ship filing cabinets of wood or steel, desks of 
wood or steel, and supplies such as cards and guides in a 
carload at the same minimum weight and rate as applies 
to a carload of desks or cabinets loaded separately. Here- 
tofore if a combination loading of this character was 
offered, the less than carload rate would apply. Substan- 
tial savings have been effected by this new arrangement. 

The Office Equipment Traffic Association operates 
through an executive committee consisting of Ed. C. Rentz 
(traffic manager The Globe-Wernicke Company), E. W. 
Huberty (trafic manager of The Berger Manufacturing 
Company) and A. T. Cobb, chairman. 


Clever British Exposition Bulletin. 


An interesting feature of the Manchester Business Show 
was the daily Exhibition Bulletin, issued from the Roneo 
booth and circulated among the exhibitors. The Bulletin, 
produced on the Roneo Duplicator, was a capital piece of 
clever work, managed and edited by George A. W. Rush- 
worth, Roneo manager at Manchester, one of the most 
enterprising members of the Roneo organization. 

Each issue contained an optimistic editorial, news of the 
exhibition, one or more cartoons and humorous things 
heard at the different stands. In the issue of September 
15 there is an interesting account of the visit of Earl Haig 
to the exhibition, with extracts from the speech of W. H. 
Hartley, chairman of the Office Appliance Trades Associa- 
tion, greeting Earl Haig, and the latter’s response. One 
of the features of the issue of the following day was a 
poem by Miss Millicent Woodward, British typewriting 
champion, entitled “Flanders Poppies,’ which she recited 
to Lord Haig while demonstrating speed work on the 
typewriter. 


R. Franz Represents Parker Pen in East. 


R. Franz has been appointed Eastern sales manager by 
the Parker Pen Company, succeeding the late William F. 
Pilcher. He covers part of New York state, all of New 
England, Pennsylvania, New Jersey, Maryland, Delaware 
and the District of Columbia. Mr. Franz had been with 
the Parker Pen Company but five months. His assign- 
ment to the responsible work in the Eastern states is 
recognition. of the excellent work accomplished for the 
Parker Pen Company in his short connection with that in- 
dustry. Previous to his present connection Mr. Franz was 
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with the AutoStrop Safety Razor Company, covering Can- | 


ada and the Eastern part of the United States. 





PE 


QUALITY 


THIN LEADS 
IN SEVEN DEGREES 








This new Penex product for 
mechanical pencils is fully up 


to the Penex standard— 
smooth writing, long-lasting 
leads that will not crumble. 


The leads are accurately made, 
always straight and carefuliy 
graded in seven different de- 
grees. 


Dealers already selling Penex ' 
products report steady sales 
and perfect satisfaction of 
their customers. If you are 
not a Penex dealer this is your 
chance to get acquainted with 
the quality Penex line — which 
offers more profits to you 
through lower prices, perfect 
sales service and co-operation. 


Write for samples, prices and 
the Penex Thin Lead proposi-- 
tion. We will also send you 
samples of other Penex Pencils 
and tell you why Penex dealers 
are profit makers. 


New Jersey leads is 
Pencil Production. 
Pencil Exchange helps 
meinteis the lead 





N | PENCIL EXCHANGE 


MAKERS OF LEAD PENCILS 
FOR THREE GENERATIONS=~ 


JERSEY CITY. N.J. ULS.A, 
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Understood at a Glance! 


THE NEW ALL-STEEL 
RINGER SIGNAL FILE 


Simplicity—Speed—Accuracy are com- 
bined here in a degree unequaled in 
the history of modern filing. 
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Inexpensive Efficiency — Instantly 
Locating and Replacing 
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- Ask us for descriptive circular 
and agency offer. 


Stationers Wholesale Supply Co. 


E. E. BLANKEMEYER, President 


509-511 So. Wabash Avenue CHICAGO, ILL. 
Wholesale Commercial Stationers, Manufacturers and Distributors 


THE SIGN OF QUALITY 








‘ 7 
J tieonds 
Place Your Orders Now for 
Box Files and Transfer Cases 
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MEETINGS AND oes | 


Toronto Stationers Honor Frank D. Waterman. 


The Commercial Stationery Association had Frank D. 
Waterman as guest of honor at its meeting September 21 
at the King Edward Hotel, Toronto, Ont., Canada. W. J. 
Robertson, president of the association, was chairman of 
the meeting. 

Mr. Waterman made an inspiring address on the stand- 
ing of the British stationers’ association, and its important 
part in the daily life of the people. Special allusion was 
made to the familiar Stationers’ Hall organization as the 
first real stationery association in the world with a trade 
mark. He instanced Sir John Baddeley, lord mayor of the 
city of London, as indicating the prominence of the sta- 
tioner in England. Sir John is head of Baddeley Brothers, 
wholesale manufacturing stationers. The Stationers’ As- 
sociation of the United Kingdom has brought the com- 
mercial stationery business to a commanding position 
which brings about the advancement of stationers to high 
political office. 

The address then changed to the other side of the At- 
lantic, Mr. Waterman narrating the history of stationers’ 
associations in the United States. He began with the Bos- 
ton association, the first in the United States. Chicago 
and New York then followed with the association move- 
ment, and the inspiration of Boston, Chicago and New 
York brought about the organization of local stationers’ 
associations in practically all the important centers. The 
National Association of Stationers and Manufacturers had 
its inception in the pioneer local organizations. The Cana- 
dian associations were urged by Mr. Waterman to send 
delegates to the convention at Atlantic City. 

O. B. Stanton (O. B. Stanton & Wilson Compan pro- 
posed a toast to Mr. Waterman. He expressed the appre- 
ciation of the members for the entertaining and interesting 
talk by Mr. Waterman, and spoke feelingly of his long ac- 
quaintanceship with the “dean of the fountain pen field,” 
an association dating back a quarter of a century 

J. Ogden Pierson, president of the National Association 
of Stationers and Manufacturers, sent his regrets at his in- 
ability to be present, and extended a cordial invitation to 
the Toronto association to send delegates to Atlantic City 

The list of members and guests at the meeting of the 
Commercial Stationery Association of Toronto included 
the following: S. B. Beare (S. B. Beare & Company); D. 
A. Balfour (D. A. Balfour & Company); James Cook, Jr 
(James A. Cook & Son); Geo. H. Callow (Callow Bros.) 
H. J. Damp (J. H. Damp & Company); S. D. Durham 
(Dye & Durham); F. H. Green (Davis & Henderson 














Messrs. Trent and Fry (Grand & Toy): W. McK. Ham- 
shaw (Hamshaw & McLean); H. W. Nelson (R. J. Lovell 
Company); W. J. Robertson (president Commercial Sta- 
tionery Association of Toronto); W. H. Stainton and Mr. 
Evis (Stainton, Downey & Evis); Messrs. Moir and Cran- 
ston (Brown Bros.); T. J. Parsons and O. B. Stanton (O. 
B. Stanton & Wilson); F. D. Waterman (L. E. Water- 
man Company); Mr. Nott (Clark-Copp Company); Mr 
Ridley (John Underwood Company); Messrs. Wilson and 
Chisholm (Wilson Stationery Company); Mr. Weaver 
(Canadian Stationer); Mr. Moffatt (McLean Publishing 
Company): Mr. Grigg (United Typewriter Company, 
Ltd.); Mr. Goodenow (United Typewriter Company, Ltd.), 


secretary. 


Furniture Exchange Opens. 


Notwithstanding the fact that all the furniture manu 
facturers are busy and have been all summer, there was a 
large attendance at the opening session of the fall and win 
ter meetings of the Cincinnati Furniture Exchange, which 
was held at Hoelscher’s Garden, where an excellent dinner 
was served. Frederick W. Stille, the president, called the 
meeting to order. The secretary read the minutes of the 
last meeting, which were approved. Communications were 
received from Probate Judge Wm. H. Lueders and. Mere- 
dith Yeatman, Judge of the Municipal Court, also from 
Frank A. Kurleman, manager of the Alms & Doepke Com- 
pany, expressing their regret at not being able to attend 
the annual outing. Judge George F. Eyrich, Jr., was also 
heard from in a letter thanking the Exchange for the en- 
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NO PEN HAS EVER BEEN ADVERTISED AS DUOFOLD 
PAGE AFTER PAGE IN MAGAZINES — AD AFTER AD IN NEWSPAPERS 








as saTurpay evenine Post ~ 
ALL AMERICA TURNS THIS CHRISTMAS TO THIS NEW AND PRINCELY GIFT ” 


RLET TANAGER 


in 
se oH 















This new way of writing has gone round the world “ing of 
VIA DUOFOLD 
Smonth ase sna joed bering be mag yyy 

F vital eflect of the Parker Drantold Fountmn Pen is  Ducbakd’s lacquerred. bieck tipped abet ect only hemi 

0 pre ball freedom wo pour errake hall pier to pour still  qreper then gokd — bet 1: fener pau eve 2 remuncer mx & 


ball ecream we wemer mined leeve and lose your pen when you ley « dows 
Few hove ie me miepieced weght hor eoeerific balance that bho Oversize ink capacicy mabes it « Long-distance wriser, 







weper pont partes 
25 pears! Ame this by s company 30 yoors old! Can pou howe Ve to 






Ste meme cee mew sll 
‘JO days! cial Al dealers are euthorisad to retumd rows maeery 
tf you're willing 1 part eth pow pes 6 Ue ems of Ue toe 





THE PARKER PEN COMPANY + JANESVILLE, WISCONSIN 
Ew TORE cHrcaco meres lee of Peer “Lith Lect See sam PRanciece 


Re Be ee me 








L 


Duofold Pen 
Means Two-fold Profit: Look 


(1) A bigger sale and 
(2) TInice as many of them 


O YOU realize that our sales can increase only in the same ratio that the sales of 
Parker dealers increase? That when our sales double, as they have done, that the 
sales of Parker dealers also must double? 


If your fountain pen sales are not increasing in this proportion, try pushing Parker 
and note this line respond. If your average pen sale is $2.50 or $3.00, the Duofold will 
raise it to $4.00, $5.00 or $6.00. May we send samples on memorandum charge? 


business houses. Broadway ,New Y ork City ,cameinand boughta 
Junior Duofold which heclaimed wasthe resultof 
his reading ouradin the Saturday Evening Post. 
This is the firsttime he has ever Dought any- 

thingafterreading an advert tbut 
that our ad was so convincing and so dierent 

from the rest that he iad winweasy 
vases Fyeere asuhes 


We really don’t claim any credit for making 


THE PARKER Pen Company, THE PARKER Pen COMPANY, 
Janesville, Wisconsin Janesvilie, Wisconsin 

Gentlemen :—Y ou will no doubt be interested Gentlemen: — Mr, Guy Emerson,Vice-P resi- 
to know that we have just sold over one hundred dent of National Bank of Commerce,New Y ork, 
Duofold Sr. Pens to one of our representative ar and chairman of the Bankers Convention at 120 





the sale, for customer was sold thru your splen- 
did ad that recently appeared in the Saturday 
Evening Post. 

From a merchandising point of view, this sale 
bas strengthened our already favorable opinion 








of your Duofold Pen asa quick seller and one comeinand look, Hewishe 
that insures complete writing satisfaction. ever made upthe ad on their cleancut method of 
Yours very trulv, putting their story before the public. 
Dameron-Pierson Co., Ltd. Yours very eraly, 
New Orleans, La. (signed) C, L. Primrose, New York,N.Y. 


THE PARKER PEN COMPANY : JANESVILLE, WISCONSIN 
NEW YORK - CHICAGO Manufacturers also of Parker “Lucky Lock” Pencils SAN FRANCISCO 


Canadian Distributors: Buntin, Gillies & Company, Limited, Hamilton, Ontario 












OFFICE APPLIANCES 












Also Model 2X 


Model 2EX with side 
shelf or sliding base 


board—also stands for 
adding machines, auto- 
graphic registers, dup- 


licators, etc. 







Model 2 Ext. 


= 
‘ 


LLITE 
Typewriler Siand 


(Adjustable to the natural position of any pair of hands ) 


The Adjustable Table Company 


50 Mt. Vernon Street GRAND RAPIDS, MICH. 
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joyable time he put in at their annual outing. Cards of 
thanks were read from Mrs. Max Kosse and Mrs. Ed. 
Spielman, both of the members being lumbermen; George 
Wehrung and Joseph Vehr, members who lost their wives, 
and John Wolf, whose brother passed away during the 
summer vacation. Flowers and letters of condolence were 
sent to the families by the officers. All the communica- 
tions were ordered placed on file. The secretary then read 
a report of the outing, which was well received, the enter- 
tainment committee heartily thanked, and on motion, was 
ordered filed. New members received were W. W. Jackson, 
of Chicago; Reuhl Molding Company, of Cincinnati; The 
Stratemeyer Hardwood Lumber Company, First National 
3ank building. 

Henry R. Hageman, treasurer of the Exchange, returned 
after a four months’ tour of Europe, and gave a short ac- 
count of his travels, after which he was installed in his 
former office. The meeting then adjourned to the dining 
room, and dinner was enjoyed, “smokes” were started and 
President Stille introduced the guest of the evening, D. D. 
Fennell, of Chicago, who addressed the members on gen- 
eral advertising. He was warmly received and a vote of 
thanks extended for his able taik. A special meeting will be 
called to consider his plan. 





St. Louis Stationers Meet. 


St. Louis Stationers’ Association met at 5:30 P. M., 
October 16, at the American Annex hotel, St. Louis. The 
following members were present: Messrs. Barthel, Dot- 
terer, Rathert, Dyson, Fisse, Lessard, MacGongal, Ken- 
nedy, Sr., Palmer, Sr., Palmer, Jr., Pillisch, Peting, Os- 
good, Spalding of George D. Barnard, Shanks, Geiss and 
Wantz, the latter officiating as chairman pro tem in the 
absence of Mr. Wyrick. 

The minutes of the meeting held on September 8 were 
read and approved. W. J. Kennedy, delegate from the St. 
Louis Association to the Atlantic City convention, made 
a verbal report. On motion it was decided to tender a din- 
ner to H. S. Dennison of the Dennison Manufacturing 
Company who visited St. Louis on official business the lat- 
ter part of the month. Bert Osgood was delegated to ex- 
tend an invitation to Mr. Dennison who was promised a 
representative gathering of St. Louis Stationers and aux- 
iliaries at noon of October 21 at the American Annex. 

Harley Wantz is captain of a team which will hold a 
bowling contest with a team from the manufacturers and 
auxiliary members consisting of Messrs. Barthel, Dyson 
of Mittag & Volger, and Frank Palmer, Jr. 

The meeting adjourned at 7:15. 


Rhode Island Stationers Dine. 

The Rhode Island Stationers’ Association held its second 
annual dinner Monday, October 23 at 6:30 P. M. in the 
banquet hall on the fifteenth floor of the Providence-Bilt- 
more hotel at Providence, R. I. After the dinner, the 
ladies and gentlemen present danced until 10 P. M. The 
affair was informal 

George F. McGinnity was chairman of the entertainment 
committee who arranged the affair. 


San Francisco Stationers’ Dinner Dance. 


A dinner dance, given by retailer members of the Sta- 
tioners’ Association of California, brought over 300 to the 
Fairmount hotel, San Francisco, Calif. Each firm and com- 
pany was assigned a separate table for its representation, 
and the decorations were arranged to conform to the color 
schemes of the different organizations. In several cases 
trade marks were featured in the decorations, and in the 
attire of the guests. 


Cleveland Stamp Club Has New Officers. 


The Cleveland Stamp Club, Cleveland, Ohio, elected its 
officers for the ensuing year: Henry Sackman (Sackman 
Steel Stamp Company), president; E. W. Kuhl (Excelsior 
Stamp Works Company), secretary. 


Richmond, Ind., House Incorporates. 


Bartel & Rohe, wholesale and retail dealers in school 
and office supplies, office furniture, etc., at Richmond, Ind., 
have incorporated under the name of Bartel, Rohe & Rosa 
Company. 

Mr. Rosa, the new member of the concern, has practi- 
cally grown up in the business. He started with the com- 
pany eighteen years ago as delivery boy and, except for the 
last three years, has been with them ever since. 
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Your Show Cards— 


Do they attract customers 
and sell goods? 


National Show Card Writer 


Outfit No. 10 





With this outfit you can quickly 
make attractive Show Cards 


In progressive, live stores you invariably find 
well-made show cards that attract the eye and 
possess their own sales value. The best shop 
in your town has that kind. 


How about your show cards; are they doing 
their share of selling for you? 

THE NATIONAL SHOW CARD WRITER 
enables you to do work quickly, which rivals 
that of experts. It is complete and contains 
enough material to make every variety of 
card. Simply use the brush and stencils and 
the jobs are done—no fuss, no bother. By an 
ingenious scale system each line can be placed 
exactly where you want it. 

This money-saving outfit is practically a ne- 
cessity in a modern Stationery Store. The 
profits directly traceable to its use soon pay 
for its initial cost, which is the last. 


You need a NATIONAL SHOW CARD 
WRITER. 


Write for Samples of Work 
and Prices. 


The National Sign Stencil Co. 


Snelling and University Aves. 
ST. PAUL MINNESOTA 
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TO ENDURE 


Storage or Transfer Cases 


BUY NOW 


for January Transfer Period 





Steel Transfer Cases 
STRONG, FIRE-RESISTING, DURABLE, 
COMPACT, NON-BINDING, 

$ PERMANENT 
Depth of Drawer front to back permits contents of 
deepest Vertical Files being placed in this STEEL 
STORAGE CASE. 


Each Case Complete in Itself 








Wood Storage Cases 
Best All Wood Storage Case Made 


The Globe=Wernicke Co. 


Cincinnati 


























| PASSED AWAY | 


James W. Martin. 

James W. Martin, a traveling salesman for the Hall Litl 
ographing Company, passed away at Wichita, Kans., Octo 
ber 7. He was born at Morehead, Ky., April 6, 1876. His 
family settled in Kansas when he was nine years old, and 
James W. Martin had his education in the public schools 
at Holton. After a college course, he took up farming. At 
the outbreak of the Spanish-American war James W. Mar 
tin enlisted, taking up teaching after being mustered out 
from the army. He was elected county clerk of Jackso: 
county in 1906. In this work he became an expert in thi 
manipulation of the Dalton Adding Machine. The Hall 
Lithographing Company at Topeka, Kans., was then agent 
for The Dalton Adding Machine Company, and Mr. Marti: 
was engaged as a salesman and demonstrator. Later | 
traveled with the Hall line of bank and stationery supplies 

Mr. Martin was married at Whiting, Kans., December ¢ 





1906, to Miss Elsie Brown. She survives him, with two 
daughters of ten and twelve years respectively 

Interment was at Holton, Kans., the services in charge 
of Holton Lodge No. 42, A. F. & A. M \ number of hi 
associates in the Hall organization attended the services 


Mr. Martin was a Spanish War veteran, and a member of 
B. P. O. Elks, No. 427, Wichita 
- & 


* 
L. K. Scotford. 

L. K. Scotford, an outstanding figure in the rubber sta1 
trade, passed away at his country home on a Northe: 
Illinois lake at the age of seventy Pr ally all o 
business life has been spent in the industry, and he had 


seen it grow into one of the important factors of moder: 
business. 


Mr. Scotford was born in central Michigan, the s 
a clergyman. His father’s calling took the family t iI 
ous parts of the country. While clerking in a Kansas 
store he became interested in selling rubber stamps 
1877 he started to manufacture at Westport, near K 
City, Mo. He was married here to Miss Proctor, w! 
vives him. 

Later the Scotford Manufacturing ( any was 
lished at Kansas City, producing rubber stamps a 
cils. In 1881 he moved to New York Three years 
he went-to Chicago. He was president of the S 
Type Company, and secretary of the Hill Independent M 
ufacturing Company 

- F §& 
A. N. Davidson. 

A. N. Davidson, a traveler for ( M. Higg 
Company, passed away at Buffalo, N. Y., October 7, 
on a trip. He had been with the compa more tha 
ty-one years, covering the country many times from M 
to California, and Canada from Montreal to Var 
The funeral was held from the late home, 45 Fuller 
Brooklyn, N. Y. The widow and a grown-up so! 
vive. 

Mr. Davidson was held in the very | est esteem " 
wide circle of friends. His passing a y is greatly 1 
gretted by all with whom he came i t 

- & 
James Wilday. 
\ complication of diseases caused the demis« 


Wilday, treasurer of the Barton Office Supply Cor 
New York, N. Y. He passed away October 7 at th 

of his sister, Mrs. Elbert N. Renshaw, Elizabeth, 
Mr. Wilday was born in England forty-two years ago 
came to the United States with his parents when two yé 


Id. The widow, a daughter, his pare rour sisters 
five brothers survive Mr. Wilday 
’ oe © 
George D. Fitts. 

A brief illness carried away George D. Fitts, a st 
of Manchester, N. H. About ten years ago he fort 4 
partnership with George Melvin, trading as Melvin & Fitt 
Upon the demise of Mr. Melvin Mr tts ynduct 


business alone. 
x oe & 
M. Herbert Brickett. 
M. Herbert Brickett passed away at Sherbrooke, | 
Canada, where he had gone to attend the yunty fair 


a —_— 
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See the Nov. 18 issue of 
The Saturday Evening Post 


Read what Sikes says 
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For the First Time— 


Office Chairs Will Be Really Advertised 


Today men buy office chairs mostly on 
a competitive price basis. That’s rough 
on the dealer who is looking for a 
legitimate profit. But what else is 
there for the customer to do? To him 
“chairs is chairs.” A dollar or two off 
the price is the only sales argument 
that has ever been given him. A year 
from today things will be different—if 
we can make them so. 

We have begun a nation-wide sales, adver- 
tising and educational campaign to sell office 





chairs, not on “price,” but on the basis of 
what the chairs will give the user. The 
leader in this campaign is Sikco—the Office 
Easy Chair. The Easy Chair that makes hard 
thinking easier. The chair that promotes 
better work on the part of the whole office 
force with less bodily strain and fatigue. 


Keep an eye on what Sikes has to say to 
your customers. It is for your benefit as 
well as ours. If you 
want to get the “inside >» 
stuff” on our plans to 
sell more chairs quicker, 


drop a line to— 











SIKES COMPANY ‘ia®"4*£8s PHILADELPHIA 





Sikes Office Chairs are also made in every conventional pattern and design. 
In Buffalo a Sikes factory is devoted exclusively to quality chairs for the home. 





132 OFFICE APPLIANCES November, 1922. 


—-Graffco Products— 


TRADE MARK REG. U.S. PAT. OF F. 


These Simple Devices are Great Helps in Thousands 
of Busy Offices, Institutions, Schools, Churches and 
Homes—They Save Time—Make Work Easier 




















Here’s a Sharpener — => ESF | Beautiful and Very 
that Sharpens Pencils i> i | Useful Graffco 
Perfectly Extraordinarily Good Glass Screw Knobs 


No maochanions Graffco hesieauter “ok ieaieinas 
changes neede Artis Ld 3 — . 
to emain portect Thumb Tacks and sanitary. For — 


dium, dle, 
or brunt Sainte. Steel, Brass, Colored 


x) 


H 






china closets, med- 








, The steel tacks are finely nickel-plated icine cabinets 
G and rust-proof. The brass tacks are sa 
Ta co highly polished. The colored tacks are buffets, book cases, 
heavily enameled. (Six colors: red, ? 
P ceil white, blue, green, yellow, brown.) desk drawers, pic- 
A have strong, solid heads, with ek 
en firmly-embedded 5/16” steel points that tures and other 
will not bend, break, or pierce head. things and places 
Sharpener Write for details and prices. where maximum 
beauty and usefulness 
2! HUEUIENNANAEAENIN Te 
22910 040NANNMNANENNAAAAAY LLNS IU MUL are desired. Made in 





Made by us. Sharpens the lead as = 
well as the wood. Fastens horizon- = 
tally or vertically to desk, wall, or 
table. Exceptionally handsome and 
sturdy. A true write-hand friend. 


three sizes, with both 





plain and fancy glass 


Of Particular Interest Bi] topes with wood 


Write for folder. , 
screws or bolts with nuts. 

To the Trade Sold in gross lots or on 

e attractive display cards 

For Your Card-Files The George B. Graff Company ot thee deem kack 
of Boston and the Underwood fone @osen of each of 





and Follow-Up 


Glass Pin Company of Phila- 
delphia, both favorably known 


the three sizes.) 


HM 


Systems among the trade for many years, 
If you have complex have consolidated under the You Have Innumerable 
data to file; salesmen, name GRAFF - UNDERWOOD . 
mailing dates, pay- Uses For These Fine 


COMPANY. The corporation’s 
Boston plant has been enlarged 
- and, as soon as possible, all 
manufacturing of the combined 


Graffco Vise Signals E| lines wilt be conducted there. 


Made of steel, with bright faces that 
project above the card tops on which 


ments, collections, etc., 
to check up, by all 
means use 








TEL 


Graf fco 


Superior Glass 


Push Pins 

















Tn Wt TL 





they are slipped. Each face has one m For hanging pictures, cal- 
ef twelve brilliant, distinctive colors endars, posters, notices, 
i ¢ c ) B.GRAFSE ¢c ; 
tovget the Sata: you want, They are : SED | Soli asTicion® te, “in hom 
great reminders, automatically call- BOSTON MASS and office. Made of clear 
ing important matters to your at- crystal glass, with firmly 
——— Easy to. use oe a great embedded round, ' sharp 
elp in keeping things going smooth- , : ints of tempered tool 
ly. Write for free samples. Here sa Pen That Writes steel. Will not mar walls ~_i 


With Delightful Smoothness | 2 woodwork, | Two sizes 


as shown. up six 


It glides with a _ silky, “light-as-a- the packet, 24 packets to 
Do Your Books Need feather” touch, that makes. writing the carton. 


quick, easy and pleasant. It is one of 





Indexing? the smooth-writing 
Graffco Do You Know 
It saves a lot of Sil St IP _ 
wear and tear on tlver ee ens What a Big Bunch 
your books, and These pens are triple silver-plated. The f 
helps your eyes heavy plating prevents crusting, corros- oO Papers Can Be 
P y : ion, and rusting. It makes them outlast 
and fingers, to six to ten ordinary pens. It makes them Hel 
arety DY 
index the pages economical to use. Ten different sam- 


with ple pens sent for ten cents. Mail a dime 
oday. . - 

Write for Free Samples of Graffco Vise Clips 
Graffco Index Tabs Graffco Map Tacks They have a double-grip, rolled steel 





tongue that holds safe and snug 
Strongly made of rolled steel. Faces Used to show production centers, from two to sixty papers. The papers 
plain, or printed in neat styles as de- sales routes, sold and unsold ter- cannot slip or wobble, yet can be 
sired. Plain faces may be written on ritory, sales increase or decrease, loosed at once. Three handy sizes 
with pen or pencil. All faces wash- etc. Three _ sizes, fifty colors. (No. 2 shown here.) May be used 
able and sanitary. Write for details Round glass heads, sharp steel again and again for they keep their 
and prices. points. spring-grip. Write for free samples. 


























GRAFF-UNDERWOOD COMPANY 


Manufacturers of Time-Saving Office Devices 


18 Beacon St., Somerville, Boston 42, Mass., U.S. A. 
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had been a stationer for many. years at 666 Congress street, 
Portland, Maine. A daughter survives. 
- ke & 


Henry S. Miller. 

Henry S. Miller, Richmond, Ind., passed away at the 
age of fifty-eight. He was first vice president of the Miller 
Stationery Company. 

* © & 
Edward H. Tucker. 


Edward H. Tucker of Springfield, Mass., a prominent 
New England stationer, and first president of the Connecti- 
cut Valley Stationers’ Association, died at his home in 
Springfield on Sunday, October 1, after an illness which 
extended over a considerable time. The funeral was held 
at the home of the departed on Tuesday, October 3. The 
association sent a floral tribute and was represented at 
the funeral by members. Suitable resolutions were pre- 
pared and passed by the association. 


- : 
Mrs. Samuel M. Hastings. 


Mrs. Samuel M. Hastings, wife of the president of the 
Computing Scale Company, passed away at her home, High- 
land Park, Ill., October 22. Surviving are her husband and 
one son, Rolland T. Hastings. 


‘os & 
David C. Dean. 


David C. Dean, an employe of the American News Com- 
pany for more than fifty years, passed away in October 
He was seventy-three years old, and is survived by the 
widow. 


New York Advertising Club Gives Educational 


Course. 


To give fundamental instruction in advertising and selling 
to ambitious and promising young men and women is the 
object of the course in advertising and selling for 1922- 
23 prepared by the Advertising Club of New York. 

Among the lecturers who will aid students in this course 
are several men whose names are well known in the office 
equipment field. We note that G. W. Hopkins, vice presi- 
dent and general sales manager of the Columbia Grapha- 
phone Company, spoke on the subject of the place of adver- 
tising and selling in business on Tuesday, October 17. The 
subject of advertising and selling new products, such as 
patented articles, the talk being illustrated by the Case sys- 
tem or problem method, was covered by M. S. Eylar, vice- 
president in charge of sales of the Elliott-Fisher Company, 
on Tuesday evening, October 31. Robert Ramsay, vice- 
president of the James F. Newcomb Company, will speak 
on direct mail and house organs on Thursday, January 4. 
On Thursday evening, January 25 Alan C. Reiley, adver- 
tising manager of the Remington Typewriter Company, will 
be the speaker of the evening on the subject of complete 
advertising campaigns, particularly with relation to pat- 
ented articles, and on Tuesday evening, February 6, 1923, 
James S. Martin, manager of the foreign publicity depart- 
ment of the Remington Typewriter Company, will speak 
on advertising departments of publications. 

The course includes the following general titles: “The 
Place of Advertising and Selling in Business”; “Province 
and Scope”; “Uses”; “Forms”; “Complete Advertising 
Campaigns”; “Procedure”; “Foreign Advertising’; and 
“The Principles and Practices of Salesmanship.” 

The course began on Tuesday, October 17, and will be 
concluded on Thursday, March 29, 1923. Each session will 
convene at 7:30 P. M. The course is given under the direc- 
tion of the educational committee of the club, consisting of 
the following gentlemen: F. Huber Hoge, chairman; 
James S. Martin, John Clyde Oswald, Arthur Doornbos, 
L. C. Stowell, and Harry Varley. 

The gentlemen selected to give the lectures are all lead- 
ers in the advertising profession and are selected from 
many different fields of industry. Each one is an expert 
in the subject he will cover. The committee is exceedingly 
grateful for hearty co-operation it has received from lead- 
ers in advertising all over the country. A nominal fee of 
$10.00 covers the course. 





There was one account for every seventeen inhabitants 
of the Argentine Republic in a report showing the status of 
the postal savings department July 31, 1922. There was a 
total of 33,944,350 pesos (peso approximately $0.38 in 
United States currency) in 504,900 accounts. 
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Think of the many 
letters that go out daily 
from your house. 
What a chance to em- 
phasize your position 
in the business world 
by using stationery 
that bears the un- 
mistakable stamp of 
quality! 


erkshirer ar 
al 


are quality papers 
—and look the part. 


Eaton, Crane & Pike Co. 


Sponsors for Correctness 
in Correspondence 
225 Fifth Avenue, New York 
Pittsfield, Mass. 


BRANCHES: 


PHILADELPHIA, PA.’ 
1024 Filbert St. 


BOSTON, MASS. 
633 Washington St. 

CHICAGO, ILL. SAN FRANCISCO, CAL. 
363-371 West Erie St. 770 Mission St. 


TORONTO, CANADA 


SERVICB 8TATION 8B: 
DENVER MINNEAPOLIS SEATTLE 
DALLAS KANSAS CITY LOS ANGELES 
ATLANTA 
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The end of a nuisance! 


Why 
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“*Fibrotta’’ Umbrella 


Stands are now being sold 
for use as paper cup baskets 





«“IBROTTA” Umbrella 

Stands have long 
been a steady seller to of- 
fices, homes and _ stores. 
Now a new field for their 
service comes through the 
use of sanitary paper 
drinking cups by offices 
everywhere. This field 
opens a new source of 
profit for you. 


Essential to every 
office 


HESE used paper 

drinking cups are nat- 
urally wet and unsightly. 
The tall “‘Fibrotta’” Um- 
brella Stands with their 
narrow bodies will hold a 
week’s supply of discarded 
cups without trouble and 
out of sight. 


Handsome 
Appearance 


Not only are “‘Fibrotta”’ 

Umbrella Stands fin- 
ished in attractive pol- 
ished mahogany color, but 
they are seamless, sub- 
stantial and impervious to 
moisture. They are as 
easy to clean as a china 
dish. These ‘‘Fibrotta’”’ 
Stands sell on sight to 
every office manager who 
uses paper cups. 


Write for suggestions on 
a window display tying up 
a water cooler, paper cups 
and used paper cup con- 
tainers. You will be sur- 
prised how rapidly you 
can move not only ‘“Fi- 
brotta’”” Umbrella Stands, 
but spittoons, pails and 
waste paper baskets. 


CORDLEY & HAYES 


12 Leonard St. 
New York City 
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Fifteen Years Ago. 





November News in 1907 as Reflected by the 
Pages of Office Appliances. 





The New York business show unveiled a number of new 
devices of interest to the office equipment field. The best 
record at the typewriter contest was made by Miss Rose L, 
Fritz, who made a net speed of seventy-nine words a 
minute on an Underwood machine. 

“Loose Leaf Accounting” was an address given before 
the St. Louis Stationers’ Club by F. W. Risque, of the 
Sieber & Trussell Manufacturing Company. 

“Pilgrimages” described a visit to the plant of The Macey 
Company, Grand Rapids, Mich. 

The first business show put on in Germany was held at 
Berlin October 5-20. A number of American manufactur- 
ers was represented. 

The 1908 business show at Philadelphia was scheduled 
for March 14-21. 

A business show at Atlanta, originally scheduled for De- 
cember 2-7, was deferred until April 1-11, 1908. 

The international prepaid reply postage stamp was put in 
use in October. It is redeemable at the equivalent of five 
cents in any country in the postal union. 

The Hills Manufacturing Company was organized at Salt 
Lake City to manufacture a treadle device for operating 
typewriter shift keys. 

D. C. Baldwin—where have we heard that name since? 
was visiting Fort Smith, Ark. 

The list of donors who made possible the trophy con- 
tended for in the International Typewriter Contests was 
printed for the first time. The list read: Blickensderfer 
Manufacturing Company, Stamford, Conn.; Columbia 
Typewriter Manufacturing Company, New York, N. Y.; 
A. B. Dick Company, Chicago, IIl.; Elliott-Fisher Com- 
pany, New York, N. Y.; Fox Typewriter Company, Grand 
Rapids, Mich.; Hammond Typewriter Company, New York, 
N. Y.; Kee-Lox Manufacturing Company, Rochester, 
N. Y.; Mittag & Volger Company, Park Ridge, N. J.; Mon- 
arch Typewriter Company, Syracuse, N. Y.; Remington 
Typewriter Company, New York, N. Y.; Royal Typewriter 
Company, New York, N. Y.; Secor Typewriter Company, 
Derby, Conn.: Smith Premier Typewriter Company, Syra- 
cuse, N. Y.; E. C. Stearns & Company, Syracuse, N. Y.; 
Underwood Typewriter Company, New York, N. Y. 

The Typewriter Emporium had moved from Fifth ave- 
nue to the “office appliance district” on Dearborn street, 
Chicago, III. 


Fletcher B. Gibbs wrote “Determining Retail Selling 
Prices on Stationery.” 
The new factory of the Pelouze Manufacturing Company 


on East Ohio street was described and illustrated. This 
was one of the first industries to locate in the vicinity— 
since then become an important tributary to the “Boule- 
vard Link” business district. 

The Todd Protectograph Company had purchased a site 
at Rochester, N. Y., on which to build a modern factory 

The Commercial Paste Company, Columbus, Ohio, had 
enlarged its plant by the acquisition of additional space in 
the building occupied. 


Political Grafters Gobble Trade Mark. 


Salesmen of the L. C. Smith & Bros. Typewriter Com- 
pany have been calling their machine “Elsie” for short— 
and also for its ladylike behavior. An inquiry into a mu- 


nicipal department in Chicago revealed that one “Elsie 
Smith” was on the pay roll as a stenographer, nicking the 
pay roll for $80.00 a month. The deception was discovered 
when it was found that “Elsie” did not reside at the ad- 
dress given in the records. The checks made out to the 
“stenographer” were regularly cleared through the bank. 
“Elsie” was credited with regular attendance at work, and 
a vaccination certificate duly issued in her name. 

No wireless ever broadcasted words with the precision 
that every man is broadcasting his true character.—The 
Stencil (A. B. Dick Company). 
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FEBHIO POMC J 


Take the Bother out of Document Filing 


Let Us Se nd 8Y ou = The Smead Pomc son ie Company 


Department “C” 


Samples and Prices ted Hastings, Minnesote, U.3. A. 


Solves Your Filing Problems 
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Efficient Systems 


Require Sound Foundations. 

















Many years of valuable manufacturing 
experience enable us to offer to the 
Stationer Filing Supplies of such ex- 
ceptional quality and attractiveness 
that “BICCO” products are now dis- 
tributed in large volume throughout 

the country. 

















SIMPLIFIED SYSTEM OF FILING 






























Cards _ ar 
Card Guides for 

Folders Descriptive 
Vertical Guides Price List 





Filing Supplies 








BOSTON INDEX CARD COMPANY 
113-115 PURCHASE STREET 


BOSTON . - - MASSACHUSETTS 
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Standing Committee Reports 
RESENTED at the Atlantic City Convention of the 
National Association of Stationers and Manu- 

facturers by the Dealers. 

The running story, illustrations and reports of officers 

and special committees appear in the Convention Section, 
which can be located in the table of contents 
































REPORT OF DEALERS’ COMMITTEE ON BLANK BOOKS. 





The report of your committee will be briefs as the subject 
matter has been so thoroughly covered in previous ones, and 
we hesitate in covering the ground already traveled. Blank 
books for many years have been one of the most important 
lines in representative stationery houses, and we believe they 
continue to command this dominating position notwithstanding 
the large business done on card index and loose leaf systems. 

Our investigation has established this fact. Stationers that 
are giving the blank book numbers active in their locality broad 
store representation and intelligent sales application are re- 
ceiving a splendid volume of business, and additionally are 
splendidly compensated as the units of sales usually are above 
the average and carry a substantial profit. 

Your committee believes the blank book manufacturers are to 
be specially commended for the exceptional co-operation given 
their distributors. 

Their constructive work, as represented by the eliminating of 
inactive and unnecessary units and building into their lines 
such items as columnar, bank and miscellaneous books, sup- 
plemented with their liberal discounts, has facilitated the mer- 
chandising of these products and permitted of resale prices 
that are most attractive and add materially to the figures 
necessary to keep us on the right side of the profit and loss 
account 

It is our opinion that we stationers are very fortunate in hav- 
ing at the head of the blank book industry men of such splendid 
vision and the motive power to materialize those visions 

We do not believe it is practical for your committee to sub- 
mit recommendations for further elimination of sizes, bindings, 
rulings and thickness, for the reason that books having a large 
sale in one section of the country are inactive in another. The 
management of blank book houses reviewing their sales records 
as reflected by international demand are more capable of intel- 
ligent action. 

The over-turn and carrying charges are largely governed by 
geographical position The source of the blank book supply 
being on the Atlantic seaboard, occasions operating conditions 
for the far west dealers entirely different from those in the east. 

Your committee believes manufacturers should not sell con- 
sumers direct. We, however, appreciate where manufacturers 
do not have dealer connections they may feel the necessity of 
supplying any consumers inquiries. In that event shipment 
should be invoiced at the retail price. 

tespectfully submitted, 
C. M. MEYER, Chairman; A. J. WALKER, LEO F. JOHNSON. 





REPORT OF DEALERS’ COMMITTEE ON HARDWARE AND 
GLASSWARE. 








The importance of the items under the classification of hard- 
ware and glassware seem to be in the following sequence: 

(a) Inkstands and bases 

(b) Metal cash and document boxes. 

(c) Pin cups and trays 

(d) Sponge cups and moisteners. 

(e) Pen racks and trays. 

(f) Paper weights. 

(h) Wire spindles and hook files. 

(i) Call bells and lamps. 
_ The most important item of these is inkstands and bases, 
including, as it does, all of the patented automatic patterns 
with their various bases of glass and metal. 
: Metal cash and document boxes are also quite an important 
item in the average store and most dealers carry a full line of 
both tin and steel boxes. 

The balance of the items under this classification are of in- 
different importance with a few exceptions. 


Display. 


The most popular and effective method of displaying and 
Sampling hardware and glassware seems to be on counter tables 
with either flat or terraced tops. The bottoms of the tables can 
be equipped with shelves and doors or with drawers and the 
reserve stock kept here. Some dealers are using showcases for 
this class of goods, but the trend in store display seems to be to 
get the merchandise out where the prospective customers can 
handle and examine. Every item on display should be plainly 
marked. During and after the war, when prices were changing 
so rapidly, a great many dealers adopted the price book or price 
card method, but now that prices are more stabilized we find 
that many are going back to the old way of marking each indi- 
vidual item in plain figures. 

No dealer should overlook the importance of his windows. 
They are worth all of the time, effort and money spent on them. 
Solid displays have the greatest drawing power, for instance a 
solid window of a well known line of inkwells with the manu- 
facturer’s window cards and advertising or a solid window of 








Neidich 
Carbon Papers 


Typewriter 
Ribbons 


“‘The Line of Lowest Ultimate Cost’ 











Superficial appearances are deceptive 
particularly in chemical products like 
Carbon Paper and Typewriter Ribbons. 
Go deeper and you will learn of the in- 
trinsic value of our products as revealed 
in the character of their performance, 
and of our service, in time and under 
all conditions. 


You will discover that inherent element, 
that characteristic difference, that 
counts so much in making them—“The 
Line of Lowest Ultimate Cost.” 


Our “‘Superba”’ Brand above featured 


is a mighty fine medium-price quality, 
one of our best sellers. May wequote you? 


Neidich Process 
Company 


Manufacturers 
ESTABLISHED 1898 


Burlington, N. J. 
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TO ENDURE 


Upright Wood Units 


EACH UNIT COMPLETE IN ITSELF 
Complete Lines of Wood Upright Filing 
Cabinets Both with Open Sides for 
Attachable Panels and with 
Closed Permanent Sides 





Made in light Antique Oak Finish, also medium dark 
Imitation Mahogany. 

Files work on G-W Roller-bearing steel side exten- 
sion slides, which are the strongest made, work the 
smoothest and are noiseless. 

G-W Catalogue No. 8200 explains all the various lines 
of filing cabinets the Globe-Wernicke Company makes. 


The Globe“Wernicke Co. 


Cincinnati 

















cash boxes, cuspidors, stapling machines, etc. One Cleveland 
stationer has for a long time used one of his windows con- 
stantly to display maps. The result of this persistent policy 
has been to increase his map sales several thousand per cent. 
Mention of this fact is made here because if these results can 
be obtained with maps, it certainly ought to be possible to do 
the same with most any item picked from this classification, 
providing the item has any merit at all. 
Turnover. 

The tufnover of goods under this classification averages about 
twice a year. However, there are many individual items that 
turn three or four times or more. Ve find a great many dealers 
attempting to keep their purchases down to a sixty day stock. 
One dealer has worked out a scheme whereby he has one of his 
men do nothing else but take stock. The work of this man is 
so laid out that he covers the entire stock once every two 
weeks. Orders are made up daily from his stock reports. The 
buyer is always able to tell from his stock records the exact 
condition of any stock within two weeks’ time, to determine 
exactly how rapidly every article in the store is moving, to buy 
intelligently and to gauge accurately future requirements. 
Needless to say the turnover of this store is greater than the 
average. 


Concentration. 


Concentration on a reduced number of lines of carefully 
selected goods, especially of similar character, is advisable from 
the standpoint of profitable merchandising and is recommended 
by this committee. A few reasons are: 

(a) A higher rate of turnover on the investment. 

(b) The limited display space, no matter what the size of the 
store. 

(c) The fewer lines of a similar nature for a salesman to 
learn and demonstrate, the better. 

(d) Better co-operation from the manufacturers whose lines 
you are handling. 

(e) Greater buying power. 

Overhead. 

For some time past most stationers have been confronted with 
the problem of seeing their sales volume decline and their ex- 
penses remain the same, or even increase. This is a serious 
problem for everyone. The best immediate solution seems to be 
to reduce inventories to the lowest possible point consistent 
with giving good service to customers; to watch purchases care- 
fully and limit them to a sixty day basis where possible; to 
make every effort to increase sales volume; in other words, 
increased volume, quicker turnover. 

Recommendations, 

Last year’s committee recommended that the manufacturers 
of light weight cash and bond boxes japan the boxes before 
putting on the locks. The manufacturers have complied with 
this suggestion, for which all stationers are grateful We be- 
lieve that it would be a good idea for cash and document boxes 
to bear their stock number stenciled on the inside of the cover. 
This number appears on the paper wrappers, but when the 
boxes are removed from the wrappers it is very difficult for the 
average person to identify the articles in question It would 
also be a good idea for the stock numbers of the various ar- 
ticles of glassware to be moulded on the bottom of the article 
itself. This is now done on some of the better grades of pin 
cups and pen trays. It seems to this committee that it is as 
important to give the various articles under this classification a 
definite identity as it is on ring books, post binders, etc. If 
ring books did not carry a number stamped upon them, every 
time it was necessary to positively identify one it would necessi- 
tate getting out a ruler and measuring it up. Many mistakes 
would occur, of course. That is exactly what happens in the 
case of cash and bond boxes, pin cups, paper weights, etc. 

This committee trusts that the manufacturers will continue 
to improve the quality of their packing. Glassware should be 
packed in strong, substantial boxes, six or twelve units to a 
box, and labeled with an attractive label, giving the stock num- 
ber of the article, a brief description and quantity in box. The 
same recommendation is made for miscellaneous hardware. 

Respectfully submitted, 
Cc. B. EDELEN, «Chairman; GEO. W. GRIMES, HARRY A. 
TOMPKINS. 





REPORT OF THE DEALERS’ COMMITTEE ON PAPER 
AND ENVELOPES, 








The following items are included under the assignment to 
this committee, in the following classes: 

A—Fine paper, ledger, bond, linen, manifold, cover and type- 
writing papers. 

B—Coarse paper, wrapping, towels, drinking cups, pails. 

C—Envelopes. 

Flat Papers. 

In the judgment of this committee, the sale of flat and cover 
papers as listed above are not of interest to the manufacturing 
stationer or to those operating printing, binding and engraving 
plants, because under all of the operations referred to the flat 
stock is absorbed into whatever line of merchandise has been 
produced and also because some of these stationers are more 
than likely affiliated with printing, binding and engraving asso- 
ciations in their particular locality, which in the nature of the 
case would divorce them from any interest in these items 
through the activities of this association. 


It is our further judgment that stationers who do not manu- 
facture, nor operate their own printing, binding and engraving 
plants are not interested in flat papers, except for converting 
into typewriting paper, because of the prohibitive competition 
of the printer and paper dealer, both as to price and service. 

Your committee will recommend that coarse paper items be 
eliminated from the paper and envelope assignment 

Typewriting Papers. 

Typewriting papers are a very essential and important part 
of the stationer’s business; more study and analysis should be 
given to this item because of the possibilities of development 
along the line of converting private brands, and of standard 
papers also. 
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Salesrooms of Hess, Goldsmith & Co., New York. Gold- 
Seal Battleship Linoleum laid by Douglass-Lynch, Inc. 


HESE are attractive salesrooms—and Gold- 

Seal Battleship Linoleum helps make them 
so. A glance at the pictures will show how the 
expanse of linoleum sets off the lighter tones of 
the walls—forms an effective background for 
the artistic details and furnishings. 


Gold-Seal Battleship Linoleum is practical as 
well as beautiful. It is sturdy and durable, quiet 
underfoot, and easy to keep clean. Installation 
cost is low; costly refinishing never necessary. 


The dark grey linoleum is i 
content SS ee mottled 


If you are interested in attractive, efficient 
and economical floors, write us. We will gladly 
send you samples, give you more information, 
and tell you where you can get estimates. 


CoNGOLEUM CoMPANY 


INCORPORATED 


Philadelphia New York Boston Chicago San Francisco Kansas City 
Minneapolis Atlanta Dallas Pittsburgh Montreal 


GOLD SEAL 
Battleship Linoleum 


( THE FAMOUS FARR & BAILEY BRAND) 


Made According to U.S.Navy Standard. 










The Gold-Seal Guarantee pasted on every 
roll pry all genuine, guaranteed 
Gold-Seal Battleship Linoleum. 
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They even mail hardware in this envelope 


Worcester, Mass. 


THERE is one merchandise envelope that 
through constant use has come to be gen- 
erally recognized as the best. It is the 
Improved Columbian Clasp, patented and 
made by the United States Envelope 
Company. 

Notice the clasp. It is anchored to 
the paper in four places, making it so 
secure that this envelope is used success- 
fully even for mailing machine parts. 

The Columbian Clasp is made by spe- 
cial machinery, of sturdy jute, and in 
thirty standard sizes. 

When you again need clasp envelopes 


be sure to order the Improved Colum- 
bian Clasp, for only under this name can 
you get this patented envelope, for which 
there is no adequate substitute. You can 
identify the genuine by the name on the 
bottom flap. 


If you have any difficulty in getting 
the Columbian Clasp from your dealer, 
please advise our nearest branch. The 
United States Envelope Company, larg- 
est envelope manufacturers in the world, 
makes envelopes of every description, 
standard in stock, workmanship, and 
price. 


THE UNITED STATES ENVELOPE COMPANY, Springfield, Mass. 
BRANCHES 


Location Division 


Unirep States Envetore Co. 


SPRINGFIELD, Mass. Morcan EnveE Lope Co. 
SPRINGFIELD, Mass. P. P. Kettoce & Co. 


Columbian Clasp Envelopes 


Locan, Swirt & BricHAM EnveLore Co, 
Worcester, Mass. Wuircoms ENvELopeE Co. 

Worcester, Mass. W. H. Hitt Envetore Co. 
Hotyoke, Mass. 


Location Divisior 
RocKVILLE, Conn. Wuire, Corsin & Co. 
HARTFORD, Conn. PitimpTon MANUFACTURING Co. 
WAUKEGAN, ILL. NATIONAL ENVELOPE Co. 
INDIANAPOLIS, IND. CENTRAL STATES ENVELOP! Co. 
San Francisco, Cat. Paciric Coast ENVELOP! 
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Coarse Paper. 

Wrapping paper, towels, drinking cups, pails, etc., are not of 
sufficient moment to the stationery trade to even consider, 
except towels and drinking cups, which, though forming a part 
of office equipment, are a source of keen competition with the 
paper dealer, and therefore undesirable items. 

Your committee will recommend that coarse paper items be 
eliminated from the paper and envelope assignment. 

Envelopes. 

The United States government, paper dealers, printers and 
papeterie converters all operate to cut down the possibilities of 
the sale of envelopes by the stationer and force him to a de- 
cided restriction of this stock, which is practically confined to 
those envelopes matching up with typewriting papers and some 
tablet lines, excepting certain specialties in the envelope line. 

Where printing plants are operated by stationers and direct 
factory connections are maintained, the stationer is in a posi- 
tion to successfully compete for the envelope business. 

Sampling and Display of Papers. 

For the display of typewriting papers, a high grade vertical 
file cabinet with pressboard guides and manilla folders, each 
properiy indexed, is suggested. The folders to contain several 
letter size sheets representative of the lines carried. In con- 
nection with this sample cabinet, small sample books could be 
provided showing the full line of grades, weights and colors 
earried, the front and back cover bearing the dealer’s advertise- 
ment. Selection to be made from the sample book and sample 
supplied from the cabinet. The advantage of this method is 
the weight, quality or color is selected with the least difficulty, 
a clean sample is always handed the customer and the small 
sample book bearing the stationer’s advertisement is taken by 
the customer. A loose sheet price-list should be attached to the 
cabinet for quick reference. 

Display Envelopes. 

For the display and sampling of envelopes, a loose sheet 
binder is suggested since this type of book can be kept more 
presentable and cleanly, and should be looked after in this re- 
gard frequently. Each item may be priced in sample book or a 
separate list maintained, as best suits the dealer’s conditions. 
In connection with the sample book, special cloth covered boxes 
ought to be provided of suitable sizes for shelf stock, having 
ecard holder attached to show contents from which clean sam- 
pling can be made and also small sales without breaking the 
contents of regular stock boxes. These boxes should apply to 
the complete line of envelopes, including large and special sizes 
and heavy weights. Your committee suggests that manufac- 
turers of envelopes be requested to provide stronger and bet- 
ter made boxes generally and especially for the large sizes, 
and more especially for heavy weights. 

Advertising. 

The outside salesman is recognized by some dealers as the 
best method of advertising; next to this method direct mail 
advertising is suggested, supplemented by newspapers on the 
general lines of stationery carried in connection with paper and 
envelopes. 

The letterhead and envelopes used by the dealer is a very 
important feature of his advertising and should be selected with 
care and good taste. 

Turnover. 

Since valuable shelf space cannot be used profitably for stor- 
age, a clean up of all shelf stocks of this character should be 
considered as a good and profitable turn-over, even under a 
material loss. Typewriting papers and envelopes, it is assumed, 
turn over from four to six times per year. To secure the 
largest turn over, the information supplied by a stock and sales 
record is essential, for by this means the invested capital can 
be held to the minimum and sales pushed to the maximum. 

Selling Cost. 

The cost of selling paper and envelopes is estimated as about 
that of pencils, pens, rubber bands and general office supplies, 
differing materially from items like loose leaf, filing devices, 
ete., which require specialized knowledge and more expensive 
display and advertising. A comparison of the total average ex- 
pense of the entire business with that of paper and envelopes 
would be worth while Any member able to supply this infor- 
mation can render a real service by doing so through the Edu- 
cational Bulletin. This suggests that a general knowledge of 
selling cost is insufficient and that if permanent progress is 
to be made the truth, the whole truth and nothing but the truth 
must be ascertained applying to each department of the busi- 
ness Figures do not lie. 

Business is growing daily to be more scientific and whereas 
we can never do without judgment and experience, these quali- 
ties reinforced by facts through figures enable the executive 
to accomplish the best results. 

Inventory. 

This committee advises concentration on the smallest inven- 
tory possible on paper and envelopes consistent with demand, 
a problem which can only be correctly solved by records as 
previously referred to. Correct records would easily show 
whether the stationer would be justified from an investment 
standpoint and also from that of profit, in carrying his largest 
stock of typewriting papers in private brands, or standard 
papers, and exactly what sizes, weights and qualities of en- 
velopes to stock and in what quantity. 

Education. 

Since education increased the employe’s capacity for service, 
the more effort that is put forth to educate them, just that 
much sooner will they return the desired results. Departmentize 
the store, give talks in classes, make a class of paper and en- 
velopes, adding some kindred line or lines; the result will 
astonish employer and employe. 

Bulletin. 

The educational bulletins of the association have been helpful 
and are appreciated. However, it is suggested that in addition 
to manufacturers’ help, there be added the experience of suc- 
cessful retailers, whether stationer or not, and the methods 
employed. 

Direct Manufacturers’ Selling. 

The stationer is in need of education that will enable him to 
understand why some manufacturers sell the consumer if 
that is an avowed policy of the manufacturer, the retailer must 
recognize it and govern himself accordingly. 

Your committee advocates that the manufacturer should not 
sell the consumer, and certainly not at a discount from list 
price, believing that reference can usually be made to a dealer 
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[mperial 


The Medium Priced Line of Good Quality 


CARD INDEX 
CABINETS 


Solid and Sectional 











Made good enough and priced low enough for 
everybody. 


Furnished in Plain Oak, Quartered Oak and Birch 
Mahogany in all standard card sizes. 


Have you our latest price list No. 29? 


Imperial Methods Co. 


FOREST PARK (Suburb Chicago) ILLINOIS 


Eastern Representative: E. L. Sirus, 132 Nassau St., New York City 
Western Representative: E. P. Geld, Angelus Hotel, Los Angeles 
Central Representative: C.S. Jacobsen, 303 W. 92nd St., New York City 
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A most comprehensive 
line of superior Loose Leaf 
Merchandise manufac- 
tured with the same dis- 
criminating care that has 
distinguished B & P Prod- 


ucts for almost a century. 


All numbers in stock for 
immediate delivery. 


Sold only through dealers. 
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BoorumM & PEAsE Co. 
New York 
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or dealers handling the line. The responsible manufacturer can 
be relied upon to handle these matters justly and equitably as 
affecting any dealers interested. 

Nationally advertised goods should be referred to all dealers 
handling the line and never sold direct with a commissior 
allowed. 

How to Reduce Expenses. 

A serious problem confronting the stationer today is how to 
reduce expense to the point of a fair profit. Can it be done at 
this stage of our reconstructing period? The best practical 
suggestion this committee can offer is that inefficient employes 
be dropped and efficient ones fill up the breach The result 
reduces the salary expense to the extent of the aggregate sal- 
aries paid the inefficient employes dropped. The employes re- 
organized under this plan, where tried out, have been able to 
absorb the work of those dropped without hardship to them- 
selves. This plan has been and is being worked out with mod- 
erate success by some houses in and out of the stationery line 
It is a problem calling for much faith, great courage and just 
consideration of all the conditions involved. 

This report may seem to you to be destructive rather than 
constructive. In whatever way this may be true, it is due t 
cumulative conditions in the stationery trade which has pushed 
the items of this report into widely distributed channels over 
which the average stationer has little, if any, control 

Your committee, therefore, offers the following recommenda- 
tions: 

First. That flat papers be eliminated from the paper and 
envelope assignment. 

Second. That the coarse paper items be eliminated from the 
paper and envelope assignment. 

Third. That since stock and cost records are such a valuable 
aid in the successful conduct of any business that the installa 
tion of such records be urged with those stationers not using 
them. 

Fourth. That educational classes be established by this mem 
bership under whatever grouping of items may best suit the 
individual business, including as one group, or part of one, the 
subject of this report, paper and envelopes. 

Respectfully submitted 
CHAS. G. STOTT, Chairman; ARTHUR S. TODD, E E 
CRANDALL. 





REPORT OF THE DEALERS’ COMMITTEE ON SOCIAL 
STATIONERY. 





Social stationery assumes in 1922 a more important position in 
the stocks of commercial stationers than for many previous 
years. Referring particularly to the boxed paper and envelope 
portion of this department of our business, we must admit that 
almost all of us have been guilty of extreme neglect In fact, 
so great has been the disregard of the possibilities of this line 
that we have seen, in many cities, the bulk of the sales pass 
into the hands of drug, jewelry or department stores. 

We have now, right now, a chance to bring this trade back 
into commercial stationery stores. The wonderful advertising 
campaign which the manufacturers are putting on should be 
realized on by the stationer. A majority of the best manu- 
facturers are spending an immense sum to bring back the con- 
sideration of the public to box paper as the “‘Write Gift.’ So 
well planned a campaign as this cannot fail to produce new 
sales and new buyers. 

We stationers, therefore, if we are to gain the benefits result- 
ing from the manufacturers’ efforts, must carefully consider 
bringing our social stationery departments to the front of our 
store, so to speak. We must point our customers’ attention 
to our ability to care for their needs in this line, and such 
effort now will unquestionably bear great fruit in the forth- 
coming year. 

It seems to your committee that in many stores an attractive 
individual department might be created in which social sta- 
tionery might be grouped with playing cards, games, score 
cards and other articles used in social gatherings. Here might 
be displayed articles suitable for prizes or favors; and table 
decorations could be shown. The steel and copper plate en- 
graving orders could readily be handled in this department, 
and the social portion of these sales would unquestionably be 
influenced to the dealer’s benefit through association with such 
closely affiliated articles. 

In such a department might be gathered together gift cards, 
souvenir books and tissue papers. It would be quite logical to 
assume that a department of this character would support the 
services of one person, possibly a woman of refinement and 
education, whose experience in social matters could guide cus- 
tomers to larger and more profitable sales 

This department would require good showcase display and 
must have the sales-compelling assistance of window display 
Its attractiveness would make quite practical the establishment 
of the social stationery department well toward the front of the 
store. 

Best sales results are to be obtained by the display of the 
actual package, and although this practice will entail the soiling 
of some stock, particularly of delicate boxes, the increased 
sales will more than pay for this waste. 

As most manufacturers pack each box of stationery separ- 
ately in a container which looks well on the shelf, it would 
seem . practical to keep the stock on the shelves, in the 
original cartons, immediately behind the display. 

Where a dealer is in a position to mail to a considerable list 
of customers, a large new market for social stationery is opened 
up. A catalog insert or a circular, which adequately displays 
the goods will unquestionably be profitable. It might be sug- 
gested, however, that an attempt to display a high-class line 
hke this, with ordinary electrotypes or half-tones printed in 
black, will be ineffective. On the other hand, an attempt to 
display in printing the beautiful original colors of the box tops 
will be almost equally ineffective because, in almost every case 
the printing cannot and does not do the subject justice. 

A very effective display in printing can be accomplished by 
the use of half-tones using two colors—dark green and black— 
on white calendered stock. The boxes themselves should be 
white shaded with black, and the background dark green alsu 
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Bigger Profits if You 
Concentrate on ESTERBROOKS 


More sales—quicker turnover— 
larger profits—less time consumed in 
each sale—these are the logical re- 
sults of concentrating on the nation- 
ally known and favorite ESTER- 
BROOK line. 


The Esterbrook line includes the 
twelve most popular pens in the 
world. This No: 313 is one of them— 
a big favorite among stub pen users. 


Carry a complete stock of Ester- 
brooks and make more money from 
your pen department. 


Write for details. 


Esterbrook Pen Mfg. Co. 
80-100 Delaware Ave. 


Camden, N. J. 


Canadian Agents: Brown Bros., Ltd., 
Toronto 
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For years I have wanted to sell a 
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representative, staple line of mer- 
chandise on these trade policies. 





formerly Sales and Advertising Manager of Robt. H. Ingersoll & Bro. 









A BUSINESS PLATFORM THAT 
KNOWING MERCHANTS 
CAN SUBSCRIBE TO—-FOR 
MARKETING THE NEW 


THE 
FEATHER- 

WEIGHT SOc 
Of light weight Al- 
uminum, perfectly 
balanced for tireless 
writing. The ideal 
pencil for office 
workers, school 
ehildren, and 















£6. uv. 8. PAT. OFF. 


YS around-the- 
YS house use- & 
NO 


DOLLAR 


THE 


$1.00 
Of Roiled Silve;, 
not merely silver 
plated. Short with 
ring or long with 
clip. Concealed 
eraser. 


(1) Distributed through only a sufficient number of well 
conducted stores to serve the convenience of the 
buying public and insure that the people who are con- 
vinced by the national advertising can find the goods 
without too much bother, 














(2) No overloading of the distributors desired or per- 
mitted, moderate stocks, steady turnover, a constant 


stream of sales through each outletestablished. (All 

practices such as inside discounts, rebates, datings or 

JUNIOR terms, which tempt overbuying and mean sluggish 
50c to $2.00 stocks on shelves at settlement time are avoided and 
euh Biéalety likewise unnecessary patterns which only load the 
little pencil which dealer with idle investment and serve no public need. ) 


fits snugly into 
the hand bag. 





(3) The largest margin of profit to the, distributor, con- 
sistent with fair prices to the consumer and with 
permanency, stability and growth. 


(4) Protection to each distributor against all forms of un- 
fair competition on the line from other distributors. 


(5) Co-operation through constant substantial national ad- 
vertising skilfully designed to maintain a continuous 
demand through outlets showing the display helps 
supplied to distributors, —no splurging to load up the 
trade. 







THE GIFT 


Of Rolled Gold. A 
rich pencil of finest 
quality and work- 
mansbip. 





Notice advertisements in the leading magazines de- 
signed to bring new groups of consumers into the 
market for automatic pencils in place of wooden ones. 


Everybody admits the Ingersoll Redipoint pencil excels 
all others as soon as it is shown. Capable representa- 
tives are now calling upon the trade. 


INGERSOLL REDIPOINT COMPANY. Inc. 
*WM.H. INGERSOLL, Pres. Formerly of Robt.H.Ingersoll & Broy 
461 Fourth Avenue, NewYork City Branches - Chicago, St.Paul, San Prancisto 


toDouble Length Leads 10c 
toIndelible Leads - - - 20c 
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shaded with black. This is a simple treatment of the subject, 
and may be easily accomplished with good half-tones An ex- 
ample is on display among the exhibits 

Social stationery will turn over as rapidly as almost any other 
portion of stock if proper records are kept. It is quite practical 
to establish a series of private stock numbers, independent of 
manufacturers’ numbers, to govern this line. 

Assuming that a dealer was handling ten classes of box paper 
retailing say at fifty cents, seventy-five cents, $1.00, $1.50, etc., 
he might readily call the fifty cent class No. 100, the $1.00 class 
No. 200 and so on. Variations of color might be indicated by a 
change of the affix number thus: 0 for white, one for pink, two 
for blue. etc. No. 101 would then mean at all times a fifty- 
cent box of stationery pink color, No. 202.a seventy-five cent 
box in blue. By this means the stock could always be num- 
bered uniformly regardless of the source or change of style. 
Sales are always increased if mental confusion of salespeople 
is lessened. A practice of this character would also eliminate 
the necessity for marking the package itself with the selling 
price, a practice which is objectionable and might conceivably 
result in hard feelings on the part of the purchaser. There 
is no person who cares to make a gift on which the price is 
marked, and yet traces of such markings are often ineradicable. 

In addition, inventory and pricing of the stock would be 
facilitated if a uniform numbering system were used by the 
dealer and a uniform mark up, so far as consistent, adopted. 

It might be consistent to call attention to the growing prac- 
tice .of supplying stationery with name and address printed, 
for a very Small price. While this is, no doubt, productive of 
some sales it can hardly be classed as the most profitable 
branch of such a department as this, owing to the special de- 
tail involved. An equal effort to sell the manufacturers’ 
product as it comes to you will result in larger profits and 
,.ess labor 

Let us close by again making an earnest plea for support, on 
the part of the stationers, of the manufacturers of advertising 
camnaign. There have been exceedingly few instances in our 
experience where so well designed and so completely self sacri- 
ficing an effort has been made by a group of manufacturers to 
promote their own interests through the dealer Nationally 
advertised articles do sell, and national advertising, which 
creates a desire in the public to buy, should be capitalized on 
to the fullest degree by every dealer in the line. 

Your committee on social stationery recommends that a res- 
olution be adopted by this convention as follows: 

Resolved: 

Whereas, manufacturers of social writing papers are carry- 
ing on an advertising campaign to create a renewed de- 
mand by the public for boxed writing papers for gift pur- 
poses, 

And, whereas, such advertising campaign must necessarily 
result in new, increased and more profitable sales of this 
line. 

Resolved: That retail members of the National Stationers’ 
Association, in convention assembled, express their un- 
qualified appreciation of this advertising campaign and pro- 
pose to the fullest degree within their power to co-operate 
and assist in the marketing of this product. 

tespectfully submitted, 
H. G. HORDER, Chairman; E. O. VAILE, JR., ‘CHAS. H. 
HOWELL. 





REPORT OF THE DEALERS’ COMMITTEE ON PENS 
AND PENCILS. 





In submitting the report of the pen and pencil committee of 
the retailers’ division, we wish to state at the outset that on 
account of a change made in the committee only a few weeks 
ago, we have been unable to go quite as deeply into certain 
phases confronting us, as we would like to have done. 

Your committee has corresponded at some length with many 
dealers in various parts of the country with the view of as- 
certaining conditions in the trade. We have also communicated 
with most of the manufacturers of pens and pencils in the 
hope that we might be able to solve some of our many prob- 
iems. Furthermore, your chairman has had a number of inter- 
views, not only with dealers, but with the representatives of 
several of the manufacturers. 

As a matter of convenience, we have divided the commodities 
to be considered into three general divisions: 

First—Steel Pens. 

Second Pencils. 

Third—Fountain Pens and Propelling 
Pencils. 

Let us consider the third division first 

The general condition in the fountain pen and propelling 
pencil business is quite satisfactory. However, there are a 
number of criticisms worth considering. It appears that in 
the manufacturing part of this division, either the profits have 
been so exceedingly large so as to warrant the extending of 
existing business and to invite a great many newcomers into 
the field; or on the other hand, business during the past two 
years has been so very bad that the manufacturers, in vieing 
with one another for whatever business there is, seem to regard 
it as necessary to continually get out new designs, new shapes 
and new goods, all of a similar nature, with little or no material 
advantage either to the dealers or the consumers. 

The universal complaint is that there are by far too many 
numbers constantly produced and with the extensive adver- 
,tising campaigns carried on, a good thing can easily be spoiled 
(paradoxical as this may seem) and a department heretofore 
regarded as one of the cleanest and nicest in the trade is apt to 
become a nuisance. It is impossible to carry a stock of every- 
thing that is advertised. Many dealers have concluded that 
to carry a few of every advertised brands is worse than carry- 
ing none, and are now confining themselves to just one or two 
lines of fountain pens and propelling pencils and these in fair 
assortments. 

Some manufacturers of propelling pencils make their gold- 
filled pencils in several qualities and thickness of the gold. In 
one case drawn to our attention a manufacturer makes prac- 
tically the same line in three grades of gold, the prices of the 
standard size varying from $5 to $10, but to all appearances to 
the lay man they are alike. It is, therefore, urged that in such 


2. 


c 


145 

















Why there is good profit 
in the Alpha-Merical way 


HEN a prospect, with 
either large or small 
files, is shown how 


much better the Alpha-Merical 
way will take care of his papers 
—he is sold. And, as a rule, he 


1S 


sold on using more supplies— 


a sufficient number to index his 


papers properly. 


This means big profit for you 
in three ways: (1) easy sales; 
(2) sales of more supplies; (3) 
sales of the high grade supplies 
where the big profits lie. 


If 


you do not know about all 


of the superiorities of the Alpha- 
Merical way, write to us for a 
detailed description. It will 
surely interest you. And you 
will be more than interested in 
our plan of helping dealers 
sell Supreme Supplies. Ask us 
about it. 


THE WABASH CABINET CO. 
Desk 3, Dept. B—Wabash, Ind. 








FILING SUP 








— 


THE WABASH GABINET CoO., 
Desk 3, Dept. B, Wabash, Ind. 


Gentlemen: 


list on th 


gates me 
Name 
Address 
City 


e 


in 


Please send me complete details 
Alpha-Merical.Way of Indexing. 


no way 


and price 
This obli- 
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Transfer Cases 











Now’s the time to sell them— 
and here’s the case to sell! 


26" clear filing inches in each drawer,—the 
largest clear filing space of any case offered thus 
far. The compact, all-welded construction 
saves floor space, too. 

Another big feature is the exclusive locking device—cases 
stack as high as desired without bolts. Can’t tip when draw- 
ers are opened full length. An ample hand hole is thought- 
fully placed at the back of each drawer for easy carrying. 


Drawer bottoms are grooved for guides. Rollers and com- 
pressors can be added to make a stack of these Van Dorn 
Transfer cases, a good, smooth-acting, “live” letter file. 


—and with all their superior points of advantage 
one of the lowest priced steel cases on the market. 
Hurry your orders for early deliveries! 


THE VAN DORN IRON WORKS COMPANY 


CLEVELAND 
New York Chicago Philadelphia Washington 
Detroit Pittsburgh Hartford 





Uan Ler 


““Mastercraftsmanship-in-Stee!”’ 
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Dependability- 


etbsence of doubt or 


UNCEPAINCY, COMMENT 
ing trust and confidence.” 














ln every-day life, certairr 
men stand out vith mark- 
ed distinction, eminent 
for their service to their 
fellow mere. 








Such distinction is not 
earned by /ly-hy-night 
€actics nor uncertainty in 
performance. Rather is it 
Luilt on the rock. of honest 
valie and sureness Of SEI 
vice. 





This is also ~rue of mer- 
chandise. DEPENDABILITY 
alone Can earn for 2 man- 
ufacturer the highest pub- 
lic esteem for his product. 


A guarter of 2 century hzs 
found the BUSHNELL COMPANY 
dedicated to this policy. 
Dealers and wsers, alike, 
are avare of Lhe dependa- 
bility of "PAPEROID" Filing 
and Mailing Conéainers. 











Alvah Bushnell Company 


5S Park Row 925 Filbert St. 
NEW YORK CITY PHILADELPHIA 
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cases where there is no apparent difference, the makers plainly 
mark their goods so that clerks as well as consumers can more 


readily know what class of merchandise they are handling. 
They could be marked either as ‘Gold filled, grade 1,’ grade 
2 or 3; or “12K gold filled,’’ “14K gold filled,” or “18K gold 


filled,’’ ete. 

Fountain pens and propelling pencils are 
articles, yet it is remarkable how small a percentage are sold 
through the stationery dealers. We heartily recommend that 
stationers study the window and store displays of jewelers and 


primarily stationery 


druggists as well as department stores. No doubt it is true 
that on account of the many and varied articles carried by 
these stores, more people visit them than visit the stationery 
stores; however, we could do much to increase the attractive- 


ness of many of our displays so as to make them pull stronger 
at potential purchasers 
Steel Pens. 
Without having gone into a detailed 
the committee that, whereas some 
large number of shapes of pens, the points in 


analysis, it appears to 
manufacturers make a 
Some cases are 


almost identical Your committee strongly recommends the 
eliminating of as many numbers as possible by the manufac- 


turers. We feel this can readily be done without curtailing the 
legitimate requirements of the consumer. 

The method now in vogue by most manufacturers of pens 
in selling their goods to jobbers and retail dealers, seems to 
your committee as very bad. The manufacturers have a scal- 


ing rate of prices, based on the quantity bought in a given 
period, usually six months or a year. This is bad, because 
frequently a dealer reaches the close of his purchase period 
with a surplus of goods still oh his shelves. To retain his 
better purchasing price, he feels he must rid his shelves of this 
surplus stock to make room for the new stock he must pur- 


disposes the surplus stock at any price, often 


chase Hence, he 
him Frequently other dealers, to hold their 


at what it 


cost 


customers, feel they must meet his prices. Bad feeling is cre- 
ated, the market in that locality becomes demoralized and no 
one is benefitted except the consumer, who does not even rec- 
ognize this fact The manufacturer is not benefitted either 
because not a single pen more is being used than ordinarily 
would have been 

As an alternative your committee feels and urges that the 
manufacturers should carefully classify their customers. All 
legitimate retailers, conducting a retail store and carrying a 


fair minimum retail stock should receive a uniform price or 


discount from list that would enable them to sell to consum- 
ers at a fair profit 

All legitimate jobbers, who stock a minimum wholesale 
quantity of goods, and who sell only to dealers for resale, 


should receive a fair jobbers’ discount, which will enable them 
to sell at the trade at a profit. 

If this method were strictly 
void the usual excuses constantly voiced by 
their selling direct to the consuming public. 

We are glad to report that one of the largest 
is already experimenting along these lines. 

Pencils. 

We make the same criticism here as we have made above, 
to the effect that there are by far too many styles of similar 
goods, particularly for commercial uses. During the war manu- 


adhered to, it would at once 
jobbers to justify 


manufacturers 


facturers discontinued many numbers, but to the amazement 
and disappointment of many dealers some of these old num- 
bers and many entirely new ones have again been added to the 
lists. 

The adding of new styles does not add to the total con- 
sumption of pencils. If a man uses a dozen pencils a month 
he will not use 13 pencils just because something new has 


been brought out. Where a new pencil is used it stands to 
reason an old number is discontinued by the user. The market- 
ing of a greater variety of goods of a similar nature means a 
greater burden to both manufacturers and dealers, The reasons, 
we are sure, are obvious and on that account we will not recite 
them here. 

Most dealers have informed us that they have not found 
any advantage in special commodity display weeks. To spe- 
cially advertise a ‘“‘Pen and Pencil’? week or “‘Loose Leaf’’ week 
or almost any other kind of a week rarely creates new busi- 
ness. It may tend in rare cases to make some consumers antici- 
pate their needs 
The suggestion that dealers who use private imprint pencils 
as well as other private brands register these brands with the 
Chicago office so that other dealers who may occasionally have 
calls for them may ascertain where they can be obtained, has 
met with general approval. We heartily recommend that the 
Chicago office co-operate with the dealers to that end. 

In General. 

The greatest problem confronting the trade at present seems 
to us the selling direct to consumers not only by jobbers, but 
also in some instances by the manufacturers. 

Most manufacturers have informed us that they do not sell 
direct except in a few cases, such as the railroads, some of the 
governments—Federal states and cities, etc. 

On the other hand, we have received many complaints from 
dealers, of manufacturers selling direct imprint goods to large 
consumers, and in an indirect manner through special agencies, 
such as school supply houses, ship chandlers, etc., who fre- 
quently sell goods at the same prices that the dealer has to 
pay for them. It certainly seems to us that such sales would 
not be made if such intermediaries did not get a better price 
than the legitimate dealers. 

Furthermore, school supply houses do not confine their sales 
to schools, but sell supplies to whom ever they possibly can 
and in almost any quantity, no matter how small. 

We regard this as most unfair competition, as we do also 
the selling at retail by jobbers who enjoy special jobbers’ dis- 
counts and who frequently sell a single gross of pencils or 
pens to consumers at the same price they would sell to dealers 
for resale. 

The manufacturers seem to lose sight of the fact that the 
greatest advertising medium they have is the retail dealer who 
not only stocks and displays the merchandise on his shelves and 
counters, but who makes attractive window displays, in many 
cases in stores that are passed by many thousands of people 
every hour. We retailers have to pay tremendous rents for 
the stores mainly on account of the prominence of their loca- 
tion. 
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DIETZ 
DESKS 








Excellent construction 
—neat, efficient and or- 
ganized arrangement— 
attractive and lasting 
finish. 


An extensive line of roll 
top—flat top and type- 
writer desks. 


We will send you our 
illustrated catalog on 
request. 


THE J. F. DIETZ 
COMPANY 


CINCINNATI 
OHIO 


Established 1881 
| 
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PETERS 


NEW—COMPLETE—COMP 
SURABLE Po RTABLE 


Adding Machine 


Weight—35 Pounds 
Capacit y —$99,999,999.99 















THE PETERS 


Adding and Listing Machine 


Combines with large capacity the desirable 
features of compactness and portability. 
It lends itself equally well to the require- 
ments of big banks—large corporations 
or small merchants. It was, in fact, 
particularly designed to fill the need of 
all banks for a superior machine of small 
dimensions, large capacity and selling at an 
attractive price. 


Maximum visibility is secured by including 
in a small angle of vision the keyboard- 
number wheels and printing line. The 
Total— Sub-total— Non-Add and Repeat 
levers are so located with respect to the 
path of the operating handle that the ma- 
chine can be worked at high speed by the 
use of the right hand exclusively. The 
quality of workmanship—beauty of appear- 
ance and elegance of finish are excelled by 
none. 


PETERS-MORSE MFG. CORP. 


GENERAL SALES OFFICE AND FACTORY: 
, ITHACA, N. Y. 


New York Office: 30 Church Street 
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We spend valuable time introducing the merchandise to the 
consumers and creating the demand for more. Most frequently 
these introductory sales are in the smallest units, the time 
consumed in making them frequently costing us more than 
we get for the goods. Then as soon as a fair size quantity is 
required along comes the so-called jobber with his better buy- 
ing price, and quotes prices against which we cannot compete. 

These so-called jobbers not only enjoy the better discounts, 
but also have not the overhead expenses that the dealers have. 
They have no retail stores, they make no window displays, and 
above all, they do not create consumer demand. Then why 
are they specially privileged? 

It must be potent to manufacturers that if existing condi- 
tions are allowed to prevail dealers cannot make a profit on 
their merchandise, and more and more of them will lose in- 
terest in their trade marked goods. Such conditions will tend 
to encourage private imprints. They naturally will only sell 
advertised trade marked brands when absolutely insisted upon 
by their customers. 

We recognize the need to the trade of iegitimate jobbers. We 
recognize the fact that to properly exist the jobber must be 
fairly dealt with. But we also insist, that in turn the retail 
dealer must be dealt with fairly and we know that in many 
instances this has not been the case. 

When manufacturers are approached on the subject of un- 
fair competition, most always they throw up their hands and 
say the situation is beyond their control and point to the Sher- 
man anti-trust law and the Clayton act, which, they claim, 
prohibits them from trying to control such conditions. 

We feel, however, that in such assertions they are 
in the wrong. 

The latest decision of the courts allows a man to choose 
his own customers under the existing laws. We realize he 
cannot at the present time contract with his customers to 
resell at a given price. But we feel that if a jobber or a re- 
tailer uses unfair methods and through such methods becomes 
a disturbing factor in the trade to the detriment of the manu- 
facturer, that he, the manufacturer, has an absolute right to 
refrain from selling such merchant. 

The manufacturers know well the difference between fair and 
unfair competition. If they want to retain the good will and 
services of the retail dealers, they must protect such dealers 
to the fullest extent of their ability not only from the unfair 
jobbers, but likewise from the unscrupulous retailer who tries 
to use nationally advertised brands for utterly selfish purposes 
to the detriment of the trade at large, including the manu- 
tacturers 


entirely 


Likewise must we insist upon protection against the man 
with “his office in his hat’’ or with “desk room’’ in some print 
shop. 

Perhaps if all legitimate dealers for a six months’ period 


were to take as long in paying their bills as most of the in- 
discriminate price slashers seem to do, some manufacturers 
might come to realize the advantage of not selling to every 
Tom, Dick and Harry. 

Fully do we recognize the good work some 
have been doing along the suggested line. They have 
their sincerity of purpose time and time again. 

On the other hand, other manufacturers for a long time have 
assumed a paternal attitude towards the dealers. They are 
continually telling us how they are helping us sell our mer- 
chandise. They tell us of the huge sums spent on advertising 
our goods, 

All kinds of selling helps and 
provided for us. 

They drum into us how they are interested in our national 
as well as many of our local trade associations. 

Many of us accept all this on its face and bow down to them 
and feel big when one of them does us the honor of shaking 
hands with us. This is not said entirely in criticism of the 
manufacturers, but in criticism of ourselves. Your committee 
feels it is about time that we realize that as much as we need 
the manufacturers, the manufacturers likewise need us for 
the proper introduction and distribution continuous ad- 
vertising of their wares. 

In all fairness I want to say that these last remarks are not 
confined to the pen and pencil departments, but certain more 
or less to all departments of our business. 

Respectfully submitted, 
HENRY FRANK, Chairman; O. H. 
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REPORT OF THE DEALERS’ COMMITTEE ON LEATHER 
GOODS AND NOVELTIES. 








Nineteen twenty-two has relieved the stationer of much con- 
cern in his leather goods department if he has properly marked 
or sold out his last year purchases, for prices have been re- 
duced sufficiently to encourage the customer to replace his old 
worn out war purchases with new goods. A warning to the 
stationer is certainly now in order, just when he is marking 
his merchandise for the coming holiday season. 

Goods purchased for this year from most manufacturers are 
greatly reduced in price and all old goods must be cut now or 
we shall find January Ist, that our new goods have all been 
disposed of, while the old stock with the brown and worn cor- 
ners, is still with us and sticking to its old home with a 
strong family tie. 

The great fault with the average leather goods department 
in the average retail stationer’s store is that it is not a de- 
partment, and unless it can be made a separate department it 
cannot be hoped to be made a very profitable investment, 
although many customers are served and it may seem a very 
necessary adjunct to one’s business. If, at first, your depart- 
ment is not sufficiently large to warrant the entire time of one 
employe, this department can be profitably and_effectually con- 
solidated with the fountain pen and mechanical pencil depart- 
ment, which have grown to large proportions. In a few days, 
the party in charge can acquire the necessary knowledge to be 
able to do all of your pencil and pen repairing, and the in- 
come from this one item will pay his or her salary, if proper 
publicity is given the department by all concerned, especially 
the outside salesmen. 
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Annual Transfer Time Means 


Increased Sales for ecunit.; Transfer Cases 


A Complete 
Line 


108 Invoice Size 


These Ten Features 
Make a Real 
TRANSFER 
CASE 





























Built of steel—strong as steel,safe Sturdy—tiers of cases interlocked 
as steel and durable as steel. vertically at top and bottom by; 
bars and sockets. 





Built like a filing cabinet with low 
sides—may be equipped with com- 
pressor and rod. 


Convenient, time-saving, accessi- 
ble —steel rollers make drawer op- 
eration easy and finding quick. 


Stacks set up from the floor on Quality all through—noth too 
bottom connection bars. Shoes smallto be just right—index hold- 
provided if desired. ers are brass. 


‘Dust lip’’ fits tightly along to 
Stacks bound together by simple of closed drawer a protects con- 
but effective horizontallock which tents from dust, moisture and 
makes a tight structure. rodents. : 





110 Letter Size 


i 

| Packed six or twelve to a crate. Loose 
| compressors and rods furnished extra. 
| A Direct by Mail Sales Campaign that will 
| get Transfer Cabinet orders for you, is 
| ready. Write for it. 


STEEL EQUIPMENT CORPORATION 


AVENEL, NEW JERSEY 


NEW YORK, N. Y. NEWARK, N. J. BOSTON, MASS. 
Makers of the full line of Security Steel Office Furniture 

















Rigid steel case encloses drawer— A size for every kind of record 
not merely a drawer in a skeleton — letter, legal and 5} 
me. . 


©6000 














The shoe which The beam which The roller which 
Z bears the gives strength to makes operation 
II2 Legal Size weight the stack smooth 
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Sell Him this Extra Service 


The paintmakers’ slogan, “Save the surface and you save all,” applies 
with particular emphasis to office desks, for their important purpose is 
to provide office men with an efficient working surface. 


THE CHICAGO GLASS DESK PAD 


adds much to the appearance of any desk. Its smooth, hard surface 
makes writing easy and protects the desk from scratches, stains, etc. 









Lifting the glass is 
like lifting the cover 
of a book. Thus, in ad- 
dition to permanent 
memoranda, the pad 
readily accommodates 
notes needed just an 
hour or two. Many of 
the pads now on the 
market are not practicable for this tem- 
porary use. 


THE PLATE GLASS 
LETTER TRAY 


is a practical as well as ornamental desk accessory. It is securely joined 
by nickeled clamps and the exposed edges are smoothly rounded. No 
papers can be overlooked in this tray. Even if the letter lies flat on the 
bottom, it can be seen from any angle, a feature especially convenient 
when used on the deck of a roll-top desk. 

We also specialize in plate glass window ventilators. Let us send you 
descriptive matter and other particulars. 


The Chicago Mirror & Art Glass Co. 


ESTABLISHED 1890 








CHICAGO, ILL. 
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Leather goods can and should be made to pay a splendid 
return on one’s investment for, no doubt, 90 out of every 100 
humans who pass your door are carrying one or more pieces 
upon his person. Even the lowly canine, if he avoids the hell 
of all dogs, must wear his collar, for we have never been able 
to work out a branding code elaborate enough for his many 
relatives. Every motorist who exceeds the parking ordinance 
in front of your place of business has use for leather goods, 
drinking cups, straps, records of his trip, etc., and surely so 
long as our sweethearts and wives emulate the artists of the 
stage in “‘make ups” or smoke cigarettes vanity boxes will 
sell in large numbers. Volstead has forced much business upon 
us and with the golfer rapidly increasing his side bets we 
should surely cash in on this important line. 

Leather should not be just a Christmas department. If it is, 
don’t do it. 

Constant window displays co-ordinated with a prominent in- 
side display will make many profitable sales, especially if 
your location is such that you can sell high grade goods. 
Good leather shows much less depreciation than the cheaper 
grades and it naturally attracts a more desirable class of cus- 
tomers. 

Care must be used to change window displays at least once 
a week, for even a strong reflected light will fade delicate 
linings and light-colored leathers. Never allow your window 
trimmer to place leather close to the glass. A whole skin, 
which can be purchased from any manufacturer or bindery, 
will often lend an attractive background for your display. It 
seems that complete displays of this line of goods by them- 
selves is most productive. One gold-mounted wallet, displayed 
with a wallet display, speaks volumes for your line and for 
your house. Your customer will be greatly pleased to find your 
price well below .the same item in many jewelry stores, who 
generally use a higher mark-up for this class of merchandise. 

Retailers could be aided greatly by the manufacturer in the 
sale of this important line, for few stationery clerks have a 
sufficient knowledge of the many kinds of leather used in the 
various lines, and you know yourself when a customer smells 
and squeezes a wallet, and knowingly says, ‘‘This is not real 
seal,” and you look in every pocket, and finally, in the last 
one, you find a little card, which says: This wallet is made of 
genuine seal and has 14 kt. gold corners, guaranteed by So 
& So. “Oh, boy! What a grand and glorious feeling.’’ 

We are sure that it would repay the manufacturer, were 
he always sufficiently proud of his goods, to do this for us, and 
he surely would, could he step behind our cases and be a re- 
tailer to the public for a time. 

If some aggressive manufacturer of leather goods would give 
some aggressive stationer a nice fat order for printing a nice 
little booklet on the art of disguising fabrakoid or mutton hide, 
so that we worried merchants could always look a customer of 
his wares in the eye 90 days after his purchase and be sure 
that we told nothing but the truth, we could all play better 
golf and no doubt we would gradually progress to a more strict 
observance of the seventh commandment. 

Your committee feels that, as with any merchandise, leather 
goods should be marked in plain figures and you will increase 
your sales greatly by pricing each piece on display. Unques- 
tionably there is a heavy loss in this class of goods, especially 
if it is anybody’s department. 

The public knows little of the value of leather and for this 
very reason exorbitant mark-ups should be avoided. 

The knowledge that you are a high-grade house travels far 
and wide and no goods tell this story more plainly than a 
piece of leather that renders a proper service for the price 
expended. 

Show case display unquestionably protects the merchandise, 
although at the Christmas rush more sales can be handled from 
placing the trays on top of the cases during the day. Care 
should be used that no cheap or imitation goods are placed in 
the same trays with your high-grade goods, for the latter 
surely will be judged by the company it keeps. Your commit- 
tee also feels that any deterioration caused by illuminated 
show cases is offset by the extra sales made. 

The chairman of your committee on leather goods regrets 
exceedingly his inability to present this report in person, and 
to renew the many friendships of 1915 and 1921. Again, as 
last year, he feels that there is only one logical place for the 
1923 convention and that is here in the Athens of the Pacific, 
the city beautiful, Oakland, California. 

Respectfully submitted, 
EDGAR H. BARBER, Chairman; F. L. HAWLEY, Seattle; 

JAMES J. FLOTTE, New Orleans. 





REPORT OF THE DEALERS’ COMMITTEE ON LOOSE 
LEAF DEVICES. 








Mr. President and gentlemen: 

Your committee on loose leaf received a communication from 
the general manager’s office, suggesting answering a number of 
topics which are as follows: 

Describe how loose leaf goods should be carried in stock; 
how wrapped or boxed to avoid shop-wear and spoilage. 

Answer—Boxing: Memo books and ring binders, 2 to the box. 

Post binders 5-16 inch and 3-8 inch post, 1 to the box. 

Post binders 3-16 inch post, 4 to the box. 

Sheet holders, 2 to the box. 

Ledgers, 1 to the box. 

All ledger forms and special forms, also, sheets larger than 
914x6, to be packed 250 to box instead of 500. 

The above represents some changes that would greatly im- 
prove the appearance of some stationer’s stock; also assure 
better delivery of goods by not having boxes damaged in 
transit due to being too heavy. 

2. Suggest a plan of window advertising. 

Answer—Concentrate on loose leaf window display, showing 
a variety of loose leaf goods. Special displays of machine 
bookkeeping equipment, columnar sheets and the various de- 
vices to hold same, ledgers in various styles. 

Window displays are your silent salesmen and should be 
made attractive to induce the public to inspect your stock. 
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The Largest Selling Quality Pencil in the World 


UY full stocks now of the famous Venus 

Pencils—valuable business is lost by being 
out of stock. You cannot afford to miss sales 
on any of the degrees constantly called for. , 


Venus Drawing Pencils come in 17 black 
degrees and 3 copying. Carry the entire line. 


American Lead Pencil Company 
220 Fifth Avenue, New York 


and London, England 
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A Group of Six Num- | 

bering and Dating {| 
Machines ThatJAre 
Unbeatable 
in Price, Accuracy, Smoothness of 


Operation, Durability and Sala- 
bility for the Dealer. 












If you are looking for the best value in 
hand numbering and dating machines 
you can find it in these six 


ROBERTS 


Numbering and 


Dating Machines 


Model New List Prices 
No. 49—Automatic Numbering Machine...... $ 7.50 
No. 47—Automatic Dating Machine......... 
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Assort your Or- 
der among the 
Models listed. 











Model 49 

Automatic 

Numbering 
Machine 







Get the discount 
on the varied as- 
Make a 
larger profit on a 
small assortment. 














We Furnish 
Our Dealers 
with De- 
scriptive 
Circulars 


with their 
names printed 
thereon. Ask 
for them. 












314752 123456 


Style H 


Style G 1 2345 su0a 


The Roberts 
Numbering Machine Co. 


694-710 Jamaica Ave., Brooklyn, N.Y. 


Builders of all kinds of Special Numbering Equipments. 
Branches and Agencies in principal countries of the world 
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Goods should be displayed with small cards with description 
and price, showing for what purpose they can be used. 

3. Expense of handling. Does this class of goods require a 
larger or smaller margin of gross profit than the average run 
of stock? 

Answer—A large profit should be made on this class of goods, 
as it requires a more intelligent salesman and takes longer to 
make sales. 

4. Standardization. Should manufacturers be 
continue their efforts to establish universal 
gauges, sizes and styles? 

Answer—Standardization by the manufacturer has helped 
this industry greatly and should be encouraged, along broader 
lines, by discontinuing a large number of sizes and bindings 
listed. 

The line of loose leaf is becoming too large for the stationer 
to carry a representative stock. Would recommend that each 
local association compile a list of saleable sizes by having each 
member furnish a record of sales of each size of ring books 
and post binders for a period of six months; divide the manu- 
facturers list in three part, according to the sales, as follows: 

Sizes and bindings to be carried in stock. 

Sizes and bindings to be ordered from manufacturer as re- 
quired. 

Sizes and bindings made to order. 

One of the local associations found by compiling a list of 
saleable sizes sold by each of their members, found that they 
could stock on half of the sizes listed by the manufacturers 
and fill all requirements. The balance of the sizes they order 
special to fill orders. This enables them, for the same amount 
of investment, to carry a larger stock of sizes in demand, which 
reduces the cost of handling. This standardization can only be 
done locally, as there are different sizes sold in each locality. 

5. Recommend those which should be dropped or transferred 
to the “special’’ list. 

Answer—It would be impossible for the dealer to suggest 
eliminating sizes by the manufacturer; as the sale of different 
size books varies in the different localities. We would sug- 
gest that the manufacturer check up their sales for a period 
and eliminate sizes that they have very little call for; as they 
are in a better position to handle this proposition. 

6. Is sales’ success best attained by selling separate 
or complete systems? 

Answer—Wherever possible sell complete systems, separate 
items will follow as a system expands, but before you can sell 
separate items you must first sell the system idea. 

7. Does the committee favor cheaply constructed goods at 
a low cost or high grade goods at a slightly higher cost, as the 
better investment for a dealer? 

Answer—Dealers should not encourage the sale of low-price 
goods, but endeavor to sell goods on a quality basis; low-price 
goods to be made specially for large orders only. 

8. Does not the introduction of an accounting system lead to 
the sale of all those devices necessary to the operation of the 
system? 

Answer—The installation of an accounting system makes it 
possible to sell many devices and forms, both stock and spe- 
cials. This is a great feature of machine bookkeeping, which 
is the coming system for large corporations and should be taken 
seriously by the dealer, as it will replace a large number of 
ledger binders. 

9. Labor saving stock forms. Suggest a convenient method 
of storing and sampling these forms. 

Answer—Manufacturers have a number of display cases 
which are furnished to the trade at a very low cost, for tak- 
ing care of sheets and labor saving forms. Would suggest 
a cabinet with partitions to take a cloth covered box with drop 
front, to accommodate each size sheet and index and hold 
about 500 sheets: This has been in use by one of the station- 
ers and has saved, in the loss of soiled sheets, the price of the 
case. 

One of the best methods of taking care of samples is to 
have a board made on a slant, covered with green billiard cloth 
and made with a strip at the bottom to hold the samples of 
memorandum and ring books; have each sample filled with 
plain sheets and an index, also sheet of each kind of ruling and 
a full description in the front of the binder. 

The above display is to be placed on top of the case or 
counter. Ledger and post binders to be placed in such a po- 
sition that the customer is able to inspect and handle them. 
salesmen behind 


encouraged to 
standards for 


items 


10. Is it the committee’s experience that 
the counters have a thorough knowledge of this varied line 
and are capable of demonstrating its many items? 
Answer—About 50 per cent of the salesmen selling loose 


leaf are not fully posted and a large number of sales are lost. 
The salesman in charge of the loose leaf department should be 
posted in all makes of binders and forms and have some knowl- 
edge of bookkeeping. 

Salesmen should be trained to find out for what purpose the 
customer requires the merchandise before making the sale. as 
in a great many cases the article sold would not be as satis- 
factory as some other grade and the customer condemns the 
article. The salesman is at fault for not suggesting an 
article that would really conform to the customers need. 

This lack of salesmanship has been the means of loosing a 
number of good accounts. Train your salesmen to be atten- 
tive and courteous to their customers and to know the selling 
points of each line of merchandise. 

11. Is the manufacturer whose policy it is to distribute his 
products through the agency of the dealer, warranted under 
any circumstances to sell direct to the consumer? 

Answer—The manufacturer to have the confidence of the 
dealer should, under no circumstances, bill goods direct to the 
user or solicit consumer business, unless requested to do so by 
a reputable stationer to help him make a demonstration. 


Educational. 


The national association is sending to each member a booklet 
giving the description of loose leaf with a number of sugges- 
tions for the selling of this line of merchandise. 

The manufacturers are distributing “House Organs and At- 
tractive Literature,” with the idea of describing the advantages 
of the different styles of loose leaf devices and the best sell- 
ing points of their lines. 

Would suggest that the merchant take a personal interest 
in the loose leaf lines and see that the salesmen are pro- 
vided with the different catalogs and advertising matter and 
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The Dreadnaught 
1s the best buy on 
the market. 
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Here’s A Wedge That 
Will Pry "Em Open 


Think of being able to offer an ‘‘Allsteel’’ 
Filing Cabinet for the price of a medium 
grade wood file. 


Embodies those features of strength, 
utility and endurance for which Allsteel 
products are so famous. No matter 
how keen the competition, yours is a 
‘knockout’? when you quote this 
rugged ‘‘Allsteel’’ Dreadnaught File. 


Perhaps you have been looking for a 
standard line of well advertised files, 
safes and desks. 


Perhaps there is an opportunity to 
represent Allsteel in your community. 
Why not wire and get ‘‘the jump”’ with 
this business stimulator—The Dread- 
naught. 


The General Fireproofing Company 


Youngstown, Ohio 


Export Dept.: 438 Broadway, New York—Cable Address ‘‘Genfire’”’ 
Branches: New York, Chicago, Boston, Philadelphia, Atlanta, Minneapolis, St. Louis, San Francisco 
Dealers in all principal cities 
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The Masters Line of Office Chai 
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= New Low-Priced Line 
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: Another Taylor Triumph 
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= Again the MASTERS’ LINE has 
= scored. The announcement of the 
E new low-priced commercial line of 
= office chairs brought quick and en- 
ie 

= thusiastic response from dealers all 
= over the country. 

= No. 1020 

‘= The substantial orders received testify No. 10204 


to the unusual sales-making opportu- 





















= nity dealers recognize in this new line. 
=| We anticipated a rush of business on 
= the heels of the announcement. Con- 
= sequently the factory was geared up 
s for big production on these numbers 
= and the cuttings are coming through 
= in splendid shape. 

= This line is too good for you to miss. 
| If you want your share of this profit- 
| able business, order a sample set now 
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have them spend a portion of their time in getting familiar 
with the different makes of loose leaf. 

In January, standardization of loose leaf was taken up by 
letter with each of the manufacturers, as follows: 

“The lines of loose leaf have reached such an extent that 
it is impossible for a dealer to carry a stock; consequently 
it has made it necessary to order the greater part of his stock 
by parcel post, which has added an extra expense to the dealer 
and, also, the manufacturer. If the manufacturers would re- 
duce the number of sizes and styles to ones that are gen- 
erally used, it would enable the dealer to order in large quan- 
tities by freight, which would reduce the handling charge. 

If you have any suggestion to make or if you are contem- 
plating cutting out certain sizes, if you would kindly advise me, 
I would greatly appreciate it.’’ 

We received five favorable replies stating that the manu- 
facturers are willing to co-operate with the stationers, in ref- 
erence to standardization, and the following is a copy of a 
reply from the chairman of the manufacturers’ committee on 
loose leaf devices: 

“I am very much pleased to learn from your letter of Jan- 
uary 3d that you, as chairman of the loose leaf committee 
from the stationers, intend to make a vigorous effort for stand- 
ardization. 

“T am heartily in sympathy with this plan and shall, as soon 
as possible, arrange for a meeting of the loose leaf committee 
from the manufacturers, with a view of bringing about some 
needed changes. 

‘It is difficult for us to eliminate certain styles or sizes, 
particularly those that are strictly competitive, without some 
support from our principal competitors and I have no doubt 
but that they view the matter in about the same way. 

“If you have any suggestions to offer, I shall not only be 
very glad to consider them carefully myself, but will place 
them before our committee for their consideration.’’ 

The following is a letter received from the Carlson Brothers, 
Inc., Moline, Illinois: 

“As a member of the National Association of Stationers and 
Manufacturers, we wish you would consider in your report 
for the next convention the advisability of instructing loose 
leaf manufacturers to place their merchandise in better and 
more substantial boxes and containers. This especially is true 
with ledger sheets and columnar sheets, not to mention in- 
ventory blanks, post price book sheets, as well as post binders. 

‘Without question, the average merchant has found the con- 
tainers in pretty bad shape when received from the factories. 
To our knowledge — — — — have the best containers today. 
The labels on a good many of the boxes should be mote prom- 
inent as to form or binder number, size and punching and elim- 
inate unnecessary reading matter. 

“Thanking you in advance for consideration to the above and 
hoping you have the support of all national dealer members 
with your recommendations,”’ 

A copy of this letter was sent to the chairman of the manu- 
facturers’ committee on loose leaf devices. 

Also, another letter received from D. D. Macdonald, presi- 
dent of the Connecticut Valley Stationers’ Association, is as 
follows: 

“Being in the printing business as well as the stationery 
business, when orders come through from out of town cus- 
tomers, it is many times puzzling to know just what operation 
the customer desires. Would it be possible in your committee’s 
report, at the annual convention, to recommend the manu- 
facturers of loose leaf devices, when referring to punching 
holes in their catalogs and price lists and advertising matter, 
specify that they are punched holes. It might also be possible 
where they are referring to certain stock forms, where they 
are punched and perforated as well, to plainly discriminate 
which is which and state the difference between the two. 

“What we would like to overcome is this: Many customers 
in ordering special loose leaf sheets state in their order to the 
dealer that they want to have the sheets perforated when they 
really mean punched, with either round holes or slotted holes 
for the binders. It was the thought of some of our members 
that if the loose leaf manufacturers would clearly state in their 
catalogs and in their price lists the basic differences between 
perforating and punching it might be a help to the consumer 
when ordering special binders or special sheets. 

“The writer has had, as stated above, the annoying experi- 
ence and one of our members has brought it to his attention 
this morning. Anything the manufacturers can do in an edu- 
cational line on this subject would be a help to the printers as 
well as the stationers of the country.” 


A copy of this letter was sent to the chairman of the manu- 
facturers’ committee on loose leaf devices. 

The committee recommend that the dealers continue the spe- 
cial display week for loose leaf devices, April 11th to the 16th 
and October 3lst to November 5th. 

In reference to the reducing of overhead cost, that is some- 
thing that each firm must take hold of and thrash out them- 
selves, as there is no set rule to govern the cost of each deal- 
er's business. 

Cut out all unnecessary expenses and unnecessary employes 
who are not giving you full value. 

Increase your sales by setting a goal and everyone working 
to reach it. 

Respectfully submitted, 
FRANK R. WELSH, Chairman; ALBERT W. GILL, J. -F. 
WELSH. 





REPORT OF DEALERS’ COMMITTEE ON NUMBERING 
MACHINES AND RUBBER STAMP GOODS. 








The sale of rubber stamps and allied goods, during the past 
year, has been about 80 per cent of the ‘“‘peak’’ year of 1920. 
As wages have not been reduced, and rent being as high or 
higher, the cost of selling this line of goods has increased. 
Relief must come by increased volume of sales and lower 
purchase prices, or from a higher selling price. 
We cannot hope to reach, for some time, the volume of busi- 
ness obtained in 1920. 








Go to Goes for 


The Goes Art Advertising Calendar Pictures 
The Goes Art Advertising Calendar Mounts 
The Goes Lithographed Calendar-Pads 


A varied assortment of original styles bas been prepared 
especially for the 1923 calendar trade. Also 


The Goes Art Advertising Blotters 
The Goes Art Advertising Mailing Cards 
The Goes Art Advertising Calendar Cards 
The Goes Art Advertising Hangers 
The Goes Printers’ Helps also include 
Diplomas and Certificates-of-Award 
for all purposes 

Stock Certificates Common-Law Certificates 
Bordered Blanks Bond Blanks 


The Goes Common-Law Record Book and the Goes Cor- 
poration Record Books are complete record books. Forms 
helpful during the organization, as well as im the keeping of 


subsequent records, are provided. 


Samples or descriptive matter of all of these Goes Products, 
will be sent promptly upon request 


Goes Lithographing (Company 


49 West 61st Street, Chicago 
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Gummed Tab-labels, fur- 
nished in varying colors, 



























Alphabetical press- 
board guides divide 
the alphabet into 
properly _ propor- 
tioned parts. 


Each subdivision 
has a folder for 
miscellaneous 
correspondence 


make it easy to identify 


¢ F< folders for individual cor- 


respondence. 











‘“Out’’ Guides o 
Folders are inserte 
to show when cor 
respondence ha 
been removed frot 
the file. 
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The YandE’ Direct Name System 
cuts filing costs one fourth— 





fom 
T is not uncommon for a “Y and Through the “Y and E” Direct 
E” agent to go into a business Name System of Filing, agents 
office and by the installation of often come naturally into profit- 
the “Y and E” Direct Name Sys- able sales of “Y and E” Fire Wall 
e ° ° Pe . . .” SOE inn 99 
tem of filing, which finds or files Steel Files, “Y and E” Dry-Insu- 
‘ ay =" sca? - 4 — 79 ° 
in less than ten seconds, cut filing lated Safes, Y and E ‘Supplies 
costs for that firm anywhere from and a : things Bei. help 
| . ~ ~ g ae 
ond 25 to 50 per cent. reatly in the year’s profits. 
n Con , an 
ha Sucl i] Thus, the “Y and E” Direct Name 
1 fram uch a service naturally means System of Filing is not only a 
more than a mere sale of equip- great economy to its users but a 
ment. It means a permanent, en- splendid card of introduction for 
thusiastic customer and opens the the dealer in office supplies. The 
way to sales of other “Y and E” booklet offered in the coupon tells 
products. more about its many advantages. 
ger 
/ 
YAWMAN 4»? FRBE MFG.(9. Fat 
Filing System Service, Equipment and Supplies f | 
1155 St. Paul Street ROCHESTER, N. Y. Pl 7 
EXPORT DEPARTMENT: J & 
. Sestion 1155 368 Broadway, _ York, « * U.S. A. J Esko Sei : 
Cable Address ‘YAWMANERBE” New York 


' Codes: Western Union, A. B. C. 5th Edition Improved and Bentley's 4 Rochester, N. Y. | 


/ Please send‘ meac opy of | 
your new booklet, “Find- | 

/ ing or Filing in Less Than | 

vA Ten Seconds.” 
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We're not arguing; 
We're telling you— 


that STORMS 
American Brand 


Superwear 


Typewriter Carbon Paper will outwear 
all others. 

Send us your best wearing sheet for a 
“‘Wear-Down”’ comparison with 


American Brand 


Superwear 


We'll send you the result. 

Also, send for samples and make your 
own test. 

Over 100 copies per sheet have been 
made with 


American Brand 


Superwear 


Carbon paper in actual commercial use 
without any effort to “nurse” the carbon. 
It’s the best Carbon we have ever seen. 


ALSO NOTE THIS ON YOUR “PAD OF 
FACTS.” Storms’ American Brand 
NOISELESS Carbon does NOT smut the 
copy; Makes strong copies, and many 
of them. - 


ee ee 


Dept. C. 553 Grand Ave., Brooklyn, N. Y. 
City Office, World Bldg., N. Y. City 














In view of the living expenses of today, we can hardly ask 
our employes to accept reduced wages. We can, however, mark 
our goods for re-sale at prices that will cover cost of doing 
business today. 

While the average overhead in 1920 was 30 per cent of sales, 
this percentage did not cover the average overhead in 1921. 

From data, given to this committee by Mr. Thomas D. 
Goodwin, industrial accountant of the International Stamp 
Makers’ Association, the average cost to the rubber stamp 
aon og of handling shelf goods, has been 43 per cent of his 
Sales. 

To cover expenses, it will be necessary to have a mark-up 
on cost, of about 73 per cent. To pay dividends, of course, this 
mark-up must be increased. 

It is doubtful to us if a stationer can handle stamp goods 
at less expense than the rest of his merchandise. 

If there were sufficient turnover on this class of goods, ex- 
penses would be less, for the turnover might give volume; 
but no one buys rubber stamps because they are cheap; should 
they be sold at half price, it is doubtful if the number of units 
disposed of would materially increase. One buys items of ex- 
pense only when needed. 

In some cities it has been reported from several reliable 
sources, that there are stationers who are cutting the price 
on stamp goods. As the total amount of stamp goods sold 
is small, compared to their entire sales, the loss is made up 
from profits on other goods, and may or may not be under- 
stood. The effect, like all price cutting, is to demoralize this 
class of merchandise, to the particular injury of the stamp 
makers of that city, who are dependent for their living on 
profits from this class of goods. 

Consequently, there has arisen, in those cities, a feeling that 
the stationers are unfair to the rubber stamp makers. 

We believe a resolution, disapproving of price cutting on 
stamp goods, should be brought before this convention. If 
passed by that body, it should create a better feeling between 
the stationers and stamp makers, which may cause them to 
feel more liberally disposed about discounts on made-to-order 
stamps. 

A little more about turnover. Forty-six stationers reported 
to the national association a merchandise turnover of 2.89 
times. If your stamp business is kept as a separate depart- 
ment, you will know the total sales and total cost of that de- 
partment, and how much overhead each dollar of sales should 
bear. Department stores not only know this; but they know 
the overhead on each item. We can know just what expense 
is required to sell a 5-wheel Bates numbering machine if we 
keep books to that end. Some of our larger stores can find 
out such information, which would be of great value to this 
association. 

Suppose the cost of 100 Volger stamp pads, size No. 3, sold 
during the year, was 2 per cenit of the total cost of all stamp 
goods sold during that time; and that the entire expense of 
the stamp department was $2,000.00; then 2 per cent of $2,000.00 
would be $40.00, which—divided by 100—gives us 40 cents as 
the actual expense of handling a No. 3 Volger stamp pad. This 
40 cents plus the invoice cost of the pad (about 60 cents) 
equals $1.00, which the pad must sell for to break even. 

Association headquarters can give you more detail if you 
wish to pursue further inquiry along this line. 

The I. S. M. A., in 1921, recommended a list price on made- 
to-order rubber stamps, which is higher than in present use 
in many parts of the country. Their vote, last June in con- 
vention, was to stand pat on 1921 schedule, 

If rubber stamps sold for $1.00 per line, the industry would 
be priced out of business. 

Supply and demand, tempered with education as to the cost 
of doing business, must regulate prices. 

We have looked carefully into the cost of producing made- 
to-order rubber stamps, and do not believe it possible—on pres- 
ent schedule—for manufacturers to give a better discount than 
33 1-3 per cent. 

It is our opinion that the average cose of the made-to- 
order rubber stamp is about 60 per cent of the selling list. 

Suggestions on taking stamp orders. Much time can be 
saved, and a customer be better satisfied, mot to select the 
type, but to give the size of space which he wishes the stamp 
to occupy. A typesetter, with years of experience, can much 
better make a selection of type to look well in that space. It 
is a very fussy customer that cannot be disposed of in a few 
minutes, or less. 

We think it safe to state that 90 per cent of rubber stamp 
orders are obtained, not by stationers, but direct, by the rub- 
ber stamp makers. 

If a stationer’s volume of rubber stamp business equals 
$1,000 per month, he might think of looking into the expense 
of manufacturing; but it is a highly specialized trade which 
in the past has been greatly underpaid. 

There are already more vulcanizers installed than can be 
conducted profitably. It is estimated that the plants now in 
operation, could easily have turned out 25 per cent more orders 
than the peak year of 1920. 

It is our opinion that on a less volume of business than 
$1,000 per month, a stamp plant can only be run at a less 
profit than can be obtained by buying from the manufacturer 
at a fair discount. We are not stating this amount as arbi- 
trary; but as something for a guide. 

In the most favorable year—1920—the survey of 42 stamp 
plants, scattered over this country, showed a net profit of 
11.21 per cent of sales. Leaving out 7 of the more favorable, 
we find the profit reduced to 8.22. Taking the lower 57 per 
cent of all plants, and we find this profit reduced to 4.73. 

The decision about a stamp plant should rest on these 
—questions: Am I particularly adapted to manage such a 
plant? Can I get the most return from the time so devoted? 
Is not the field already overworked? 

The cost to start a one or:two-man stamp plant, with a 
good catalogue, would be about $5,000. 

The volume of sales, in stamp goods, is such a small part 
of the sitationer’s business that it is questionable if worth 
while to run, as a separate department, unless you are manu- 
facturing. 

It is our opinion that the slow turn-over of shelf stamp 
goods demands a large margin of profit. 

A show-case, devoted exclusively to the display of stamps, 
and an occasional window display, should win your custom- 
ers’ trade on rubber stamps and supplies. 
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Make Your Line Complete 


Filing cabinets, desks, chairs and tables 
sometimes are considered complete equipment 
of an office furniture department. A depart- 
ment so equipped is complete—just so far as 
filing cabinets, desks, chairs and tables are 
concerned. 


Every business which buys office furniture 
of any kind is a good prospect for accessory 
furniture. The business man wants a Cos- 
tumer and a Wardrobe. Every office needs 
Stationery Supply Cabinets and Telephone 
Tables. Suggest these and other items from 
“The Furnas Line” to your customer and you 
will be pleased with the nice, clean profit made 
that you didn’t expect. 


Shipments are prompt—quality eminently 
satisfactory. 


Our catalog tells through type and 

picture the story of this line of 

specialty furniture. Shall we send 
you a copy. 


Furnas Office Furniture Co. 
INDIANAPOLIS 











Costumers 
Wardrobes 

Waste Baskets 
Umbrella Stands 
Telephone Stands 
Typewriter Stands 


Stationery Supply 
Cabinets 
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Dependable As ThejNation 


In 1878 when gold sold at par-for the first time 
since the Civil War, business had introduced to it 
the protection afforded to Cary Safes. And in the 
years since, Cary Safes have proved their merit. 
They are dependable as the nation. 


In its forty-four years’ service to business, the 
Cary Safe Company has not been content merely 
to build safes. It has been constantly doing its ut- 
most to build better safes. The result is apparent 
in the unusual product which Cary offers you. 


Cary Safes are uniformly strong. They have no 







Vaults 
i Cabinets 
Deposit 
Boxes 


Dept, O-11 


CARY SAFES "The = lnvestment”’ 





weakness anywhere. Not even in the lock is 
there any deviation from the Cary principle of uni- 
form strength throughout. The door is built with 
extra thickness so that, with the lock installed, 
protection is as great at this point as in the side 
walls. The dependability of Cary Safes has brought 
them tremendous responsibilities and increasing 
leadership, everywhere. 


Press these points in your sales talk. They will 
sell Cary Safes for you. Literature and sales plan 
sent to aggressive dealers. 


CARY SAFE COMPANY 


BUFFALO, N. Y. 


“‘Growing Great Since Seventy-Eight’’ 
Cable Address: “‘Carysafe’’—all Codes 
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There is no question about the value of putting out advertis- 
ing matter, furnished by manufacturers; it has sold many a 
time stamp, dater, or steel numbering machine. Send out some 
advertising matter in every bundle and with every invoice and 
statement. 

In closing, we are pleased to quote a letter, received at.our 
request, from Mr. Thomas D. Goodwin, of the firm of Little, 
Goodwin & Co., Pittsburgh, Pa., industrial accountant, who 
has had wide experience in many lines of business over an ex- 
tended field. His opinion of the present business outlook is 
well worth our most careful consideration 
‘Dear Mr. Frost: 

“Perhaps an additional opinion may be of interest to you. 
While I believe that we are now entering upon a period of 
much better business, increasing gradually for some months, 
vet I feel confident that a good deal of this apparent better- 
ment is, to some extent, of the character of inflation. If this 
be true, then it is only a question of time until another re- 
action may take place, reflected by a period of partial depres- 
sion and inactivity. I fully believe that it will be at least four 
or five years before anything like genuine stability will be re- 
stored. My point is that, while during the good periods, it will 
be well to press heavily on the sales end, yet it will be well 
to keep in mind that in the event of several reactions before’ 
real stability is restored, it is also well not to be weighted down 
with too much expansion. In other words, any business man 
will do well to think carefully and long before he adds new de- 
partments or enlarges his investments in fixed assets of old 
ones, during this period. When business takes a spurt, so 
many men forget caution and tie up too much money in things 
they cannot use profitably when a reaction does come. This 
will occur in many plants of various kinds during the next 
vear and a half. A good many will be sorry afterward. Better 
stretch present facilities all possible; but go slow on expan- 
sions that cannot be considered as productive with surety, 
over a series of years. This is exactly the same counsel we 
would give to any industry at this time. Of course, each plant 
is a separate case, and would require a separate analysis, 
There will also be exceptions. 

“Incidentally, the stationers could do some accounting work, 
with a great degree of usefulness to the industry. A uniform 
classification of accounts and costs, worked out by departments 
and classifications of merchandise, would be of wonderful 
benefit. Especially if it were accompanied by a study of turn- 
overs, and a loading of expense to the articles. There is no 
reason why you people cannot know what to do along certain 
lines; but like all problems, it would have to be worked out 
over a considerable period. Opinions, on such matters, are of 
practically no value, for very often a study of the case will 
reveal facts that are exactly contrary to what many experi- 
enced men think is true. 

“Sometimes the impression seems to be current that “costs” 
(so-called) are. applicable only to manufacturing lines. ‘‘Costs’’ 
can be worked out, in merchandizing lines, so nicely that they 
are a constant reflection of the progress of each line Like 
all things, it takes time; but the ultimate savings are great.” 

Respectfully submitted, 
FREDERICK E. FROST, Chairman; H. C. NETHERWOOD 





REPORT OF THE DEALERS’ COMMITTEE ON INKS 
AND MUCILAGE, 





Permit us to say in the beginning that this report has of 
necessity to do largely with the needs of the average dealer in 
order to properly market the product, rather than the condi- 
tion of the ink and adhesive retail trade at large. Your com- 
mittee was unable to get much response from dealers. It 
could gather but few facts about conditions, and, having had 
very few suggestions, we are compelled to make our own. 

In the first place we find that the average dealer regards inks 
and adhesives as a staple item which he has to have in stock 
because people ask for it. For this reason the importance of 
really kndédwing something of value about this product is not 
récognized and consequently he fails to see the sales possibili- 
ties of inks and adhesives. There is no item the dealer stocks, 
unless it is carbon paper and ribbons, that requires more tech- 
nical knowledge in order to sell properly and have stay sold 
than does this item. The average retail salesman knows ab- 
solutely nothing about inks and adhesives and the average 
dealer does not know the difference between “‘inks’’ and ‘“‘writ- 
ing fluids,’’ or what to do in order to find out why a customer 
has been buying trouble with the ink he has been buying. 

We think it is better merchandising to carry a full and 
complete assortment of a single line of inks and adhesives 
than some of many different lines. It is true that you cannot 
confine your stock absolutely to one brand, but you can very 
nearly do so and, by so doing, you reduce your investment, 
have a greater turnover, and concentrate on your advertising 
and personal sales effort with greater results than you can 
possibly have otherwise. In this connection may we say that 
we think a dealer will generally find it more profitable to sella 
representative line of nationally advertised inks and adhesives 
than to sell a product under his own label. We know of some 
very worthy dealers who market this item under their own 
label and apparently successfully.. We respect them in their 
opinion, but we cannot see the reason for underestimating the 
value, to the dealer, of years of national advertising of a 
product which has created for it a certain continuous demand 
and which the dealer can realize upon by merely stocking the 
merchandise and making it known to the public that he has it. 
We venture to say that if the money spent on advertising a 
private brand of ink was used in connection with a nationally 
advertised article the result would be surprisingly greater. 

One of the best mediums of advertising inks and adhesives, 
and one that is often neglected, is your own store window. 
Change your windows often, do not let dust accumulate on 
the articles in the window, put one line only of inks and ad- 
hesives in the window at a time, use proper display cards, and 
you will get results. Newspaper and direct mail advertising 
tied up with your window advertising will add to your results, 
and all of these mentioned tied up with national advertising 
will bring the best results. 
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Speed Up Sales! 


You can speed up sales now and do it at very little expense if 
you use a Rotospeed Stencil Duplicator. You can get new 
business aad increase the volume of old business easily, quick- 
ly and cheaply, by means of effective and inexpensive direct 
mail advertising, sales letters, announcements and bulletins, 
price lists, collection letters, illustrated folders—you can get 
all of these out quickly and easily in your own office. 

are the surest means of business building at this time. 


ROTOSPE 


STENCIL DUPLIC 


Here is a machine that prints form letters for 20 cents a 
thousand,—good clean-cut letters with all the power of type- 
written originals. Any operator can turn them out at the 
rate of 75 a minute—enough for a large mailing list in an hour. 


Simply write, typewrite, draw or rule on the Rotospeed stencil 
—attach stencil to machine, and turn the handle—that’s all. 


Cheapest and Easiest Printing 


Anyone can operate a Rotospeed machine. Even illustrated folders are easy 
to print with Rotospeed, and the cost of such printi 20 cents a 


thousand copies —is so low that you will find your printing bi 
duced. Rotospeed will save more than a aout present pack tong A 


and will do more work than you now do. 


Try It FREE 


The price of the complete Rotospeed outfit is only $43.50. But 
it at our risk. e will gladly send the 

gether with enough supplies to print 24 jobs. Try it for ten days. 
are not perfectly satished you can return it, or if you prefer, we 
you our booklet and samples of Rot work. Just check the 
and mail it to us today. There is no obligation. 


The Rotospeed Company 
880 E. Third St. Dayton, Ohio 


Cut Out and Mail Today 


Indicate by check mark oe you want samples only, or the fully equipped 


Rotospeed on FREE TRI 
THE ROTOSPEED Co., 880 E. Third St., Dayton, Ohic 


0) Please send me complete Resereaes Machine and Free Tria! Equipment. 
After 10 days’ Trial I will pay $43.50 or return the an + cing 


OC Please send samples of work, booklet and details of your Free Trial 
Offer. This does not obligate me in any way. 
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Chair Makers for 78 Years 
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When you make a sale of a Chair it 
might mean anything. But when it’s a 


DERBY 
CHAIR 


it denotes everything—Quality, Durabil- 
ity, Workmanship and all that our 78 
years of experience in Chair-making has 
taught us. 





Why not capitalize on our long experi- 
ence and do what many of the leading 
Office Chair Dealers throughout the coun- 
try are now doing very profitably— 
namely, featuring Derby Office Chairs 
on their floor. Watch the result. 


Have you our 1922 Catalogue? If not 


may we send it to you. 


P. Derby & Co., Inc. 


GARDNER, MASS. 


SALES ROOMS: 
215 W. 35th St., New York 
90 Canal St., Boston 
1319 Michigan Ave., Chicago 
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There seems to be much difference of opinion about where to 
best display your stock of inks and adhesives in the store. One 
of the very best displays we have seen, and one which brought 
results, was an entire section at the front of the store where 
you had to see it as you went in or out. It was a constant 
reminder of a commonplace item. Silent suggestion often sells. 
Put your entire selling stock in your ink section with prices 
marked in plain figures. Arrange your display shelves so the 
stock can be conveniently and easily dusted and kept clean. 
Display according to colors and sizes and by selling from this 
stock you will have less trouble renewing your stock than if 
you had it at the back of the store in some out of the way 
place. 

The ultimate object of the manufacturer is to get his goods 
into the hands of the consumer. We believe the manufacturer 
can help the dealer do this better through educational methods. 
The average dealer does not have a “‘Display Man” or as com- 
commonly called, a window dresser. When the manufacturer 
sends out his display material for window display he should 
send at least three illustrations of how a window should be 
arranged, showing different types and sizes of windows, and 
make the illustrations real selling windows, not merely attrac- 
tive displays. Another way, and in our opinion the most im- 
portant, for the manufacturer to further help the dealer dis- 
pose of his product is to send out to call upon the stationer 
salesmen who are both teachers of their line of wares and also 
trained scientific salesmen who can impart knowledge about 
their product and demonstrate how to sell it. Let the factory 
furnish samples which are to be sent out to the dealer’s mail- 
ing list, follow this up by the manufacturer’s salesman taking 
the dealer’s salesman out to call on the consumer, show the 
local salesman how to sell ink, turn the orders over to the 
dealer and both will get results, not so much in the amount of 
ink that is sold on this occasion, but in the educational value 


We know this is a big contract and it may seem to the manu- 
facturer that the dealers are proposing that he should do the 
selling for them. This is nothing new, in fact, it is old. It has 
been done for years and is still being done successfully by large 
manufacturers in lines of goods entirely foreign to the sta- 
tionery trade, as well as in related lines. This suggestion is 
also in keeping with the programme of education now being 
carried out by the National Association of Stationers and 
Manufacturers. 

We have no resolution to offer, but we do wish to impress 
upon you that there is a crying need, in this re-adjustment day, 
for more knowledge and for more work. Our Mr. Chas. L. 
Estey says: “You can’t sell ’em unless you tell ’em,’’ and we 
add, you can’t sell ’em unless you have the knowledge, and 
you can get the knowledge only by being educated and by 
working for it From the manufacturer to his salesman and 
from the dealer to his salesman we must have more knowl- 
edge of our product and how to sell it—which means enlighten- 
ment through education. 

In conclusion we call attention to the statement which ap- 
peared in the American Stationer a few weeks ago. “If the 
stationer is to succeed as a stationer he must recognize the 
community of interests existing between the manufacturer and 
himself and he must be ready for his part of the co-operative 
effort that this community of interests imposes.’’ 

Respectfully submitted, 
CLARK FIELD, Chairman; JAMES M. 
HARREL. 


COLOMB, N M. 





REPORT OF DEALERS’ COMMITTEE ON BLUE PRINT 








PAPER, DRAWING AND ARTISTS’ MATERIALS. 
Your dealers’ committee on blue print paper, drawing and 
artists’ materials report as follows: 
Owing to the very large purchases of this material during 


and directly after the World War, and the slackening up of 
various manufacturing industries since that time, our industry 
has found a very marked decrease in the consumption and 
consequently the manufacturers have been competing for 
orders from the consumer to such an extent that it would 
seem that many items of this line were being sold at or below 
the cost of production. 

In addition, owing to the fact that the consumer is purchas- 
ing in very small quantities and oftener, makes the overhead 
cost very excessive, as the number of orders is probably as 
great, while the volume is greatly reduced, 

With the competition among the manufacturers, 
been very little opportunity to sell some of the items in this 
line through the dealer. It is the opinion of your committee, 
however, that a department could be successfully organized 
and operated by stationers to include drawing and artists’ ma- 
terials, and if the manufacturers of blue print paper could be 
prevailed upon to merchandise their material similar to that 
of other manufacturers now dealing with the retail stationer, 
this item could also be included. 

There is no doubt that a department of this kind would aid 
in bringing to the store a class of customers who would buy 
other goods. The department should be in charge of a com- 
petent man who would make it his business to study and learn 
the line. 

A stock of drawing and 
tioner should consist of: 

Drawing Papers. 

Tracing Papers and Cloths. 

Drawing Instruments. 

Drawing Inks. 

Triangles, Curves, Scales. 

T Squares, Drawing Boards, High Grade Lead Pencils. 

Water Color Boards, Brushes. 

Water and Oil Colors. 

And numerous other small items in the line. 

Blue print paper and the making of blue prints, we would 
say, occupy a similar position in relation to the drawing ma- 
terial line, as does the printing department to the stationer. 

Blue printing is a photographic process by which a copy is 
made from a drawing on translucent paper or cloth. The 
process is used to procure prints with a blue background and 
a white line. We have been advised that the first blue print 
paper in the United States was made by a Frenchman and 
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artists’ materials for a retail sta- 
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ONE SOLID PIECE OF COWHIDE. NO 
LINING OR FILLER BOARD IN THE 
VERIFLEX COVER. 





METAL PART IS ACTUALLY INSERT- 
ED IN THE LEATHER. NO GLUE OR 
RIVETS USED 





MECHANISM IS SOLIDLY ANCHORED 
TO METAL PART INSERTED IN THE 
HIDE IT’S AS STRONG AS THE HIDE 


THAT HOLDS IT. 
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adie om a )olid Diece 
of Couthide 


No lining or filler board, no glue or rivets, go into the manufacture 
of the I-P Veriflex Cover. It is simply one solid piece of No.- 1 
Grade black levant grain cowhide—a sturdy, durable, long-wearing 
binding which gives years of service. Light in weight, compact, 
flexible, it will bend or roll without creasing or breaking. Veriflex 
combines the advantages of being a more flexible casing with less bulk. 


‘VVERIFLEXCOVER 


SUPER QUALITY 
PRICE BOOKS 


ARE MADE ENTIRELY WITHOUT GLUE 












By our new process, the back metal part which holds the ring 
mechanism is actually inserted into the solid piece of leather. To 
this the ring mechanism is securely anchored. The use of glue, 
stitching or rivets has been eliminated entirely in the Veriflex 
Cover. This mechanism, anchored to a leather-embedded back 
plate, is in the book to stay. /t is as strong as the hide that holds it. 


2300 LINE VERIFLEX COVERS 


Contain no Glue or Rivets 


Su reme inthe 
ooke feaf fle 
for aati ears 


aS 











SR OG 











IRVING-PITT MFG.Co. 


Ch icago KANSAS City, New York. 
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Cut Paper in Quantity 
with the Pearl Cutter 


Modern methods require a small cutter for 
cutting paper and cardboard, fibre and fab- 
ric, in quantity—quickly and easily. The 
Pearl Cutter meets that requirement. 

The Pearl Cutter is just the thing for cut- 
ting paper stock to special sizes as required 
for use with the multigraph, small printing 
and duplicating machines. It is also desir- 
able for cutting the margins from monthly 
: statements, invoices and other office forms. 
Cloth, canvas and rubber fabric and other 
things of this sort can also be cut with equal 
facility. 





















Illustrating 
the Pearl Cutter 
with Base 














The Pearl Cutter is made in sizes having 
cutting widths of 14} and 19 inches, respec- 
tively. Both sizes cut to a depth of 2 inches. 
Durably constructed. Broadly guaranteed. 
Several thousand have been sold. 

We also manufacture the Boston and 
Official Card Cutters, Golding Hand Lever 
and Power Paper Cutters, and a complete 
line of printing machinery. 

The coupon below will bring prices and de- 
tails of the Pearl Paper Cutter and the other 
products of our manufacture. Mail it today. 
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Golding Manufacturing Co. 


FRANKLIN, MASS. 


GOLDING MFG. CO., Franklin, Mass. 
Please send prices and details on the following products: 


Pearl Cutter Power Paper Cutter 
Card Cutter Printing Machinery 
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demonstrated at the Centennial Exposition in Philadelphia in 
1876. At that time, and for a number of years after, nothing 
but the very highest grade of all rag imported paper was used 
for raw stock. About twenty years ago the first American 
raw stock paper was produced. This paper contained the 
highest grade of white rags. Since that time, owing to im- 
provements in sizing by the paper manufacturers, the raw 
stock paper has been gradually lowered in quality until today 
some papers contain barely 25 per cent of rag pulp. 

The sensitizing solution is affected by light and moisture 
and the lower the quality of paper, the quicker the deteriora- 
tion. 

Your committee believes that the association program of 
education can be made to very greatly assist in conveying to 
the trade and to the public a more comprehensive knowledge 
of this class of merchandise. 

Respectfully submitted, 
a i H. ROBBINS, Chairman; W. P. COTTINGHAM, 
B. E. SANFORD. 








REPORT OF DEALERS’ COMMITTEE ON CARBON PAPER 
AND INKED RIBBONS. 





A brief description of this line of goods and its importance 
to a stationer’s stock. 

Carbon paper and typewriter ribbons in its relation to the 
stationer’s stock and business occupies a rather big position. 
To start with, in each city there are the offices of the type- 
writer company, there are what are known as typewriter ex- 
changes and repair businesses. The typewriter companies, of 
course, sell typewriter ribbons and carbon paper, and the type- 
writer exchanges sell typewriter ribbons and carbon paper. 
In addition to this factor, there is the non-local firm who sells 
exclusively to the consumer. All three of these factors have a 
bearing on the amount of business that it is possible for the 
stationer to secure in this. department. On the other hand, 
the position and right of the stationer to control this depart- 
ment of the stationery business is beyond dispute, because he 
is the natural headquarters for the letterheads, the paper upon 
which the letters are written, the second sheets upon which the 
letters are copied. the ink to sign the letters, the filing devices 
to file the letters, etc. 

Therefore, a stationer who does not give particular atten- 
tion to the possibilities of the carbon paper and ribbon busi- 
ness of his locality is passing up a most profitable department 
of the business that only requires special and concentrated 
effort to secure. 

Another phase of this department is the fact that a stationer 
who goes after the carbon paper and ribbon business in his 
locality can sell the bulk of his orders on the coupon system, 
and after he has sold enough coupons the money of his cus- 
tomers which he has in his possession covering his coupons, 
places the department in a position where it is financing itself. 

Carbon Paper and Inked Ribbons. 

1. A brief description of this line of goods and its importance 
to a stationer’s stock 

(a) Carbon papers in the various weights, colors and grades, 
Carbon papers generally are manufactured in the following 
weights: 

4-lb., generally called light weight. 

514-lb., generally called intermediate weight. 

7 or 8-lb., generally called standard weight. 

9 or 10-lb., generally called billing or heavy weight. 


The colors are black, blue, purple, green and red, and they 
are manufactured in the various grades to meet the require- 
ments for a number of copies at one writing, long wear, extra 
clean work, etc. Any manufacturer can advise on these grades. 
Where more than ten copies are required, light weight or inter- 
mediate weight should always be supplied; from five to nine 
copies, medium weight should be supplied; for less than five 
copies, either the billing or heavy weight prove extremely 
satisfactory. 

(b) Inked ribbons for typewriter, adding machines, etc. 
Typewriter ribbons are manufactured for all machines using 
inked ribbons, and any manufacturer can supply you with 
a list of the typewriters, together with the widths which are in 
general use. 

3. Can a department devoted to typewriter supplies be suc- 
cessfully organized and profitably conducted by segregating all 
of those items which have to do with the operation of a type- 
writer under the charge of an efficient and ambitious young 
man who will make it his business to study and learn the line? 

A carbon paper and ribbon department can certainly be suc- 
cessfully organized and profitably conducted, and really can 
only be successfully organized and profitably conducted pro- 
vided some specific person spends the major portion of his time 
on the Typewriter Supply Department. This department could 
include copy paper, erasers, pencils, and many other items, but 
in order to really secure the proper proportion of the business 
on these items, some one person should be responsible for the 
department and should be educated on the lines which he is re- 
sponsible for. 

It should not stop here. As fast as it is profitable to put a 
salesman out and specialize on typewriter supplies, this should 
be done, and as many men should be put out as the business 
will stand. The proof of this lies in the fact that there are 
numberless salesmen calling on the trade in every city direct 
to the consumer, taking business from the local customers and 
sending it to distant points for the filling of order. The reason 
they are able to do this is that the salesmen are educated on 
this line and specialize on it, and do nothing else, and the 
stationer really stands in an advantageous position to secure 
this business because he is on the ground and can deliver the 
goods on the spot. 

4. Describe what a line of carbon papers and inked ribbons 
ought to include. 

This depends entirely on the requirements of the particular 
section in which a stationer is located, and the type of busi- 
ness that is conducted in his locality. He should, however, 
have a stock on hand sufficient to make prompt deliveries if 
he is going to successfully compete with the non-local salesman. 
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“A Yearand A Half Ahead”* 











Hrowne:\Morse, a(jompany, 
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Muskegon. Mich. 


To The Trade: 


A little more than one year ago we announced a new line of 
metal filing furniture. Proven structural engineering prin- 
ciples heretofore omitted in the making of steel filing cabi- 
nets were used in designing and in constructing this new line, 
and it has been and still is the most talked of event in all 
filing cabinet history. Beauty, strength and correct per- 
formance are the predominating features. 


The Browne-Morse line of steel filing furniture is complete 
in every detail. It comprises fouredrawer vertical uprights 
in all sizes and combinations of inserts, counterheights in 
all sizes and combinations of inserts; wide horizontal and 
half units in all the various filing devices; solid card 
cabinets in one and two-drawer units in all sizes; transfer 
cases in all sizes; single drawer Economy units and three 
sizes of B-label and three sizes of Commercial Grade safes. 
Our finishes are standard, Vlive green, Oak, Mahogany and 
Walnut. 


You will close a larger percentage of your prospects, your 

sales will be easier and your volume and profits larger if you 

’ offer them Browne-Morse filing furniture with its finer appear- 
ance, greater strength and longer service. The goods themselves 
are their own best salesmen. 


--Don't overlook the Browne-Morse policy-- 


"We are the only manufacturers of wood and steel filing cab- 
inets and filing cabinet supplies, selling all of our products | | 
through the retail commercial stationery and office furniture 
dealer. We have no branch stores. Browne-Morse Company have ‘ 
never yet let a dealer spend thousands of dollars and years of 
time building up a large volume of business and then taking it t 
away by establishing a branch store." 


Very truly yours, n 


BROWNE-MORSE COMPANY. 


| 
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It would pay him to have the salesman of the manufacturer of 
whom h buys the carbon paper and typewriter ribbons sug- 
gest the proper assortment and quantity he should carry in 
stock, but this must be based on the distance between the fac- 
tory where the goods are made and the selling point The 
further a stationer is from his source of supply the more com- 
plete stock he should carry. 

5. Suggest ways that can be used to canvass a territory 
before selecting a stock. 

(a) Ascertain through salesmen or a questionnaire the num- 
ber and makes of typewriting machines in use 

(b) Ascertain by the same means the popular grade and 
eolors of ribbons 

(c) Ascertain the popular grade, size and colors of carbon 
paper 

A good way to ascertain the requirements of all of the type- 
writer users in your section is to have your outside man make 
out a card for each customer they call on who uses one type- 
writer or more On this card they should make notation of 
the kind of typewriter, the color ribbon used, price information, 
if possible, whether carbon paper is also used, the weight of 
same, and the color of same, with price information wherever 
possible These should be placed in an index box for the use 
of the party having control of the typewriter supply depart- 
ment, and in a very short time special information will have 
been accumulated as to the colors, kinds, weights used, and 
the quantities consumed. A separate mailing list should be 
built up, if possible, for this class of customer. 

6. Is this a class of goods which can be canvassed by women? 

This class of goods can be canvassed by women, but it is 
the belief of the committee that the department is generally 
is handled by salesmen, the same as every 
other department, and especially salesmen educated on the line 
that they are selling Another point along this line is that 
carbon paper and typewriter ribbons is a line that requires 
careful study, and as a salesman gains experience by years of 
handling these products, he gains in his selling ability whereas 
in a great many cases women as sales people are not per- 
manent 

Would such a department aid in bringing to the store a 

class of customers who would buy other goods? 
This department is bound to bring customers to the store 
I other goods, because the typewriter is the mainspring 
of any business office, and if you provide the carbon paper and 


more successful if 


to 


ribbons, vou have a very much better chance of supplying them 
with their letterheads, printing, second sheets, erasers. pencils, 
filing devices, loose leaf devices, etc A concern who does a 


large carbon paper and typewriter ribbon business is almost 
sure to do a large general stationery business, because these 
articles are consumed entirely every day, are ordered often and 
keep the name of the stationer in the mind of the customer 

8. Expense of handling. Does this class of goods require 
ger or smaller margin of gross profit than the average run 


0ds 








Carbon paper and typewriter ribbon is a particularly profit- 
able department because the investment in stock is small, and 








where the coupon vstem is used, as we have stated before, 
the nvestment is really financed by the customer’s money, 
Where proper stock keeping is enforced there is practically 

| or no loss and the department is bound to bring a good 
profit as it requires very small stock space and the turnover 


very rapid 

%. Is it advisable confine purchases for stock ‘to the prod- 
ucts of a single reputable manufacture! 

On account of the great multiplicity of units that go to 
make up the carbon paper and typewriter line, the committee 
considers that more economical to concentrate on one line 
of these goods ir order to avoid wastage 

Would the mmittee advise a dealer to handle goods of 
this character under his own imprint? 

The committee onsiders that it i much better to 
iandle a line ods under the name of the manufacturer 
places the manufacturer squarely behind the products 
stationer does not face as much possibility of loss of 
prestige due to complaints which are always present no mat- 
ter how good a line is sold Some very large stationers, how- 
ever, have found it profitable to carry imprint lines and have 
made quite a success with same, but as a rule it pays the 
Stationer to take advantage of the advertising and prestige of 
the manufacture! name. 

Overturn Estimated number f times stock can be 
turned annually 
This is based entirely on the amount of stock a stationer 
carries, and the amount of effort he puts into the sale of the 


is very 





goods Some stationers have been able to make ten complete 
overturns on their stock in a year. 

14. Could the association's program of education through 
published bulletins, be made to assist in conveying a more 


1 > 


comprehensive knowledge of this class of merchandise 

We believe that the association’s program of education 
through published bulletins, be made to assist in conveying a 
more comprehensive knowledge of this class of merchandise. 

15. Suggest if possible proper methods of storing this class 
of goods with a view of keeping them in condition. 

It is absolutely important that carbon paper and typewriter 
ribbons should never be stored near steam pipes or extreme 
heat They should be kept in a prominent place in stock easy 
to reach, not on high shelves, and should be in close proximity 
of other typewriter supplies, such as pencils, second sheets, let- 
terheads, typewriter paper, etc. 





16. Can this class of goods be handled with profit by a sta- 
tioner having a good retail location? 
It can, but no success with the carbon and ribbon depart- 
has ever been made by any stationer who waited for the 
ness to come to him. There is too much competition A 
tationer has got to go after the business, and it will pay him 
well to go after it The fact is that this condition applies all 
through the stationery business today The stationer who 
goes after the business gets the business; the stationer who 


waits in his store for it to come to him—waits 

l Can they be profitably handled in any other way 
by giving direct personal attention to the exploiting of the linge 

They cannot Carbon paper and typewriter ribbons cannot 
be sold except by going after the business 

To finish: There are three important points to keep in mind 
in selling carbon paper and typewriter ribbons The first is 
that actual manufacturing Knowledge is not always available 
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CARBON PAPERS 


and 


TYPEWRITER 
RIBBONS 





Experience in Manufacture 
Quality in Product 
with Dealers 


Co-operation 


THE 
BUCKEYE RIBBON & CARBON 
COMPANY 


Factory and Executive Offices 
CLEVELAND, OHIO 


Established 1896 
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THE BENTSON LINE 


Moderately priced, attractive 
to every dealer, liberal dis- 
counts, making the line worth 
while. 


A 
GOOD 
SELLER 


WHY? 


BECAUSE 


WE make our 
prices so attrac- 
tive that a dealer 
cannot afford to 
pass it up. 






It will pay you to investigate if 
you have not already done so. 





A Transfer Case 
with Full Steel Sides 


Write for our 
Illustrated folder 





The Bentson Manufacturing Co. 
AURORA ILLINOIS 
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to the salesman. The second is that sales application, as it is 
used on other products, is not always satisfactory in the sale 
of carbon paper and ribbons, and the third important point is 
that the big point in the sale of carbon paper and the type- 


writer ribbons lies in the salesman’s finding out thoroughly 
what the customer wants and fitting the customer with the 
proper kind for his purpose. On typewriter ribbons it is very 


simple. The regular inking on more than 90 per cent of the 
cases will give satisfaction. For the stenographer who com 
plains about heavy ribbons naturally inked ribbon should be 
supplied, and for the stenographer who complains about light 
writings, the heavily inked ribbon should be supplied. On car- 


bon paper the customer is interested in one of three things 
You will find that the stenographer is interested in getting a 
carbon paper that will make a great number of copies at one 


] 


writing, strong manifolding. Next, you will find that the ste- 
nographer is interested in a carbon paper where she only makes 
three or four copies at a time, but wants a clean sheet and one 
that will give beautiful copies. In the third instance you will 
find that the stenographer is anxious about the expense of her 
carbon paper and wishes to get a carbon paper which will wear 
long. If you have in stock these three types, you can handl 
the largest percentage of the business satisfactorily 

We would suggest that salesmen who sell carbon paper and 
typewriter ribbons should practice, as far as possible, to op- 
erate a typewriter. They will find it convenient to make one or 
two writings on their different grades of carbon paper and 
find out the differences for themselves There is nothing so 
valuable to the salesman as the actual handling of carbon 
paper in actual work. Even if a man may not develop into a 
good operator, if he will just tap the keys two or three times 
on each one of the grades that he has in stock and tests it out 
according to the specifications which the manufacturer states 
the carbon is made for, he will have a living illustration of 
what the carbon paper will do, and will be able to sell these 
points to his customer very much more successfully. 

Everybody in business today uses a typewrite! Everybody 
that uses a typewriter uses carbon paper and typewriter rib- 
bons. Everybody that uses carbon paper and typewriter rib 
bons uses letterheads and copy sheets, erasers, pencils, ink 
filing devices, etc., and the key to a larger business in all o 
these lines lies through the carbon paper and typewriter de 
partment, and this committee strongly recommends that every 
stationer who can possibly do so, shall bend his attention to 
this department and seriously go after this business 

Respectfully submitted, 
FRANK J. MERRILL, Chairman 








REPORT OF DEALERS’ COMMITTEE ON STEEL AND 
COPPER PLATE ENGRAVING. 














The latest edition of Who’s Who, by Mr. Bellman, discloses 


the fact that 128 members of the National Association of Sta- 
tioners and Manufacturers operate steel and copper plate en 
graving plants. Some of them are social stationers, others are 


commercial stationers and still others are trade engravers, 
supplying stationers who have no plants of their own This 
showing of engraver members is remarkable when compared 
with that of the association devoted exclusively to the en 
graving industry, which has probably not more than 20 pe 
cent more than the stationers’ organization. 

Your committee has been asked some general questions; 
among them, whether a cost system has been perfected for 
the engraving industry and whether or not cost records have 
been compiled and published. 

A cost system for engravers in all of its details was com- 
pleted about a year ago, by Engravographia, the national or- 


ganization in the steel engraving industry and treatise and 
sample forms are available without charge to a1 one in the 


trade who is interested. Installation of this system has pro 
gressed very rapidly during the past year and reports were 


made public in recent months, showing the hour costs in the 
various departments. This particular matter and other details 
covering the manufacturing end of the industry have been 
rather well developed by Engravographia, the organization 
which devoted most of its attention to such matters 

Another question presented to your committee asked an 
opinion as to the advisability of retail stationers operating 
their own engraving plants. From the number of members si 
doing as indicated by Mr. Bellman’s list, it w ld seem that 
many of our members are established as producing engravers, 
nevertheless, most of the engraving sold today is made in the 
trade shops. Your committee is inclined to advise the retail 
stationer to go slow in putting in an engraving plant for the 


reason that the equipment for an up-to-date hop runs into 
considerable money, and the wages of competent operators are 
high, meaning that a volume of work must be supplied to 
insure continuous and profitable operation However, this is 
an individual problem that each stationer must decide for him 
self, along the general lines of whether it is advisable to be 
come the manufacturer of the various lines of goods he sells 
in his store. 

This committee has made an inquiry about the sales of en- 
graving in stationery stores not connected with engraving 
plants and its conclusion is that not one-half of the possible 
engraving business is being secured. For instance, we find that 
many stores are selling only the simplest items of calling and 
professional cards and weddings. This we attribute in part to 
the poor education in engraving matters of the average clerk 
in stationery stores. This is in contrast with other salespeople 
who can talk intelligently on engraving and proper social forms 
or who are thoroughly alive to the great number of uses, for 
which steel and copper plate engraving is employed today 
Cases have been brought to our attention where prospective 
buyers of engraving, out of the commonplace run of work, 
have gone from store to store without finding anyone who 
could advise or discuss the order intelligently or give an ap- 
proximate price. On the other hand, we have learned of cases 
where stationers (some of them in small towns away from 
engraving centers) have developed a constant source of income 
from the proper developing to the highest possible degree, this 
department encouraging their clerks to study correct social 
forms so that at all times they are prepared to advise their 
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Stopping a small 
but steady leak 


Give your employees leads 

for their individually- 

owned EVERSHARP 

pencils, and reduce pencil 
loss and waste 





| HE executives in charge of buying office supplies 
for big business concerns answered enough ques- 
tions to convince us that you can save on an average 
of $1.00 per year per employee—just by furnishing 
all employees leads for their EVERSHARPS. Forty- 
seven cents against $1.49—these were the average 
comparative costs. 
Why spend 217 per cent more on wooden or paper 
pencils? Statistics prove that only 20 per cent of an 
ordinary pencil is actually used for writing. Sharpen- 
ing wastes 30 per cent. Loss in office or outside 
(everybody takes pencils home) completes the waste. 


The general use of mechanical pencils is practical in 

nearly all industries. A good percentage of your em- 

ployees use EVERSHARPS now. More will use them, 

for a mechanical pencil of precision—like EVERSHARP 

—is as logical as an adding machine. EVERSHARP 

is a time-saver; it is always ready for work; like a 

fine watch, it inspires pride of ownership and increases 4 Grade th Eek ts 
interest in the work it has to do. It is the only pencil Suit Your Hand 
with the exclusive rifled tip that keeps the lead from 
slipping. And the smooth, sturdy EVERSHARP leads —tvino any pencil te in 


using lead of the proper 


fit EVERSHARP like ammunition for a gun. a plnaes ox Siac 
Ask your dealer for quantity price 5 on nals to cutale aaa $ 
EVERSHARP Leads inet omens. Aiea 
Made in U. S. A. by THE WAHL COMPANY, Cuicaco Svounneue hese ts a 


Canadian Factory, Tot Want Company, Ltd., Toronto 


EVERSHARP 


Reg. U. 8S. Pat. Off. 


LEADS PENCILS 
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Going Strong—Barbee’s New 


STANDARD ASSORTMENT 
of Wire Desk Trays and Waste Baskets 
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Cards 


FREE 
Selling Helps 


With every Standard Assortment 
there is included a complete sup- 
ply of the attractive folders and 
display cards illustrated above. 


These selling helps are colorful, 
well illustrated, with snappy copy 
of the kind that gets attention 
from your customers. 


Sent in a separate package with 
complete instructions for using. 
They’ll help you sell the Standard 
Assortment! 















































UST one month ago, this new, handy, selected Standard 
Assortment of our Wire Trays and Waste Baskets was 
first offered to the Stationery Trade. The response has 

been truly remarkable! And it is quite natural that it 
should be. For this Assortment enables any stationer, 
large or small—for the first time in history—to secure a 
“ready-made” assortment of precisely the trays and baskets 
that are most popular with his trade; and in exactly the 
right proportion for “clean” selling. 


You can prove this for yourself. Here are the items in- 
cluded—the result of long and careful study of the needs 
of the average store: 


6 doz. No. 70 Barbee Wire 
Letter Trays —the standard 
trays for general office use, 
size 10 in. x 14 in. x 3 in. 


2 doz. No. 701% Barbee 
Wire Letter Trays, extra 
large and deep, sizes 1114 in. 
x 16% in. x 5% in. 

3 doz. Barbee “Build-Up” 
Wire Trays. Can be built into 
tiers with any number of 
spaces desired. Size 10 in. x 
14 in. x 2% in. 


3 doz. 93% Barbee Waste 
Paper Baskets; single wire con 
struction, solid tin bottom, the 
standard basket for general of- 
fice use. 12 in. high, 15 in. 
diam. at top, 10 in. diam. at 
bottom. 


1 doz. 9414 Barbee Waste 
Paper Baskets. Double wire 
construction, solid tin bot- 
tom, extra strong and dura- 
ble. 12 in. high, 15 in. diam. 
at top, 10 in. diam at bottom. 


To make the offer even more attractive, we include a complete 
supply of free selling helps with every Assortment. These are real 
sales builders, as you will appreciate when you read the descrip- 
tion at the left. And, in order that the wire goods may come to 
your counters bright and clean, they are carefully packed in 
strong fiber boxes. 


Stationery stores everywhere are selling these Wire Trays and 
Waste Baskets steadily and at excellent profits. Unless you are 
doing the same, you are missing a splendid chance for easy sales 
—for nearly every visitor to your store is a potential buyer of 
these goods. 


Ready for immediate delivery. A letter—or just a post-card order 
—will bring you this Standard Assortment [priced right} com- 
plete with all the selling helps. 


Barbee Wire & Iron Works 


440 Conway Building 
CHICAGO 


Factories, LaFayette, Indiana 
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customers what is the best way to handle each requirement. 

During the past two or three years the situation has im- 
proved owing to the larger amount of information which trade 
engravers have passed out to their stationer customers, but 
there is still vast room for improvement, 

The stationer who handles engraving orders has no money to 
speak of tied up in stock or material The profits on engrav- 
ing orders are worth while, therefore, this committee suggests 
more helps for the stationer in selling engraving and we know 
of no better method to accomplish this, than to issue a series 
of educational bulletins, explaining the details that the sales 
force should know, giving specific advice about displaying en- 
raved samples and proper etiquette The subject in detail is, 
if course, too extensive for this report. We strongly recom- 
end that the National Association of Stationers and Manu- 
icturers issue bulletins as suggested in this report. 

Respectfully submitted, 
LEON W. GAUT, Chairman; LUCIUS J. SEARS, H. D. De- 
CAMP. 





REPORT OF THE DEALERS’ COMMITTEE ON MISCEL- 
LANEOUS ITEMS. 





Your Committee on Miscellaneous Items have to say that the 
only business of importance referred to them during the past 
year was submitted by Mr. D. D. Macdonald, president of the 
Connecticut Valley Stationers’ Association, and several other 
dealers, stating considerable annoyance was caused to the trade 
by many of the smaller manufacturers who take the liberty of 
sending merchandise on approval, invoicing same, when the 
members of this association had not ordered them so to do. 
This is without doubt an abuse entailing worry, time and ex- 
pense in their return Your committee submits the matter to 
this convention that they may take such action as in their 
judgment may correct the abuse. 

The subject of miscellaneous items has so often been intelli- 
gently discussed and digested by previous committees of this 
association that your committee realize how incompetent they 
are in their endeavor to perform the duties assigned them. 
May your committee suggest that in their opinion the stationery 
business be classified under two general heads? 


Standard and Miscellaneous. 

Standard—Captioned such items as are used in perpetuating 
a record of thought and such as are used in making a record 
of same 

Miscellaneous—That maze of innumerable items used inci- 
dentally only, in the keeping of records, over and over again 
until worn and discarded. 

So irregular in demand and so varied in assortment that no 
merchant can supply, demanding unlimited knowledge, con- 
tinuous attention and a slice of the overhead away out of pro- 
portion with the standard lines of the business, so much so 
that the writer found, while interviewing dealers in many of 
the large cities, while making a trip across the continent re- 
cently, a growing desire to eliminate from their business all 
items except loose leaf and blank books, filing devices, office 
and typewriting supplies. We would suggest: 

l \s a means of reducing expense of handling, the use of 
display counters commonly found in department and ten-cent 
stores—with storage capacity underneath and divided into sec- 
tions on the top, where endless small items may be so placed 


that the prospect may make their own selection 


2 Mark the articles in plain figures, each and per dozen; 
prospect will take more time and look carefully over the line 
not having to ask questions—the clerk may attend to other 
duties until time to take the money and see goods wrapped. 

Change display counters at least every two weeks and 
put pep in the silent salesman by interspersing a few slow 
moving articles occasionally at reduced prices Use envelopes 
vith advertisement wherever possible. 

{ Make show window display of small miscellaneous items 
all marked in figures at least once a month—follow immediately 
with one week of large specialty display. 

é Keep a comparative record (book for same may be had 
from stock of any blank book house) monthly of all stock on 
hand, ordered and from whom—this stock should be turned at 
least every 90 days—a great factor in avoiding obsolete items 
and keeping a reliable inventory at all times. 

Experience has proven that it is futile for the manufac- 
turer to attempt to supply the consumer with small items; he 
should be able to convince the dealer of the business oppor- 

inity in carrying a stock of all meritorious goods in his line 
and thereby be prepared to supply the need in his community. 
We therefore recommend that the manufacturers adopt the 
plan of turning all orders over to the dealer (in the city or 
community from which the order is received) who indicates a 
personal interest in and keeps his line in the most salable 
shape—accompanying same with a blank setting forth in full 
the order in detail, with a perforated reply attached, to be re- 
turned to the manufacturer stating that the order was filled 


and on what date, or if not, why not This will greatly en- 
courage the dealer and develops a much closer spirit of co- 
operation between manufacturer and dealer Remembering: 


He who serves best earns the right to serve 

Finally, gentlemen, for the dealer who keeps in touch with 
miscellaneous items, the line which is gnawing at the very 
vitals of the stationery business, which sales range from five 
cents to $1.00, with its tremendous increase on the average 
overhead, conceded by some to assume 60 per cent—the glaring 
handwriting is on the wall; we must face either an increase in 
price or collective buving—5- to 10-cent articles based on a 
2% times the cost, 15c to 25c, 24% times, 30c to $1.00 on 2 times 
the cost. Collective buying would enable us to stand on an 
equal footing with the competing department and ten-cent 
stores, who by reason of their immense output are enabled to 
purchase carload lots, and in many instances give better values 
and yet make a profit that would bring joy to the heart of the 
Struggling stationer 

Trusting that our suggestions may meet with your approval, 

J. EDWARD RICHARDSON, Chairman. 
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ARE YOU? 


Are you interested in 
trade doings in Great 
Britain? 





If so, there is only 
one way of keeping 
abreast of the times 
and that is by the 
regular monthly re- 
ceipt and perusal of 


“THE BRITISH STATIONER” 


Adopted as Official Organ of the Stationers’ 
Association of the United Kingdom 


Our editorial pages are 
unique for news, instruc- 
tion, originality and general 
interest. The following are 
among the many popular 
features: 


The Art of Window Dressing 
(illustrated) 


The Art of Advertising 
(illustrated) 


Bookkeeping for Stationers 
(illustrated) 


How to Sell System Goods 
Send The Complete Stationer 
This Trade Topics Talked About 


Cou- 


” Etc., Etc. . 
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“ Allen 


Strength Beauty Utility 





Carries every essential element 
of a $100 machine, 87 char- 
acters, back spacer, black and 
red ribbon, tabulator, weight 
11 pounds. 


THE EXPERT in typewriting ma- 
chines will recognize the following 
functions to be so unique and sim- 
ple that he marvels to find them 
in a machine, the size of the 
“ALLEN.” 


ROTARY ESCAPEMENT—POSITIVE. 


BACK SPACER—DIRECT AND POSI- 
TIVE — OPERATED BY EITHER 
THUM 


RIBBON REVERSE— BETTER THAN 
AN AUTOMATIC. 


SHIFT LEVERS AND LOCK—POSITIVE. 


TYPE BAR. AND SEGMENT—BEATS 
THE $100 MACHINE. 

RED AND BLACK RIBBON REVER- 
SER—COLOR POSITIVE. 

BALL BEARING CARRIAGE—SMOOTH 
AND NOISELESS. 


AS WELL AS MANY OTHER FEATURES. 


THE “ALLEN” is reliable and sim- 
ple so that the amateur can easily 
repair it, it contains less than one 
fourth of the number of parts of 
the big machine, for this reason it 
will keep in good repair much 
longer. 


AGENTS invited to accept territory 
for this sturdy $50 machine which 
sells easily to offices and homes. 


Allen Typewriter Mfg. Co. 


901 Hamilton St., Allentown, Pa. 
New York Office, 93 Nassau Street 























REPORT OF DEALERS’ COMMITTEE ON GREETING 
CARDS. 











This class of merchandise has become a very important and 
profitable line of business for most stationers, particularly those 
occupying desirable retail locations. 

The greeting card industry has made wonderful, if not phe- 
nomenal strides in the past few years and this is attributed to 
their well planned advertising in placing their products before 
the general public and the co-operation different members 
have given the Greeting Card Association, assisting in every 
way possible to increase the demands for their dealers and they 
are to be congratulated on their success. 

Many retail stationers, art shops and department stores both 
small and large have found it profitable to carry greeting cards 
For those who have not carried them in stock it may be pointed 
out that this line requires only a small investment, that the 
turnover is rapid, that the line is easy to learn, that it is a 
clean cut line, which brings a great many customers to one’s 
store. For those who would contemplate putting in a stock of 
every day cards and for the possible help of those who already 
carry a regular stock of cards that sell the year round, the 
following percentages for the different kinds of cards will be 
found fairly accurate from the way they will actually sell: 


DP ti can chedbns iheescad dhe. ote hes 50 per cent 
Wedding congratulations ............... 15 per cent 
ec wiadhasckdssadesoccogcanesa DOS Cont 
Birthday congratulations ................ 10 per cent 
General greeting and friendship cards.... 5 per cent 


No matter what investment may be made on the stock, this 
proposition will work out fairly well. For those who do not 
carry cards, it is well to point out that besides the year round 
cards mentioned, there are seasonable ones such as Valentines, 
Easter, Mothers’ Day, Hallowe’en, Christmas and New Year’s, 
which are the real backbone of the card business 

Having determined to try this business, the first problem is 
what line and how many to buy. It is well to have a good 
assortment, buying a few af three or four different lines in 
order to get away from the sameness in designs and stock that 
might appear when buying just one line. One can make an in- 
vestment of $10 or $1,000 as one may wish and add to the stock 
purchased as the sales and business grow. A practical consid- 
eration to keep in mind at all times is to maintain a sufficient 
variety to satisfy the customers that are looking for cards. 

A stock record of cards is very essential and should be ac- 
tively kept. It may seem strange to many that have been in 
the habit of handling office furniture and steel equipment lines 
with their general stationery supplies to think of keeping a 
stock record on such an insignificant item as greeting cards, 
yet is as vital to succeed in this line as larger ones. A detail 
record of information is essential on the volume of sales for 
each season, in order not to carry an over stock exceeding the 
maximum allowed for carry over. The following percentage of 
buying will be found approximately correct for the seasonable 
purchases: 

Five-cent cards, 35 per cent; 10-cent cards, 45 per cent; 15- 
cent cards, 11 per cent; 25-cent cards, 6 per cent; 35-cent cards, 
3 per cent; 50-cent cards and up, 1 per cent. Of course, this 
may vary according to one’s location and the class of trade that 
they serve. 

A. E. Little & Co., of Los Angeles, Calif., make a very com- 
plete form on which to keep a stock record of greeting cards 
and will be supplied to any dealer gratis upon application for 
same. Should the dealer care to change the size of this 
form to fit his stock book, it is an easy matter to have a zinc 
etching or wax plate made to any size desired. It would pay 
the dealer to take time to keep this record that he might com- 
pare his purchases for the following season and to have a rec- 
ord of the ‘“‘carry over,’’ both as to the manufacturer of the 
ecards and the price of each card. One great mistake that 
most dealers of greeting cards make is in buying too close in 
order not to have any “carry over’ at all; this in a way is a 
detriment to them, for the biggest part of the card business 
for each season comes at the last week, and a large majority 
the last two days; it is well to have a nice variety of clean 
ecards for them to select from, thereby making a permanent 
customer of the last minute buyers, 

Displaying Christmas cards to the best advantage has always 
been a thorn in the stationer’s side, on account of having to 
use so much valuable space in order to get the desired results. 
There are a number of methods in which this class of mer- 
chandise can be effectively displayed. The method used in dis- 
playing the cards would depend largely on the volume of sales 
which a concern has. The simplest method is to start with a 
book of samples mounted on loose leaf sheets, inserted in a ring 
binder, using a heavy mat stock for the mounting and having 
the outside of the covers lettered ‘‘Christmas,’’ ‘“‘New Year,” 
‘Birthday,’ “‘Anniversary,’”’ or whatever class of cards that are 
carried; it is well to have one lettered “‘Miscellaneous,”’ and in 
this book carry the sympathy, friendship and other cards for 
which there is no great demand. 

After the books are made up, the cards are then numbered 
and priced, arranging the stock in drawers, boxes or Shelf 
units and numbering these drawers, boxes or shelf units. We 
will take for illustration Drawer No. 1; in this drawer will be 
placed blank guides number from one up, according to its 
capacity; the cards in the sample book to be numbered accord- 
ingly. 1—1—10c would mean that card No. 1 would be found 
in Drawer No. 1 and the price would be 10 cents. 1—2—20c 
would mean card No. 2 would be found in Drawer No. 1, back 
of guide marked No. 2. This applies to any number of draw- 
ers, boxes or shelf units that may be used. The first number 
is the number of the drawer that contains the card, the sec- 
ond number is the number of the card itself, to be found be- 
hind the guide of the corresponding number. This is particu- 
larly adapted to birthdays, anniversaries, etc.; as to Christmas, 
New Year, Valentine and Easter cards, these are seasonable and 
must be sold within a certain time, and it is necessary for them 
to have a more prominent display. 

The Display Device Company of Hamilton, Ohio, has a very 
attractive display cabinet made of steel that is adjustable to 
any size card. This enables one to make a vast display of 
many assorted sizes in a very compact space This display 
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Get ready now for Transfer Time Sales 


HIS new roller-equipped Transfer 
Case in ART METAL opens up new 
sales possibilities for you. Order now 
and be ready with the Trans- 
fer Case that means repeat 
sales through customer 
satisfaction. 
Steel rollers in the bottom 
front corners of steel frame 
carry the weight when drawer 


Art ‘(Metal 





is pulled out. Another set at the rear 
top of drawer supports the out-balanced 
As in non-roller ART METAL 


transfer cases, each single 
drawer is a complete unit, 
grooved for the ART METAL 
positive lock compressor, and 
may be fitted with sanitary 
base. They are made in bill, 
letter, cap and ledger sizes. 





JAMESTOWN, NEW YORK 
World’s largest makers of steel office equipment 
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Polar Practical Office Articles 


Our line consists of 40 items all of practical use 
for the Business Office. 


Write for New Complete 
Catalogue which explains = = 7 
each item fully. For Inside of Desk Drawer 


Following is list of some of our items: 








Non-Shine Chair Pad Pen Knife and Ink Eraser Blades 
Desk Reminders Paper Weight and Memo Pad 
Typewriter Shock Absorbers Commercial Stationery Rack 
Center Desk Drawer Tray Desk Drawer remy | Rack 
Side Desk Drawer Tray Commercial Letter Trays 
Leather Calendar Tablet Holder and Paper Weight 
Cut Glass Paper Weights Felt Mats 
Valuable Paper Wallets Desk Pending Files 
Pocket Index Card Cases Rocker Blotters 
Glass Desk Pads Coin Till and Cash Tray ‘ . ~ 
Furniture Top Protectors Pen and Pencil Tray High Grade Rocker Blotter 
Signature Blotter Book Stamp Books Oak or Mahogany 
Combination Desk Set Trays The New es Linoleum 
es a 


‘on-8 ee seeret 
Tho Nen-Siine Chair Pad We are manufacturers of all of our office appliances. 


Desk Pending Files 
2 Grades—6 and 10 Pockets 





Center Desk Drawer Tray 








Desk Drawer Stationery Tray 








Glass Desk Pads Made in 3 Sizes 








Commercial Letterhead 
ack 





T. W. Shock Absorber Pad 





Linoleum Desk Pads 





The New Battleship 


Letter Trays 





Valuable Paper Wallets 
Made in 3 Grades 





Pocket Index Card Cases 


THE POLAR MANUFACTURING CoO. 


Cpmiinetiee memo pad and paper weight, 


iding 3x5 cards. Fixes position of paper 101-107 N. Marshal St. PHILADELPHIA, PA. 


as well as your left hand could do. 























SO nee rn cm «oe 














Cee 








ember, 1022 OFFIC! AP 


comes in sections and can be used to great advantage by both 
small and large dealers according to the number of sections 
desired Descriptive circular and price list may be obtained 
from the manufacturer upon request. Similar racks are also 
made of wood by the Norwood Novelty Co., of Cincinnati, Ohio, 
ind may be had in either oak or mahogany These devices 
enable customers to wait on themselves, taking a card and en- 
velope from the selection made. It is a splendid idea to have 
each and every card marked with the selling price on the back 
in the upper right hand corner in plain figures very lightly so 
that it may be easily erased. In this manner it is very easy 
for the clerk to check up the amount of the cards bought by 
the customer and also avoids different priced cards getting 
nto the same compartment without being detected One would 
think that this method of displaying cards would allow cards 
to get very dirty, but experience has shown that there is less 
spoilage in this method of displaying than in any other; -the 
wise stationer always contemplates and marks his cards to 
take care of this loss 

The sale of all cards is materially helped by keeping the sam- 
! stock clean and neatly arranged in the com- 
partments where belongs Odd cards and envelopes can be 
fastened together with clips and sell successfully in large trays 
Some dealers prefer to arrange their cards of one price all 
together, the sales are larger when the prices are mixed or ar- 
ranged indiscriminately, so that the customer may find what is 
Ww ated regardless of price 

The training of some one to handle cards is absolutely es- 
sential to the success of a dealer; they should be thoroughly 
trained in the buying as well as the selling and should be 
given full charge of handling same 

Courtesy and prompt attention to the customers when they 
enter the store, showing them the stock and allowing them to 
make their own selection is the best way to handle the trade 
This class of merchandise should carry a larger margin of 
profit than th iverage run of stationers stock for the simple 
reason that it i easonable and requires a certain amount of 
space which the dealer sacrifices in order to give an advan- 
reous display and often times during these seasons it is nec- 
profits 


ples and actual 


ag 


essary to hire extra help that must be paid from the 
of this line of merchandise. 

Last, but not least, “the window 

An attractive window is undoubtedly the best salesman that 


the stationer ha ind will help the sale of cards materially, if 
displayed with other things near the front of the window 
where the verses and designs may be easily read \ success- 


ful method of showing them at the ends or corners of windows 
s to run two strips of ribbon from the top to the bottom of 
the window about four inches apart, twisting. the ribbon in a 
way that the cards may set between the ribbon alternately 
one above the other from the bottom to the top of the window; 
they are then next to the glass and can be easily read and 
left in their place when the rest of the window is changed. 
Where it is desired to run a whole window of greeting cards, 
they can be put on steps covered with plush, satin, crepe paper 
r other materials The back of the window can be crepe 
paper, pertaining to the season of the cards displayed 
The Greeting Card Association furnishes, free of charge, 
small window display cards that are very attractive 
Greeting and every day cards always have been classed as a 
side line with the stationer and those who have seen this side 
line develop from almost nothing to its present proportion real- 
ize that there are great possibilities for it in building up a 
profitable business if properly taken care of 
Respectfully submitted 
J. THOMAS HILL, Chairman, Corlies Macy & Co., In New 
York Cit L. R. KENDRICK, The Kendrick & sellamy 
Co., Denver Col 





REPORT OF THE DEALERS’ COMMITTEE ON 
FILES AND EQUIPMENT. 


STEEL 





In the last few years there has been a very marked tendency 
in practically all the cities of the country to combine in one 
concern the facilities and ability to supply practically all the 
needs of the modern business office. This movement started 
perhaps by the affiliation of the stationers and printers into 
one concern and has grown to include the handling of business 

irniture as well, so that now a business man organizing a new 
concern would naturally expect to find, at least in the larger 
cities, an establishment prepared to take care of his every office 
need 

It therefore appears that surely the stationers of the country 
should give more attention to their business furniture depart- 
ment Indeed, this department has become practically a neces- 
sity to the successful stationery business, and there is no rea- 
son why it should not be made a profitable branch of the busi- 
ness—un fortunately however, it appears to be a widespread 
idea among stationers and office furniture dealers that ‘‘The 
Lord will provide” and therefore it isn’t necessary to get an 
adequate margin of profit out of this kind of business 

They are encouraged by some of our manufacturer friends in 
this view, by the argument that it doesn’t cost as much to 
handle filing cabinets, desks, etc., as it does stationery items, 
because they are sold in larger units, etc., which appeals very 
quickly to the stationer who isn’t accustomed to handling this 
line of business, and therefore he sets his price too low when 

omes to adding a margin above the actual delivered cost of 
the goods to cover the cost of doing business 

As a matter of fact, it appears from the best evidence we 
can gather that it costs as a rule about the same or a little 
more to do business in a commercial office furniture department 
than it does in the stationery business proper Furthermore, 
the cost of delivery on this line of merchandise is usually higher 
than it is in the stationery business. 

If the cost of doing business in any certain establishment is, 
sa) 30% on the sale, it is quite obvious therefore that the 
handling of a steel file on which a discount of 30% or 3314%4% is 
given, cannot be very attractive, especially when it is consid- 
ered that the freight has to be paid on the file from the factory, 
and that this will probably run up to 5% to 10% or probably 
15%, depending on the section of the country from which it is 
shipped Then, too, the liability of damage in transit is much 
greater in this line than it is in the regular stationery line. 


PL 








IANCES 177 









“ALL 
THE 
WORLD 
LOVES 
A 
WINNER”’ 
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INDICATOR 
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THE AMERICAN VISIBLE (the only 
visible) is the modern, “up-to-the-minute” 
numbering machine. 

In addition to its visibility, it has NO EQUAL 
AT ANY PRICE in smoothness of operation, 
speed, accuracy and durability. 

Its sales have grown faster than those of any 
other numbering machine. 

More are being sold to-day than ever before. 


DEALERS: Are You Sharing In 


Our Success? 


Have you singled out this machine as a leader? 

Do you know that large corporations all over 
the country are discarding the old style blind ma- 
chines and replacing them with American 
Visibles? 

Our folders imprinted with your name bring 


orders. 
Model 41—three movements....... —- 


PRICE * Model 2i—nine movements......... 


AMERICAN NUMBERING MACHINE CO. 


220-230 SHEPHERD AVE., BROOKLYN, §& Y. 
CHICAGO BRANCH, 123 W. “=~ pease Street 
Foreign Branches 
VICTORY-KIDDER PRI ING MACHINE co., LTD. 
66 Houndsditch 
CARIBONUM SOCIETE ANONYME 
10 Rue de Seze aris 
RICHARD WEINIGER 
Singel 276 - Amsterdam 
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Multiple Sales 
Follow Acme Staplers 
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Staple orders come in steadily and bring to 
your store other business in goodly volume. 


Acme Staplers are standard equipment in 
modern offices. They have a multitude of uses. 
We make four sizes, each suited to a partic- 
ular purpose. The capacities overlap, so that 
one machine can be made to serve for several 
varieties of work. After you have sold one 
model into an office, you have good prospects 
of selling others. The excellent work Acme 
Staplers do makes additional sales easy. 


The Acme No. 1-—for heavy service, such as 
binding samples of carpets, roofing and other 
bulky materials. Capacity, 100 staples. 


The Acme No. 2—A general utility machine, 
driving a brdad, flat staple which readily per- 
forates thick, tough stock—holds thin paper 
without tearing. Capacity, 50 staples. 


The Sure Shot—The most economical perma- 
nent fastener on the market. Stands varied 
and rough usage. Capacity, 100 staples. 


The Midget Binder—A desk machine of won- 
derful capacity. Sell one for every desk. 
Capacity, 100 staples. 


Opportunity for Dealers 


Investigate the Acme Stapling Machines. 
Numerous dealers consider them among their 
best sellers. Write today for detailed infor- 
mation. 


Acme Staple Co., Ltd. 


1643-47 Haddon Ave. Camden, N. J. 


LONDON Kado Ltd., Atlantic House, Hol- 


t. 

CANADA: Ernest J. Scott & Co., 59 St. Peter 
St., Montreal 

SCANDINAVIA & FINLAND: Foreign Trade 
& Export Co., 206 Broadway, New York 

HOLLAND: Richard Weiniger, Singel 276, 
Amsterdam 

AUBTRALIA & NEW ZEALAND: Excelsior 
Supply Cv., Ltd., Sydney, N. 8S. W., and 
Wellington, N. Z. 





It is important, from the manufacturers’ view point, it would 
seem to us, to have their dealers or agents prosper. There- 
fore, it would seem that in publishing list prices, the manufac- 
turers should arrange for a margin of profit or trade discount 
which would permit the usual cost of doing business and a profit 
in addition. 

The dealer should recognize, on the other hand, that it is 
quite as important to them that their manufacturing connec- 
tions should be able to secure a price for their merchandise 
that would give them a profit, as well as the dealers, and 
therefore the dealer should be convinced that the manufacturer 
should fix a price that would yield a net profit to both manu- 
facturer and dealer. 

It is the opinion of your committee that it is far better for 
the dealer in steel files and furniture, filing supplies, etc., to 
select just as far as is feasible, a manufacturer in whose char- 
acter and goods he has confidence, and confine his stock prac- 
tically to that line. 

There are of course occasional exceptions which only go to 
prove the rule, and this concentration on one line will enable a 
dealer salesman to learn it more thoroughly and be able to 
point out the good features and adaptability to particular uses, 
and to cultivate a spirit of loyalty and confidence in the line, 
which would not be possible where several lines were handled 
by the same concern. 

There are, of course, splendid concerns who follow another 
policy, but as a general proposition, the policy of concentration, 
we are quite sure, will be found advisable. 

Where the business in steel files, furniture and supplies, 
desks, office chairs, etc., indeed, all the various items, which 
would properly come under this head, has grown to such a 
point as to require the exclusive services of one or more men, 
the department should certainly be segregated from other lines 
of business carried on by the same company, and the man who 
is thoroughly familiar with business furniture, filing systems, 
etec., should be placed in charge, and if he is the right kind of 
man, he should be given considerable measure of authority, so 
that he might feel that not only the responsibility is on him 
but that he has the authority to back it up. 

The question of display is a very serious one, in the business 
furniture department, as the items on display take up a good 
deal more room than items of similar value in the stationery 
department. 

It is best, of course, to have good natural light, but where 
that cannot be obtained an indirect system of lighting will be 
found best adapted to this use. A high-powered lamp shining 
directly on the files, desks, etc., has a tendency to show up 
and exaggerate any defects in the finish, which when once 
noted by the customer are exceedingly difficult to remove from 
his mind. 

Unfortunately a good many of our members do not seem to 
realize the necessity for selling, first, the system to go along 
with the filing cabinet. We should all stop for a few minutes 
and realize the fact that one of our most aggressive and suc- 
cessful competitors, who has stuck to the plan of handling their 
business throughout the country through their own direct 
offices, has proven by their success the theory of first 
building the system and then selling the equipment to take 
care of it. Of course, where a certain system has already been 
started and has been in use and has proved satisfactory, the 
question of construction of the filing cabinet itself or other 
similar items becomes vital, and the salesman who is best able 
to thoroughly demonstrate the qualities of his merchandise, is 
likely to make the sale. 

A turnover of about three times a year should reasonably be 
expected in a commercial furniture department where located 
a week or ten days or more from the factory (measured by the 
time required to deliver freight), but where a dealer is only a 
day or two from the factory, he should certainly get from four 
to five turnovers per year. 

A perpetual inventory of all items in the department, or cer- 
tainly the larger items, should be kept, so as to get an accurate 
knowledge of items which are moving, and to assure an ade- 
quate stock being kept, but still being held at the minimum 
consistent with the supply always being on hand. 

A great many merchants in this line simply buy their stock 
from time to time, on the memory of what they think has been 
the general achievement of different items, but inevitably this 
merchant could do his buying a great deal more intelligently 
if he should maintain something approaching a perpetual in- 
ventory in the department. 

Where the business is large enough to justify it, a Burroughs 
posting machine and the proper form of inventory card works 
in mighty nicely in this particular department. 

We are impressed with the fact that those manufacturers 
who have adopted the policy of distributing their goods through 
the dealers, should not sell to the consumer at all. We recog- 
nize of course the fact that the filing cabinet manufacturers 
cannot have an agency in every town and that therefore there 
are a good many of the smaller towns where they have no 
representation, and it has been the custom of some of these 
manufacturers to fill any orders from such territories direct to 
the consumer, giving him usually some sort of a discount that 
would bring the net cost to him usually below the usual selling 
price of the goods. This has created a good deal of dissatis- 
faction in some sections of the country. It would seem far 
more desirable for the manufacturer to refer inquiries from 
such towns to his nearest live and aggressive agent, particularly 
should that agent have traveling men to visit the various 
smaller towns in his territory. 

If this is done, it gives the nearest dealer an opportunity to 
analyze the situation, and perhaps to increase the order or to 
change it around in some cases, so as to make it more nearly 
fit the customers’ necessities. 

Dealers are frequently embarrassed by inability to secure 
prompt shipment of items supposed to be carried in stock by 
the manufacturers, after assuring customers that they are in 
stock at factory and can be shipped immediately. It would 
be mutually beneficial to manufacturers and dealers if the 
former would indicate in his catalog the items actually stocked, 
and those on which time must be allowed for manufacture or 
assembly, if parts are carried for that purpose. 

The manufacturers are urged to discontinue the policy of run- 
ning ads in the ‘national mediums, showing prices which, while 
they may be proper for the section contiguous to their fac- 
tories, cannot be maintained in territories a great deal further 
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$1,000,000.00 capacity 
Standard keyboard 
Red totals 

Light weight 
Non-Add key 
Complete visibility 


Simplest, most durable 
machine made. 





She VICTOR 








The Victor has opened up a brand new source of profit to you 
Office Supply dealers. 


Its wonderful value and low price eliminates sales resistance and 
competition which makes “high pressure” sales methods necessary. 
Big business and small business alike, are keenly interested in its 
economy appeal. 

Show the Victor and it practically sells itself. 

Mail the coupon for our dealers’ proposition and discounts. Or 
better, let us send you a sample for your approval. 


Victor Adding Machine Co. 


3047 Carroll Ave., Dept. 5878, Chicago 


VICTOR ADDING MACHINE Co., 

3047 Carroll Ave., Dept. 5878, Chicago, IIl. 

Check in one of these squares. 

|] Please send me full information about the Victor and your plan for an adding machine department in the 
office supply store. 

C} You may send me a Victor on approval, with full information about your agency proposition. 
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The Jamestown All-Metal 
Corporation Desk 


Spot and Acetylene Welded. 
laid with asbestos. 


apart: 
sattleship Linoleum Top. 
Knock-down Construction. 


Drawers slide silently at a touch. 
Oak or Olive Green. 


quality wood. 


Price surprisingly low. 


Steel Panels double thickness inter- 


Cannot warp—check, split or come 


Hand finished in Mahogany, Walnut, 


Graining a perfect imitation of finest 





























BY SINESS gravitates positively and surely 
to the dealer who anticipates the popular 
demand. 


Today’s demand in office equipment is stern 
and exacting. Mr. Purchasing Agent must 
make one dollar do what two did before. He 
can’t be sold on frills and furbelows because 
he demands that his money buy essentials only. 


Here is the end of his search for top value in 
corporation desks. The Jamestown all metal 
desk has jumped to popular favor because 
every dollar invested in it buys concrete, 
tangible value. The buyer pays for essentials 


only. 


Send for details of this money maker. 


Jamestown Metal Desk Co., Inc. 


Jamestown, N. Y. 


Se TERME RREETETE Tet 


ne ANRC EEE EERSTE 





apenas 


Se mE 








away This practice causes a great deal of embarrassment to 
dealers who cannot meet the prices shown in these national 
mediums, and while usually there is some small printing call- 
ing attention to the different prices in different sections, it is 
too easily overlooked by the customer. 

It is also urged very strongly that the manufacturers should 
revise their prices and discounts on the so-called ‘“‘commercial’’ 
lines so as to give the dealers a discount that will afford them 
the cost of doing business plus a modest profit. 

With the proper co-operation between factories and dealers, 
this department can be built up to be a very attractive and 
profitable business. ‘The co-operation of the dealers and the edu- 
cation of salesmen in this line, so as to adequately compete 
with the specialists of concerns like some of our competitors, 
is a highly desirable end 

Respectfully submitted, 
M N. SHREVES, ADRIAN B. PEMBROKE; JOHN M 


COOPER, Chairman 





REPORT OF THE DEALERS’ COMMITTEE ON OFFICE 





CHAIRS. 

In anticipation of the probability that this conference held 
during the annual convention of our Association would be at- 
tended by a large number of dealers who have not heretofore 
enjoyed the privilege of being present at a conference of this 
character, your ealers’ Committee on Office Chairs, in the 
preparation of this report has taken the liberty of repeating 
some of the suggestions that have been made in reports made 
t previous conferences 

We refer particularly to the report made by this same com- 
mittee, also to that submitted by Mr. William B. Baker, sec- 
retary of the National Association of Chair Manufacturers, to 
the conference of commercial furniture manufacturers and 
dealers, which was held in the Old Colony Club rooms, Cleve- 
land, Ohio, on February 10th, of this year; reports that were 
apparently received with much interest and the occasion of 
considerable discussion of a decidedly helpful character 

The recommendation made at that meeting relative to the 
handling of freight classifications, and the education of sales- 
men, I understand will be covered in the report of two other 
committees that will be delivered during this conference And, 
except to emphasize my appreciation of their importance, 1 
will not attempt to touch upon these two subjects. 

Some of the splendid accomplishments of the furniture divi- 


sion since its inception are as follows: 
The practical elimination of the curb stone broker 
Better and more uniform finishes. 
Reduction in the number of patterns of office chairs 
More comprehensive catalogs. 
Better packing for shipment 


Preference given to telegraphic and mail orders marked 
“Sold.” 

Better identification of patterns by stenciling plainly each 
chair 

The creation of a more perfect understanding between man- 


ufacturer and dealer 

t is to be hoped that a further co-operation may be ob- 
tained from the manufacturer to assist the legitimate dealer in 
securing large contracts in banks and public buildings, and to 
eliminate the special contractor who frequently quotes cost 
price on the movable furniture as an aid to securing the larger 
contract for the built-in work. 

The efforts being made to secure more equitable freight rates 
on chairs are progressing and with considerable success. 

One of the leading manufacturers of office chairs has in the 
past year taken an advanced step in the education of salesmen 
by sending representatives among their dealers, demonstrating 
in a practical way the construction of their product, the valuable 
lumber, and other material necesSary to produce them This 
committee suggests that other manufacturers follow his 
example 

is a well established fact to the older dealers in offiee fur- 
niture that the overhead cost of doing business is extremely 
high, and this particularly applies to office chairs. In figuring 
the cost of the merchandise the excessive freight rates, dam- 
ages in transit, service charges and delivery costs should be 
taken into consideration; and it is well to know what per- 
centage the overhead—which now includes a much higher rent 
than formerly—bears to the total annual sales, so that a fair 
margin of prefit can be figured on each sale. 

A commercial furniture department can be made profitable 
investment in a stationer’s store. It must be equipped to 
properly display the merchandise in an attractive manner and 
if possible should be segregated. Matched furniture in suites 
with regular office settings will add to the beauty of your 
store and will impress your patrons. Carry a sufficient stock of 
dependable furniture, advertise judiciously, render good service, 
select salesmen with integrity and a thorough knowledge of 
the business, and the results will be found interesting and 
profitable. 

The number of grades carried in stock should be determined 
by the locality. In large cities it is advisable to carry two and 
oftentimes three different grades of stock to meet all condi- 
tions In smaller places one line of good commercial furniture 
representing various popular styles is usually sufficient. Chairs 
should match other piecés of furniture in design, color and 
finish. 

The window display should be so arranged as to present in 
the simplest manner possible, the efficiency of modern office 
equipment, and make an appeal to the artistic eye 

Careful attention should be given to the lighting of both 
salesroom and window display. Better effects can be obtained 
under artificial overhead illumination. 

To a customer burdened with the task of equipping an office 
it is a great convenience to be able to purchase his entire 
equipment in one place. The many members of the Association 
who are complete office outfitters have learned this fact. 

Less than twenty years ago office furniture was obtainable 
only in regular household furniture stores, who sold office 
furniture because they had an occasional call for same, but 
they were not equipped to sell service. Today it is a business 
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HE AULT & WIBORG organi- 

zation is composed of men ex- 

perienced in the painstaking, 
scientific business of producing high 
grade typewriter ribbons and carbon 
papers, men who have learned the 
game on the old road of personal ex- 
perience. 





—scientific men who know materials and 
how to treat them by proven formulae, 
and skilled men who apply this expert 
knowledge 


—practical men who know how to select 
materials, who know the different makes 
of typewriters, their peculiaritiés and 
how to adapt ribbons and carbons to fit 
requirements 


—experienced men who know how to con- 
duct efficiently a modern manufacturing 
plant to decrease production costs and 
lower price to the consumer. 


HIS expert organization has 

gained for A and W carbons and 

ribbons a reputation for longer 
and more perfect performance. 


UR merchandising department 

has made an extensive study of 

your needs and requirements. 
We are solving the problem of how 
to help you sell more of our products. 
We furnish what you want—when and 
where you want it. That is Ault & 
Wiborg superiority. 


C he AULT & 
WIBORG (ompany 


CINCINNATI, OHIO, U.S.A. 
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Steel Uprights 










Vertical 
Letter 
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Also 


Bill Size 
Cap Size 
Over Size 
Card Index 
Check 
Document 
Legal Blank 
Cupboard 
Wardrobe 
Roller Shelf 
in This Line 











Globe-Wernicke 7000 Steel Line 
Sells Quickly Because of 


Greatest Economy of Space. 

Lowest Cost Per Filing Inch. 

Best Side Extension Slide Made. 

Positive Locking Follower Blocks. 

Protection Against Fire. 

Elegant Finish that will 
beautiful appearance. 

Artistic in Design. 

Drawers that work perfectly. 

Solid Brass Trimmings. 

Substantially built solid steel walls. 

Greatest Strength of Any Uprights Made. 


Write for Catalogue 8200 


She Globe-Wernicke Co 


incinnati 


never lose its 
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requiring men specially trained and equipped to render assist- 
ance and to serve their customers properly. This ice fea- 
ture has changed the old time conditions and we n con- 
stantly hearing of office outfitters springing up not only in the 
larger cities, but in the smaller ones as well. 


ser\ 


ow are 


It is the opinion of the committee that goods ordered from 
the factory should be routed by the manufacturers, as they 
usually have a well organized traffic department and are in 
touch with shipping conditions at all times. 

Packing for direct shipments should be given very careful 
attention to insure the arrival of goods in a perfect condition, 
as there never has been a time when tke buying public were so 


critical and exacting as today. 
_ It is the understanding of this committee that manufacturers 
in figuring their costs, include a certain per cent of the proper 


crating, to insure goods arriving in first class condition It is 
to be regretted, however, that in recent years this has been 
neglected, causing a great amount of damages and a conse- 
quent excessive freight rate. The dealer members of this Asso- 
ciation should have it thoroughly understood that they will 
accept no furniture from manufacturers unless the various 
items have been sufficiently crated to insure their safe arrival 
at destination. 

When chairs are placed in warehouse they should be ar 
ranged. if possible, in roomy, well marked bins to insure as 
little handling as _ possible. A well regulated temperature 


should be maintained to prevent checking of varnish during the 
thus 


cold months and sweating during the summer months, 
eliminating to a large extent excelsior marks and other im- 
perfections. 

The question has been frequently asked—‘“Is walnut displac- 
ing mahogany?” Our judgment is that it is not There is a 
demand at present for this wood, but the scarcity and ever- 
increasing price of genuine American walnut will have a ten- 
dency to check its popularity, except in the very highest grades. 

This Association has gone on record against manufacturers 
selling direct to consumers, and the practice of a few manu- 
facturers in selling to large corporations should be discouraged 

In localities where manufacturers are represented exclusively 


it is the opinion of this committee that all inquiries should be 
referred to the local dealer for his attention. Where the manu 


facturer has no local exclusive dealer, inquiries should be 
referred to such dealers as have been his customers in the 
past. 

Some complaints have come from members of the furniture 


division with reference to the difficulty in matching the finishes 
of chairs and desks in both mahogany and walnut, particularly 
the latter. There are so many shades in the original walnut 
wood that it is practically impossible to secure a uniformity 
throughout, different parts of the wood varying in the manner 
in which they take the stain. Again, chairs are made of solid 
wood, while desks are usually constructed with veneers; the 
two styles of construction not being equally receptive to the 
finish, and this makes perfect matching a very difficult matter, 

The committee thinks the present excessive costs of doing 
business should be freely discussed by the members assembled, 
lowering the 


with a view of assisting each other in possibly 
present high overhead. The committee has no constructive 
ideas to offer along this line, as we feel that what would apply 


to one would perhaps be of no value to the other. However, 


we feel that a free discussion will be of value to all 

In conclusion, prmit me to suggest that business ethics is a 
subject that should be carefully considered by this body, with 
a view to a closer co-operation between manufacturer and 
dealer. 


EDWIN H. SELL, Chairman. 








Your Committee on Wooden Desks canvassed, by means of 
a five-page questionnaire, the dealer members of this Associa- 
tion and at the outset of this report wants to thank the mem- 


bers for their prompt response and splendid co-operation. 

1. The feeling is universally expressed that a commercial 
furniture department can be made a profitable part of the sta- 
tioner’s business. All of them believe that commercial furni- 
ture properly comes within the scope of office equipment, and 
that the public could easily be trained to look to the stationer 
for the purchases of this class of goods—particularly in those 

exclusive commercial 


cities and towns where there are no 
furniture dealers. 

2. It is generally conceded that the goods should be segre- 
gated in a department when handled by stationers and the 
bigger or more successful of the dealers concur in the belief 
that a limited number of grades is advisable, yet feel that 
from three to five grades covers most needs. One dealer says 
“Don’t try to handle everything on the market Take one or 
two good lines and push them.’’ Another recommends “the 
least number you can get by with because to make money on 
this department you must get turnover.’’ Purchases for stock 
should be confined to a certain number of standard lines. Con- 
centrate on as few manufacturers as possible. 

3. Daylight is recommended as the best illumination for a 
display room by 46% of the dealers, while 39% feel that artificial 
light is better. One dealer claims “too much light shows im- 
perfections,’’ 56% believe in indirect lighting, while 12° favor 
artificial rays. 

4. Question number ten concerned window displays “How 


should window be planned to properly show furniture exhibits? 
Forty-four per cent agree that it is best to display office furni- 
ture in complete suites together with suitable accessories, to 
represent a modern office. Windows should have backgrounds to 
properly offset furniture. One member says “this should be 
left to the dealer’s best judgment,’’ while another claims he 
“would require four pages to answer this question.’’ 

5. By far the big majority of dealers express the belief that 
“set-ups’’ suggesting the arrangement of an office is the best 
means of a display and that next, all desks be grouped together, 
all chairs be grouped together, etc., according to grades 

6. Only one dealer opposes marking goods in plain figures. 

7. Ten per cent of the dealers believe that the goods can be 
turned over twice annually. Forty-one per cent of the dealers 


(representing firms all over the country) state that the stock can 
be turned 


three times annually. Seventeen per cent claim 
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THE ELECTRIP EDIPHONE 


‘‘The New Standard of Worth for a Dictating Machine”’ 





/ 
ELECTRIC TOUCH-CONTROL ELECTRICAL CONTROL 
FOR THE DICTATOR FROM TYPEWRITER 


LECTRICITY—controlled by 

the lightest touch—now suc- 
ceeds the old tiresome practice of 
mechanically operating a dictating 
machine. 


The Electrip Ediphone (protected 
by patents) is an exclusive develop- 
ment of the Edison Laboratories 
with 44 years experience, insuring 
practical construction. 


Electrip control for the Executive re- 
quires only the lightest—sub-conscious 
touch, with any finger, on the side of an 
entirely new amplifying mouth piece. 


Electrip control fortheStenographer 
is attached to the typewriter. Comfort- 
ably seated, a light tap controls the voice 
to start, stop or repeat. Shoes are not 
worn out; there is no strained position or 
twisting about to reach a machine lever. 


Demonstrated in 
Spaces 300-301 
NEW YORK BUSINESS SHOW 





“Ediphone 


Telephone ‘‘The Ediphone”’ your city. The only dictating machine made by 
THOMAS A. EDISON, Inc., ORANGE, N. J. 
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ATTENTION 


The time worn state- 
ment of our competi- 
tors “That their safes 
are just as good as 
the Hall’s Safe Com- 
pany’s Safes” is con- 
clusive proof of the 
superiority of Hall’s 
Safes. 


Dealers Solicited 


he Hall’s Safe Co. 


Spring Grove Avenue 
Post Office Box 846 
CINCINNATI, OHIO 
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goods can be turned four times annually) One New York 
dealer says five times, while a Kansas dealer says six. Three 
state it depends on stock and community. Fifty-four per cent 
report that this class of merchandise requires a larger margin 
of gross profit than the average run of stock. Twelve per cent 
(mostly located in the East and South) state a smaller margin 
of gross profit. Fifteen per cent of the dealers report the mar- 
gin of gross profit about the same as on the average run ot 
stock. Twenty-four per cent report that the freight on wooden 
desks averages about 5% as applied to cost. Twenty-seven per 
cent state that their percentage of freight averages about 10% 
Twelve per cent figure that their percentage of freight is about 
15%. Two dealers estimate it at 20%—one dealer says 18%— 
another about 12%—still another 7% —one claims 4% and an- 
other 3%. Twenty per cent of the dealers did not reply to 
this question at all. 

8. Most all of the dealers are experiencing some trouble in 
receiving furniture with press marks due to packing, damage 
ranging all the way from 1% with one dealer to 50% with 
others. Average damage about 15%. 

9. Opinions are about equally divided as to whether manu- 
facturer or dealer should specify routing for quick delivery. 

10. Practically all of the dealers answering question No. 19: 
“How do you warehouse your desks to avoid damage?’ report 
stacking on ends. 

11. Dealers are still having trouble establishing desk num- 
bers. This committee recommends that some definite steps be 
taken toward adopting a method of uniform numbering as em- 
ployed on office chairs. 

12. To the question on standardization ‘‘Are there any sizes, 
styles or finish that belong in the discard? Any new ones 
needed? * many of the dealers are in favor of eliminating 50-54- 
55 inch lengths of desks, while 22% believe sizes pretty well 
standardized—no new styles needed nor any to be discarded. A 
few dealers say “it is difficult to face about at this late date, 
since all sizes have have been sold in the large cities,’” yet are 
of the opinion that there are too many sizes and that a solu- 
tion of the problem would be welcome. 

13. Question 23 read as follows: ‘“‘Could 50 inch roll and flat 
top desks be dispensed with and thereby cut down the dealer 
and manufacturer overhead on patterns and stock? Could 54 
inch roll and flat top desks be dispensed with and thereby cut 
down the dealers’ and manufacturers’ overhead on patterns 
and stock?’’ Forty-two per cent of the dealers believe that the 
54 inch desks could be dispensed with, 32% believe that the 
50 inch desks could be dispensed with, while only 10% feel that 
both of these sizes should be retained. 

14. Sixty-three per cent of the dealers claim mahogany is still 
holding its place against walnut and 27% report that walnut is 
displacing it. Thirty-nine per cent have complaint to make as 
to poor match as coming from different factories, while 29% 
are satisfied. 

15. “Should manufacturer sell the consumer?’ In answer to 
the foregoing question most of the dealers are in favor of havy- 
ing inquiries referred to leading local dealer who is agent or 
customer of manufacturer. Three favor inquiry going to all 
local dealers who are customers of manufacturer, but no one of 
them an exclusive agent. One believes that orders should be 
filled direct and local dealer be given a commission from whom 
manufacturer receives greatest volume of business. 

16. Most of the dealers believe that the Association’s pro- 
gram of education, through published bulletins, could be made 
to assist in conveying a more comprehensive knowledge of this 
class of merchandise. As was experienced with our question - 
naire issued preparatory to the Cleveland conference, there is a 
much voiced demand for general publicity and dealer helps. 

17. Question 28 read: ‘‘Make any recommendation for which 
you seek the approval of the convention in the form of a reso- 
lution.”” Much complaint is voiced against so-called vest- 
pocket broker who sells at 10% above cost, and a general de- 
mand is made that manufacturers adjust their discounts to 
dealers who do not carry a stock. Also some complaint is 
voiced that manufacturers are selling consumers direct. Many 
dealers complain that freight rates are unreasonable compared 
to household furniture. 

This committee now recommends that some expression be ob- 
tained and if possible some action taken on the following points 
covered by this report: 

1. What progress, if any, has been made, and what are the 
possibilities for procuring lower freight rates on wooden desks? 
2. Has anything been done by the manufacturer looking 

toward adopting a method of uniform numbering? 

3. What is the feeling of those manufacturers and dealers 
present with reference to eliminating certain sizes of desks 
as covered by Article 7 of this report? 

4. Although there was reported at the convention last year 
a resolution and concurred in by the manufacturer at the 
Cleveland conference, condemning the sale of office desks to 
the broker as creating competition detrimental to a consistent 
community service, there is still an overwhelming amount of 
complaint to the effect that this practice still continues. 

Respectfully submitted, 

Cc. A. NETZHAMMER, Chairman; A. E. JOHNSON, E. S. 

PIERCE. 





REPORT OF DEALERS’ COMMITTEE ON CO-OPERATIVE 
CATALOG CONSTRUCTION. 





This is a report of the investigation of a committee succeed- 
ing the Committee of mae Standardization—now called the 
Committee on Co-operative Catalog Construction. 

That a better understanding may be had of the work of this 
committee, the reports of the Retailers’ Committee on Catalog 
Standardization as made at the 1920 and 1921 convention, should 
be carefully read. 

These reports as adopted ought to be considered in connec- 
tion with the findings of the present committee. 

As a result of a demand by so many of our dealer members 
for a stock catalog, or one which they could publish at a mod- 
erate cost, officers of the National Association have been inter- 
ested in determining how they could help, so this committee 
was instructed to complete these investigations and make a 


final report. 
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NVENTION, are there no bounds to your ingenuity, no 
limits to your resourcefulness? Again and again, when for 
many years a product has been considered perfected, one 
of your disciples comes forward with some remarkable achieve- 
ment that overshadows all previous advances in the industry. 


So it is today, that the eyes of the office appliance world are 
focused on the new Demountable Typewriter —a machine 
which to all outward appearances is just another high-grade 
standard typewriter. However, the Demountable is different. 
Investigation quickly reveals a score of daring design and 
construction features that are destined to set new standards 
of typewriter efficiency and economy. 


But even on the usual basis of comparison, the Demountable 
excels. Its writing is completely visible and in quality is un- 
surpassed by that of any four-row keyboard or front-stroke 
machine made. Typewriter experts marvel at the ease with 
which it makes ten clear carbon copies. Operators praise its 
touch. They find its light-running, ball-bearing carriage far 
less tiring. The convenience of the rear tabulator stops and 
forward-swinging paper table pleases them. 


But all these importanl fealures seem 
commonplace after one has JS€en a demon- 
stration of this new ltypewrtter and un- 
derstands why il is called Demountable. 


4 
SSeS Ss 


ountable 


—— 
ky Demoursghle Ve 


—_ 
A 
- 

* 


a 


4 5 


iy Oo 




















: Sa 
i apihahshahihe 
oo 


~ i- said ms Tits 
- Wy Betateratets widic LL LTLT j 
& —. . ——— 











To change the ribbon, detach from the By pressing a single key the entire 

vibrator, lift off the tops of the ribbon carriage may be removed. All De- 

spools and replace the old ribbon with new. mountable carriages are interchanceable, 
Simple, ton’l ¢b? of course. 
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MOUNTABLE! Interchangeable! How 
yeti Soh have been these terms in the type- 
writer field. But now they have come into 

their own. After ten years of dreaming and plan- 
| ning, designing and redesigning, improving and re- 
fining, the impossible has been accomplished. The 
perfected Demountable Typewriter is now being 
produced in volume. 





Imagine this remarkable machine before you. Perhaps you have 
been cutting mimeograph stencils and wish to clean your type- 
£ gra} : Yi 
writer. With half a dozen movements, without a single tool, 
vou take off the paper table, platen, deflector plate, feed rolls - 
or if you wish, the entire carriage. Then, to clean the type, you 
| remove the complete frame from the action unit! 


Replacement Costs Cut in Half 


But easy cleaning is but an incidental advantage of this master 
stroke of Demountable designing. Think what it means in 
replacement economy! Though inconceivable at first glance, it 
is a fact known to manufacturers that the frame and carriage 
of a typewriter represent the greater part of production costs. 
Although the frame and carriage far outlast the action unit, 
heretofore it has been necessary to replace the complete type- 
writer as soon as the action unit ceased giving satisfactory service. 


| Now this waste is ended. When, after years of use, the action 
unit of a Demountable Typewriter shews signs of wear, it is 
| removed and replaced with a new one at about one half the 
usual replacement cost. Typewriter buyers, thanks to Demount- 
able designers, save the other half. 
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To remove the platen simply lift up the Deflector plate and feed rolls are easily 
clamp on each side of the carriage and removed. Think what this means after 


roll out the platen. No excuse for dirty the cutting of stencils. 
platens now. 











The present capacity ef our final Assembly 
Department is 150 Demountables a day. 


vals Americas Finest Pants 


HERE is no better equipped typewriter plant in 

the country than the one in which the Demount- 

able Typewriter is made. Each of the thousand 
special dies and tools required to make its 1500 parts was 
designed in our Engineering Department and produced in 
our own Machine Shops. 


Batteries of automatic screw machines turn steel rods into 
many different sizes and kinds of screws, nuts, shafts, studs, 
collars and taper pins. Milling machines, profilers, drill presses 
and grinders slot, groove and smooth the various parts to 
fit, drill and thread them and bring each part down to its 
proper size. Wherever necessary Demountable parts are 
gauged down to one-thousandth of an inch. 


Especial care in the japanning, nickel-plating, polishing and 
buffing gives the Demountable a finish unsurpassed by any 
other typewriter. And by a series of exacting tests and 
inspections every Demountable Typewriter leaves the 
plant capable of upholding the good name which today 
its fine workmanship, ingenious design and flawless per- 
formance are building for 1 


We invite correspondence from interested 
typewriter distributors, dealers and users who 
desire further information concerning the 
Demountable not given in this announcement. 


Demountable Typewriter Company 


Fond du Lac, Wisconsin 
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Our work has been along the line of a thorough research 
of the proposition of the establishing of a central bureau for 
the supplying of plates and advertising service to assist deal- 
ers in the publishing of their own catalogs. 

Manufacturers in Chicago, New York and Boston have been 
interviewed in person by your chairman, many letters have 
been written, two sets of questionnaires mailed, one to retailers 
and the other to the manufacturer and wholesaler members 

Every possible angle of the question has been gone into fully, 
and, while some are not interested, responses have been of such 
character as to indicate that such a bureau is practical and 
would be of great benefit to both manufacturers, jobbers and 
retailers. 

Your committee first mailed to dealer members, a question- 
naire to secure their ideas of the subject. Of the 833 blanks 
mailed, 338 have replied, but as usual in work of this character, 
all blanks were not complete or accurate, and many questions 
were not answered, so you will note a variation of the figures 
in the totals. 

Sufficient replies have been made, however, to form a very 
good idea of the general opinion. 

Question 1. Do you issue a catalog for distribution to your 
retail customers? 

Answer—142 retailers are now publishing a general caialog 
and 191 are not; 35 do not answer. 

Question 2. If yes, how many pages? 

Answer— 

12— 50 pages 43—-225 pages 
21—100 pages 16—300 pages 
8—125 pages 12—400 pages 
29—150 pages 1—500 pages 
These totals being approximately figured 
Question 3 How many copies? 
Answer 
atalog 
‘atalog 


Publish 200 copies of their 
Publish 300 copies of their 


‘catalog 
‘atalog 


‘ 

ri 
»— Publish 500 copies of their catalog 

9—Publish 1,000 copies of their « 

4 ( 

| 


1 
22—Publish 2,000 copies of their 
27—Publish 3,000 copies of their catalog 
35—Publish 5,000 copies of their catalog 
26—Publish 10,000 copies of their catalog 
5—-Publish 32,000 copies of their catalog 
142 

In all, nearly three-quarters of a million catalogs of varying 
kinds are now being distributed by these 142 stationers, over a 
period of a few years 

Question 4. How often do you publish? 

Answer— 

13—Every month 5—Every five years 
1—Quarterly Ii—Every seven years 
Every year i—Every eight years 
9—Every three years i—Every nine years 
Every four years l Every ten years 
80—When old supply is exhausted 

The general average being every two or three years, but your 
committee believes that with improved conditions stationers 
will publish catalogs oftener and with more regularity. Now it 
seems to be the practice to work on a catalog when the old 
issue is exhausted. This work is usually done at odd times by 
someone in the organization, and is often delayed 

Question 5.—When do you expect to get out another issue? 

Answer—A great many stationers are working on their cata- 
logs to publish their first one soon or to improve what they 
have been using. From inquiries received, it is fair to say that 
quite a number are waiting for some action on the part of the 
Association, anticipating that the bureau will help them 

Question 6. What is your trimmed size? 

Answer—The answers show a variation as to the size, but. the 
majority are close to the standard suggested by the Association, 

Question 7. Vhat is the size of your type page? 

Answer—The same remarks apply to this as to the previous 
question 

Question 8. Do you publish prices? 

Answer—Sixty-three publish prices, 45 do not, and 40 use 
separate price lists 

It is the opinion of your committee that the price question 
should not enter in the work at all and that all cuts or adver- 
tising of whatever character be supplied without prices. 

Question 9. Have you used catalogs previously and have you 
discontinued their use? 

Answer—170 answer No and 34 Yes. 

Very few dealers discontinue the use of catalogs once com- 
menced, except on account of their cost and trouble in com- 
piling 

Question 10. If you have never published a catalog, would 
you publish one if furnished plates (and cuts)? 

Answer—Seventy say they will publish a catalog and 50 say 
No 

Question 11 Would you be willing to pay the cost of elec- 
trotypes, provided manufacturers prepared without cost to you 
the metal plates? 

Answer—One hundred retailers express their willingness to 
pay the cost of electrotypes after they have been prepared from 
master plates and 20 do not think this is fair 

Question 12 Do you think bulletins printed from stand- 
ardized catalog plates could be used to produce good returns? 

Answer—This is along the same line of the question just 
above and 96 answer Yes, 8 No. 

All of which is in line with the opinion of the committee that 
catalogs, bulletins and house organ advertising all produce 
good results. 

Question 14. Have you ever used a stock catalog? 

Answer—Thirty-six have used them, 200 have not. 

Question 15. If yes, how many pages? 

Question 16. If yes, how many copies? 

Answer—Totaling the various editions of stock catalogs as 
used by our dealer members, a total of about one hundred 
thousand stock catalogs have been used in a few years by 
forty to fifty stationers. 

Question 17. If the plans of this committee are carried out, 
would you use their assistance and publish a catalog? 








ADJUSTABLE 
APPLIANCES 


For the Up-To-Date Office 


Adjustable to any 
position. Two, three 
or four trays. 


CORRESPONDENCE TRAYS 


Correspondence, data, follow-ups, etc., 
are held within hands reach yet the 
desk is clear. Trays are instantly ad- 
justable, swung off the desk or placed 
most convenient for use. 


TELEPHONE BRACKETS 


A real convenience. The telephone is 
held in exactly the right position for 
use or out of the way and off the desk 
when not wanted. Avoids annoying 
accidents and speeds up service. 


COPY HOLDERS 


Stenographer’s note book or 
copy is held at just the right 
distance and right angle. 
Saves time and _ prevents 
errors. 


Adjustable up- 
and-down in-and- 
out. Three 
lengths. 


State and 64th Streets 
CHICAGO, U. S. A. 
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Here is a Machine 


That Sells 


ona Single Demonstration 





The ELLIOTT 


Envelope Sealer 


Made to appeal to the 
man who has bought 
a few envelope sealers 
that turned out to be 
mechanical failures. 


Its simplicity attracts 
attention. 


Its sureness causes 
amazement. 


Its speed actually 
thrills you. 


Agents Wanted Everywhere 


Made by 


The Elliott Company 


150 Albany Street 
Cambridge, Mass. 


Makers of the Famous 


ELLIOTT ADDRESSING SYSTEM 
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Answer—Ninety-six dealers are ready to publish a catalog 
and use the assistance of the bureau and 44 answer in the 
negative. 


Geers Be. PEO BERN CORMIER. occ cccccsccccccccccces Pages? 
Answer— 

3 publish 100 copies 34 publish 2,000 copies 

3 publish 200 copies 6 publish 3,000 copies 

10 publish 300 copies 10 publish 5,000 copies 

30 publish 500 copies 1 publishes 6,000 copies 

16 publish 1,000 copies 1 publishes 15,000 copies 
The answers vary, showing a total of about 200,000 copies 


from editions of 100 to 15,000, dealers indicating that they will 
use catalogs from 100 to 500 pages, the average number of 
pages being 100 and the average editions 500, 1,000 and 2000 
copies. 

Question 19. Would you use this proposed bureau for adver- 
tising assistance for house order or other advertising than a 
catalog? 

Answer—Ninety say they will use it for advertising assist- 
ance. Twenty-four perhaps, 32 No. 

Here is a good place to remark that so many of our members 
are so unfamiliar with the topic under discussion that they 
do not want to commit themselves with a positive answer, and 
would probably be greatly interested in the proposed bureau 
were they better informed. 

> * « * +. * = 


Your committee prepared a further questionnaire, of which 
299 were mailed to our manufacturer members, to which 114 
answered. 

Question 1. Do you believe catalogs mailed by retailers and 
jobbers a fruitful source of advertising? 

Answer—Ninety-eight Yes, 7 No, 9 no answer. 

This shows conclusively the real opinion of the manufacturers 
and their whole-hearted interest in the proposition. 

Question 2. If yes, can you furnish your experience in this 
regard and how they have benefited you? 

Answer—The answers were such that they could not be 
collated to advantage. 

Question 38. Do you supply cuts and advertising matter to 
your customers? 

_Answer—One hundred and thirteen supply cuts and adver- 
tising matter and only 1 answers No. 

Question 4. If so, what plan do you follow? 

Question 4 continued. A—Are they furnished free? 

Answer A—One hundred and four Yes, 6 No. 

Question B. Do you make a charge? 

Answer B—Fifty-four No, 86 Yes. 

Question C. Are they loaned? If so, what method have you 
to insure returning? 

Answer C—Forty-four Yes, 27 No. 

From the above it would seem that the uniform custom is to 
supply all dealers with cuts requested, and in a very few cases 
do manufacturers make any charge at all, relying upon the 
dealer’s honesty to return them, but where charges are made 
it is for memorandum purposes, and manufacturers do not in- 
sist on payment. 

Question 5. Do you have any fixed policy as to the amount 
of cuts and advertising assistance you render to stationers and 
jobbers? 

Answer—Eighty-three No, 21 Yes. The majority of manu- 
facturers have no fixed policy, amount of appropriation, num 
ber of cuts, supplies, etc. 

Question 6. Have you ever attempted to standardize the size 
and style of the cuts you supply? i 

Answer—Sixty-two Yes, 44 No. The committee believes that 
the efforts of the manufacturers in this respect have not pro- 
duced satisfactory results. 

Question 7. Do you supply stock size cuts or do you furnish 
special sizes to accommodate customers? 

Answer—One hundred and seven manufacturers supply stock 
cuts, 3 answer No, but it is a general practice that where ac- 
counts warrant, manufacturers will supply their dealers with 
almost anything they want within reason in the way of adver- 
tising assistance. 

Question 8. Do you believe manufacturers should make a 
charge for cuts, either part or total cost? 

Answer—Twenty-nine manufacturers believe a charge should 
be made and 72 answer No. 

Questions 9 and 10. What proportion of your total customers 
issue catalogs today? What in your opinion should the pro- 
portion be? 

Answer—These questions were not well understood and the 
answers are of such character that the information is not of 
value. 

Question 11. Are you in favor of the establishment of the 
bureau by the National Association as proposed? 

Answer—Of the manufacturers replying to this question, 59 
answered Yes, and only 3 No. 44 do not answer, mainly because 
of their insufficient knowledge of the subject. 

> J > . * > 


Summing up all of the information which can be gleaned from 
the answers to all the questions, we feel that it is fair to say 
that more than two-thirds of the entire membership of the 
Association will use the service of this bureau. The only pos- 
sible exceptions are the very small dealers who do little 
advertising. 

Most of the objections which have been voiced to your com- 
mittee have come from the very large dealers who publish 
their own catalogs and feel that they should be distinctive, and 
from some manufacturers who think that the bureau will be a 
duplication of effort of their own advertising and cut depart- 
ments without adequate return. 

There are some manufacturers from whom the bureau will 
have little interest, such as the office furniture division (wood 
and steel) on account of their lines being sold to exclusive 
agencies. Greeting card manufacturers—makers of stationers’ 
hardware, paper clips, rubber bands and like articles, not easily 
trade marked, they will of course have no plates to furnish. 
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Thirty per cent Over-Protection! 


OR five and one-quarter hours the New Herring- 

Hall-Marvin Safe withstood a terrific heat 
ranging up to 2100 degrees Fahrenheit — without 
injury to itself — and with a temperature of never 
more than 300 degrees inside. The contents were 
not even in danger! This unusualiy severe test was 
made by the Underwriters’ Laboratories, Inc. 































The New Herring-Hall-Marvin Safe is, in fact, 
thirty per cent better than the requirements of the 
Underwriters’ Laboratories, Inc., for the ‘‘A’’ Label. 


But the mere ability to withstand heat is nox all 
that is required of a safe. The building falls; there 
may be explosions; great weight may be tumbled 
down on to it. The New Herring-Hall-Marvin Safe baa 
is of such strength that the crash of steel girders ueaees 2S 
and brick walls can not crush it, nor break it open. 
A fall of many stories can not injure it. 


Interchangeable metal filing equipment of the 
most modern type is furnished for the inside of the 
New Herring-Hall-Marvin Safe. 

The sixteen larger safes bear the “‘A” Label of the 


Underwriters’ Laboratories, Inc.; the six smaller 
safes bear the ‘‘B”’ Label. 


HERRING-HALL-MARVIN SAFE Co. 
Hamilton, Ohio 


Designers and Builders ot 
Safes and Bank Vaults 
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Herring -Hall-Marvin 222 


may still be open. 
Write for agency 


SAFE mi 
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(ADCO 71227 PRODUCTS 
Machine and Hand Posting Loose Leaf Binders 
and Sheets for Every Known Record 


The ADCO “A” 


Flexion Expansion Current Binder 


rotates to any degree, insuring flat writing 


surfaces. 





This modern current binder permits o 
the quick insertion and removal of leaves, 


the chief purpose of a current binder de- 
“ec ”? © 
The (ADCO A Flexion vice, with sufficient mechanical power to 


Expansion Binder hold the leaves securely. 
For Every Known 
Record of Income and Expenditure SEND FOR CATALOGUE “A” 


¢ 


Machine Bookkeeping 
The CADCO “Vif” Machine Bookkeeping 


Ledger used in connection with various 
types of bookkeeping machines, holds a 
fixed minimum and large maximum of 


leaves, 


Practical — Artistic — Light — Economical 


ADCO Auxiliary Equipment simplifies 


machine accounting. 





SEND FOR CATALOGUE “M” 


The (ADCO “Vif” Machine Visible Record Svet 
Bookkeeping Equipment sible Necord oystem 
oFesting Stand —Nutep Rack sed Ledser. = CAI)CO) “visible” eliminates the card 
record systems in the accounting depart- 
ments. 


For 


Speed—Accuracy—Economy 
use on 


Stock Records—Purchase Records 
Sales Records—Customers’ Lists 


Etc., Etc. 


The ADCO Visible Record Binder CN aE ee 


Names and descriptions all in sight for easy reference 


ACCOUNTING DEVICES COMPANY 


564 West Monroe Street Chicago, Illinois 
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Taking up the position of the large dealer who desires in- 
dividuality, while a great many of our members have their 
own printing departments and can very easily publish special 
catalogs at reasonable cost in their own establishments, they 
should remember the advantage to be gained by their being 
able to secure all illustrations needed at one place at a saving 
of time and cost. 

Our members are inclined to forget that this service is to 
cover not only the supplying of plates for full pages, but that 
this bureau when established expects to standardize individual 
cuts, so that there will be a generai uniformity in size, style 
and general make up and copy. 

Even the manufacturers who do object to the cost all realize 
the advantage of this standardization and what it will 
accomplish. 

Frankly, your committee does not see how any uniformity 
or genera! practice in standardization of stationers advertising 
can be brought about except through a bureau 

Certain members of the Association have already prepared 
catalog page plates, which while not exactly in conformity to 
the ideas of the bureau are a start in the right direction. This 
activity is particularly true in the loose leaf and bound book 
industries. In an association having so large a number of 
members and covering such a vast area, there is bound to be 
a difference of practice and opinions, and for the present some 
of our members may feel that they are not interested, but 
sooner or later they will find this bureau helpful in many ways 

Your committee finds that in some of the larger cities dealers 


secure business through active sales solicitation and do not uss 
catalogs to any extent In New England, it is said, not many 
catalogs are used, but, on the other hand, there are a number 
of our members in other localities who depend almost entirely 
on catalogs for their business 

In the southern and western states the distance between 
cities is greater, and dealers prepare very elaborate catalogs, 
and are as a rule interested. 

Taken as a whole, the stationers of the United States are not 


as good advertisers as they ought to be, and do not use space 
in newspapers, house organ, insert advertising, etc., furnished 
by manufacturers or their own to the extent that they should 

With a bureau where cuts can be secured immediately there 
would be a great increase in advertising of every character. 

The following is a copy of a letter which is self-explanatory 
and which expresses the idea of the manufacturer is in favor of 
the establishment of a bureau. 

“IT want to tell you first how much I appreciate your talk 
at the factory on the question of catalog standardization You 


have interviewed enough manufacturers by this time to know 
the question of cuts for catalogs is one of the tough problems 
which the advertising department has to handle. Therefore, I 
can say to you that we shall welcome any attempt to bring 
about a standardization of size, standardization of layout and 
economical distribution of cuts. 

“If through the establishment of your catalog bureau at 
Chicago with its sets of master plates you could relieve us of 


the detail of furnishing electros to many of our dealer cus- 
tomers who desire them we would consider the service very 


valuable Then we would be able to refer to Chicago the re- 
quests from commercial stationers who write direct to us for 
euts, and we could tell them that the service rendered by the 


Chicago bureau is really mere than an electro distribution 
Service. 

‘‘We could also refer to Chicago requests from non-members 
of the Association, telling them of your catalog service bureau 
and advising them to get in touch with you. (The question of 
charging non-members a special service fee might be consid- 
ered by the Association.) 

“The question of how this service should best be paid for is 
one which will undoubtedly come up before your committees 
Now we supply cuts free to all of our dealers, although I am 
quite sure that our ultimate policy will be to charge for them 
We believe that the advertising material which the dealer 
pays for, whether it be booklets, signs or electros, gets more 
attention and is used to better advantage than the material 
which is given them for nothing. Even though we do believe 
we should, as I have just stated, I don’t think that we are 
ready yet to charge our dealers for electros. We should, there- 
fore, be willing to consider having the bureau at Chicago 
charge us for the electros sent to customers—we also paying 
the proper percentage of the cost of operation of the bureau. 

“Finally, I want to say that we feel that the cuts which we 
now distribute, even though many are not used, get for us a 
great mass of valuable publicity. When we last checked up 
our representation in catalogs published by dealers we found 
that an average of five pages per book were devoted to our 
line, in 68 catalogs with an approximate circulation of 350,000. 
(I made a bad guess when I told you 165,000.) When you con- 
sider that we spend considerably less than $5,000 a year for the 
cuts which we make for dealers, you can see that the repre- 
sentation which we get is well worth while. 

“T shall await with a great deal of interest the findings of 
your Association on this very important subject.’ 

This practice of standardization of advertising cuts, catalog 
pages, and in fact the standardization of all advertising is 
gradually being adopted by other associations and in all in- 
stances with success 

The Associated Advertising Clubs of the world through their 
organizations, have adopted resolutions working toward stand- 
ardization of this character. 

In the metal and hardware trade, stock catalog pages are 
used to a very considerable extent. 

As to the matter of cost, the first cost is the only one to 
manufacturers, but the resulting benefits are so great, none 
should complain 

On the part of the stationer, wholesaler and jobber, no one 
should object to paying for cuts, as the time and inconvenience 
of applying to one place instead of many hundreds will more 
than offset this slight outlay. 

This bureau is entirely equitable. Members not using it 
will, of course, have no expense The stationer who wants to 
publish a small catalog can limit the size in number of pages 
as he may desire 
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THE WONDER TYPE CLEANER 


THE ORIGINAL PRODUCT 
OVER HALF A MILLION USERS AND 
STEADILY INCREASING 


DOES NOT EVAPORATE 


GIVES COMPLETE SATISFACTION 


JUST APPLY WITH DAUBER 
CLEANS INSTANTLY 








These two fast selling products are sold by 
all progressive dealers. Write today—to us 
or to your jobber. 





Our unique advertising sells the goods 
for you. 





Dealers buying thru jobbers are requested 
to send us their names so they may receive the 
direct benefits of ihts advertising campaign. 





Each bottle 
perfectly 
sealed 


No leakages 


No Oil Can Needed 


A lubricating oil for typewriters, all office 
machines and light machinery. 


Pure, non-gumming, colorless, odorless 
and tasteless. 


This self oiling device has made a hit with 


all users. 


Packed in attractive, colored, display con- 
tainers (3 doz. to each) that sell the goods 


for you. Also in larger sizes. 
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‘HIS is B-W speaking,—B-W 

broadcasting station at Dal- 
ton, Mass. The latest reports 
from county and state officials 
all over the country show a 
steady increase in the use of 


BYRON WESTON CO,’S 
Record and Ledger Papers 


No other paper made gives such 
long and satisfactory service for 
use in valuable books of record 
and reference. It is a 100% all 
new rag stock, of super-strength, 
proof against discoloration or 
disintegration. 


SEND for sample Test Sheets. 
Compare with any other ledger 
paper, and draw your own con- 
clusions. 


BYRON WESTON CO. 
DALTON, MASS. 
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Your committee suggests that this bureau be limited to the 
use of the members of the national association only, but manu- 
facturers should be privileged to use it for the securing of 
cuts or plates for their customers who are not members 

Your committee believes that the bureau should be estab- 
lished with headquarters in Chicago, and be under the super- 
vision of a capable head and that it is an integral part of the 
association work. 

Your committee, therefore, recommends that this bureau be 
established as promptly as possible, that it be called the Cen- 
tral Plate and Cut Bureau of the National Association, that a 
competent manager be employed, with full authority to pro- 
ceed with the carrying out of the work in the way of selecting 
assistants, establishing an office, preparing forms, and, in fact, 
to completely establish the bureau, that the association appro- 
priate a nominal sum for the preliminary work, with the un- 
derstanding that the bureau be made self sustaining as 
promptly as possible. 

We have worked faithfully and hard in the securing of data 
necessary to make this report and sincerely believe that the 
association should adopt this resolution, so that the work may 
be started at once. 
tespectfully submitted, 
Chairman; A. W. WILLIAMS, 


KELLOGG 


EDWIN I. BAER, 
SMITH. 
+ * » 


SUPPLEMENTAL REPORT, COMMITTEE ON CO-OPERA. 
TIVE CATALOG CONSTRUCTION. 

Since completing the regular report for this convention there 
has been called to our attention the question of proper size for 
Stationers’ catalogs. 

Two years ago, the joint committee on catalog standardiza- 
tion suggested a trimmed size of 114%x8 inches, binding on the 
11% inch side. 

The National Association of 
national committee on simplification of 
mend 7%x105, inch page size. 

As this association has already gone on record and a num- 
ber of manufacturers have prepared their cuts and catalogs 
along the line of the previous recommendations, this commit-~- 
tee is loath to disturb conditions unless it is the wish of this 
association. 

It might be well to put the whole 
central bureau, if established, for full investigation and that 
they be in power to use their best judgment one way or the 
other, believing it is not in the province of the present com- 
mittee to make recommendation as to size of stock catalogs 
at this time. 


Agents and the 
Sizes, recom- 


Purchasing 
paper 


proposition up to the 


Respectfully submitted, 
EDWIN I. BAER, A. W. WILLIAMS, KELLOGG B. SMITH. 








REPORT OF DEALERS’ COMMITTEE ON EDUCATION 
OF SALESMEN. 








Mr. Chairman and Gentlemen: 

The dealers’ committee wish to make the following report 
for the work done by this committee since its organization in 
the fall of 1921 up to the present time. 

At the convention of your association held in Atlantic City 
last October the following resolution received the unanimous 
approval of the convention on Thursday morning, October 13, 
1921. 

“Resolved, That an educational committee, to consist of 
three dealers and three manufacturers, be forthwith ap- 
pointed by the executive committee; this committee to 
be known as the national committee on education of 
salesmen, and that it shall be the duty of this commit- 
tee to co-operate with the general manager, to devise 
the details of an educational campaign and the ways and 
means of carrying it out, and to act in an advisory ca- 
pacity to the general manager in carrying forward the 
proposed program.”’ 

Immediately after the convention the executive 

the national association held a meeting and appointed the 
lowing committee: 


National Committee on Education of 


From the manufacturers: 
Dr. R. E. Rindfusz, care of the American Writing Paper Co., 
Holyoke, Mass., chairman. 
William C. Bardenheuer, care of Boorum & 
York City. 
James R. Armington, care of 
ham, Mass. 
From the dealers: 
D. D. Macdonald, care of Bradley & Scoville, Inc., New Haven, 
Conn., chairman. 

Francis B. Irwin, care of James Hogan Co., Ltd., Philadel- 

phia, Pa. 

F. L. Chamberlain, care of Chamberlain & Shropshire, 

port, Conn. 

Since the appointment of this committee three meetings have 
been held in New York City. 

At all of these meetings the dealers’ committee met with the 
manufacturers’ committee and Mr. Fletcher B. Gibbs, general 
manager of the national association acted as chairman of all 
the meetings. Mr. J. Ogden Pierson, Mr. Eberhard Faber and 
Mr. James Logan have also met with the committee and their 
advice and counsel was very helpful and much appreciated by 
the members of the educational committee. 

At the first meeting of this committee it was decided to 
make the size of educational bulletin 8 1-2 x 5 1-2 and to have 
them punched to fit a ring binder so that the copy might be 
preserved and added to from time to time. 

One of the members of the national association, the Wilson- 
Jones Loose Leaf Co. sent a loose leaf cover to each dealer 
member of the association to hold these bulletins. This makes 


committee of 
fol- 


Salesmen. 


New 


Pease Co.. 


Dennison Mfg. Co., Framing- 


Bridge- 


a very convenient and handy cover and will help preserve the 
bulletins of our members for future reference. 


This committee 
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Make “Doing Business” Easier 





Times like the present bring home for- 
cibly the need for economical efficiency 
in business detail. That is just one of the 
reasons why business men are recog- 
nizing the economic possibilities of the 


ELLIS BOOKKEEPING MACHINE 


For Ledger Posting, Billing and all records 
combining words and added figures 


The Ellis Bookkeeping Machine is the only 81 key Adding 
Machine manufactured which automatically prints its totals, 
proves its balances and typewrites. 


The most important item in bookkeeping is the total. 


The business world pays four times as much for an adding 
machine as it pays for a typewriter and the only thing that 
an adding machine does which a typewriter cannot do is 
to add the figures and print the total. 


The Ellis Bookkeeping Machine 


automatically prints its totals 





Over 3,000 banks and commercial! institutions use from | to 350 Ellis Machines. 


ELLIS ADDING-TYPEWRITER COMPANY 


NEWARK, NEW JERSEY, U. S. A. 
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12 LDLetter Sections with No. ECONOMY 
12 T Top and No. 12 SB Base. 
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Dealer’s Net Price 


$18.50 


F. O. B. Factory 







A STEEL TRANSFER MADE | 
ONLY WITH ROLLERS AND na eng Aa 
CLOSED SIDES 

NOTE: 


1. Sides of the case are closed completely making it 
dust and rodent proof. 


2. The drawer rolls in and out smoothly and 
easily on rollers. 


3. Itis impossible to pull the drawer completely 
out of the case, even by accident as a sturdy 
drawer stop prevents this. 


4. Medium height drawer sides make filing and 
reference easy. 


5. The case and drawers are made of heavy gauge 
furniture steel electrically welded to a frame 
of heavy steel bars. 


Dealer’s Net 6. The heavy interlocking angle in rear of case pre- 
vents the case from tipping up when the drawer 


Price on is pulled out the entire length. 


Letter Size 


7. Long legs are electrically welded to the case 


Transfer which interlock with the sections beneath it 
$2 50 making a single stack rigid and secure. 
o . The legs form a sanitary base on the bottom sec- 
F. O. B. tion. Leg bases may also be supplied. 
Factory 9. All parts electrically welded insuring maximum 
in quantities of 8 strength and rigidity. 


10. Cannot warp or split. 


Invincible Metal Furniture Company 
_ MANITOWOC, WISCONSIN 
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desires to extend to the Wilson-Jones Loose Leaf Co. their 
sincere thanks for their co-operation. 
Number of Bulletins Issued. 

Up to the present time the following bulletins have been 
issued by this committee—two bulletins on the subject of lead 
pencils, three bulletins on the subject of paper, one bulletin 
concerning loose leaf devices with two more bulletins on the 
same subject to follow 

In all of the bulletins issued the ground has been covered very 
earefully, not only from the manufacturing standpoint, but from 
the selling end as well Only a beginning has been made this 
year While we feel that a considerable amount of good has 
thus far been accomplished, it is the recommendation of the 
present committee that this work be carried on through all 
important lines in our industry. 

The method pursued by this committee with the help of the 
general office in Chicago of gathering and collecting the ma- 
terial for the bulletins has been carefully worked out. The 
manufacturers’ committee collect the data for the bulletins 
from the manufacturing standpoint through the standing com- 
mittee on the particular subject involved, and the dealers’ com- 
mittee secure the selling information helps and points from the 
standing committee of dealers on whatever subject that is then 
being worked up. By this procedure of the collecting of this 
data, we not only get the desired information from the manu- 
facturing end, but we also get it from the dealers or selling end 
Both are very essential for the clerk or salesman who is to read 
the booklet later on After all this data and information is 
collected it is then forwarded by the respective committee to 
the national headquarters in Chicago where it is turned over to 


Mr. Charles L. Estey Mr. Estey has been retained through 
the general manager Mr. Estey edits the material sent in by 
the various committees in a very interesting vein. The editing 
of this copy is a very important feature of the work. The 


booklet must be written in a very interesting manner so as to 
hold the attention of the clerk or salesman who is reading the 
bulletin Not only must it be interesting, but if it is to serve 
its purpose to the fullest degree it must be written in a way that 
will make an impression and to be remembered by the reader. 
The bulletins so far issued have been printed with a few illus- 
trations so as to help catch the eye of the reader as it was felt 
by the committee that the illustrations would be well worth the 
space required and the cost of making the cuts. With each bul- 
letin there has been a card enclosed called the ‘‘self quiz’’ with 
the idea that after the person had finished reading each bulletin 
that they would ask themselves the questions and see how 
much of the information they had read they had remembered 
The educational bulletins have been printed and issued at 
about thirty days interval, one copy being sent free to each 


member of our association. Additional copies have been fur- 
nished on request at a nominal price. Many of our members 
have subscribed for several copies of each bulletin. Every per- 


son connected with the selling end of your organization should 
be given a copy of each bulletin. 

When our entire industry has been thoroughly covered these 
bulletins will have even a larger value than they have at the 
present time It is safe to say that when we have covered all 
the important lines of manufacture in our trade that these bul- 
letins will be considered a text book on the stationery busi- 
ness and in all probability will be placed in libraries and 


similar institutions. Consider what it will mean to you to be 
able to hand a set of these bulletins to a young man or a 
young lady who enters your employ in the time to come Of 


course, the reading of these bulletins will not make a perfect 
salesman, but they will do a lot to thoroughly acquaint the 
beginner with the prominent factors of our trade. 

The Chicago office has gone further than supplying these 
bulletins to members only. The bulletins are sold to non- 
members of the association. They are sold, however, at a 
slightly higher price to non-members, thus giving the members 
of the national association every advantage 

In many instances local associations have bought copies and 
have distributed them to members of the local association 
This procedure has many advantages. It cements the members 
of the local association much closer and should also have the 
tendency towards securing members for our national associa- 
tion 

The careful reading and studying of the bulletins so far is- 
sued and those that will follow have a far reaching value. The 
clerk who reads these bulletins thoroughly, and that is the way 
they should be read, knows more about the merchandise he will 
sell, will sell more merchandise, a better grade of merchandise 
and is in a position not only to serve the public, but his em- 
ployer as well to a larger degree of satisfaction. In this way 
the sales person will without question receive more compensa- 
tion and the dealers’ sales will be increased and if sold at a 
legitimate price will make a larger profit. 

Now you will see that every one is benefited by this educa- 
tional work right straight down through The clerk or sales- 
man selling more goods and better goods will receive a larger 
compensation, the dealers’ sales will be increased and the 
profits should also increase and they in turn will buy more 
merchandise from the manufacturer and pay for goods much 
prompter. 

The bulletins have been most helpful in placing information 
before our employes as anything that could be done short of 
actual school attendance Many of our dealers send part of 
their organization away to schools of instruction. This is very 
fine indeed, but it is very expensive and takes the sales per- 
son away from his work for a considerable time Many of our 
dealers feel that they would not be able to send parts of their 
Sales forces away to various schools and this educational bul- 
letin service fills that need. 

It is the opinion of this committee that a series of bulletins 
on salesmanship should be included in the educational program 
in the near future It has also been suggested that each 
bulletin carry a page or more dealing with the subject of sell- 
ing goods 

Many times you have entered a store asking for an articl 
and about all the person selling the merchandise knows is the 
price. Should you question where the article is manufactured, 
who it is manufactured by, or ask for some of the processes of 
manufacture, the clerk, nine times out of ten, is at sea This 
makes a bad impression on you and does not stimulate your 







































Hammond “‘Folding’’, Closed for Carrying 


A Full Line of Typewriters 


A Whole Print Shop in One! 


HE versatile Hammond Portable does all 
the work of any ordinary typewriter and 
does it quicker and better. Besides this, the 
Hammond accomplishes work beyond the power 
of any other make of machine in the world. 


JUST TURN THE KNOB from one 
to another 

Instantly changeable type (see below) 

AUTOMATIC TYPE ACTION 

No cultivated touch required 

Accommodates any width of paper 

Types index cards, etc., flat—no bending 

Excellent for manifolding and stencil cutting 


Type changed in 5 seconds 


OTHER MODELS 


The Variable Spacer 
The Mathematical 
The Reversible 





MULTIPLEX HAMMOND'S 
Instantly changeable type 


Man tyles, 1 
Many atyiogy neat, pengpeaes 








We have a very attractive proposition to offer to 
dealers in open territory—a proposition which is 
proving highly profitable. It will pay you to 
communicate with us. 


The Folding Portable is a machine for everybody, and 
of profitable interest to the Dealer. 


Hammond Typewriter Corp. 


535 East 69th Street New York City 
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? : confidence and does not help to sell the goods that are there 
to be sold. It is safe to say that there are many clerks in our a 
own industry today right in this same position. 

We have made a good start during the past year to help get 
our industry on a high plane and at a very small cost to each 
individual dealer. 

Different dealers have used different methods in using the 
bulletins. It is the recommendation of this committee that 
where the bulletins are used, that every person in the selling 
end of your organization be given a copy of each and every 
bulletin. Where one or two copies are purchased by the office 
and then passed around from person to person, some one has to 
wait. This is apt to make bad feeling in your sales force. 
Further than that, if each clerk has a copy of the bulletin he 
may retain it and refer to it from time to time. By reading 


Cesco Forms and Binders dis- these bulletins over from time to time the clerk’s memory 


L f may be refreshed. 

‘ Your committee would recommend that each clerk be given a 
played in your Loose ca binder to hold the bulletins. We know of many cases where 
the clerks are asked to take the bulletins to their homes and 


Department provide vou with read them when they have plenty of time and under pleasant 


conditions. 
Pe . D4 > The employer must do his part also. First he must be sold 
a distinctive showing—prac on this educational campaign and must read and be familiar 
‘ 1] 1 th 1 Your wap sae and every bulletin. Start classes in your own store 
es, an ave meetings at stated periods to discuss the subjects as 
tica J se emselv the bulletins are published. During these discussions have dis- 
plays of the merchandise that is under discussion For in- 


customers will appreciate the stance, if discussing loose leaf have some binders on a table 


a" e d where they may be seen by all and if possible have the 

binders taken apart so that every one present may see how 
superior workmans 1p an the locking device works, how the posts are held in or the 
rings attached. Assign one member of your staff to take 


attractiveness of the entire charge of each meeting, that is, when you are discussing loose 


leaf have the person in charge of the loose leaf department 











. take charge of the meeting, etc. 
line. From the small vest In some cities where stationery stores are small, two or more 
k b k t th dealers have combined . ~ a held joint meetings with their 
sales forces to go over the subject. This works out very well 
poc et memo OOKS O € indeed, but we would ae holding these meetings for 
. your own individual sales force if it is large enough to war- 
highest grade Ledger Outfits, rant, as some of your younger employes might hesitate to ask 
4 > . a ge ys ae the a of your anes. The lead- 
Oo ers of these classes should know the subject well and be thor- 
each has some distinguishing oughly familiar with not only the selling or retail end, but 
should be well posted on the manufacturing end also. At- 
feature. tend as many of these meetings as you possibly can yourself, 


as without question you may learn something and it gives the 
others in attendance at the meetings the feeling that you are 
interested and are willing to give your time to learn more 
Pleased customers mean re- about your business the same as you are asking them to do. 
Local association can encourage this work and use the edu- 
cational work for part of their activities during the year. 


peat orders and a good will It appears to your committee that it will be entirely prac- 


tical and advisable if some way could be devised to allow a 
that represents real dollars large number of our clerks and salesmen to become members 
of — ne | Senet Snes. As 7, illustra- 

tion, dues of $5.00 per year ere would be many advantages 

and cents value. A purchaser to this procedure. It would stimulate an interest in the sales- 
° men, it would give an opportunity for them to receive a copy 
of Cesco Binders or Forms of the “Association News” and all other bulletins that are is- 
sued nom time to time. In time many salesmen who are 

° now wor ing for you will become the head of a business such 

means a satisfied customer. as yours is today. If they are thoroughly familiar with the 
workings of the national association and have taken an active 
and an interesting part in the association work while working 
for you, he will know the value of becoming a regular member 


Catalog and Dealers’ dis- and it will be much easier for the national office to go out and 


get his subscription and his check for a year’s dues In this 





‘ way he will not feel that he is a new member when he first 

counts on request; also full joins the association when he starts in business for himself as 

‘ A having been an associate member say for a few years he will 
details of our Special Group have a much keener interest in the association work. 

The educational work done by this committee this year has 

> - only been a start, but during the first year we trust that a 

Buying Plan—a plan that 1S good start has been made. It appears thoroughly advisable 

° th 1 d 1 f paren ig - — should be carried on until the important lines 

~ 1 carried by the average dealer have been covered Neither the 

3aV ng e arger ealers rom national office nor the educational committee can successfully 

25 33 | 3 carry on this work as it should be carried on without the en- 

to oO. tire support of every member whether large or small. It is our 

earnest hope that every dealer will continue the work they 


have started and it is our further hope that the dealers 


throughout the country who have not started this educational 
work in their own store will do so at once. We are sure that 
LEAF copies of each bulletin so far issued can be obtained from the 


national office. 

It takes time and money to prepare these bulletins, which are 
worth every cent of the cost providing they are used as in- 
tended. The cost of preparing and editing the subject matter, 
the cost of printing and mailing makes a large amount and 
this year a greater part of the expense has been paid by the 
manufacturers whose lines have been taken up so far For 
instance, the pencil manufacturers underwrote the major por- 
tion of the expense on the bulletins on pencils, the loose leaf 
manufacturers have done the same. Without question: any 
manufacturer who has contributed to this work will find that 
he has been well repaid for any amount he has expended to- 


Che CE. SHEPPARD co. wards the cost of this work. ‘eee aa 


Now that our association has discontinued the 


Van Alst & 148 St St. Long Island City the recommended retail sheets it seems to your committee that 
ora city this educational service fits in better than ever before and is a 


LOOSE 

















very atractive feature with which to secure new members. 

This committee is of the opinion that if satisfactory allow- 
ance could be made in the annual budget of our association to 
cover the expense of these educational booklets rather than ask- 
ing for subscription to the manufacturers direct that the work 
would be facilitated and much time saved. If this item of 
expense cannot be included in the budget for the coming year, 
it is our opinion that most of the manufacturers will be very 
willing to help bear their part of the expense on this educa- 
tional work. 




















Respectfully submitted 
DONALD D. MACDONALD, Chairman; FRANCIS B. IRWIN, 
F. L. CHAMBERLAIN. 


rn... & 4) 








ld 


Ss 


mB ot ee mY OO ee OD 


~~ 4 


ov 





November, 1922. 


OFFICE APPLIANCES 


199 








l. 


iS 





For The Man Who Knows His Job 


The good Office Manager goes after anything that will 
produce better work and produce it at minimum cost. He 
looks over the whole field and comes to Elliott-Fisher be- 
cause it provides more accounting information, better rec- 
ords, in less time, at a lower cost, and with absolute me- 


chanical accuracy. 


Elliott-Fisher gives a complete 
record (written description as 
well as figures) of each transac- 
tion. Without both no record is 
really complete or understandable. 


It saves the maximum of time and 
labor by making the greatest num- 
ber of records or the greatest 
number of legible copies of one 
record at one writing. 


The invoice, the statement, the 


ledger record, the analysis of sales 
or purchases, or any other related 
combination of records, can be 
made at one operation on the Flat 
Writing Surface, an exclusive 
Elliott-Fisher feature. 


3. It provides the Visual Audit Sheet, 


a carbon reproduction of the 
entries made on all records, which 
gives mechanical proof of the op- 
erator’s accuracy. 


Our representative will gladly examine the overhead 
problem with any Office Manager who is interested in get- 
ting these unquestionable benefits for his firm. 


Elliott-Fisher Company 


342 Madison Ave. 


Elliott-Fishe 


Pecounting and Writing Machines: Flat Writing Surface, 


New York, N. Y. 
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Ten years of success 


and steady growth in 
handling Schwab Safes 


It was ten years ago that a man came to Lafayette from 
a thriving city in the heart of Nebraska.* He came with 
the grim determination to start in business for himself and 
make a success of it. Many have that determination. But 
this man was fortunate. He picked a line of merchandise 
that sells—Schwab Safes. Let him tell the story: 


“About ten years ago the writer visited your factory and 
made arrangements to handle your line of safes and vaults, 


in this territory. 


“Since that time we have handled your line exclusively, 
and we have found that our dealings with your company 
have been of the most satisfactory nature, and that ou: 
business has steadily increased from year to year. 


“At this time we have five salesmen covering our country 
territory and two salesmen covering our city territory. 


“We might further add that at the time of taking on your 
line our finances were very limited; and in the time we 
have been in the safe business we have had a most won 
derful financial return, considering the money we have 
invested in this business.” 


That’s the story, in a few words, of just one of the many 
who have and are profiting by taking the Schwab way to 


successful safe sales. 


You, too, can profit with Schwab. There are still some de 
sirable territories open. And if you are really interested in 
making a better profit, in building a substantial, growing 
business then you will want to write in immediately for the 
Schwab plan. In writing, please specifically mention the 
lines of office equipment you are now carrying; and any 
other information which will contribute to a ready a 
knowledgment of your inquiry. 


Specialty salesmen now engaged in selling check writers 
typewriters, adding machines, etc., may find desirable open 
ings by addressing, in confidence, the Sales Manager. 


* Name and address upon request. 


SCHWAB SAFE COMP 


LAFAYETTE, ( Mim \ INDIANA 


(SCHWAB 
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P® ESENTED at the Atlantic City Convention of the 


Standing Committee Reports 


National Association of Stationers and Manu- 


facturers by the Manufacturers. 


The running story, illustrations and reports of offers 
and special committees appear in the Convention Section, 
which can be located in the table of contents 
































REPORT OF MANUFACTURERS’ COMMITTEE ON CARBON 
PAPER AND INKED RIBBONS. 





Your committee submits the following report: 

Conditions in the ribbon and carbon industry for the past 
twelve months have been somewhat varied and may be di- 
vided into two periods The first half of the year showed a 
falling off in sales compared with 1921 and a stationary con- 
dition, if we take the sales for 1917 as a normal year. Several 
factors contributed to this condition. The general depression 
in this country was the primary cause and extended to this 
industry. The marked falling off in export of ribbons and car- 
bons, due to the financial conditions abroad and the rate of ex- 
change In many cases where the American manufacturer 
was willing to grant credit, there was a scaling down of the 
size of orders. It is estimated that normally 30 per cent of 
the output is exported so that the cessation of foreign orders 
was felt very much Another item which affected the manu- 
facturer, not only for output, but prices, and we believe also 
affected the volume of sales of the retail stationers, was the 
surplus ribbons and carbon disposed of by the government, 
The prices were so low that even the manufacturer could not 
compete against his own goods and many consumers took ad- 
vantage of the extremely low prices offered and stocked for 
months to come. 

The second half of this period has shown an increased 
amount of sales for the manufacturers, both to the stationer 
and the exclusive office supply dealer, while prices have re- 
mained almost stationary with a tendency to rise. The ex- 
port business has also improved very much It has been par- 
ticularly gratifying in the way the retail stationer has ac- 
cepted prices without question and placed orders in larger 
volume The costs of manufacturing have not decreased in 
this industry. Due to the peculiar condition of the labor ques- 
tion there can be no reduction. It takes skilled help to manu- 
facture ribbons and carbons, yet the training and experience 
in a ribbon and carbon factory does not fit a man for any 
other line of business, so that, it is necessary to pay well to 
retain your help 

With the new tariff in effect, the coal strike settled without 
any reduction in wages or advantages to the public, means that 
the two principal items which enter into the manufacture of 
our products, cloth and paper will be increased and already the 
raw paper manufacturers have increased their prices from 10 to 
25 per cent. Colors which also enter into the manufacture of 
our products are showing a marked increase in price, so that 
on replacement cost, the wholesale price of inked ribbons and 
carbon papers will have to be increased, as the present margin 
of profit is so slight that it cannot absorb the increased cost 
of raw material 

It might be well at this time for the national association to 
recommend to the manufacturer the advisability of making one 
price to all retail stationers on their specified brands and not 
have several prices on one grade which today exist Further, 
that the manufacturers endeavor to eliminate some of the va- 
rious numbers of carbon in their line as it is not only confusing 
to the buying public and the stationer, but also leads to endless 
complaints and the unnecessary tieing up of capital for the sta- 
tioner in handling too many numbers. We would recommend 
to the retail stationer that when he makes a change in his 
source of supply of ribbons and carbons that he use the manu- 
facturers’ imprint or where he is using his own imprint that 
he use the manufacturer’s regular number instead of having 
the manufacturer match up the present sheet he is buying It 
has been found that the most satisfactory ribbon and carbon 
trade is where the manufacturer’s brand is being sold The 
question of the use of the manufacturer’s imprint or the sta- 
tioner’s own imprint has always been a matter of argument. 
Forgetting for the moment the selfish side of it that the manu- 
facturer will secure more repeat orders from his imprint, it 
must be remembered that the manufacturer is a converter from 
a raw material to a finished article and naturally he takes an 
honest pride in turning out good goods. Where the goods go 
out under the manufacturer’s imprint he is more anxious, and 
if anything, ultra conservative, in maintaining the quality and 
for this reason we recommend the manufacturer's imprint or 
name on the goods as a guarantee of quality. We might liken 
unmarked goods to the ‘‘man who had neither pride of ancestry 
or hope of posterity.” 

It is recommended that the retail stationer take advantage 
of the manufacturer's offer to help them establish special ribbon 
and carbon departments and to avail themselves of the services 
of the manufacturer’s salesmen to give them sales talks and 
help them distribute the product, particularly to the large users. 

It is regrettable to the manufacturer that the stationer with 
his prominent location and his standing in the business com- 
munity, does not secure a greater share of the ribbon and car- 
bon business. A great deal of this business goes to the irre- 
sponsible office supply dealer, who specializes in ribbons and 
carbons exclusively, yet has none of the advantages of location 
or financial standing that the stationer has. There is sufficient 
business in ribbons and carbons for the stationer to specialize 
in this line, to have a man devote his time exclusively to type- 
writer supplies and its accessories. 

The committee wishes to again emphasize the desire of the 
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For forty-two years the name Karpen has 
represented quality in furniture and for 
much of that time it has appeared ona 
product offered in all American markets 
for sale to the discriminating purchaser. 
To the office furniture dealer, the Karpen 
mark has real value; the user senses that 
it denotes quality. In office chairs par- 
ticularly, length of service depends on the 
joining of parts. Complete matched suites 
for executive offices, designed and made to 
order. 


S. KARPEN & BROS. 
MICHIGAN CITY 
CHICAGO NEW YORK 
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ROBINSON REMINDER ROBINSON READIPAD 


Jot it down— 
Tear it out— 
Live Notes Only 





As Holiday Gifts— 
they sell themselves 


Display them now— 

Let your customers see them and they’re 
sold. The original Robinson perforated 
coupon page with its live notes only feature 
sells them on sight. 


The Robinson Readipad— 


An adaptation of the same coupon prin- 
ciple for desk use. An excellent gift for the 
busy man. Very handsome—in brass and 
art green finish. Either finish $1.50. 


Stock them at once— 

Get your share of this profitable holiday 
business. Your customers know and are 
looking for these two Robinson Products— 
let them know you sell them. Many styles 
and leathers from $1.00 to $7.50. Send for 
price list. 


The *‘Snapfast’’— 

A NEw Robinson Reminder at popular prices 
that sells the minute a customer sees it. 
Coupon pad is held in place by the new in- 
genious “Snapfast” method. Cover is so 
soft and pliable you can’t even feel it in your 
pocket. Packed in attractive counter dis- 
play carton, $5.25 net—™% dozen Reminders 
and 1 dozen extra fillers, each size retails 
$.20, $.25, $.30 and $.35 each. Profit on 
assortment, $4.15. 


Our window and counter displays will 
boost your sales. Tie up with our national 
advertising in the Saturday Evening Post, 
The American Magazine and System. 


If you want a successful holiday season 
with rapid turnover and liberal profits you'll 
stock these fast sellers now. Write at once. 


ROBINSON MANUFACTURING COMPANY 
WESTFIELD, MASS. 


ae PPP PISS] 


Robinson 


ORIGINAL COUPON REMINDER 


sci sags: 
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manufacturer to co-operate and help the retail stationer to 

secure the volume of the ribbon and carbon business which he 

is entitled to. Respectfully submitted, 

ERNEST DALTON, Chairman; CHARLES P. GARVIN, A. H. 
BARKERDING. 





REPORT OF MANUFACTURERS’ COMMITTEE—MISCEL- 
LANEOUS ITEMS. 








In order to reach the greatest number of manufacturers 
classed under the heading of miscellaneous items, your chair- 
man wrote 85 letters to as many manfacturers and with his 
letter a questionnaire which permits of making from the replies 
received the following report: 

1. What is your forecast for business for balance of the year? 

(Answer): 

Steady improvement. Fifteen replies. 

Good. Eleven replies. 

Slightly better than last year. One reply. 

Fair. Four replies. 

2. What is your forecast for business for 1923? 

(Answer): 

Decided improvement. Ten replies. 

Very good. Eight replies. 

Better than 1922. Nine replies 

Slump early in year, much better by summer. Two replies. 

3. Will 1923 labor costs be iower than present costs? 

(Answer): 

No. Twenty replies. 

Yes. Four replies. 

Higher. Five replies. 

4. Will present prices to the trade prevail for balance of the 
year, or will they be lower? 

(Answer): 

Present prices will prevail. Twenty-two replies. 

Possible increase. Twelve replies. 

5. Do you believe still lower prices to the trade will be pos- 
sible in early part of 1923? 

(Answer): 

No. Twenty-four replies. 

Yes. Four replies. 

Price will be higher. Eight replies. 

6. How can we, the manufacturers, make the clerks in the 
retail stores more proficient in selling points of our items? 

(Answer): 

” cree who send traveling demonstrators. Four re- 

ies. 

— conference at regular intervals between manager 
and his salesmen. Seven replies. 

Present educational bulletins and missionary work by manu- 
facturers who will send men to address meetings of dealers and 
their salesmen. Two replies. 

Impress upon clerks the efficiency of modern advertising and 
how it brings customers to stores and value of treating these 
customers as a potential sales outlet for a larger valume of 
goods than a single purchase might indicate. One reply. 

By a direct appeal with good selling points outlined in all 
manufacturers’ advertising. One reply. 

By making it to the advantage of the salesmen to take the 
— to learn more about the various lines he sells. One 
reply. 

Selling talks by manufacturers. Two replies. 

No suggestion, but would be glad to get some idea along these 
lines. Three replies. 

Co-operation in national association present educational cam- 
paign. Three replies. 

Manufacturers’ agents working in the field with retailers’ 
salesmen. Two replies. 

By coming in closer contact with dealers’ association and 
rigid co-operation by the dealer. One reply. 

Systematic training of clerks in retail stores by the manu- 
facturers. One reply. 

Before any real good can be expected a better feeling between 
retailer and manufacturer must be created. If this can be done 
the manufacturer will and is best fitted to do the educational 
work with the retailers’ salesmen. One reply. 

No answers to question. Ten. 

7a. How can we improve the educational work now being 
done by the national association? 

(Answer): 

Get the members of sales force of every stationer member of 
national association, and send educational and entertaining 
publications to this list direct, cost to be borne by the associa- 
tion and included as part of membership fee each year. One 
reply. 

Local associations taking more interest and backing up of 
educational work now being done by the national association, 
individuai merchants to have organized educational classes and 
to have these classes backed up by the merchant himself. One 
reply. 

Educational work of the national association with present 
bulletin will in time win out. One reply 

Have national association offer a prize for best answers to 
your questions 6 and 7a open to all members of the association. 
It would pay everybody big dividends to do this. One reply. 

Closer co-operation with the present educational work of the 
national association. One reply. 

Furnish freely all clerks with manufacturers’ advertising 
material. One reply. 

Closer contact with local associations and the forming of 
educational classes within the association, these classes to be 
in charge of the local dealers, each dealer to have the class for 
one month with questions and examination papers. One reply. 

National association best fitted to devise schemes. One reply. 

No suggestions. Fourteen replies. 

7b. Have you seen the educational sheets that have been 
edited and distributed? 

(Answer): 

Yes. Fifteen replies. 

No. Seven replies. 

First copy only. One reply. 

Yes, and think present education sheets most interesting. 
Five replies. 
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Convincing 
Values ::: 


appear in every feature of Englewood 
Desks. If your customer is interested 
in the appearance of his office, show 
him the line and point out the attrac- 
tive finish, businesslike design, and 
neat cabinet work. If he inquires 
about durability, explain our special 
mortised construction, built-up panels, 
dovetailed drawers and accurate fit- 


ting of moving parts. 


Englewood Desks pass the scrutiny 
of cautious purchasing agents and are 
proving their usefulness and ability to 
“stand up” in scores of corporation of- 
fices. They will give your customers 
satisfactory service. Let us send you 
the catalog of Englewood Desks. 


Englewood Desk Co. 


5816 Lowe Ave. CHICAGO, ILL. 
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Attention Live Dealers— 


Help Speed Up Business! 
Do Your Customers a Good Turn—Show Them 









Li) TBA GE MERE Crane 


The New “RUBBERLESS” Stamp Saves Many U y and Exp 
Delays. “On the Jobin Two Minutes for Two Cents” 











NOW, RIGHT NOW — when you need 
them — when business demands them — 
you can address shipping tags, return en- 
velopes, post cards—print past due notices, 
endorsement forms, your signature—make 
drawings—do anything that can be done 
with old fashioned rubber stamps, at one- 
tenth the cost—NO WAITS—NO EX- 
PENSIVE, NERVE-RACKING DELAYS— 
MULTISTAMP is on the job, any time— 
all the time—doing the actual work in “Two 
minutes for two cents.” Order yours to- 
day—you may need it tomorrow—lIt’s the 
“Spare Tire” in your business. 


Rubber Stamp 
stock—order 


Stationer or 


Ask your 
he hasn’t it in 


maker—if 
direct. 


Price in U. A.—Postpaid, completely 
equipped for. > different — With full 
and simple instructions C. O. : $7: 50 
or check with your order. ... 


The Multistamp ~ SNe 


Dept. A2 Norfolk, Va., U.S.A. 


NEW YORK: Edmund T. Wright, 20 E. 18th Street. 
CANADA: United Typewriter Co., Underwood Bldg., 
Toronto. 

GREAT BRITAIN AND THE CONTINENT by Robert W. 
Wright, 114-116 Southampton Row, High Holborn, 
London, WC1, England. 
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Yes, but believe present educational sheets are too long and 
will not be studied. Nine replies. 

7e. Give suggestions that will aid in how best we can get to 
the store salesman and help in making him a real salesman. 

(Answer): 

Co-operation through and with dealer. One reply. 

Ask the retailers’ group of national association the question 
and assure them the manufacturer will do his part if assured 
of retailer’s co-operation. One reply. 

Local associations te hold meetings for clerks and themselves 
at which time the educational features of items will be given 
and offer prizes for best answers. One reply. 

Prize competition and window displays. One reply. 

Send selling helps and educational literature direct to the 
homes of the clerks, as they are too busy to read them at the 
store. One reply. 

Manufacturers’ sales managers to give talks on selling points 
to retail salesmen in body. Five replies. 

No answers to question. Twelve. 

Your committee has no comment to offer in presenting this 


survey. 
JAS. R. ARMINGTON, Chairman; GEO. B. GRAFF 





REPORT OF MANUFACTURERS’ COMMITTEE ON HARD. 
WARE AND GLASSWARE. 





Our general manager, Mr. Fletcher B. Gibbs, says: 

“It is customary during the year whenever complaints or 
suggestions are received, to refer them to the committee rep- 
resenting the industry to which they apply.”’ 

As your manufacturers’ committee on hardware and glass- 
ware has not received a single complaint during the year, it is 
apparent that a very healthy and peaceful relation exists be- 
tween the dealers and manufacturers in the hardware and 
glassware industries. Consequently, on the basis of actual 
work done, this committee finds it difficult to frame an inter- 
esting and instructive report. 

As far as present business conditions are concerned, all of 
our members are familiar with them. They have been sur- 
veyed and re-surveyed so often that comment is almost super- 
fluous. As to future prospects, the prophets have fallen so 
far from the mark during these abnormal times that it would 
be a rash man, or a very wise one, who would write himself 
down with any degree of definiteness on knowledge of coming 
events. However, it is not amiss to say that during the 
month of September several important obstacles in the path 
of business and industrial revival were removed. The settle- 
ment of the coal strike and the partial settlement and break- 
ing of the rail strike were the prominent developments of im- 
mediate importance. Nevertheless, the passage of the tariff 
bill and the disposition of the bonus bill were perhaps funda- 
mentally more important: in that business, which was ‘‘on 
the fence,’”’ has been relieved of uncertainties and is now in a 
position to deal with a definite situation. As a result, sta- 
tistical and industrial reports are assuming a more optimistic 
tone, and trade barometers indicate that business has received 
a fresh momentum to advance along the path of moderate re- 
covery. 

Reviewing last year’s reports of both our dealers’ and manu- 
facturers’ committee, upon investigation it is found that con- 
tinual progress has been made along the lines as suggested 
in those reports, viz.: 

(a) Manufacturers of hardware and glassware have ma- 
terially improved, and are continuing to improve, the 
method of packing and labeling their products 

(b) Manufacturers of light-weight cash and bond boxes 
are now japanning the boxes before putting on locks 

(c) Manufacturers are mailing to the home address of 
dealers’ sales forces (whenever such addresses are obtain- 
able) literature and selling talks describing the class of 
merchandise, its merit and purpose for which it is to be 
used. 

A word to the dealer: It will pay you, and pay you well, to 
take advantage of every co-operation the manufacturer offers 
you and your sales force. Manufacturers, with rare excep- 
tions, are anxious to do everything reasonable and within their 
power to help their dealers. If one were to analyze the most 
successful dealers, one would find that among the outstanding 
activities lending toward their success are: 

(1) Consistently displaying in windows, on tables and in 
show cases, the respective lines carried in stock (and not 
overlooking to display with the nebee the display matter 
usually furnished so liberally by the manufacturer) 

(2) Judiciously distributing the literature and mailing 
circulars the manufacturer furnishes with the dealer’s im- 
print. Advertising authorities say that next to personal 
solicitation and direct by letter advertising, mailing cir- 
culars furnished by the manufacturers with the dealers’ im- 
prints are the most productive means of advertising—they 
reach a selected list of the dealers’ customers Can you 
then, Mr. Dealer, afford to “let lay under the counter,” or 
use as “kindling.’”’ literature and display matter furnished 
you at much work and expense of the manufacturer, when 
advertising authorities put such a high rating on its ‘‘order 
producing value?” 

(3) Keeping faith with their fellow dealers to retain for 
themselves the legitimate margin which the manufacturer 
suggests as fair on his line 
Regarding prices. From all reports obtainable, your commit- 

tee feels that no further reductions may be looked for; if any- 
thing, an upward tendency exists. During the era of depres- 
sion, which, as is well known, was also an era of “inventory 
reduction,”’ buying in all lines was on the basis of “hand-to- 
mouth.’ Consequently, dealers’ stocks in most lines are un- 
usually low; in many cases absolutely barren. 

The recent coal and railroad strikes have, to a certain ex- 
tent at least, directly curtailed the manufacture of glass, steel, 
aluminum, etc., resulting in some instances in an acute short- 
age. As in the past, so now, such a condition has a tendency 
to advance prices. This is to be deplored and should certainly 
be discouraged. General business is hardly under sufficient 











The 
HUMP 


Makes ifthe 


BEST 


at any price 


Instant lead adjustment, by 
merely pushing in or pulling 
out. No complicated parts, 
no screws, springs, or other 
such intricate mechanism to 
get out of order. Just a 
simple durable pencil that 
everyone wants and uses. 


The silent salesman pictured here 
is only one of the big helps lent to 
those who handle the Dow Pencil. 
Every dealer is furnished with sufh- 
cient advertising material—display 
easels, window displays, etc. The 
Dow Window Display has the punch 
and sales pep. Commands atten- 
tion and draws customers into your 
store. Don’t wait. Do it today. 







COLORS 


One of the few magazine checking 
pencils that will carry extra crayons. 
Carries 3 crayons in its magazine; one 
in the pencil. Practical, durable, 
convenient and economical. Pencil 
users in general are able to reduce 
their pencil expense about 40% with 
the use of the Dow Checking Pencil. 


Think what this means to the dealer, to be 
able to supply his trade with a product that 
makes friends. Everyone of your customers 
have, no doubt, whittled away half a pencil, 
trying to get a crayon that would stand for 
writing. Hence the reason for the demand 
of the Dow Checking Pencil. Incidentally, 
the reason why they are quick sellers. A 
baked-ename! finish in a color corresponding 
with the color of the crayon. The biggest 
value 50c ever bought. That's the way your trade 
will feel about the Dow Pencil. Not only do you 
profit by the original sale, but the repeat order for 
crayons itself is a volume of business you cannot afford 
to overlook. Within every business organization in 
your city there exists a demand for a magazine i 
pencil. Meet this demand. This you may do with the 
Dow Checking Pencil. 





Whte for Introductory Offer 
























Simplicity 
Durability 


Convenience 


Rapid 


Turnover 


Repeat Orders 





— 


Increase your volume of business with the most practical writing instrument on the market. 
Simple, durable, convenient—with no repairs or adjustments to take care of. With this line of 
pencils, you are able to give the utmost service and satisfaction. The biggest value on the market 
today. Every user of the Dow Pencil is an enthusiastic booster. A magazine pencil with an especially 
prepared, baked-enamel finish. Made of the very best material, and the fastest seller on the market. 


The Dow Pencil—aA practical writing instrument that combines 
T! quality and economy. A favorite with stenographers and business men in 
C) | N TS general. A pencil operating on the friction principle which eliminates all 
mechanical troubles. Nothing to get out of order, and the leads can’t clog. 
TH AT It’s the ideal pencil for your trade. It is used by everyone from the student 
d to the president of a bank. Comes equipped with 6 leads, its magazine 

: will hold 24, and in the tip, a real eraser that doesn’t harden. 
PAY 
( 





Dow Junior Pencil— 


A pencil for the ladies. The 
pencil they have always wanted. 
A neat, compact little writing in- 
strument with instant lead adjust- 
ment, in or out. Lead may be 
pulled in, protecting it as well as 
other things in a lady’s purse or 


Trade 
Builders 








vanity case. It is a favorite with 
Money them. Comes equipped with 6 

leads, its magazine will carry 12. 
Makers Made in 3 colors. 








L- 


Dow Indelible Pencil— Every business man has wished for an indelible pencil that he might 
carry without coloring his pocket. The Dow Indelible Pencil has answered this requirement. 
After using, the point may be pushed in, thus protecting it and the pocket. No trips to the wash- 
room after sharpening, as is the case with the wood-protected pencil, with indelible that colored with 
the slightest bit of perspiration. A durable, indelible pencil that your trade will appreciate. Comes 
equipped with 12 leads; its magazine will carry 24. 


WRITE FOR INTRODUCTORY OFFER 
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NATIONAL BUSIN ESS SHOW 
America’s Efficiency Exposition 


1923 


20th Anniversary 


National Business Shows for 
1923 are scheduled as follows: 


ST. LOUIS, week of January 22 
BOSTON, week of April 2 
CHICAGO, week of September 17 
NEW YORK, week of December 3 


Makers and distributors of anything 
which increases efficiency or contributes 
to the health, comfort and convenience 
in a business office are invited to arrange 
now for exhibit space in these shows. 


ANNUAL BUSINESS SHOW COMPANY 


FRANK E. TUPPER, President 


50 CHURCH STREET NEW YORK 
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ENUS 
THIN 


LEADS N° 38 


/r VENUS EVERPOINTED \ 
and other Metal Pencils 


HE same lead that has set the 

standard for quality in the famous 
VENUS Drawing Pencils—the largest 
selling quality pencils in the world. 


To please your customer always 
suggest VENUS Thin Leads—their 
superb smoothness and durability will 
bring him back for more again and 





again. 
VENUS Thin Leads are packed in 
green VENUS watermark tubes, as 
| illustrated. 


15c per tube of 12 leads 
2 tubes for 25c 


Order now for the busy FALL and 
HOLIDAY season. 


Let us send you a copy of our new 16- 
page booklet illustrating the VENUS 
EVERPOINTED line, from $1.00 to $50.00. 
VENUS EVERPOINTED Mechanical Pen- 
cil is the first Mechanical Pencil with over 
half a century’s experience in successfu: 
pencil making behind it. 





American Lead Pencil Co. 


220 Fifth Ave., New York 
and London, Eng. 


- 


















7 Degrees 


2B soft and black H medium hard 
B soft 2H hard 

F firm 4H extra hard 
HB medium—for general use 










swing to stand advances in prices. To the manufacturer who 
raises his prices it may mean a temporary increase in sales 
volume, but the danger is that eventually it may mean a re- 
currence of the slump, even though not so pronounced as be- 
fore. Therefore, we feel that wherever possible manufacturers 
should absorb any temporary increase in costs brought about 
by conditions such as mentioned, especially if indications are 
that they will be eliminated. Retail buyers, however, should 
be far-sighted and carefully anulyze the situation as pertains 
to their respective lines; thus, wherever possible, anticipating 
their requirements, especially now for the Christmas business, 
rather than waiting, and later, when the increased demand 
comes, flooding the manufacturer beyond his normal capacity 
—everyone Knows the result of this—dealer and manufacturer, 
let us co-operate to avoid it. 
Respectfully submitted, 

GUSTAV J. SENGBUSCH, Chairman; FRANK A. WEEKS, 

CHARLES F. KIMPTON. 





REPORT OF MANUFACTURERS’ COMMITTEE ON LOOSE 
LEAF DEVICES. 





The manufacturers’ loose leaf committee has held two meet- 
ings during the past year. 

We prepared and sent out a questionnaire to some fifty 
representative dealers, embodying a number of questions on 
which we were anxious to have an expression of opinion con- 
cerning several matters pertaining to trade policy About 
forty per cent of the dealers replied. 

From these replies it is evident that the majority favor the 
establishment of a place service bureau by the national asso- 
ciation, twelve having answered affirmatively, and seven were 
opposed. 

One of the difficulties that loose leaf manufacturers have en- 
countered during the past year or two has been frequent de- 
mands by dealers for the exchange of stock goods of obsolete 
pattern or design. A large majority of the dealers expressed 
themselves as opposed to such exchange. 

We have received a communication from the chairman of 
the dealers’ committee on loose leaf, suggesting a reduction 
in the sizes and styles of devices to the lowest possible mini- 
mum. We have presented this recommendation to the manu- 
facturers, and your committee is glad to report that there is a 
well defined movement under way by manufacturers to make 
a sincere effort toward real standardization in size and styles, 
and we confidently anticipate that the next year will witness 
substantial improvement in this direction. 

The suggestion has been made that inasmuch as there is 
confusion on the part of many dealers in the use of the word 
‘“perforated’’ when referring to propér ‘‘punching’’ of sheets, 
that manufacturers call attention specifically to this confusion 
in words, by proper explanations in their catalogs. It has 
also been suggested that loose leaf manufacturers supply more 
substantial boxes and containers for their merchandise, in 
order to insure its reaching the dealer in proper condition. 
We recommend these suggestions to the consideration of all 
such manufacturers. 

Respectfully submitted, 
FRANK L. SEVERANCE, Chairman; J. M. TOWNE, H. E 
HAWKINS. 








REPORT OF MANUFACTURERS’ COMMITTEE ON NUM- 
BERING MACHINES AND RUBBER STAMP GOODS. 








A careful analysis of the sales of numbering machines and 
rubber stamps for the year 1921 as compared with the year 
1920, shows approximately 80 per cent less sales during the 
former period than during the 1920, which was the banner year 
as you all know. 

Having these figures in mind and also having in mind the 
fact that wages have not been reduced in our lines, neither 
has rent been reduced, and those that own their properties ap- 
preciate the fact that the valuations have been increased and 
in many instances the rate of taxes has also been increased 
as well as the selling cost of these lines, 

Therefore, it is readily seen that the present resale prices 
reflect underlying conditions and in many instances increases 
would be justified. 

The successful manufacturer of today has in mind the wel- 
fare of his help, as he is awake to the fact that the success of 
his business largely depends upon having satisfied employes. 

Having this in mind and in view of the excessive rents which 
are in evidence everywhere, he does not feel justified in re- 
ducing the wage of the producers. 

We would suggest that this association, having these facts 
well established in their mind, carefully devote some time and 
thought to the actual cost of doing business on the respective 
articles that they handle as to the per cent of net profit de- 
rived therefrom. 

Speaking for this committee, we firmly believe that the 
product that we represent is not only essential to the success 
and development of the various lines in which these articles 
are used, but are of such a recognized standard quality that 
the stationer can and should secure a legitimate profit in the 
handling of same. 

I have talked with stationers that have had a little different 
view in this matter than I have. Some of them have held that 
owing to the wide publicity that the manufacturers of these 
lines have given their goods in the various periodicals, it is 
less trouble to sell our kindred lines than some others. 

They also hold that the space occupied for the goods is small 
and in most instances there is very little show case or window 
display given. 

Therefore, they have held that if they cut the prices they 
were justified in doing so. We believe this practice is an 
ignorant one. 

It has been brought to our attention, in some cities, from 
very reliable sources, that some stationers have been cutting 
the prices in our lines. Some have done this, stating that our 
line was a recognized leader and they felt that so doing would 
bring them business in other lines. that were not so well es- 
tablished 
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ECONOMY and UTILITY 


are most happily combined in the making of the 


FAULTLESS LINE of 


“SEMI-METAL” HINGE BINDERS 


ECONOM Y—vecause the construction of this semi-metal hinge 
is so simple we can put it out at practically the same price as 
the oid style canvas hinge. 


UTILIT Y—for the very evident reason that a binder with this 


sort of hinge will stand long, hard service, while the canvas 
hinged device gets ‘‘flabby”’ and the canvas pulls loose from the metal because 
of the direct leverage of the covers 
when opening them. This hinge may 
be had on all sectional post binders. 


The PROGRESS 


end lock sectional post binder is an example 
of the familiar key lock device now so gener- 
ally used in the ““SEMI’’ style. 





Your wants are sup- 
plied by the 


PERCENTRIC 


top lock sectional 
post binder, ‘“SEMI’’ 
style. Quarter-turn 
of the attached 
thumb-nut locks it. 


If a detached 
key is objec- 
tionable— 





And we would not discriminate against 
FAULTLESS FLEXIPOST BINDERS— 
we furnish the 


PRACTIBILT 


flexipost binder in the SEMI-METAL 
HINGE style, combining all the desirable 
features of DURABILITY, CAPACITY, 
EXPANSION, COMPRESSION, LIGHT 
WEIGHT and SPACE ECONOMY. 





What More Can Your Customer Ask for His Money? 


STATIONERS LOOSE LEAF CO. 


174 Wooster Street MILWAUKEE 23 North Franklin Street 
NEW YORK WIS CHICAGO 








Sees. 
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—makes its market where 
supreme quality is demanded 


The STEELCASE Line, built to the highest manufac- 
turing ideal, is a consistent good will and profit builder 
for dealers. 

In the Steelcase Upright Filing Cabinets there are 
grades from the finest possible to manufacture to those 
competing with the lowest priced cabinets on the mar- 
ket. All are distinctively STEELCASE. 

All Steelcase drawers are fitted with full progressive 
roller suspension; noiseless and smooth running. Net 
filing capacity over 100 inches. Everlasting steel con- 
struction throughout. Cabinets furnished in four 
beautiful finishes: Mahogany, American Walnut, 
Quartered Oak and Olive Green. 





he A Complete 
a Sectional Line 


You can secure Steelcase Filing 


Filing Cabinets Equipment in both vertical and hor- 
— izontal sectional units—a complete 
Counter-Height line. Units for every business 
Safes requirément can be furnished im- 
mediately from stock. Users can 

“B" Label Model 


start with a small combination and 


Cc jal Model : : . . 
re let their equipment grow with their 


Steel Desks office needs. This means satisfac- 
AN Steer ond tory, profitable repeat business— 
Patterns plenty of it. Learn more about 
Victor the unusual STEELCASE line— 
its breadth of adaptability — its 
—The Only Metal ; 
Waste Basket With beauty— its profit to you. 
aang.“ Cushion 
orners P M 
in Write for illustrated 
aces” literature and full 




















dealer information. 














METAL OFFICE FURNITURE Lo. 


Grand Rapids, Michigan 


Manufacturers of’ 


STEELCASE . 
—found where ||Zusmess Equipment) hysiness succeeds 
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We feel our position is well founded when we state that the 
successful business man has never made his money by cutting 
prices. 

Cutting prices creates a feeling among your competitors that 
is hard to bridge over. It often times creates a feeling among 
the retail trade that the manufacturer is playing a favorite 
with some particular stationer in the city in whieh the price 
cutting is resorted to 

In the past, this feeling was so pronounced that many of the 
manufacturers that we here represent, would scarcely acknowl- 
edge one another when they met on the street. 

1 am happy to state that this feeling has largely been over- 
come They realize that many of the stories that were told 
about what was being done were not true and today there is a 
better fellowship among the manufacturers than has ever ex- 
isted before. 

By that I mean, there is the feeling of trust and not distrust 
and when we hear that a certain manufacturer is doing some- 
thing that is not what we regard as good and fair dealing, we 
investigate before making up our minds on the subject. 

Just one word in reference to your dealing with your cus- 
tomers in connection with their special requirements. Many 
of you have given considerable time in attempting to work out 
a proposition for one of your customers requiring something in 
the special line that either the customer was unable to explain 
intelligently to you or you did not grasp his meaning. It was 
not what he desired, and in the end has been costly and often 
brought about unpleasantness. 

We would suggest as a remedy for this evil, that your 
customer submit to you in writing or a drawing. his require- 
ments and you in turn submit it to the house that you have 
been doing business with. In this way, you will get the benefit 
of their years of experience, their trained men in this line and 
should there be any mistake, it will be a matter that can 
readily be chargeable to the manufacturer and relieve you of 
the unpleasantness that usually follows such transaction. 

It is not that we are seeking to add more troubles to our 
list, but are suggesting this purely through a co-operative 
spirit 

Another matter as a trade builder, we feel it is a decided 
advantage to the stationer to send out circulars that are sup- 
plied by the manufacturers in their mail that leaves their 
places of business daily. Speaking from my own personal 
knowledge, I know that thousands of numbering machines have 
been sold in this way. The other members of this committee 
give like testimony. 

In closing, permit me to again say that co-operation with 
your competitor and with the manufacturer who makes your 
product and a refusal to conduct your business except on a 
margin of fair profit, will result in your being a more useful 
merchant and will promote that satisfaction that should exist 
among the greatest business men of the greatest country of 
the world. 

Respectfully submitted, 
MANUFACTURERS’ COMMITTEE ON NUMBERING MA- 
CHINES AND RUBBER STAMP GOODS, G. 8S. Hice. 





REPORT OF MANUFACTURERS’ COMMITTEE ON OFFICE 
CHAIRS. 





The manufacturers of office chairs reaffirm their belief that 
the interests of the producer and distributor of commercial 
furniture are greatly benefited through joint conferences such 
as have been held in the past by committees and which have 
afforded an opportunity for each phase of the industry to pre- 
sent its problems to the other and in that way achieve closer 
co-operation than would otherwise be possible. 

In line with the suggestions of the Dealers’ Committee of 
former conferences I direct your attention to recent issues of 
new cutalogs by office chair manufacturers wherein the dimen- 
sions are specified on each illustration. 

Committees of traffic men representing the manufacturers of 
chairs have for some months been working out a schedule of 
revised specifications of wrapping and packing, which in the 
near future will be presented for inclusion in the consolidated 
freight classification, and petition has been filed with the Con- 
solidated Freight Classification Committee for changes covering 
office chairs where shipped ‘“crated,’’ seeking a reduction of 
freight classification from the wrapped rating under which rat- 
ing all crated shipments move at the present time. In other 
words, a twenty-five per cent reduction in the rate would be 
the benefit which the dealers would secure under this new 
adjustment, and as that is the tendency on the part of the 
classification authorities, we have every reason to believe that 
the application will be allowed. 

The two years just passed have been very unsatisfactory for 
the manufacturer of office chairs. Starting with a heavy loss 
in inventory the manufacturer has passed through a period of 
deflation which has not stimulated buying to a point where the 
factory could operate economically by offsetting the steady in- 
crease in overhead. Some attempt was made to manufacture 
articles other than office chairs, but that was found to be un- 
profitable, so it has not been until very recently that the de- 
mand for office chairs has been sufficiently general in charac- 
ter to indicate the improved distribution experienced by the 
dealer. It is a fact that the manufacturers of chairs, having 
reduced expenses to the minimum, have still found themselves 
without profit in the conduct of their business and have suf- 
fered actual losses. Now that business is showing improve- 
ment in the demand for office chairs the manufacturer is facing 
a shortage of labor, both common and skilled in character, and 
is meeting with higher costs in practically every line of mate- 
rial entering into his product. It should not be foreign to the 
interests of this meeting that the manufacturer of chairs has 
borne the weight of the losses sustained in the past two years 
and is determined to operate on a profitable basis. To do so 
the caliber of the product must be kept up to the highest level 
of workmanship, progressive methods of merchandising must be 
injected into each line and every distributor made to feel that 
the interests of the office chair manufacturers are dependent 
upon the good-will of the dealers who offer the products of the 
factory to the public. 
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Territory 


THE NEXT §S 





Hundreds of Vul-Cot ocee 


1 Be Sold Right in the 
Which YOU Cover 


Show them—tell these ready-to-buy- 
customers that you carry the line—tie- 
up with Vul-Cot National PPro a 


ATURDAY EVENING POST 


PAGE APPEARS IN NOVEMBER 4th ISSUE. 


Some Vul-Cot 
Dealer Helps 


You know, the more persons 
you tell that you carry a 
thing, and the more consist- 
ently you tell them, the bet- 
ter is your chance for mov- 
ing it off your shelves and 
making a profit on it. 


Now show your customers 
that you carry this new Vul- 
Cot line of home receptacles 
by putting a display in your 
windows—not just for a 
week but as a regular fea- 
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RECEPTACLES 

















Return Order 
Post Card 








ture. You'll find it decidedly 
to your benefit to have these 
zood-looking Vul-Cot Baskets 
always where _ everybody 
passing your store will see 
them. We'll gladly give you 
hangers, basket cards and 
streamers which help to make 
an effective window display. 
Then there are booklets for 
your customers. 





Also advertise your store. 
We have made up a broad- 
side of newspaper advertise- 
ments for your use. Cuts are 
furnished free. This broad- 
side is being sent out now. 
If you do not receive a copy 
within the next few days, let 
us know and we'll send one 
out at once. 


American Vulcanized Fibre Co. 


525 Equitable Building 
WILMINGTON DELAWARE 
Canadian Distributors: 


A. R. MacDougall Co., 
468 King St. W., Toronto, Canada 


VULECOT 
RECEPTACLES 


Guaranteed ® jor. Years 
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va It is the purpose of the manufacturer of office chairs to have 
j a broader vision of the markets absorbing his output than has 
z| been’ the case in the past. It is to his credit that he has a 
5] keener appreciation of what his invested capital should earn 
H| because of the hazards attending the transformation of the 
#} material he buys into the finished product which the dealer 
H} receives and conveys, as received, to the public. 
3] A review of the earnings of chair manufacturers does not 
zi find any one of them conspicuous because of the amount of 
3 income tax paid to the government in the past two years, and 
Fi] if that is to be taken as a mark of merit it will be many years 
=| before chair manufacturers turn over their invested capital a 
e| sufficient number of times to be conspicuous because of the 
3} earnings made on that invested capital. When you consider 
| that the average earning on the invested capital of the chair 
3 plants in 1920, which was the greatest year in the history of 
| the business, was slightly in excess of fifteen per cent, and that 
Bi for the year following—namely, 1921, the loss on the same in 
=} vested capital was two and one-half per cent, you will appre 
BI ciate that the average earnings for the two years was about 
3] what the same amount of invested capital would have earned 
Our line of desk blotter pads is plote— 8} if put Re at erent rates. | To have gone through that ex 
three sizes—sixty ine en : perience has tried the nerve and will power of the fac tory ex- 
5 ecutives to no small degree. Consider that the working force in 
Hi a chair factory, especially where they are making office chairs, 
: cannot be substituted by merely taking off the streets men who 
| : are not employed but that the majority of workers must be 
3 : skilled, competent to inspect lumber so that the parts to be 
{34 : used shall be free from defects, to put those parts together in 
i3) : such manner that the chair structure will be substantial, to fin- 
3 FE ish the completed chair in any one of the special shades speci- 
: fied, and finally to produce a piece which, when it is received 
\ by the ultimate consumer, will stand the usage to which no 
: other article of commercial furniture is subjected. The pity of 
3} ‘ it is that very few dealers who buy and sell office chairs have 
: ever been in a factory and seen those chairs manufactured If 
3 more dealers had such an education they would realize the 
iB great amount of lumber which must be handled in order to se 
i3| cure parts that are clear of defects, they would further realize 
| e e . . that the points of contact by which the parts can be put to- 
H You will find many items in the gether are more limited or restricted than any other type of 
E H ff li h A furniture, and added to that the office chair receives the great- 
l= est amount of wear and tear and actual use and therefore 
: olfman line t al you Carry in stock should Fagen — greatest amount of value in the eyes of 
: ne the buying public and be worthy of the value which is asked for 
3 regularly. Let us fill your require- that same office chair both by the manufacturer and by the 
: . ° * dealer. 
ments In these goods---you will find There is a world of romance in the background from which 
3 : ° emerges these finished products which you dealers handle with 
F good quality, neat workmanship, and a vision only as to the article in the condition in which it is 
: ° . ° received. 
: rices as low as are possible with This committee representing the manufacturers of office 
H chairs bespeaks that you carry to your salesmen this message 
? onest value. in your own words, that in offering office chairs to the public 
F that the salesmen inform a regarding the values in 
= ee ° ° the chair and not be governed solely by the price tag and its 
fF In addition to the items illustrated, our | numerals. 
3 From now on we plan to point with pride to our members 
E catalog shows letter and legal blank cab- Fi who make a profit year in and year out on their invested capi- 
: > ° : tal. in excess of ten per cent. Thus factories will have execu- 
F inets, agate paper index boxes, transfer and 3 tives who have due jomeed to their own value in creating use- 
3 ° ° ;: ful articles of commercial value, which, being examples of rea} 
storage cases, and string binders for maga- : craftsmanship, deserve to make for their manufacturers ana 
3 , : dealers a positive and not a piker profit 
5 6 «Zanes, reports, etc. Let us send you a copy. A. PD. PETTIBONE, J. L. ISAACS, RAYMOND TUTTLE 
: H| WM. B. BAKER, Secretary. 
: _ HOFFMAN fi REPORT OF MANUFACTURERS’ COMMITTEE ON 
H ESTABLISHED H EDUCATION OF SALESMEN. 
3 1888 A 
| 45 Lafayette St. New York, N.Y. § igs 
3 | At the annual convention of 1921 there was manifest a very 
F 3 marked interest in the subject of informing the retail clerk in 
FH 3 general knowledge concerning the goods he sells. This was ap 
: | parently evidenced by both retailers and manufacturers, since 
3 5 all felt that the clerk becomes the contact point between the 
H H consumer and the entire organization of manufacturers and 
: . : distributors. In other words, the retail clerk is the neck of 
i ben cloth-covered in- the bottle. 
H ee cabinet 18 &@ popu- | It was felt that this information should be put out by the 
: lar item for desk use : association so that no particular manufacturer’s lines should 
E — light, convenient, H be favored, and that the manufacturer, following this, might 
= 7 . : : well build upon this knowledge and give specific information 
: strong; cabinet 1s Fi as to his fae. goods. The convention voted to adopt this work 
- made of 3 ply tarboard = as part of the regular program of the association under the 
: with re-inforced cor- H| direction of its general officers, and epennes a special commit 
3 ° . S tee both of manufacturers and of dealers to take this work in 
2 ee pe & : hand. No provision was made for financing it 
F eg gy tovene : The committees met jointly, together with Mr. Gibbs and 
: One to six drawers, [§ president Pierson, soon after the convention. Vice-President 
: 3x5, 4x6 and 5x8" sizes. Fi Faber also attended one or two meetings. It was decided to 
: : get the work under way as soon as possible. The only method 
lg : of financing available was for the manufacturers in each group 
3 H to underwrite the issuing of the bulletins concerning thei! 
: 3 lines. The plan followed was that each member, whether manu- 
F Hi facturer or retailer, received one free copy and was urged to 
is : buy additional copies so that all of the clerks should be fur- 
i] ; nished with bulletins. The retailers were urged both through 
> = letters and articles in the Association News, to organize classes 
H | of their clerks. go over the material in the bulletins with them 
3} B to see that they had digested the material and were able to 
ie EB apply it, and to hold the clerks actually responsible for a 
}31 F knowledge of this material. They were urged to make the 
iz H clerks feel that their advancement depended upon their making 
3 : use of these bulletins. Some of the locals took an active in- 
i i terest in this. 
F i Preparation of the Material. 
Fi vee koid, Span : The material for the bulletins was prepared in each case 
: Flexible Moties pate: "tne nt da ish, Russia, : by the manufacturers’ committee from the group represented 
FE : It was then submitted to the association headquarters, where 
| 3 Mr. Charles L. Estey, who was especially retained for the work, = 
} \rssrrrrrviosrvvvvvvvvvvsvivevesvevvasrissvvsstisevessnvieereetretmerenesvtmrnvareeerrmmnererrrrmmierreeeimnneeeerTTieee TE eee edited it under the supervision of the general manager. It 
———— was then resubmitted to the manufacturers’ committee to 
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than new” 


after nine years service 


One of the hundreds of true stories that 
prove Corona’s amazing durability. 


Facts about 
Corona 


Corona weighs less 
than 7 pounds, folds 
compactly, and fits 
into a neat traveling 
case. It has all mod- 
ern improvements, 
such as visible writ- 
ing, universal key- 
board, two - color 
ribbon, back spacer, 
margin release, etc. 


ae 


BOUGHT one of your 

Coronas in the Pittsburgh 
Exposition in 1913,” writes Mr. 
William N. Robson, of 1018 
Forbes Street, Pittsburgh, Pa. 

“Since then a little spring 
broke which the dealer charged 
me a quarter to repair. That is 
the only thing which has been 
done to the machine and it is bet- 
ter now than it was when it 
was new. 

“During this time I have used 
it under all kinds of conditions. 
I have written on it in railroad 
stations, even in the freight-car 
caboose in a couple of cases 
when I could not find a passenger 


train. | have written all kinds of 
material, including material for 
publication. My children have 
grown up with it and it was a 
factor in their education.” 

Mr. Robson’s experience is not 
unusual. During Corona’s six- 
teen years’ service as the original 
portable, hundreds of such un- 
solicited testimonials have come 
to our files. 

In fact, Corona’s amazing per- 
formance under the most trying 
conditions stamps it as the stur- 
diest of all typewriters, regard- 
less of their size or price. It is 
the only light machine of proven 
durability. 


, 


CoronA 


The Personal Writing Machine 


REG. U.S. PAT. OFF. 


Built by CORONA TYPEWRITER COMPANY, Inc. 


116 MAIN STREET 


Groton, N. Y. 
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POSTING DOESK:: 


DO YOU SELL TO BANKS:? 


Every Bank With a Mechanical Posting System 
Is a Prospect For This Desk. 














SAVES SPACE 

SAVES TIME 

GREATER EFFICIENCY 
BETTER APPEARANCE 
HIGHER OFFICE MORALE 


These are only a few of the many feat- 
ures where “Becker” Posting Desks are 
used in the bookkeeping department. 





Above is shown the desk used for 
sorting checks, deposit tickets, etc. 
At the right shows the SAME desk 
with top TILTED back and operator 
posting. 





Testimonials of Satisfactory Installations 
Furnished on Request. 


Write For Particulars. 





Liberal Concessions To Dealers. 


JOHN C. BECKER CO. 


376 Broadway Milwaukee, Wis. 
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make sure of its accuracy, and thereafter issued. The inten- 
tion was to cover the elemental facts relating to the origin, 
history, production, distribution and classification of the basic 
lines handled by the stationer. 

Up to the first of September, 1922, two bulletins have been 
issued on the subject of pencils, three on the subject of paper, 
and one on loose-leaf. The joint committees have held several 
meetings and have been in constant touch with each other and 
with the central office in the direction of the work. 

Another very important phase of the plans of the committee 
is the preparation through the central office of the association 
of lists of available speakers from the different manufacturing 
concerns, who may be secured by the locals for addresses in 
their tields. A large number of such addresses, many illus- 
trated by moving pictures or lantern slides, have been given 
and found most helpful. For the coming year the locals may 
and should get from the national headquarters suggestions 
and advice as to available speakers and the value of these in 
the work of the local associations. We, your committee, con- 
sider this speakers bureau very important to retailers and 
manufacturers alike, and we urge the co-operation of the man- 
ufacturers in furnishing competent and interesting speak- 
ers, and of the retailers in making use of these speakers and 
in bringing out to the local meetings a full attendance of their 
sales force to gain the knowledge thus offered. 


Reception Given the Bulletin. 


Obviously, while the plan followed in the distribution of the 
bulletins was the only one available, the expense and the 
work was left to the manufacturer while the opportunity to 
use or to waste the bulletins was solely that of the dealer 
No matter how good the plan might be in theory, unless the 
dealer is actually making use of the information and him- 
self assuming the obligation to see that his clerks do the same, 
the expenditure is a waste. The members of your committee, 
in order to check up on this, have both consulted and written 
to a large number of dealers in an effort to ascertain the real 
returns coming from the bulletins. While some of the replies 
have indicated real returns, for the most part they have been 
very discouraging. For instance, one man writes: ‘‘Personally 
I think they are a good help. I read them and take a 
good deal of interest in them. Then I pass them along to the 
clerks. They look at the pictures—and then you know the 
rest.”’ Another: “The educational bulletins which we are 
receiving are used and well read by all of the clerks, and we 
keep them on file in a binder where anyone may at any time 
zo look them over for information.”’ Another: “Personally 
I have read these bulletins, but can remember very little that 
was in them. The general idea I, of course, had previously. 
I think the same is true of the clerks.”” One states: “We are 
using the bulletins as text books for store meetings and get 
considerable information from them. We are taking great 
care of ours so that in the future, whenever new salesmer 
or clerks come with us, we will have something that they can 
get considerable knowledge of the rudiments of the stationery 
industry.” This last suggests a very important feature, since 
we all know the difficulty we have in putting our new men in 
contact with the information they should acquire. Another re- 


tailer writes: ‘I must say that I have been very much dis- 
appointed in the bulletins myself and in the effect they have 
had on my staff.’’” Another: “The writer has not read them 
through thoroughly as yet, but expects to at the very first 
opportunity. None of our organization has read them.” An- 


other states that he fails to see where they are of any par- 
ticular value to him in his small business. The following 
quotations your committee fears are too near the truth: ““‘We 
believe the bulletins are a good thing, but we doubt if they 
are used enough by our clerks to be of much help.” “The ques- 
tion as to whether or not they should be continued would de- 
pend upon the manner in which the work is supported by the 
subscriptions of the members of the association for additional 
copies to make the undertaking one of reasonable cost. There 
should be a sufficient volume of extra copies so that the cost 
to the association would be nominal and show a good profit 
on the larger charges made for extra bulletins.”’ 

In fact, the last is exactly what the committee hoped would 
happen; namely, that the extra copies ordered by the retailers 
to supply their clerks would be sufficient to carry a large part 
of the expense and would indicate that the retailers had a 
genuinely active interest in the work and were making use of 
the bulletins. The following figures, however, dispel our hope: 

Bulletins sent to member gratis 


CO DE. © o.6b6 6a dc ash cb nencexcaes 1316 
Bulletins sold on extra orders 
CHROMERIF GUGTIGGR © occ kctieccscesiovcoetescisss 357 
From these figures, and from the representative excerpts 


given above, it is all too evident that the retailer who to date 
has been making no expenditure in this campaign, is not hold- 


ing his clerks responsible for the information offered them 
and is not willing to make a small investment on his own 
part which would furnish a copy of each of the bulletins to 
each clerk and would take the burden of the cost from the 
manufacturers or from the association. Bulletins are now 
being mailed to 114 subscribers taking, in toto, 372 bulletins. 
Either this information is not being presented as it should 


be or nor being used as it should be, or both. We believe the 
fault lies chiefly that the dealers are not using the bulletins 
and that, therefore, a large part of the money expended has 
so far not given returns. 

A somewhat outside though very closely related feature is 
brought up by one of the letters sent in, which states, among 


other things—‘‘would advise to hold the lead pencil people to 
the styles which they are making now They are increasing 
these every day and the writer thinks there is absolutely no 


need of this, as practically all pencils are the same lead with 
a different piece of wood on.” 

This clearly brings out the point that if we manufacturers 
hope to have the retailers informed as to our goods we must 
eliminate the confusion brought in by the needless multiplicity 
of meaningless types and brands and put our lines on a 
genuinely standardized and simplified basis. We urge, there- 
fore, that each manufacturer continue the study and simpli- 
fication of his line and that the association as a whole lend its 
active support to the various organized movements for stand- 
ardization now being carried on. 
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Diamond 
Square 
Baskets 


meet all requirements. They 
are well-constructed and at- 
tractive in appearance; fire 
proof and indestructible. In 
several sizes and finishes. 
With or without feet. 





Square 
Diamonds 


Dealershavefound 
“ it a square deal all 
The around to push the 


. Diamond Line of 
Diamond Office Specialties. 
Line: Consumersarepleased 
Stecl Waste because of super-qual- 
Baskets, ity, dealers are pleased 
Hampers, because of super- 


Letter Trays, 
Strong Boxes, 


profit. We will be 
pleased to send you 





Security ae 
Boxes, descriptive folde: sand 
4 Costumers, price list. 
\, Etec. 
v 


Penn Art Steel Works 


Erie, Pa. ww York and Chics U.S. ms 
WESTERN REPRESENTATIVE: 


New York and Chicago 
Mies E. N. Davis, 219 S. Dearborn St., Chicago 
PHILADELPHIA REPRESENTATIVE: 
Paul M. Adams, Box 5112 
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Those customers 
who do not find 
you able to fill 
their needs form 
the foundation of 
another business. 


If you are losing trade because your stock is 
incomplete, let us offer you the means to greater 
sales without increased investment. 

We can always supply you because we keep 
stocked ahead in a big way for that very pur- 
pose. That is the important service we render 
you. 

We carry the complete lines of the leading 
manufacturers of 


Commercial Stationery 
and Office Supplies 
Let us assist you to balance your stock in a 


way to increase your turn-over—as well as to 
avoid delays and disappointed customers. 





Quick Deliveries 


Chicago is the great central market with un- 
equalled transportation facilities—an advantage to 
you when you order from us. We ship imme- 
diately upon receipt of your order and can usually 
make 24-hour deliveries in nearby territory. 


Send for Our Catalog 


The manufacturers’ own numbers are used 
throughout this illustrated book for trade con- 
venience. 

A frequently issued Revised Price Bulletin 
announcing all changes is a part of our regu- 
lar service. 


We Sell to the Trade Only 
ASSOCIATED STATIONERS’ 
SUPPLY COMPANY 
201-215 N. Franklin St., Chicago 
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In conclusion, your committee offers the following reccm- 
mendations as to the continuance of the educational work: 


First: That the plans now 


ducting of a speakers’ bureau 


the association be continued 


retailers be urged to see that 


in operation concerning the con- 


through tke central office of 


and prosecuted, and that the 


their salesmen really get the 


proper benefits from this by holding quizzes and examinations 
on the material offered in these speeches. We urge, also, that 


in cases of plant visitation the 
and to the manufacturer a real 


the benefits they should get 


retailers insure to themselves 


return for his expenditure by carrying on such quizzes as will 


make the salesman feel that 


learn something. 


the boss really meant him to 


Third: Since we feel that the effort and money expended is 


wasted unless the bulletins 
sincere way, we recommend 


are used in a businesslike and 
that their continuance be con- 


tingent solely upon the attitude of the dealers. We urge 
been received that 50 per cent of the dealer-members have 
used those already issued for the instruction of their sales- 


men. After this point may 


have been reached, we recom- 


mend that the bulletins be continued so long as 50 per cent 


of the dealer-members shall 
them. 


R. E. RINDFUSZ, Chairman; 


JAMES R. ARMINGTON. 


actively and genuinely using 


WM. C. BARDENHEUER 
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Allen, Ivan E., Mrs., Atlanta, 
Gs 


a. 

Anderman, Nellie M., Mrs., 
Philadelphia, Pa. 

Armington, James R., Mrs., 
Allston, Mass. 

Zaer, Edwin, Mrs. Canton, 
Ohio, 

Banman, H. A., Mrs., Akron, 
Ohio. 

Bauer, R. S. Mrs., Lynn, 
Mass, 

Bellman, C. N. Mrs. Toledo, 
Ohio. 

Besser, A. E. Mrs., Buffalo, 
eS A 

Beyer, Ernest, Mrs., Atlantic 
City, N. J. 

Brewer, Chas. D., Mrs. Brook- 
lyn, N. Y. 

Brooks, W. H., Mrs., Phila- 
Gelphia, Pa. 

Brundage, Juliette Z., Mrs., 
Brooklyn, N. Y. 

Bushnell, Mrs. Alvah, Jr., 
Jenkintown, Pa. 

Chalmers, Edw. A., Mrs., Rut- 
land, Vt. 

Chamberlain, L. K., Mrs., 
Syracuse, N. Y. 

Childs, A. H., Mrs., Evans- 
ton, Ill, 

Christie, H. F., Mrs., Fram- 
ingham, Mass. 

Coiton, Mrs. J. E., Pittsfield, 
Mass. 

Doolittle, Uri, Mrs., Syracuse, 
Ss 2 


Estey, C. L., Mrs. Chicago, 
Ill. 

Faber, Mrs. Eberhard, New 
York City. 

Falconer, Chas. E., Mrs., Bal- 
timore, Md. 

Favor, Mrs. Irving P., Jr., 
New York City. 

Geyer, Andrew, Mrs., New 
York City. 

Gibbs, Fletcher B., Mrs., Oak 
Park, Il. 

Heim, Miss, New York City. 

Hollwedel, J. E., Mrs., Brook- 
lyn, N, Y. 

Honeywell, Cc. We Mrs., 
Wilkes-Barre, Pa. 

Horder, Harry G., Mrs., Oagk 
Park, Ill. 

Hullett, John G., Mrs., Balti- 
more, Md. 

Lendrum, Geo. A., Mrs., Chi- 
cago, Ill. 

Lent, Chas. A., Mrs., Brook- 
lyn, N. Y. 

Lent, C. H., Mrs., Brooklyn, 
N. Y. 

Little, Edw. L., Mrs., Brook- 
lyn, N. Y. 

Lockwood, Richard B., Mrs., 
Buffalo, N. Y. 


Lyon, E. S., Mrs., Brooklyn 
N. Y¥ 


MacDonald, Donald D., Mrs., 
New Haven, Conn. 

MaclIntyre, Mrs. E. T., Larch- 
mont, N. Y. 

Moore, Robson 8., Mrs., Cin- 
cinnati, Ohio. 

Narcus, Ida H., Mrs., Rox- 
bury, Mass. 

Negus, F. C., Mrs., Proctor, 
Vt. 

Patterson, R. D., Mrs., New 
York City. 

Pitt. Wm., Mrs., Kansas City, 
Mo. 

Prizer, H. A., Mrs., Philadel- 
phia, Pa. 

Regensburg, Mrs. Emil, New 
York City. 

Robeson, Mrs. A., Wilming- 
ton, Del. 

Robert, Henrietta W., Mrs., 
New York City. 

Schermehorn, Lem., Mrs., 
Montclair, N. J. 

Schoder, S. A., Mrs., Wood- 
bridge, N. J. 

Severance, Frank L., Mrs., 
Oak Park, IIL. 

or H. H., Mrs., Chicago, 


Sheaffer, Mrs. W. A., Fort 
Madison, Iowa. 

Smith, Miss Helen, York, Pa 

Southworth, Mrs. Edward, 
Springfield, Mass 

Steinmueller, Theo., Mrs., Bal- 
timore, Md. 

Stephens, Edw. M., Mrs 
Portland, Me. 

=. A., Mrs., Zion City, 


Ill. 

Todd, Nellie H., Mrs., Green- 
wich, Conn. 

Towne, Edw. S., Mrs., Hol- 
yoke, Mass. 

Tripp, Julia I., Mrs., Dalton 
Mass, 

Tuttle, B. A., Mrs., South 
Bend, Ind. 

Van Schaick, Mrs. G. B., New 
York City. 

Wadham, C. K., Mrs., Dalton, 
Mass. 

Walker, Ednah D., Mrs., Min- 
neapolis, Minn. 

Wallace, Ernest, Mrs., San 
Francisco, Cal 

Waterman, F. D., Mrs., New 
York City. 

Welsh, Frank R., Mrs., Phila- 
delphia, Pa. 

Whittenmore, W. G., Mrs., 
Brooklyn, N. Y 

Williams, A. W., Mrs. New 
York City. 

Yeo, M. S., Mrs., 
phia, Pa. 


Philadel- 
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Abrams, Albert B., Modern 
Stationer and Bookseller, 
New York City. 

Abram, Harry, Biddle Pur- 
chasing Ge, New York 
City. 

Alexander, Geo. H., Geo. H. 
Alexander & Co., Inc., 
Pittsburgh, Pa. 


Allen, Ivan, Ivan Allen-Mar- 
shall Co., Atlanta, Ga. 
Allen, John C., J. C. Blair 
Co., Huntingdon, Pa. 
Alpeters, J. C., Crescent Brass 
and Pin Co., Detroit, Mich 
Anderman, Albert, Depart- 


mental Supply Co., Phila- 
delphia, Pa. 
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When are YO 


Peerless Noise Stoppers 


Can be used on all machines and 
not only stop the nerve-racking 
noise, but prevent the machine 
from slipping from its proper posi- 
tion. Made of superior rubber, 
fully guaranteed. Steady demand, 
repeat orders, big profits Unusual 
proposition to dealers. 























Peerless Twirler Rings 


Here’s a typewriter specialty that 
every typist will buy on sight. Pre- 
vents operator’s fingers from slip- 
ping and becoming bruised. Can’t 
slip off. Put in a few sets and 
watch them move You'll be inter- 
ested in our liberal offer. 


PEERLESS KEY CO., INc. 
176A FULTON STREET, NEW YORK 
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GOVMATIITAOOTLERT LAGUNA 


plan itself is bound to work. 


Then there is the enormous market which has been created thru 
concentrated effort, consumer advertising and dealer co-operation. 
With a steadily increasing demand for a proven necessity, it is 
only necessary to put in a few sets, backed up by our convincing 
dealer helps, and the sales will take care of themselves. Just use 
the coupon todav—NOW—and prove it at our expense. 
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Better Line Up Now for Positive Sales Results! 


URING the past year, when business generally was considered none too 

good, we opened up 3,000 new dealer accounts for Peerless Rubber Keys. 

This encouraging record was not due so much to high-powered sales- 
manship as it was to our unusual, new dealer plan. 


It will pay YOU to know about this plan and try it. It eliminates entirely the 
risk of stocking a line you have never carried, with the possibility that the 
goods may not move as fast as you’d like them to. For when you stock Peer- 
less Keys on this new plan, you are assured of Positive Sales Results. And 
that’s exactly what you'll get. 


There are, of course, several reasons bck of this plan that explain why the 
Among others, perhaps the most important 1s 
that Peerless Keys are the only first grade keys sold thru dealers. 












IMPORTANT! 


Peerless Rubber 
Keys for typewrit- 
ers, adding, billing 
bookkeeping 
togeth- 
with Peerless 


and Tuirler Hines, | Here It Is—Will You Mail It? 


offer you a com- 
that is 
hard to beat. If 
you are interested 
Steady Sales, 
Constant Repeat 
= Prof- 
at 


Customers, the 








-- += --------5 


The Peerless Key Co., Inc., 
176A Fulton Street, New York 


Please send us, without obligation, a sample 
of Peerless Rubber Keys, eerless Twirler 
isfied Rings and Peerless Noise Stoppers. Also send 
us a set of your colored display cards and 


your dealers’ sales helps, together with details of 


results 








Naeme 2... cvcckeenecee sauna ax 


| 
| 
| 
: your new dealer plan that offers positive sales 
| 
| 
| Street ...s0¢éssenste eee we? 


ge Ree State ses cisciddy 


Diasec saiailicenp a escorts 
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Macey Makes a Complete Line 


of steel and wood filing equipment, of known quality, moderate in 
price. In use everywhere, easily sold. You can profitably concentrate 
upon it. Standardized stock patterns in upright, horizontal and 
counterheight units. Interchangeable insert drawers in variety. Useful 
accessories and filing supplies, too. Get our proposition! 













—from the Italian 
Polychrome suite 


Period Designs, Peg-Leg Prices 
Selling at about the cost of good, commercial peg-leg furniture, Macey 
Matched Office Suites—in their five handsome period designs—have 
achieved sensational success. Virtually every office, no matter how 
small, is a prospect, for entire suites or individual pieces. The line 
has no rival. Profits are liberal. Investigate this wonderful selling 
opportunity! 

Write for the latest Macey catalog and prices. The 


Authorized Macey Dealership is a franchise of con- 
tinually increasing value. Particulars on request. 


LINE 





Steel Files, Wood Files, Filing Supplies, Steel Safes, Office 
Desks, Matched Office Suites, Sectional Bookcases 


THE MACEY COMPANY, Grand Rapids, Mich. 
Made in Canada at Woodstock, Ont. European Office at London 
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Armington, James R., Denni- 
son Mfg. Co., Framingham, 
Mass 

Armstrong, Walter D., W. A. 
Sheaffer Pen Co., Phila- 
delphia, Pa. 

Ash, Owen B., Deemer & Co., 
Scranton, Pa. 

Askins, C. M., Jos. J. 
& Co., Greensboro, N. 

Babson, Stanley M., The 
Bates Mfg. Co., New York 
City. 

Baer, Edwin I., Baers, Can- 
ton, Ohio. 

Bailey, John T., Wards, Bos- 
ton, Mass. 
3ardenheuer, 
American Pad and 
Co., Holyoke, Mass. 

Bardenheur, Wm. mt 
Boorum & Pease Co., 
Brooklyn, N. Y. 

Barkerding, A. H., Mittag & 
Volger, Inc., Park Ridge, 
N. J. 

Barnes, Montgomery, The 
Brooks Co., Cleveland, Ohio. 

Bates, Fred B., The Baugh- 
man Sta. Co., Richmond, 
Va. 

Bauer, Ralph S., The R. S&S. 
Bauer Co., Lynn, Mass. 

Bauman, H. A., The B. F. 
Goodrich Rubber Co., Akron, 
Ohiv. 

Becker, 
ment Co., Avenel, , 

Bellman, C. N., The Frank- 
lin Printing and Engraving 
Co., Toledo, Ohio. 

Bernheiser, John H., Acme 
Staple Co., Camden, N. J. 

Besser, Alfred E., The J. G. 
Shaw Blank Book Co., New 
York City. 

Betelle, Howard, The Keating 
Co., Philadelphia, Pa. 

Beyer, Ernest, Pacific and 
Kentucky Aves., Atlantic 
City, N. J. 

Biglow, Lucius H., L. H. Big- 
low & Co., Inc., New York 
City. 

Bingham, Fred ¢ Boorum & 
Pease Co., Brooklyn, N. Y. 

Blackman, H. L., The Parker 
Pen Co., Janesville, Wis. 

Bliemeister, H. F., The Blade 
Printing and Paper Co., To- 
ledo, Ohio. 

Boswell, H. V., The Macey 
Co., Grand Rapids, Mich. 
Bowman, Henry W., Ameri- 
can Lead Pencil Co., New 

York City. 

Brewer, Chas. D., H. H. 
Brewer & Co., Inc., New 
York City. 

Brewer, C. S., Standard Fur- 
niture Co., Herkimer, N. Y. 

Brooks, William Henry, Wm. 

i Murphy's Sons’ Ce., 
Philadelphia, Pa. 

Brown, John A., J. R. Weldin 
Co., Pittsburgh, Pa. 

Brundage, J. R., White & 
Wyckoff Mfg. Co., Brooklyn, 
ae 


Stone 
Cc. 


Harry G., 
Paper 


Theo., 


Steel Equip- 
v. J. 


‘ 
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Buchanan, W. W., Commer- 
cial Stationery and Loose 
Leaf Co., Chicago, IIl. 

Buckley, Jos. P., Perry & 


Buckley Co., New Orleans, 
La. 

Buntell, C. J., The Buntell- 
Roth Co., Dayton, Ohio. 

Burgoyne, Sidney J., Sidney 
J. Burgoyne & Co., Phila- 
delphia, Pa. 

Bush, Geo. B., The Continen- 


tal Scriptex Ink Co., Phila- 
delphia, Pa. 
Bushnell, Alvah, Jr., Alvah 


_uaunee Co., Philadelphia, 
So 


Butenschoen, F. H., Imperial 
ptothods Co., Forest Park, 
Ill 

Byers. Mortimer W., 
York City. 

Cady, Nelson H., 
Publishing Co., 
a 


New 


Chronicle 
Alexandria, 


Cahalane, Daniel Co., Cush- 
man & Denison Mfg. Co., 
New York City. 

Campbell, J. M., Wilson-Jones 
Loose Leaf Co., New York 
City. 

Carpenter, C. €., The Sam’l 
C. Tatum Co., Cincinnati. 
Carpenter, W. W. S., Sanford 

Mfg. Co., Chicago, Tl] 

Carrithers, Le Roy, Carrithers 

& Co., Chicago, Ill 
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Carter, Richard B., The Car- 
ter’s Ink Co., Boston, Mass. 

Casey, Michael J., James 
Hogan Co., Ltd., Philadel- 
phia, Pa. 

Chadwick, H. C., Art Metal 
Construction Co., James- 
town, N. Y. 

Chalmers, Edward A., George 
E. Chalmers, Rutland, Vt. 
Chamberlin, L. K., W. H. H. 
Chamberlin, Syracuse, N. Y. 
Chase, Chas. A., American 
Pad and Paper Co., Holyoke, 

Mass. 

Childs, A. H., S. D. 
Co., Chicago, Il. 
Christie, H. F., Dennison Mfg. 
Co., Framingham, Mass. 
Chumley, H. H., Wilder & 

Wilder, Decatur, Ill 

Coates, John O., The Bur- 
rows Bros. Co., Cleveland. 

Coburn. H. P., Reyburn Mfg. 
Co., Philadelphia, Pa. 

Cole, Arthur L., A. L. Cole 
Co., Inc., Lawrence, Mass 
Collins, Sidney E., Automatic 
Pencil Sharpener Co., Chi- 

eago, Til. 

Colton, J. E., Eaton, Crane & 
Pike Co., Pittsfield, Mass. 
Conger, A. D., The American 
Stationer and Office Outfit- 

ter, New York City. 

Cooper, John M., Foote & 
Davies Co., Atlanta, Ga. 

Cornell, Chas. A., Automatic 
Printing and Stationery Co., 
Philadelphia, Pa. 

Curran, Henry W., Van Dorn 
Tron Works, Cleveland, 
Ohio. 

Dalton, Ernest, Union Ribbon 
and Carbon Co., Philadel- 
phia, Pa. 

Daniels, William L., L. L. 
Brown Paper Co., Adams, 
Mass. 

Davis, G, L., Adams, 
& Foster, Inc., 
Mass. 

Davis, Wm. M., Forsyth & 
Davis, Inc., Kingston, N. Y. 

Dawson, Charles F., Charles 
F. Dawson, Limited, Mon- 
treal, Canada. 

Dellmuth, E. B., C. Howard 
Hunt Pen Co., Camden 

Diehl, Wm. R., The Diehl Of- 
fice Equipment Co., Colum- 
bus, Ohio. 

Donnelly, Wm. S., Modern 
Stationer and Bookseller, 
New York City. 

Doolittle, Uri, W. H H. 
Chamberlin, Syracuse, N. Y 

Geo. E. Doughty, The Cooke 
& Cobb Co., Brooklyn, N. Y. 

Edelen, C. B., The Forman- 
Bassett Ca, Cleveland, 
Ohio. 

Estey, Chas. L. National As- 
sociation Stationers and 
Manufacturers, Chicago, Ill. 

Everly, C. H., Office Appli- 
ances, New York, N. Y. 

Faber, Eberhard, Eberhard 
Faber, New York City. 

Falconer, Chas. E., The Fal- 
coner Co., Baltimore, Md. 

Fargo, Frank H., The Frank 
H. Fargo Co., Bridgeport, 


Childs & 


Cushing 
Boston, 


Conn. 

Farm, Lewis E., American 
Mfg. Concern, Falconer, 
ey ee 

Farrell, C. M., Irving-Pitt 
Mfe. Co., Kansas City, Mo 


Marshall 
Nashville, 


Faulkner, T. Clay, 
& Bruce Co., 
Tenn. 

Favor, Irving P., Jr., Kohi- 
noor Pencil Co., New York 
City. 

Fera, Henry, A. W. 
Inc., Newark, N. J. 

Fish, Dudley, Dixon, Fish & 
Co., San Francisco, Cal. 

Frank, Henry, Henry Frank, 
New York City. 


Faber, 


Franz, Rudolph, Parker Pen 
Co., New York City. 
Friedman, Harry, Consoli- 


dated Stamp Mfg. Co., 
York City 

Frost, A. G., The Wahl Co., 
Chicago, Il. 

Frost, Frederick FE., 
Office Appliance Co., 
cester, Mass. 

Fry, A. C., Gibson Art Co., 
Cincinnati, Ohio. 

Garver, Ivan E., Roaring 
Spring Blank Book Co., 
Roaring Spring, Pa. 


New 


Frost 
Wor- 
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CHAIR PADS 


Now in Regular Demand 





The business office pub- 
lic having got the habit 
of using chair pads, 
there is not needed the 
high pressure 
introductory 
sales work re- 
quired for new 
things. The 
question, 
“whichis best ?” 
has succeeded 
“should we get 
them or not?” 


U-NEED-ME 
CHAIR PADS 


The felt used is 
thoroughly tested for length of grain and 
fineness of wool. Our best grade (No. 9) %” 
thick made of long fibre New Zealand wool 
felt comes in brown, green and maroon col- 
ors. No. 8 grade is mixed wool and cotton 
14” thick, brown only. This grade, while 
costing less money, will give good satisfac- 
tion and is the best cheap pad on the market. 
These grades are made in four sizes, large, 
medium, small and round. Always glad to 


are of quality unsurpassed. 


quote on special sizes. 


The approaching season is the best time of 
the year to sell chair pads. Let us help you 
put on Write for particulars. 


GEO. E. FOX & CO. 


325 W. Ohio Street 
CHICAGO 


a campaign. 
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‘‘The Line with a Future’’ 
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Are Your Chair 
Sales Satisfactory? 


You can give them a big boost by 
selling the line of 


Uhl Steel Posturchairs 


Dealers are making a good profit on these 
chairs, because they are selling a principle 
in seating and not merely a piece of office 
furniture. This principle appeals to the 
buyer for it introduces, for the first time, 
the subject of health into chair selling, and 
that is something in which everyone is 
vitally interested. The dealer, too, is pro- 
tected in the exclusive design and sale of 
these chairs. All these factors make it a 
worth-while proposition. 





Get the exclusive rights for the line of 
Posturchairs for your territory —if it is 
still open. Write today for details. 





The Toledo Metal Furniture Co. 
1276 Hastings St., Toledo, Ohio, U.S. A. 


Manufacturers of Uhl Steel 
Office and Factory Equipment 
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Garver, Russel B., Roaring 
Spring Blank Book Co., 
Roaring Spring, Pa. 

Garvin, Chas. P., F. S. Web- 
ster Co., Boston, Mass. 

Gash, Edw., Geo. B. Hurd 
Co., New York City. 

Gibbs, Fletcher B., N. A. S. & 
M., Chicago, IIL. 

Gibson, Charles R., The Gib- 
son Art Co.—C. R. Gibson 
& Co., New York City. 

Gibson, John S., The Gibson 
& Perin Co., Cincinnati, O. 

Gillette, Robert, Hampshire 
Paper Co., S. Hadley Falls, 
Mass. 

Goldstein, J. M., The Weis 
Mfg. Co., Monroe. Mich. 
Gosiger, Paul A., The Tenac- 
ity Manufacturing Co., Cin- 

cinnati, Ohio. 

Grable, J. A. M., Jr., Tampa 
Book and_ Stationery Co., 
Tampa, Fla. 

Greenleaf, William H., Nation- 
al Ass’n of Stationers, Chi- 
cago, Ill. 

Groom, Thos., Thomas Groom 
& Co., Inc., Boston, Mass. 
Gunlocke, W. H., W. H. Gun- 
locke Chair Co., Wayland, 


me We 

Halpern, Ralph, Ralph Halp- 
ern, New York City. 

Halsey, William I., The Ester- 
brook Steel Pen Mfg. Co., 
New York City. 

Hamlin, G. E., McMillan Book 
Co., Syracuse, N. Y. 

Hammen, Charles B., Kiggins 
& Tooker Co., New York 


Harcq, A. | a Milwaukee 
Chair Co., Milwaukee, Wis. 

Harrison, Chas. R., Chas. R. 
Harrison & Co., Philadel- 
phia, Pa., 36 S. Dover Ave. 

Hasbrouck, W. H., Jr., 175 
Fifth Ave., Andrew Geyer, 
Inc. 

Hawkes, L. A., C. Howard 
Hunt Pen Co., Camden, N. J. 

Hawkins, Harold E., Station- 
ers’ Loose Leaf Co., Mil- 
waukee, Wis. 

Hayes, N. O., Logan, Swift & 
Brigham Envelope Co., Wor- 
cester, Mass. 

Hedner, Eric, Kiggins & 
Tooker Co., New York City 

Heintzman. George, American 
Writing Paper Co., Holyoke, 
Mass, 

Herr, L. R., L. Herr & Sons, 
Lancaster, Pa. 

Herring, W. M., Providence 
Paper Co., Providence, R. I. 

Hewett, Geo. E; Buckeye 
Ribbon and Carbon Co., 
Cleveland. Ohio. 

Hicks, R. W., Greeting Card 
Association, New York City 

Hildreth, J. H., Esterbrook 
a. Pen Mfg. Co., Chicago, 


Hill, J. Thomas, Corlies Macy 
& Co., New York City. 

Hirsh, Arthur J., J. Meyers 
Stationery and Printing 
Co., Ine., New York City. 

Hodge, Chas., Automatic 
Printing and Stationery Co., 
Philadelphia, Pa. 

Hoffman. P. A., Smead Mfg. 
Co., Hastings, Minn. 

Hollwedel, J. E., Eaton Crane 
& Pike Co.. New York City 

Honeywell. C. W., Deemer & 
Co., Wilkes-Barre, Pa. 

Horder, H. G., Horder’s, Inc., 
Chicago, Tl. 

Huber, Edward E., Station- 
ers’ and Publishers’ Board 
of Trade, New York City. 

Hughes. Harry H., John P 
Morton Co., Representative 
Louisville Stamp and Sta- 
tionery Co., Louisville, Ky. 

Hullett, John G., 3altimore 
Office Supply Co., Baltimore, 
Md. 

Hunn, Arthur B., Marble & 
Shattuck Chair Co., New 
York City. 

Huss, J. Cowley, Turner & 
Harrison Pen Mfg Co., 
Philadelphia, Pa. 

Hutchinson, Henry S., H. §S 
Hutchinson & Co., New 
Bedford, Mass. 

Idema, Walter D., Metal Of- 
fice Furniture Co., Grand 
Rapids, Mich. 

Idler, James C., Brooks & 
Idler, Atlantic City, N. J. 
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Irvin, Daniel L., Alex H. Ir- 
vin Co., Curwensville, Pa. 
Irwin, Francis B., James Ho- 
gan Co., Ltd., Philadelphia, 

Pa 

Iseman, Samuel, Virginia Sta- 
tionery Co., Richmond. Va. 

Jackson, Arthur P Solidhed 
Tack Co., New York City. 

Jenkins. John B., Stevenson 
& Foster Co., Pittsburgh, 
Pa. 

Johnson, Leo F., Leo F. John- 
son, Tampa, Fla. 

Jones, Richard A., Oxford Fil- 
ing Supply Co., Brooklyn, 
ms. 


Kastner, E. J., L. E. Water- 
man Co., New York City. 
Keller, Charles L., Cutler Desk 

Co., Buffalo, N. Y. 
Kempt, P. A., Ireland & Mat- 


thews Mfg. Co., Detroit 
Mich. 

Kennedy, W. J., W. J. Ken- 
nedy Stationery Co., St. 


Louis, Mo. 

Kund, Rudy G., Jr., Kund & 
Eiben Mfg. Co., Pittsburgh, 
Pa. 

Lamont, D., The Wahl Co., 
Memphis, Tenn. 

Langbein, Chas. H., Steven- 


son & Foster Co., Pitts- 
burgh, Pa. 
Landrum, Geo. A., Eureka 


Blotter Bath Co., Chicago, 


Lent, Chas. A., Brown, Lent 
and Pett, Inc., New York 
City. 

Lent, C. Hersey, Brown, Lent 
& Pett, Inc., New York City 

Leonard, Murray J., American 
Lead Pencil Co., New York 
City. 

Little, E. J., The Wahl Co., 
New York City. 

Little, Edw. L., Wabash Cab- 
inet Co., Wabash, Ind. 

Lockwood, Richard B., Mill- 
ington - Lockwood, Buffalo, 
ms Bs 

Logan, James, U. S. Envelope 
Co., Worcester, Mass 

Lovett, Wallace ® The 
Standard Diary Co., Cam- 
bridge, Mass. 

Lovig, Arthur L., Shea, Smith 
& Co., Chicago, Ill. 

Luther, Henry J., Pomeroy 
Ink Mfg. Co., Newark, N. J 

Lyon, E. S., Stephen Greene 
Co., New York City 

Macdonald, Donald D., Brad- 
ley & Scoville, In New 
Haven, Conn. 

MacIntyre, E. T., Defiance 
Mfg. Co., New York City. 
Maish, R. A., Dennison Mfg. 
Co., Framingham, Mass. 
Mandeviile, Geo. V., The Sam’l 
C. Tatum Co., Cincinnati, O 
Marshall, L. D Marshall- 
Jackson Co., Chicago, Ill. 
Martin, Hobart W., Office Ap- 

pliances, Chicago, Tl. 

Mazza, R. J., Accounting De- 
vices Co., Chicago, Ml 
McCain, Walter L., Walden’s 
Stationer, New York City. 

McChesney, Donald S., Hall & 
McChesney, Inc., Syracuse, 


a a. 

McChesney, Francis H., Hall 
& McChesney, Inc., Syra- 
cuse, N. Y. 

McCleary. H. R., Boorum & 
Pease Co., Brooklyn, N. Y. 

McCloy, A. W., A. W. McCloy 
Co., Pittsburgh, Pa. 

McCormick, G. S., Browne- 
Morse Co., Muskegon, Mich 

McPike, H. C., Weis Mfe Co., 
Monroe. Mich. 

Merrill, Frank J., James T 
Towhill Co., Boston, Mass 

Meyerick, Chas. W., United 
Stationers, Inc., Chicago, Il 

Miller, F. P., Baker Office 
Furniture Co., Pittsburgh, 


4 

Miller, Robert F., The Wahl 
Co., Chicago, TIl 

Mills, Wm. Percy Moore 
Push-Pin Co., Philadelphia, 


a. 

Mitchell, Chas. L., Crane & 
Co., Topeka, Kan 

Mitchell, Harold C., Allsteel 
Scale Co., Inc., Triner Scale 
and Mfg. Co., Chicago, Il. 

Montgomery, F. G., Thomas 
De LaRue & Co., Ltd., New 
York City. 

Moore, R. S., The Ault & Wi- 
borg Co., Cincinnati, Ohio 
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Announcing 


The New 


Bates Lever Machine 


For Irregular Numbering 


The United States Post Office Department, 
after thorough investigation, has selected for 
their entire requirements of lever machines 
during the present fiscal year the new Bates 
Lever Machine. No more substantial proof 
of its high quality, usefulness and accuracy can 


be asked. 


This machine operates non-automatically and 
is designed for irregular numbering of every 
sort. It prints the same number indefinitely. 
A slight pressure of the fingers on the lever 
changes it to the next higher number. It is 
therefore able to do every kind of numbering 
work. 


The famous Bates construction is put into this 
machine. A demonstration will prove it to 
have the quickest and easiest action of any lever 
machine made. It is distinctive because it is 
essentially different from any other lever ma- 
chine manufactured in that it has an inside 
movement which protects it from the accu- 
mulation of dust and dirt and insures greater 
accuracy and durability. 


Bates Numbering Machines have been famous 
for their quality for a generation. This repu- 
tation is behind the new Bates Lever Machine 
and will help you sell it. The coupon below 
is for your convenience. 


The Bates Manufacturing Company 


Sales Offices: 
50 Church St., New York 


Factory: 
Orange, New Jersey 


The Bates Manufacturing Company 


$0 Church Street, New York City 


ee ae” hr Ae eT ey cn Address............ 


Bates Lever Machine 


C] << Check Here 
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Stock the Bates Rotary Telephone 
Index for your Christmas Trade 
and get our dealer Helps— 
Attractive Counter Display 
Christmas Folder 





A New Bates Product 


We shall be glad to give you complete 
information about the convenient and 
attractive 


Rotary 


Telephone Index 


Ask us about it 


Gentlemen: — Please send us full information about the new Bates machines. 


Bates Rotary Telephone Index 
O 
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Impressive 


CARBONS 
A and one in 


which every grade renders 
perfect service. Sum up Colum- 
bia’s carbon qualities with these 
few words and you have the basic 
reason for their constantly in- 
creasing popularity with mer- 
chants and consumers every- 
where. 


UIA 
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Expressive 


RIBBONS 


O work too particular for a 
Columbia typewriter ribbon! 
The results always bring satis- 
faction. Here too the variety of 
grades and inkings make the 
Columbia line the profitable line 
to represent. Descriptive cata- 
logs and samples forwarded to 
interested merchants upon their 
request. 
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Columbia Ribbon & Carbon Mfg. Co. 


DIXON - HOLMES - DIXON 


69-71 WOOSTER STREET 
NEW YORK, N. Y. 


Branches Throughout United States and Abroad 


My 


Hunt 


My SUITIUAATITTT s NOTIITIA 
VA, hart \ 


_— 
tl 
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Sor Continental 
EUROPE 


The S€rvice obtain. 
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Morse, Frank C., Browne- 
Morse Co., Muskegon, Mich. 

Murphy, Thomas V., Andrew 
Geyer, Inc., New York City. 

Narcus, Samuel, Samuel Nar- 
cus, Boston, Mass. 

Neary, James E., Andrew 
Geyer, Inc., New York City. 

Negus, F. C., Proctor, Vt. 

Neil, Jas. W., Pollock Pen Co., 
(John Hancock.) 

Nelson, Ray E., Goes Litho- 
graphing Co., Chicago, Ill. 
Paist, Chas. J., W. H. Hos- 
kins Co., Philadelphia, Pa. 
Parker, Russell C., The Park- 
er Pen Co., Janesville, Wis. 
Patterson, Robert D., L. BE. 
Waterman Co., New York 

City. 

Pelton, James F., C. R. Gib- 
son & Co., New York City. 

Perkins, D. F., H. C. Boyeson 
Co., St. Paul, Minn. 

Perkins, J. J., The H. H. West 
Co., Milwaukee, Wis. 

Perkins, R. D., Russia Cement 
Co., Gloucester, Mass. 

Pfaff, Andrew J., Joseph Dix- 
on Crucible Co., New York 
City. 

Pierson, J. Ogden, Dameron- 
Pierson Co., Ltd., New Or- 
leans, La. 

Pitt, Wm., Irving-Pitt Mfg. 
Co., Kansas City, Mo. 

Pittman, W. D., National As- 
sociation of Stationers and 
Manufacturers, Chicago, IIl. 

Pomerantz, A. A., Pomerantz 
& Co., Philadelphia, Pa. 

Popper, Morris, Stationers’ 
and Publishers Board of 
Trade, New York City. 

Potter, Chas. Ed. Lamson 
Paragon Supply Co., Ltd., 
London, England. 

Price, Herman, Joseph Dixon 
Crucible Co., Jersey City, 

Prizer, Harry A., William 
Mann Co., Philadelphia, Pa. 

Hice, G. S., Roberts’ Num- 
bering Machine Co., Brook- 
lyn, N, Y. 

Regensburg, Emil, Eagle Pen- 
cil Co., New York City. 

Ridgeway, W. T., Esterbrook 
Steel Pen Co., Camden, N. J. 

Rindfusz, R. E., American 
Writing Paper Co., Holyoke, 
Mass, 

Rix, Walter B., Barbee Wire 
a. Iron Works, Chicago, 


Roberson, Alvin B., Butler’s, 
Inc., Wilmington, Del. 

Rockwell, H. P.. Yawman & 
pe 3 Mfg. Co., Rochester, 


Roger, H. W., Wilbur Hast- 
ings, New York City. 

Rogers, J. D., Art Metal Con- 
i Co., Jamestown, 

Rosendorf, Sam’! S., Southern 
Stamp and Stationery Co., 
Richmond, Va. 

Russell, R. S., Doten-Dunton 
Desk Co., Cambridge, Mass 
Sachs, O. J., Public Service 
Cup Co., Brooklyn, N. Y. 
Sainburg, Robert B., Sainburg 
& Co., Inc., New York City. 
Salinger, Leo, Eagle Pencil 

Co., New York City. 

Salomon, A. L., A. L. Salomon 
Co., New York City. 

Sandner, B. T., Russia Cement 
Co., New York City. 

Sanford, B. E., Cornell Co- 
spapave Society, Ithaca, 

oermerhorn, J. H., Joseph 

ixon Crucible Co., Jersey 
City, N. J ened 

Schermerhorn, Leon, Keuffel & 
Esser Co., Hoboken, N. J. 

Schmidt, A. J., Consolidated 
an Mfg. Co., New York 
ity. 

Schmiederer, Wm., Buxton & 
Skinner Printing and Sta- 
tionery Co., St. Louis, Mo. 

Schoder, Stewart A., Stewart, 
Warren & Co., Inc., New 
York City. 

Schutz, Carl M., Chicago, II. 

Searles, Geo. W., Nationa 
Desk Co., Herkimer, N. Y. 

Sell, Edwin H., E. H. Sell & 
Co., Columbus, Ohio. 

Sengbusch, Gustav J., Seng- 
busch Self-Closing Inkstand 
Co., Milwaukee, Wis. 
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Severance, Frank L., Wilson- 
Jones Loose Leaf Co., Chi- 
cago, IIL 

Shaffer, Harry H., Geo. E. 
Cole & Co., Chicago, Ill. 

Shaner, Frank J., Shaner & 
Knauer, Atlantic City, N. J., 
Guarantee Trust Bldg. 

Sharp, Harry C., Esterbrook 
Steel Pen Co., Camden, N. J. 

Sheaffer, W. A., W. A. Sheaf- 
fer Pen Co., Fort Madison, 
Iowa. 

Shearman, Arthur C., Irving- 
Pitt Mfg. Co., New York 
City. 

Shee, Collins C., Oakville Co., 
New York City. 

Sherover, Max, Modern Inven- 
tions Corp., New York City 

Singer, Eric R., Ross Cat- 
alogue Corp., New York 
City. 

Smith, Clarence R., Office 
Equipment Co., Louisville, 


Smith, Jewett, Buxton & 
Skinner Printing and Sta- 
tionery Co., St. Louis, Mo. 

Smith, Lloyd, Joseph Gillott 
& Sons, New York City. 

Smith, Otis R., The Moore Pen 
Co., Boston, Mass. 

Smith, W. E., Autopoint Mfg. 
Co., Chicago, Il. 

Snyder, R. E., Philadelphia, 
P’a 


Southworth, Edward, South- 
worth Co., Mitteneague, 
Mass. 

Spencer, O. H., Spencer Sta- 
tionery Co., Chester, Pa. 

Sprott, J. S. The General 
Fireproofing Co., Youngs- 
town, Ohio. . 

Stafford, W. S., S. 5. Stafford, 
Inc., New York City. 

Steele, W. H., Sanford Mfg. 
Co., New York City. 


Steinmueller, Theo. A., Lucas 
Bros., Inc., Baltimore, Md. 
Stephens, Edw. M., Loring, 


Short & Harmon, Portland, 
Me. ‘ 

Stevens, Chas. A., Stevens, 
Maloney & Co., Chicago, HL 

Stevenson, Arthur, National 
Office Supply Co., Zion City, 
lll. 

Stewart, William N., Hall 
Blank Book and Stationery 
Co., Trenton, N. J. 

Stites, J. B., Esterbrook Pen 
Co., Camden, N. J 

Stott, Chas. G., Chas. G. Stott 
& Co., Inc., Washington, 
BD c 

Strafford, R. C., Jr., The Fal- 
coner Co., Baltimore, Md. 

Stringer, W. G., Jos. Dixon 
Crucible Co., Philadelphia, 
Pa. 

Swan, Frank P., The Frank 
P. Swan Co., Huntington, 
W. Va. 

Tanyane, A. A., The American 
Stationer and Office Outfit- 
ter, New York City. 

Tavernie, L. H., Fulton Spe- 
cialty Co., Elizabeth, N. J. 

Tehan, H. G., Andrew Geyer, 
Inc., 175 Fifth Ave., New 
York City. 

Tew, A. H., Chas. G. Scott & 
Co., Inc., Washington, D. C. 

Thalheimer, S. J., Meyer & 
Thalheimer, Baltimore, Md. 

Thom, C. A. H., Gregory May- 
er & Thom Co., Detroit, 
Mich. 

Thomas, G. H., The Berger 
Mfg. Co., Canton, Ohio. 

Timmins, Fred S., Timmins 
Stationery Co., Elkhart, Ind. 

Todd, Arthur S., The Mead 
Stationery Co., Greenwich, 
Conn. 

Tompkins, Harry A., Scran- 
tom’s, Inc., Rochester, N. Y., 
New England. 

Towne, Edw. S&., Nationa 
Blank Book Co., Holyoke 
Mass. 

Towne, Joseph M., National 
Blank Book Co., Holyoke 
Mass. 

Trussell, C. D., Trussell Mfg. 
Co., Poughkeepsie, N. Y. 
Turner, Albert W., Turner & 

Porter, Buffalo, N. Y. 

Tuttle, B. A., Tuttle Corp., 
South Bend, Ind. 

Tuttle, G. Raymond, C. A. 
Cook Co., Cambridge, Mass 
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MoM 
RECORD AND MINUTE 
BOOKS 








Safeguarded 





M M Record, Minute and Sales Books are the Pioneer, and are 
Cc Today the Principally used Books for Typewriter Records. 


McM Knob Lock Post Binder 


ALWAYS LOCKS SECURELY. EASY TO OPERATE. 





Cost no more Metal Hinge 
Binders never 
tear loose at 


hinge 


than ordinary 
Canvas Hinge 


Binder 





—— 
SEVEN STYLES OF BINDINGS. ALL SIZES. 


McMILLAN BOOK CO., Syracuse, N. Y., U.S. A. 


| ——_ EVERYTHING IN LOOSE LEAF—— 
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McM RING BOOKS 


The LARGEST and MOST COMPLETE LINE 
in the WORLD 


LEVER OPENING OVAL.RINGS TO 
DEVICE FIT PERFORATIONS 
EASY TO OPEN TO REDUCE TEARING 


















REINFORCED COPPER PLATED LEATHER 
POCKET BEFORE NICKELING LINING 
TO PREVENT ‘RUST 








All Leather Books lined with leather. All Price Books have pockets. 


Made in Russia, Seal, Morocco, Artificial Leather, Army Duck. 
SEVEN DIAMETERS OF RINGS 
4-in., ;4-in., Y2-in., 1-in., 144-in., 144-in., 2-in. 


McM 


FLAT OPENING COLUMNAR SHEETS AND OUTFITS 





—. 





3 SIZES dees a. 30 RULINGS 








Flat Opening Hinged Ledger Paper 
McMILLAN BOOK CO., Syracuse, N. Y., U.S. A. 





——EVERYTHING IN LOOSE LEAF_— 
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‘T.e-n-S-1-0-nN 
Mail Containers 


are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal -flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


sone cetareenieieeeen amapeues donee LESS a ET Se eR 


5 You will be especially interested, perhaps, 
= in the Open-End Tension Envelope you’ve 
0 seen everywhere and the Metal -Clasp 


i Envelopes, one type of which is illustrated. | 
4 Our book, ‘“‘Envelope Specialties,” is in itself . 
a an education in mail containers. Send / 
QO for acopy. It’s yours for the asking. | 
fs | 


: The Tension Envelope Co., Inc. 
0 Bush Terminal—33 to 87 34th St., Brooklyn, New York 
O 


Telephone Sunset 6000 
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The 
AZORA 


Twirler 
Ring 





Air 


Cushion 





PATENTED 12-21-18 


Stationers can do good business with typewriter 
attachments that have proven their ness. 


A Fs O R Air Cushions and 


Twirler Rings 
arein use all over the U. S. and are considered a staple 
standard article by scores of dealers. They Conserve 
strength in the typist’s fingers and relieve the typewriter 
of shocks that would materially shorten its period of 
usefulness. Every typewriter owner needs them, they 
are quickly and easily attached. A first glance at them 
impresses your customer with their useful and practical 
features. There is good profit in selling them. 


Write us right now 


AZORA RUBBER COMPANY 
54th and 20th Sts._—_:: :: Cicero, Ill. 
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OLD TOWN ana CROWFOOT 


CARBONS and RIBBONS 


“In purchasing typewriter ribbons and carbon paper,” says 
a writer in THE PURCHASING AGENT, “TI suggest getting 


samples from reliable manufacturers....stick to the con- 
cern who furnishes the best material adaptable to your 





needs.” = 


This argument made by a purchaser of typewriter sup- 
plies to his fellow. purchasers so aptly supports our cam- 
paign for Old Town products that we quote it here for your 
consideration. Old Town Carbons and Ribbons have made 
wonderful progress during the past six years, due to their 
inherent quality and the exactness with which different 
weights and grades meet the special requirements for which = 
they are produced. : 


DEALERS—This 
you can fill every 


Special 


We await the pleasure of hearing from reliable firms who 
are interested in our exclusive dealer or agency arrangements. 


Old Town 


Ribbon & Carbon 


Company, Inc. 
245-249 Centre St., NewYork, N.Y. 





line is so well worked out that from it 


requirement. 


packing arranged for. 


Hitt 


oY ite Wy ‘ 


CARBON 
PAPER 
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Underwood, E. Rogers. Fulton 
Specialty Co., Elizabeth, 
N. J 


Underwood, P. G., Graff-Un- 
derwood Co., Boston. Mass. 

Van Dorn, H. B., Jr., Jos. 
Dixon Crucible Co., Jersey 
City, N. J. 

Van Hise, A. S., Miller Bros. 
Cutlery Co., New York City. 

Waddy, Woodson P., Everett 
Waddey Co., Richmond, Va. 

Wadham, Chas. K., Z. & W. 
M. Crane, Dalton, Mass. 

Walker, A. : - Farnham 
Printing and Stationery Co., 
Minneapolis, Minn. 

Walker, S. E., The B. F. 
Goodrich Rubber Co., Akron, 
Ohio. 

Wallace, Ernest, Ernest Wal- 
lace, San Francisco, Calif. 

Waterman, Frank D., L. E. 
Waterman Co., New York 
City. 

Wedelstaedt, H. G., H. E. 
Wedelstaedt Co., St. Paul, 


Minn. 

Weeks, Frank A., Frank A. 
Weeks Mfg. Co., New York 
City 

Welsh Frank R., William 
Mann Co., Philadelphia, Pa. 

White, J. Herbert, Adams & 


White Co., Buffalo, N. Y. 
Whittemore, Wm. G., Amer- 
ican News Co., New York 
City. 
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Whitworth, J. Arthur, Asso- 
ciated Office Furniture 
Mfrs., Grand Rapids, Mich. 

Wilcox, F. E., Old Town Rib- 
bon and Carbon Co., New 
York City. 

Wilger, C. A., The General 


Fireproofing Co., Youngs- 
town, Ohio. 

Williams, A. B., The Canton 
Art Metal Co., Canton, Ohio 

Williams, A. W Eberhard 
Faber, New York City. 

Willmore, J. W., Cooke & 
Cobb Co., Brooklyn, N. Y. 

Wittke, J. S. A., J. G. Shaw 
Blank Book Co., New Yerk 
City. 

Wood, Edw. s Esterbrook 
Pen Mfg. Co., Camden, N. J 

Wright, G. K., J. Dornette & 
3ros. Co., Cincinnati, Ohio. 


Wright, Newton M., Ivan Al- 
len-Marshall Co., Atlanta, 
Ga 


Yawman, Francis J., Yawman 
& Erbe Mfg. Co., Rochester, 
N. Y 

Yeo, William S., Yeo & Lu- 
kens Co., Philadelphia, Pa. 

Young, Joseph, Manufacturers 
representative, Philadelphia, 


Pa. 
Zaiser, Will H., Jr., Will H 
Zaiser Specialty Co., Des 


Moines, Iowa. 








REPORT OF CHARLES A. H. THOM, CHAIRMAN OF THE 
EXECUTIVE COMMITTEE OF COMMERCIAL 
FURNITURE DIVISION. 











By reason of the fact that this conference of manufacturers 
and distributors of commercial furniture, was to be held during 
the annual convention of the National Association of Stationers 
and Manufacturers of the U. S. A., I realized, in the preparation 
of my report, that a great many members would be present at 
this meeting, who had not heretofore had the advantage of at- 
tending one of these conferences. 

I am therefore prefacing my report with a brief history of the 
Commercial Furniture Division, a commodity division of the 
National Association of Stationers and Manufacturers of the 
U. 8S. A. 

On January 15, 1920, a score of the leading dealers in com- 
mercial furniture, located in the larger cities, from coast to 
coast, met at the La Salle Hotel, in Chicago, for the purpose of 
organizing an independent Association of Office Furniture 
Dealers. At the suggestion of Mr. Ralph S. Bauer, who was 
at that time president of the National Association of Stationers 
and Manufacturers, this meeting finally determined to organize 
as a commodity division of Mr. Bauer’s association. Messrs 
A. A. Bigalke, of the Ohio Desk Company, Cleveland, Ohio; A 


Schooley, of the Schooley Stationery and Printing Company, 
Kansas City, Mo.; Guy Fulton, of the Fulton Office Furniture 
Co., Indianapolis, Ind., and John H. Gibson, of the Gibson & 


Perin Co., Cincinnati, Ohio, together with myself as chairman, 
were elected an Executive Committee, for the purpose of pro- 
moting the organization of this division. With the exception 
of Mr. Guy Fulton, who was superseded at Mr. Fulton’s request 
by Theo. F. Peirce, of the Pacific Desk Co., Los Angeles, Cal., 
this committee has been twice re-elected. 

Reaiizing the immediate necessity for funds, a circular letter 
was addressed to some 450 members of the national organiza- 
tion, who were dealing to a more or less extent in this class of 


merchandise, requesting from each a donation of $25 to a pro- 
motion fund, of which Mr. Fletcher B. Gibbs, general manager 
of the National Association, was made treasurer. A few over 


creating a fund to be 
benefit of this division, amounting to 
approximately $2,500, and this has been sufficient for all pur- 
poses up to the present time. Mr. Gibbs will submit a financial 
report later in the meeting which will show a small balance 

This division has for its object the improvement of manufac- 
ture and the increase of distribution of commercial furniture, 
and a great deal of progress has been made during the last two 
and one-half years in the creation of a closer bond of interest 
and co-operation between the makers of the and those 
who distribute them. The manufacturers have shown a disposi- 
tion to be helpful in all matters that have been brought to their 
attention and the dealers have acquired a greater confidence in 
the goods which they are distributing by reason of this knowl- 
edge of the manufacturers’ support. 

The work of the division has been done through committees- 
a Committee on Steel Files and Equipment, a Committee on 
Office Chairs, a Committee on Wooden Desks, a Committee on 
Wooden Filing Devices, each consisting of six members, three 
selected from the dealers and three selected from the manufac- 
turers. These committees have met from time to time in con- 
ference. The first conference was held in the Old Colony Club, 
La Salle Hotel, Chicago, Ill., on February 16, 1921, at which re- 
sults were accomplished of great benefit to both manufacturers 
and distributors. A similar conference was held in the Old 
Colony Club, Hotel Cleveland, Ohio, on February 10th, of this 
vear, and the work at this latter conference was considered of 
such great value that it was suggested that President Pierson 
provide for a similar conference, and which could be attended 
not only by the members of committees, but by all of those 
members of the National Association who might be interested 
in the subjects under consideration. 


one hundred responded to this request, 
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You Can Do What Mason Did — 





$212.04 in 30 days and not a cent invested 
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Before Mr. C. B. Mason, who lives 
at Mt. Vernon, Illinois, a town of only 
nine thousand people, up our in- 

he did only a 

as he did not 
care to tie up his capital in installment 
accounts. Now look what he hasdone, 
and this does not cash busi- 
ness and other sales. 

You can do it in your town. Live 
dealers are taking advantage of our 
planeverywhere, and the opportunities 
in your town are perhaps even greater 
than Mr. Mason's. 


} 


2 a 


for the 
Typewriter Dealer 


We will carry your installment accounts. You take every order for Shipman-Ward Rebuilt 
Underwoods that comes to you on deferred payments—and go after more. We do the rest. 


All you have to do to make as much money as Mr. Mason 
is to get $3 down on any sale of a Shipman-Ward Rebuilt 
Underwood. Send the order in on our regular blank at our 
retail price, and we will ship direct to your customer, allow- 
ing you a 20% commission. Our terms to customers are $3 
down and $5 per month thereafter. We do the collecting! 


Dealers from coast to coast are cashing in on this won- 
derful installment proposition. They get the benefit of the 
$25,000 we spend monthly in national advertising, which cre- 


Established 
1892 


SHIPMAN-WARD MFG. CO. 


“Typewriter Emporium” 


ates a demand in your town for Shipman-Ward Rebuilt Un- 
derwoods. If you don’t take advantage of this demand, buyers 
will order from us or your local competitor. Our adverti 
department has prepared a full line of real selling helps for 
you—signs, window cards, newspaper ads, etc. 

Remember, you don’t have to invest a cent. All you do 
is get the orders and take the commissions, while we do the 
collecting. Looks like a real money-maker for any type- 
writer man, doesn’t it? Get full details now. Write, wire or 
call—but act at once. 


The Rebuilders 
of the 


1778 Shipman Blidg., Montrose and Ravenswood Aves., Chicago 


(Take Ravenswood Elevated to Montrose. 


Plant is one block East) 
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OFFICE CHAIR IRON 
Patents Pending 









Strength 


Long Service is guaranteed the chair equipped with 
the Bettcher Iron. Plates stamped from the best 
open hearth steel forming a rigid frame and spider, 
adjusting screws of Bessemer screw stock and oil- 
tempered springs are combined in a device that will 
stand any sudden weight or strain that can be 
brought to bear. 





Positive locking device provides an easy adjustment 
for height and prevents swivel action of the chair 
from affecting height adjustment. The spring ten- 
sion screw is extra long, making it easy to operate. 


The service to be given by an office chair depends 
much upon the iron and dealers should carefully 
consider this feature. Sell the chair with the 
Bettcher iron. 


The Bettcher Stamping & Mfg. Co. 


3106 West 61st Street, Cleveland, Ohio 








STENOGRAPHER’S CHAIR IRON 
Patents Pending 
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Previous to holding one of these conferences, the chairman of 
each dealers’ committee is requested to confer with the other 
members of his committee, with the view to carefully reviewing 
the subjects assigned to him. A copy of his report is then 
furnished to the chairman of the manufacturers’ division of 
that committee, thus giving him an opportunity to study the 
matters treated, and prepare a response. 

The bringing together, in conference, of the representatives 
of the manufacturers with those of the distributors, has been 
successful in clearing away many imaginary faults, the adjust- 
ing of many problems and the presentation and adoption of a 
large number of constructive suggestions designed for the 
mutual benefit of both branches of the industry. 

A very decided step in advance was made this year, when the 
division became a member and contributor to the operating ex- 
pense of the Office Equipment Traffic Association, the object of 
which is the equitable adjustment of classifications and rates 
on office equipment. Mr. A. T. Cobb, chairman of the Traffic 
Committee, will make a report, later in the session, of the work 
of this committee, which, I am sure, will be extremely gratify- 
ing to our dealer members, particularly those located at points 
west of Denver and on the Pacific Coast. 

One of the keynotes of this conference will be, ‘“‘How the 
manufacturer can assist the dealer to sell more and better office 
furniture.’”’ At the last conference of committees, held in 
Cleveland, in February, of this year, the manufacturers joined 
with the dealers in the recommendation that Mr. Pierson, as 
president of the National Association of Stationers and Manu- 
facturers, appoint a representative committee to investigate 
and report on a plan of general publicity covering commercial 
furniture and allied lines. That committee was appointed early 
this year, and its report will be made at this meeting. Pre- 
ceding it, you will have the privilege of listening to an address 
on “Improved Methods of Merchandising,’’ by Carl M. Schultz, 
who is resident lecturer on retail merchandising in the Univer- 
sity of Chicago, and one of the leading authorities on this 
subject. 

As the result of this conference of producers and distributors 
of commercial furniture, which, it is hoped, will be made a 
regular feature of the program of future conventions of the 
National Association of Stationers and Manufacturers, I 
anticipate a marked revival of interest, on the part of the 
dealers, in the commodities which this division was organized 
to promote; and your Executive Committee entertains the hope 
that today’s program will convince our members that the Com- 
mercial Furniture Division, of their National Association, is 
accomplishing a work of great value to the business of each 
and every one of them. 

Respectfully submitted, 
CHARLES A. H. THOM, Chairman. 





COMMITTEE ON CLASSIFICATION AND RATES. 





Your general manager, Mr. Gibbs, has invited me to come 
here today and tell you something about the Office Equipment 
Traffic Association, also freight rates and classification matters 
in general. 

The affairs of our Association are handled by an executive 
committee consisting of Mr. Ed. C. Rentz, traffic manager of 
the Globe-Wernicke Co., Cincinnati, Ohio; Mr. E. W. Huberty, 
traffic manager of the Berger Manufacturing Co., Canton, Ohio, 
and myself as chairman. 

In 1913 and 1914 the Transcontinental Standing Rate Commit- 
tee, which committee is in session every working day in the 
year, decided to eliminate all commodity rates applying from 
the east to the coast and intermediate territory. On office fur- 
niture this would mean an increased freight rate of approxi- 
mately $1 per hundred pounds, this amount being the difference 
between the commodity rate and the class rate. A commodity 
rate is granted by railroads where the volume of a certain 
commodity justifies and is treated by the shipper as a means 
of meeting competition. (If in my talk I do not make myself 
entirely clear in referring to rates and other matters, I hope 
you will feel free to ask me for further explanation after I have 
finished.) In those days $1 increase per hundred in freight 
rates seemed sure to put every manufacturer of office equip- 
ment out of business. However, since then we have been edu- 
cated to accept $2 and $3 per hundred and look pleasant about 
it. 

After an exchange of correspondence between some of the 
traffic departments of various manufacturers, it was decided to 
call a general meeting trying to get as many of the industry to 
be present as possible in Cleveland. We had a very good turn 
out. The subject was discussed from all angles and there were 
some Interstate Commerce attorneys present who submitted 
an offer to take care of the case for us for the sum of $1,500 as 
a retainer and five per cent of the saving for the next twelve 
months if the decision was favorably made. Of course, this 
offer was turned down and a committee was appointed and I 
think something like $25 for each concern present was contrib- 
uted. In any event, the expense was less than $400. We took 
the matter before the Interstate Commerce Commission and 
succeeded in keeping the commodity rates. on filing cabinets in 
effect and they are still in effect. 

That meeting was the means of an attempt being made to 
organize some sort of an association to protect the manufac- 
turers’ and receivers’ interest in the office equipment industry. 
Several meetings were held and finally the Office Equipment 
Traffic Association was born and has been in existence since. 
We have everyone of the original members with the exception 
of three, and we expect to have them back in the fold before 
January Ist. There has never been $1 salary paid to anyone. 
The only expense has been for traveling and hotel bills, postage, 
printing, etc. 

About six months ago the Commercial Furniture Division of 
your Association joined the Office Equipment Traffic Associa- 
tion and the first of this month I met with a committee in Chicago 
of the Associated Office Furniture Manufacturers, of which Mr. 
J. Arthur Whitworth, Grand Rapids, Mich., is the manager, and 
we came to an agreement so that at the present time the 
Office Equipment Traffic Association represents the National 
Association of Stationers and Manufacturers and the Associated 
Office Furniture Manufacturers, also its own interest composed 
of the exclusive manufacturer of filing cabinets, safes, desks, 











Do You Know 


The NEW 


-LRVIN- 


F your own hand has never driven the 

plunger of a New Irvin, if you have 
never heard nor seen the quick, sure ac- 
tion, place a shiny steel staple securely in 
place, there is yet a probability that you 
will carefully consider its selling points 
and, as other stores are doing day after 
day, get back of the Irvin proposition. 


This No. 1A Stapler 
is the most popular, 
widest selling size. 
It staples 2 to 26 
sheets perfectly, has 
all mprovements 
and meets eve 

need on the indi- 
vidual desk or in 
the smal! office. 













Modern, Efficient, Necessary 


TAPLING Machines need to be all the 

way good. The old time half-per- 
fected kind won’t be tolerated where 
time represents money and patience is 
provokingly tried. And why put up with 
less than absolute satisfaction when it 
can be bought for a few dollars only, to 
last a lifetime. New Irvin machines 
make satisfaction certain. They meet 
requirements regardless of nature. 


If you do not know the New Irvin, let 
us help you decide whether greater sales 
are possible, and increased efficiency pro- 
vided. The New Irvin Improvements 
add value quite out of relation to cost. 


Send for information today 


DEALERS: Write for illustrated folder, show- 
ing new patented improvements, samples 
of sales helps, selling information and 
dealer’s proposition, 


ALEX H. IRVIN CO. 


CURWENSVILLE, PA., U.S.A. 
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FREE TRIAL 
SAVE TIME,STAMPS, MONEY 


N° mussy sponge or “licking.” No stamps spoiled, 
lost, misused. Affixes stamps to any kind of 
mail 4 times as fast as by hand. Keeps stamps 
locked, in rolls, in one place. Enables keeping ac- 
curate records of all stamps used as you do petty 
cash. Pays for itself quickly in time and money saved. 


MULTIPOST 


Stamp Affixer and Recorder 
Oldest and most successful on the market. No wicks 
to gum up. Can’t leak water. Guaranteed against 
defect and breakage, irrespective of cause, for one 
year. Various models for different requirements, 
from $10 up. Over 50,000 in use! 


PARCEL POST STAMP MACHINE 
Keeps all denominations of stamps locked up in one place. 
Provides quick, clean method of getting and affixing exact 
stamps wanted. Automatically keeps accurate records 
of stamps used. Built sectional; can add _ sections 


as desired. 
Sent on FREE TRIAL 
No money in advance. Write for catalog B. 


Multipost Co., 

Rochester, tk A —_ 
CANADIAN BRANCH: 67 Richmond ae 
Street, E. Toronto, Ont. Machine 


Parcel 
Post 
Stamp 

Machine 











COMPo 


WESTPORT 





The Device That Prevents Clogging 


Our slogan—‘‘Compo never fouls in the 
Clinches’’—tells the story. 


Compo Sales Company 


149 Church Street New York 
“COMPO—It will not clog” 








stationery items, etc. By having these three associations com- 
bined under one executive committee to handle the traffic mat- 
ters, it gives a greater prestige when we appear before a classi- 
fication committee or the Interstate Commerce Commission and 
it is appreciated by those committees that we are now in a 
position to give them a very good understanding of any subject 
that we may take up as we now cover the entire country 
whereas if we represented one concern only or one section of 
the country the commission or committee would not get the 
matter before them as they ought to have it. We are careful 
to docket for hearing only subjects that have actual merit, but 
when docketed we positively will not withdraw, but appeal to 
the commission. 

Briefly, I want to mention two or three recent subjects that 
we have succeeded in getting entered in the classification: 

We are now privileged to ship filing cabinets, wood or steel, 
desks, wood or metallic, also all office stationery items such as 
ecards and guides in a carload at the same minimum weight 
and rate as applies on a carload of cabinets or desks when 
loaded separately. This was effective July 25th of this year. 
Previous to that time if a customer in the West (as an ex- 
ample) desired to place a large order of all items, he would get 
the carload rate on the cabinets and desks, but if the stationery 
items were included in the same car he would have to pay 
the less carload rate. This means a decided saving for the 
receiver or retailer. 

Effective September 30th of this year, transcontinental rail 
rates from various groups east of Chicago on office furniture 
are reduced from 40 cents to $1.80 per hundred on various items. 
This includes stationery and wood and steel cabinets and desks. 
Of course, just now the rail rates to the far West are not at- 
tractive on account of a rate war between the various steam- 
ship companies doing a coastwise business, but that war can- 
not last very long; then the rates mentioned will be very at- 
tractive as compared with the normal water rate. Just now 
some very attractive water rates are obtainable. 

Briefly, this will show you what the Office Equipment Asso- 
ciation stands for and some things it has accomplished, al- 
though we could mention many more items of equal impor- 
tance if time permitted. 

I am also requested to say a word in reference to the vari- 
ous committees that our Association have to deal with. There 
are three classification committees, each committee having a 
chairman; then these three committees work together as one 
committee under the caption of the Consolidated Classification 
Committee, the idea being to get the various parts of the 
country under one uniform rule and classification. 

The western classification territory is everything west of the 
Mississippi River—that is, this committee controls all the rates 
and rules on traffic moving west of the river to the coast. 

The southern classification territory is east of the Mississippi 
River following the southern boundary line of Indiana, Ohio, 
West Virginia to Norfolk or the main line of the Norfolk and 
Western Railroad. 

The official classification territory is everything north of the 
line just indicated and east of Chicago to the Atlantic Coast, 
Norfolk to Maine, inclusive, and bounded on the north by the 
Canadian boundary. 

Then there is the Transcontinental Standing Rate Committee 
who are always in session in Chicago. This committee han- 
dles all of the rates, rules and regulations for the western lines 
as covering specific commodities. At the same time any rates 
or regulations made by this committee are not effective without 
the ‘‘O.K.”’ of the Western Classification Committee. 

That makes four -classification committees that we have to 
deal with to get any changes made in rates, classifications, 
rules and other regulations. These committees are composed 
of men who have had years of railroad experience and they 
know their business. A man going before any of these com- 
mittees with the idea that he is going to put something over 
has another guess coming. Everyone of them must be shown 
that there is merit to your application or you get mighty little 
consideration. 

It is the endeavor of our committee when working with these 
classification committees to really work with them rather than 
to work against them. We have found after years of experi- 
ence that we get further and more consideration by putting 
the matter up squarely to them and being careful not to pro- 
pose something that we cannot back up, but when we do file 
a complaint stay to the finish. I can say with all sincerity that 
I have always received the fullest consideration with every 
classification committee with whom I have dealt the last ten 
years. This is also true of the Interstate Commerce Commis- 
sion. We have considerable to do with this body and many 
people feel that they are hard to approach. This is not true. 
If there is any difference the Interstate Commerce Commission 
are much more easy to approach and get consideration from 
than the Railroad Classification Committee. It is a mistake to 
think that if you have a matter for consideration by the Inter- 
state Commerce Commission that it is necessary for you to 
employ an attorney. 

A practical traffic manager who knows his business will do 
more for you and get more consideration from the commission 
than any attorney can get, and I say this with all due respect 
to the fraternity of attorneys. 

The average attorney knows absolutely nothing about your 
case—only what you tell him, and then he will put it up to the 
commission with all the technical terms in his vocabulary, with 
the result that the commission many times does not get the 
iron-clad facts they are after. All they want at any time is 
the real situation, and it doesn’t make a dollar’s difference to 
any member of that commission what the decision is 

There is a great need now of looking after the rates and 
classifications on office furniture, but the subject is so big 
and all of our committee have a duty to our own concern. We 
only hit the high spots. What is needed is, the whole furniture 
list should be checked and docketed for changes warranted 
However, this would mean a tremendous amount of work and 
some expense. I believe this is something that ought to be 
given consideration by this convention. 

I thank you for your attention to my remarks, and if there 
are any questions I will try to answer them. 

A. T. COBB, Chairman 
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THE WALES ADDING MACHINE CoO. 


Announce 


the appointment of 
MR. H. E. K’BURG 


as General Sales Manager 
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Soon January will be here, bring- 
ing with it opportunities for Trans- 
fer Unit Sales. In your territory, 
—will you secure a good share of 
this business? You can, by actively 
pushing the sale of Berloy Steel 
Transfer Units. Two styles now 
enable you to supply any demand. 
The original No. 494 (with heavy 
channel frame) fills the need where 
good commercial grade Transfers 
are desired. 


Then there is the New Berloy Steel 
Transfer Unit No. 474. It retains 
all the good features of the original 
and in addition is fitted with four 
rollers. These rollers give the 
drawers remarkable ease of opera- 
tion. During the coming Trans- 
fer season this new style will 
add to the profits of many 
dealers. Time is short. Sales ar- 
rangements should be made now. 
Write Dept. H-48. 


THE BERGER MANUFACTURING CO., CANTON, OHIO 


Bost on New York 
Chicago St. Louis 
Dallas Roanoke 


Minneapolis San Francisco 
Philadelphia Kansas City 
Jacksonville Los Angeles 
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The New Berloy Transfer Unit 


New ¢4-roller 
Berloy Trans- 
fer Unit. Stack 
them high as 
you like. 
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REPORT OF THE COMMITTEE ON PRINTING. 





As recommended by the Miscellaneous Items Committee at 
the 1921 convention, the association’s first Committee on Print- 
ing was appointed This recommendation was made because 
printing usually constitutes a part of the stationery business, 
and there are problems for selling printing (separate from its 
manufacture) which must be solved in order to develop and 
maintain its connection with merchandising stationery. In pre- 
senting this report it is our hope that this initial effort on the 
part of a printing committee will prove helpful to stationers 
in conducting a printing sales department in the most satis- 
factory way and will also indicate the advisability of the con- 
tinuance of a committee of this kind. 

Commercial and social printing are terms which designate 
the styles of printing that are closely related to stationery, 
and by inquiry and personal observation we find that Ssta- 
tioners are generally neglectful of the opportunities of increas- 
ing this part of their business. This is to be regretted, for 
an increase in printing sales would to some extent overcome 
the loss of a part of the stationery business that has gone to 
other trades now selling items of stationery formerly to be had 
only in stationery stores. 

We believe it is the good service usually rendered by a sta- 
tioner and the policy of the establishment, rather than meeting 
impossible price competition that have made his business suc- 
cessful, and therefore we have devoted almost this entire report 
to service and policy in selling printing. In service, one of the 
direct advantages to a stationer who sells printing is the sales 
policy. The same good service with which we sell our sta- 
tionery should characterize the handling of stationery printing; 
for it is this service that makes it attractive for business and 
professional people to buy their printing and office supplies at 
the same place. Stationery stores are generally more con- 
veniently located than where printing is sold exclusively, but 
this advantage counts for little unless the stationer offers 
facilities to serve his customers. 

Stationers who do an extensive printing business often con- 
duct it as a separate sales department, cared for by special 
clerks which are usually located in a prominent part of the 
store. An expensive service system, however, is not required 
by the average stationer who sells printing, and in our opinion 
the taking and attending to printing orders can be more satis- 
factorily arranged by combining the effort with other depart- 
ments. Furthermore, by this method the identity of printed 
stationery will be better preserved with that of selling other 
office supplies. 

Until the printing part outgrows this combined department 
effort we suggest one of the means by which customers can be 
satisfactorily served is to assign the duty to the most com- 
petent clerks already in the concern’s employ, using them to 
sell printing together with stationery. These clerks should be 
given desk or counter room where customers can be directed 
on all matters pertaining to printing. At this place a loose 
leaf or card index system could locate the progress of the job 
from the time the order is entered until the delivery is made, 
and no customer need be kept waiting long for desired infor- 
mation. Convenient to this desk or counter should be a cab- 
inet containing folders in which are kept samples of printing, 
all neatly arranged to show styles of forms, type and grades 
of paper. Another pleasing factor to printing customers be- 
sides being shown presentable samples is a readiness to quote 
prices when requested. Ability to immediately quote prices 
often keeps customers from asking quotations from competitors, 
whereas a delay sometimes influences them to order elsewhere. 

Prices given for printing at the time requested also gains 
the customer’s confidence, but there are factors in estimating 
the cost of printing that often make hasty figuring faulty. 
Those of our members who belong to certain printing associa- 
tions are furnished price guide books in loose leaf form, with 
thousands of items priced and scientifically figured by cost find- 
ing experts. Any member who conducts a plant justifying the 
expense of membership would do well to belong to one or more 
of these associations, not only to gain knowledge of actual costs 
as found in the printing industry, but many other benefits 
usually promoted by association endeavor. 

Some of these organizations, however, will sell their guides to 
outsiders and no stationer who sells printing need be without 
them. Through the courtesy of the United Typothetae, Nash- 
ville Printers’ Club, Porte Publishing Company and the Asso- 
ciation of Manufacturing Bank and Commercial Stationers, 
your committee was placed in possession of one of each of 
their guides, all arranged to quickly find scientifically figured 
prices on many kinds of business and social printing, and these 
publications may well be consulted as a standard of comparison 
with a stationer’s own prices. Of course, the prices are only 
suggestions, and local conditions in the labor and material 
market will govern any sensible man, but intelligent reference 
to either one of the above named guides will serve as a warn- 
ing against under or over-charging, promote accuracy in esti- 
mating and thus gain the customer’s confidence 

Competitive bids for printing often differ greatly in price, 
due not always to miscalculated estimating, but to economical 
methods by which certain kinds of bank and commercial print- 
ing can be produced. It may be that the low price is due to a 
printer having created a market for forms for which he has 
electros, or by syndicating a number of orders on a single press 
run, or maybe both. This no longer remains a problem for 
dealers on such items as envelopes, shipping tags, labels, etc., 
for they can be bought printed at the mill at a lower cost than 
when produced by a printer not specially equipped for their 
production. It is unfortunate, however, that many mills sell 
direct to consumers, but possibly they can be prevailed upon to 
discontinue the practice, especially if the stationer would ener- 
getically go after the business. It is also up to stationers who 
desire the business to find the means of supplying their cus- 
tomers with many other items of syndicated or economically 
produced printing. This list is constantly growing and is no 
longer confined to the conventional deposit slip, but to many 
bank and commercial forms which are usually sold direct to 
consumers by printers who specialize. We believe very few 
stationers or printers could individually get sufficient business 
of this kind to profitably meet competitive prices and service, 





The ‘‘Short Cut”’ to Better Indexing 
The ‘‘Short Cut’’ to Greater Profits 


E-F Index Tabs supply the “short cut” for 
both your customers and yourself. Users of 
E-F Tabs find them superior in point of adapt- 
ability, permanence, and simplicity. E-F Tabs 
are profitable to dealers because of their ready 


sale; and because 
necessary to make 


to have a complete stock. Write for our attrac- 
tive proposition to dealers. 


EFFICIENCY FILE CO. 


1772 Wilson Avenue, Chicago 
William H. Bassinger, Eastern Representative, 
377 Broadway, New York City 


Canadian Office Appliance Co., Canadian Distributors, 
66 Bond S8t., Toronto 






The Tab of Clear 
Transparent 
Celluloid with 
the Colored 
Insert. 


ae 


of the fact that it is not 
a large investment in order 








— vine BLE 
TYPEWRITER SUPPORT 


(SWING STAND) 





NX 





15”x20”, finished in 
work japanned. 


Every Typewriter 


stock a few as there is a good demand and a 


nice profit. 


Write for folder, discounts and terms 


AMERICAN WRITING MACHINE CO. 


449-455 Central Avenue 


For Typewriter, Telephone, 
Card Indexes, Commercial 
Reference Books, etc., ete. 
Swings at any height, move- 
ment controlled by adjustable 
leather clutch. Revolving top adjusted by simple 
wing nut. Easily attached to either side of desk. 
Does not vibrate. So constructed a lock is not 
necessary. Rigid, strong, pleasing design. Top 







$f.00 


Retall 
Price 


Oak or Mahogany. All iron 


Dealer and Stationer should 


Newark, N.J., U. S.A. 
y, 
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PATS. PENDING 


The Automatic-Assorter Portfolio 


1. Concealed contents; closed. 

2. At once accessible; opened; with by the fingers of but 
one hand. 

3. Distributed contents, findable, and readable, without re- 
moving. 

4. A clean, cleared, desk-top appearance, always possible, 
with this collapsed, folding, portfolio. 

5. Contents in this closed or ccllapsed device remain hidden, 
clean, secret, and cannot be blown out, away, or at least 
temporarily “‘lost,”” or misplaced. 

6. Instantly portable, with but a large rubber band snapped 
around it, and always READY instantly fer transport to 
another office or court room or conference or to trunk or 
suit-case. 

THE EFFICIENT OFFICE WORLD’S SIMPLEST AND 
MOST ELEGANT UTILITY DEVICE. COMPARATIVELY 
A NOMINAL PRICE FOR A MOST ENDURING DEVICE. 


$2.75 list, for the Universal Model. 

$4.00 list, for the Leather-cloth Cover, standard pattern. 

$5.00 list, for the Superior type waterproof, fabri- 
coid-covered, 5 press-board, partitions. 

$7.75 for the DeLuxe style of seven partitions. 


The usual and most liberal trade discounts to the trade. 
One of the greatest useful CHRISTMAS presents possible. 


UNYVERSAL UTYLYTY UNYTS CO., 
6111 Winthrop Ave., CHICAGO, U. S. A. 


N. B.—Two live stationery stores are pushing the sales and 
averaging over five sales per day each. Are you losing 
a money-making opportunity? 














has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 
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but a number of stationers who sell printing might in several 
sections of the country support a printer who understands group 
and other economical printing methods. The importance we 
attach to meeting this competition is not only because of the 
good profit derived from such sales, but the low prices for which 
they can be sold may have an influence on obtaining or retain- 
ing customers for other office supplies. 

Your committee also concerned itself about the prices of 
printed social note paper and envelopes as occasionally ad- 
vertised by mail order printers and some department stores 
For the purpose of investigation, the chairman of the commit- 
tee responded to an advertisement, and received for one dollar 
(postage prepaid) one hundred sheets of printed note paper and 
one hundred printed envelopes. The mailing having cost ten 
cents, there was only ninety cents left for the printer for his 
stock, work and packing. In our opinion stationers need not 
give themselves much concern about such freak prices, for not 
only is a business of this kind soon abandoned by most of these 
short sighted printers, but the stuff they sell often reacts 
as a boomerang for sales of the better kind of printed station- 
ery usually handled by stationers who sell printing. 

Early in the year, by way of announcement in the Association 
News, our members were invited to bring before the committee 
those matters pertaining to the selling of printing that were 
considered interesting and instructive. The committee also 
communicated with several members, personally inviting sug- 
gestions that might make a topic for discussion or recommenda- 
tion (for naturally a committee of this kind looks for advice 
and help to bring this part of our industry up to a higher plane) 
but we regret that there was no response. We do not believe 
that this seeming indifference is any indication that the topi« 
lacks importance to a stationer who sells printing, for in our 
opinion such matters as the percentum of profit required on 
printed jobs as compared with other office supplies, and the 
relative cost of selling, either separately or together, could be 
discussed with intellectual profit. For instance, the overhead 
expense on printing sales is apparently less than that on mer- 
chandise carried in stock, while on ‘the other hand, printing 
orders usually take much more of a salesman’s time than when 
selling other office supplies. 

Another matter that might be discussed with profit is, which 
of the two stationers fares the better, the one who operates his 
own printing plant or the one who buys from plants controlled 
by others? Your committee inquired into this matter from 
one accustomed to research work in matters pertaining to 
printing. His opinion is as follows: 

“Unless his printing for the year would be sufficient to keep 
a moderate equipment busy at least two-thirds of the time, it 
certainly would not pay. As a usual thing any concern, sta- 
tionery or otherwise, which puts in a printing plant with the 
purpose of saving itself money, will find if an accurate cost 
finding system is used with the plant, that it is making less 
profit from its printing than it would make with the same 
investment in its regular business.” 

From another source, one devoted to the interest of buyers, 
particularly purchasing agents, we are informed that some 
business concerns feel that the only solution of the printing 
problem lies in the operation of their own plants, with the 
result that the printing costs much more than when done by a 
printer who runs his plant almost to maximum capacity. This 
investigator informs us that the average industrial and finan- 
cial concern that produce printing for their own use are usually 
over-equipped with machinery and also carry a much heavier 
burden of unproductive time than a printer who runs his. plant 
for the purpose of profit. It is stated that in privately con- 
ducted printing plants, much of the unproductive time is due to 
the temptation to experiment and to the fact that the ma- 
chinery remains idle too long 


We believe that there are a number of things that could be 
profitably discussed as suggested above, but in the absence of 
any suggestions or co-operation on the part of the dealers in- 
terested it is difficult to make a report that will be construc- 
tive or that might help advance this part of our industry We 
hope, however, that this initial effort on the part of a printing 
committee will prove the importance of a permanent commit- 
tee of this kind. 

Finally. we call your attention to an exhibit of some of the 
things mentioned in the fore part of our report, which we have 
brought with us for inspection and which may be seen at the 
close of this session. 

Respectfully submitted by 
T. A. STEINMUELLER, Chairman; C. HERSEY LENT, SEL- 
DEN W. GEORGE. 





REPORT OF COMMITTEE ON CO-OPERATIVE 
ADVERTISING. 





Your committee on co-operative advertising files the fol- 
lowing report: 

After an extensive canvass of both dealers and manufac- 
turers on the nation-wide sales drive displays, the committee 
set aside the following dates for general observance in this co- 
operative advertising effort: 

Loose Leaf Goods—April 10th to 15th, inclusive 

Inks, Adhesives, Carbon Papers and Ink Ribbons—April 17th 
to 22d, inclusive. 

Going-away Goods for Summer Vacation Purposes—June 26th 
to July Ist, inclusive. 

School Goods, Pens and Pencils, etc.—August 28th to Sep- 
tember 2d, inclusive. 

A second week’s showing with an entire change of display on 
these goods is advisable. 

Greeting Cards—First public showing of all holiday lines— 
October $th to 14th, inclusive. 

Loose Leaf Goods—October 16th 21st, inclusive. 

Diaries, Blank Books, General Office Supplies, including 
Vertical Filing Devices and Transfer Cases—December 26th 
to January 5th, inclusive. 

Your committee wrote to all of the members of the national 
association who manufactured goods in these respective lines 
advising them of the dates, and asking them to co-operate 











OFFICE APPLIANCES 235 























HAAN 


Domestic Export 


Foreign 


Dealers: We Furnish Your Standard Keyboard 








REDUCED PRICES! 


ASK FOR OUR NEW PRICE 
LIST NO. 152. 





GENERAL TYPEWRITER EXCHANGE 


INCORPORATED 


30 Main Street set Brooklyn, New York, U.S.A. 


Cable Address: GENTYPE, New York 
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NEW 700 LINE 


The Lowest Priced FOUR DRAWER UPRIGHT Manufactured 
Its EQUAL HAS NEVER BEEN OFFERED 
Before the WAR—During the WAR—After the WAR 
The PRICE is LOW—the QUALITY is HIGH 


DISTINCTIVE FEATURES : 
Solid end panels. 


Full progressive roller sus- 
pension, nickel alloy coated 
steel, not painted. 


Reinforced welded construc- 
tion. 


Positive locking compressor. 


Two coats Olive Green 


Enamel baked on. 


Large brass handles and 
label holders. 


Non-rebounding drawer stop. 


Will stack with our 500 Line 
in height. 





Case outside is 1414," wide, 


261%," deep, 5214,” high. 


The case being 1" deeper than 
Standard, and 7%" narrower 
than Standard, gives 1” 
more clear filing space with 
saving of valuable floor space 
in width, makes it ideal for 
battery installations, and 
the case is equipped with 
bolts for the side joining. 


Drawer fronts are full rein- 
forced with liner. 


Top sets over flush with 
case sides, no off-set. 





We solicit your comparison of constructive features, study each point, test the operation of drawer, 
note how easily it operates on the full progressive slide and how the drawer stays closed when shut. 


You will find embodied in this Cabinet all the essential features found in any HIGH GRADE CABINET 
and the operation of the drawer slide surpasses many cabinets selling for much more. 


We are PROUD of this Cabinet, so much so that we do not hesitate to put OUR NAME AND TRADE 
MARK on the case. 


Mr. Dealer :— 

If you are now handling Filing Cabinets, or if you have floor space to handle an up- 
right cabinet, do not overlook the possibilities in this New 700 Line. It is the best money 
making proposition for YOU in the Steel Line on the market. Your request will bring de- 
scription and prices. DO IT NOW. 


“It's a better file, if made by”’ 


masters meres’ AURORA METAL CABINET WorKS “°""2 22575" 


62 Park Place, Angelus Hotel, 
AURORA, ILLINOIS, U. S. A. 


New York City Los Angeles, Calif. 
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as far as possible by producing and distributing efficient dis- 
play matter that could be used during the time their particular 
goods were being displayed in this nation-wide advertised 
selling drive. 

Your committee also wrote each of the trade papers who 
were members of the national association, asking them for 
their co-operation in this effort to the end that a larger turn- 
over of these nationally advertised goods could be made, as 
this would help not only the stationer, but also the manu- 
facturer and the wholesale distributor. 

After each one of these drives the committee made a spe- 
cial canvass to see whether or not there was any general re- 
sponse to these efforts on the part of the trade and the manu- 
facturers, and we found that the loose leaf people, the inks 
and adhesives people, and the pen and pencil people made 
special efforts to co-operate with the distributors on their 
particular goods at these times. 

We have been asked from time to time by manufacturers of 
other goods to establish nation-wide selling drives for them. 
This is a difficult problem to handle because of these facts: 

First—That these goods are only sectionally advertised and 
not nationally known. 

Second—There has been no real effort to nationally adver- 
tise them at all 

In either instance it would not be deemed advisable by the 
committee to place such goods on the list for nation-wide 
advertising drives, because of the lack of co-operation in this 
respect on the part of the manufacturers of such goods. 

The committee also found that there were many local con- 
siderations that the distributors in the different cities and 
towns were bound to take notice of that interfered with the 
nation-wide selling drives. This to a large extent has been 
overcome by the early placing of the dates for the entire year, 
and our asking them to keep everything clear on these dates 
for those particular lines of goods that were being pushed in 
this way. The response from the distributors on this matter 
was very pronounced, and we find that there are many dis- 
tributors interested in the proposition this year, enough to go 
through with it and benefit from it, that were not interested 
at all in it last year. The increased showing over last year 
has been so great that the committee recommends that the 
association go forward with this work and continue it, and be 
very careful about advertising new lines of goods for a nation- 
wide sales effort, until they are at first certain that the manu- 
facturers of these goods themselves are equipped and have the 
disposition to co-operate in a nation-wide manner. 

The direction of general attention to these particular lines 
of goods all over the country at the same time we find has 
quickened the turnover and greatly increased the sale of those 
goods that were handled in this way by the different dis- 
tributors, and if a merchant is sold on the proposition once, 
there is no trouble at all to get his co-operation in the future, 

The committee suggests that the local association co-operates 
in this matter to the extent of personally notifying each mem- 
ber of their association of the proposition, together with the 
dates for the display and selling drives, and add to this list 
sent out by the national association, such other dates as might 
be helpful to the members of each local association, because 
of business conditions as they may exist in each section over 
which the local association operates. 

This was done, very effectively and efficiently by the Con- 
necticut Valley Stationers’ Association window display and 
store advertising drive for 1922, and might well be copied by 
local associations all over the country. 

Respectfully submitted by the committee: 
RALPH S. BAUER, Chairman; RICHARD B. CARTER, 
JAMES R. ARMINGTON, EUGENE H. TOWER, JR. 





REPORT OF COMMITTEE ON GENERAL PUBLICITY. 





A thorough investigation has been put on by this committee 
of the various means open for an improvement and enlarge- 
ment of the market. 

After carefully considering all and various plans presented 
and determining their possible effectiveness, the plan entitled 
“Improved Methods of Merchandising,’’ presented by Mr. Carl 
M. Schutz, appeared by far the best one. 

First and foremost, it goes to the source of the trouble and 
presents a corrective method of remedying that ill. 

Secondly, it can be done effectively at a comparatively small 
expenditure. 

Thirdly, and mainly in its ultimate working, it utilizes every 
channel of merchandising to the end that the object—mainly 
the improvement and enlargement of the market—may be ob- 
tained to the highest degree of productivity and at the lowest 
cost. 

Therefore, this committee offers the following resolution: 

“Inasmuch as the need for educational work of this kind has 
been recognized through the appointment of this committee 
and its work is completed with the submission of this report; 
therefore, be it 

‘Resolved, That an expression be obtained from the mem- 
bers attending this convention and in the event that the manu- 
facturers are favorable to this proposition that a committee 
be appointed to carry it out 

Respectfully submitted, 

Cc. A. NETZHAMMER, Chairman; WM. B. 3AKER, A 

SCHOOLEY, J. ARTHUR WHITWORTH. 











No. 205 


TELL City DESKS 


The width and length of Tell City Service cover 
all requirements of user and dealer. The wide 
variety of the line provides a desk for every 
purpose. The careful selection of materials, the 
firm cementing and joining of parts make for 
long years of service. Details of construction, too 
numerous for description here, are given in our 
catalog No. 36. Let us send you a copy. 


Tell City Desk Co. 


TELL CITY INDIANA 























TALK BY MR. ESTEY. 





I find the eloquent speaker who preceded me preached my 
sermon for me. I would like now to bring you gentlemen down 
to a consideration of advertising as it pertains to your busi- 
ness, to no other business but yours, and I would like to pre- 
face what I have to say by telling you something I overheard 
in the lobby of this hotel the other day. As I passed by a 
group of gentlemen I heard one voice say as he looked over 





The Indication of Quality 


The indication of quality is repeat orders. 
High grade materials backed by the facilities 
of an intelligent and energetic organization 
has made a name for our products: 


Carbenized rolls fer billing and adding machines 
Oil soluble pencil carben papers 
Typewriter ribbens and carben papers 


The trade has judged American Manifold’s 
Multigraph ribbons as unequalled. Write for 
samples and other particulars. 


American Manifold Products Corp. 


General Offices and Factory: 
2900 Darwin Terrace CHICAGO 
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Mr. Dealer: “Ajax Eyelet Fasteners,” “Samson 
Punches,” “Eyelet Tools,” etc., assure you of a quick, 
profitable turnover and re-orders. 

“The Ajax Eyelet Fastener” is a 
real necessity for binding valuable 
security, Bn Fy 
against loss and substitution are 
paramount. 

PUNCHES THE HOLE 
FEEDS THE EYELET 
aod CLINCHES IT IN 

ONE OPERATION 


Ffeatices three sizes of Ajax 

yelets without any adjustment 
No. 2 No. 2 No. 
Long Med. ey 


*‘The Ajax Eyelet Fastener’’ assures you 
of Repeat Orders for ‘‘Ajax Eyelets’’ 


“SAMSON” No. 1 HAND PUNCH | “SAMSON” EYELET TOOL 


























A 
Combination 
Punch 
and 


. 


Handles 

Samson 
Zinc 

Eyelets 


Write for Catalog and Pre-War Price List 


THE MACHINE APPLIANCE CORP. 
351 JAY STREET, BROOKLYN, NEW YORK 




















Cannot work 
loose. Will 
not come off. 














The Medearis Pat- 


ented Index Mount 
for Rubber Stamps 


Time saver—Saves Mistakes. It is 
simple to use. Stamp your index 
card, slip it in the patented flanged 
groove which is made into the mount 
at the factory and you will have the 
most. sensible index for rubber 
stamps yet. 


Distributors 


J. F. W. Dorman Co., Baltimore 
R. A. Stewart & Co., New York 
R. H. Smith & Co., Springfield 


Ask your rubber stamp maker for the 
Medearis Patented Index Mount. 


Medearts Moulding Co., 
Winston-Salem, N. C., U. 8. A. 
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the program, “‘My God, we are going to have another talk by 
an advertising man. I thought we were here for business.,’”’ 
(Laughter.) So with that encouragement I should like to go 
ahead and talk to you. (Laughter.) 

I want to call your attention to these display boards on 
either side of this room. To you they mean merely twenty 
boards; to Mr. Gibbs and to me and to others they have meant 
many weeks of hard work. They have meant weeks, days 
and nights of careful selection of the displays that were 
sent in by manufacturing members and retail members. My 
faith was greater than the faith of some of the officers of 
the association when I suggested that this display be held. 
I wanted to have forty boards; they felt that the exchequer 
would stand twenty. There are more than three thousand 
pieces of advertising matter on these boards, and there were 
nearly a thousand pieces that we were unable to affix to the 
boards. No manufacturer, as you will see by looking at the 
boards, has any one space devoted to his line exclusively. 
That has been thought a little strange by some of the manu- 
facturers. I will explain the logic of the plan that was 
adopted finally. Some manufacturers are not large adver- 
tisers; others are. The contrast would have been unfair. 
Therefore, we decided we would classify all the advertising 
matter, to show, for example, window displays of various 
manufacturers together, broadsides to the trade together, 
blotters, folders, house organs and similar lines of advertis- 
ing matter available for the use of retailers together. 

If you will examine these boards, the retailers particularly, 
and take along with you a memo pad and a pencil, and make 
notes, I am sure you will be able to get from all of these 
manufacturers gratis sufficient advertising help to enable you 
to trim your windows without cost and conform to these ad- 
vertising co-operative weeks Mr. Bauer has told you of. 

Our chairman has said I was going to give you a short talk, 
That limits me. There is much I would like to say, because 
I think the time is ripe for some advertising man to say some 
truths to you, and I would like to step out from my job as 
advertising counsel of this association, and talk to you as an 
advertising man who for upwards of thirty-four years has 
done nothing but study and practice advertising and mer- 
chandising as it applies to many lines of business 

I would like to get into your minds first of all this thought, 
that advertising to any retail dealer’s business is of vastly 
more importance than buying, of vastly more importance than 
the prices you pay for goods, or anything else in your busi- 
ness, including your sales force. 

Last year I talked to you at this convention on the same 
subject of advertising, and I said at that time what I will re- 
peat here, that when you have a correct understanding of 
what advertising is and what it is intended to accomplish, 
then you will see what advertising is intended to do Many 
gentlemen, I find, make the mistake of thinking that adver- 
tising is part of the machinery of business. It is no such 
thing. It is the power that makes the machinery go And 
until your machinery and your connections are right, you 
would be nothing short of a fool to turn on the power of ad- 
vertising which might wreck your institution. I mean the ma- 
chinery and connections of your business that your service 
must be right in your store, the arrangements in your store 
must be right, your windows must be right, the clerks in your 
store must know what they are about, and that you must be 
prepared to stand back of every claim you make to the public 
before you make any claims. Advertising is merely telling 
people—that is all. And the more people you tell, the more 
people you will sell. That stands to reason. 

I have come in contact with many retail stationers dur- 
ing the past ten years, have visited their stores, have seen 
how they operate inside and outside, and I am in a position 
to know what they are doing, and I find many retailers who 
do practically this: They use extreme care and caution in 
their buying, they are very careful to go over their price 
lists, to write to manufacturers and wholesalers to see if they 
cannot get lower prices; they buy their goods, put them on 


their shelves and then trust to luck to move the goods off their 
shelves. What I cannot understand is why the retail stationer 
will try to keep secret from the public of his community the 


fact that he is in business. 

Thirty-seven representative retail stationers of this country 
reported through a questionnaire to the national association 
concerning their sales and advertising expense, that they had 
invested a little more than one per cent for a whole year’s 
advertising. 

Let me point out this fact. that the retail stationer or manu- 
facturing stationer who puts the most money in advertising 
is the greatest believer in advertising. I will point out also 
that the more you invest in judicious advertising, the greater 
will your profit become, because your sales expense will go 
down. That is a provable fact, and I am sure that if retail 
stationers generally realized that, there would be a much dif- 
ferent attitude toward this subject of advertising. It was 
interesting to me when I heard this gentleman in the lobby 
say what he did about my talk, that he thought we were here 
to talk business. That man, by his own confession, uncon- 
sciously, was stating that at some time he himself had done 
some advertising that did not pay, and the probabilities are 
he is just like some of the retailers who have come to me at 
this convention, and have said, ‘“‘Mr. Estey, how can you help 
me with my advertising? I have certain space in my news- 
papers that I contract for by the year, and the time comes 
when the advertisement must go in according to my contract 
and the last minute I haven’t anybody to write it, and I sit 
down and try to write something.’”” My God, men, can’t you 
understand that advertising is as important to the health of 
your business as a physician to the health of your bodies? 
You cannot learn advertising in a moment, I don’t care how 
good common sense you have in your buying or in your han- 
dling your sales force; your advertising should be done by 
some one who knows what the power of advertising is and 
what it will do. It is too dangerous and too costly a thing 
to fool with. 

If you spend money in advertising you will get as little re- 
sults out of that as you do when you spend money for any- 
thing else. It is gone. But when you look upon advertising 
as an investment as much as any investment you make. and 
when you nurse, watch it and make use of it, then you will get 
results. I refer you to any manufacturer or retailer who ad- 
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What do you require of good 
office furniture ? 


A Dornette Desk or Table is an expression of what you desire in good office 
furniture. No matter what your individual requirements may be, you will 
find a Dornette Design especially adapted to them. 


For the past forty years, Dornette products have kept abreast of the times 
by continually “drilling down to bed rock”—to ascertain the user’s, your 
customer’s, requirements. Knowing these requirements, we embody them. 


Thus, every Dornette Design is manufactured to meet a certain code of 
requirements. A Dornette Desk is more than just a stock desk, a Dornette 
Table is more than just a stock table—they are made to order—TO YOUR 
CUSTOMER’S ORDER. 


To your trade this means complete satisfaction in a real, honest-to-goodness 
value. And you become the happy possessor of goodwill, accumulating 
prestige and excellent remuneration. Ask for our catalog. 


MAKERS OF FINE OFFICE DESKS FOR OVER 40 YEARS 


THE J. DORNETTE & BRO. CO. 


JOHN DORNETTE, Sr., President and Founder 
Barnard St. and Harrison Ave., CINCINNATI, OHIO 
NEW YORK OFFICE MINNEAPOLIS OFFICE 
H. Hermann Furniture Co., 368 Broome St. 605 Lumber Exchange 
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vertises persistently through the year to prove the statement 
I make, that if you advertise persistently you will get per- 
sistently good results. 

I find in a general way there are five reasons why some 
retailers and manufacturers advertise First, commonsense. 
Second, necessity. Third, vanity. Fourth, the income tax. 
Fifth, the sheriff. Now you can roll your own. (Laughter.) 
I also find there are four general reasons why some people do 
not advertise. The first is ignorance and the second, false 
economy; the third, laziness, and the fourth, death Again I 
say, you can roll your own. (Laughter.) A correct understand- 
ing of what advertising is would change the attitude of many 
business men toward it. 

There should be a logical justifiable reason back of every 
dollar you invest in advertising. It should not be a happen- 
stance, a matter that comes down to the last minute, and then 
you say “I have got to have an advertisement.” You should 
know what you are doing before you do it You should be 
sure that dollar is put into use. With all the wealth of ad- 
vertising there is here, I cannot understand why any retailer 
should not use it when it is free. Displayed on these boards 
are displays of the following articles, which are well known 
because of the manufacturers have advertised them, and I 
heartily echo and stand by the remark that Congressman 
Kelly made, that a trade mark is of vital importance and one 
of the greatest business builders in this country or anywhere in 
the world. The following articles—I am not mentioning trade 
mark names—one or more of them is displayed by the advertis- 
ing matter on these boards: 

Pencils, wood; pencils, mechanical; crayons; pens, steel; 
pens, fountain; office furniture, wood; office furniture, metal; 
loose leaf devices; memo books; clip fasteners; calendars; 
writing paper; ink, mucilage, library paste; desk baskets, 
waste baskets; filing cabinets, wood; filing cabinets, metal; 
greeting cards; containers; crepe papers; decorative materials; 
seat pads; card indexes; safes; drinking cups: paper napkins; 
pen holders; carbon papers; inked ribbons; blue print paper; 
numbering machines, stamping machines; rubber erasers; guest 
books; typewriter paper; phone binders; auto polish; baggage 
tags; sanitary moisteners; pocket books; social stationery; 
memo pads; writing tablets. You could set up a retail sta- 
tionery store with those goods. 

Some day there is going to be a man who has courage enough 
to establish a stationery store which will shortly grow into a 
chain of stores, in which nothing will be sold but nationally 
advertised trade mark lines of goods. That day will come, 
And when that day comes that man is going to do business 
at a larger profit than any stationer who is doing business to- 
day. He is going to be the Henry Ford of the stationery busi- 
ness Mark my words. I put myself on record after all these 
years of studying the economics of advertising. It will take 
aman with backbone and courage, who isn’t afraid with that 
foolish fear that some manufacturer with a trade mark may 
come along and sew him up. I cannot imagine the foolish- 
ness of such a thought, that any retail man who has the 
courage to be in business should be afraid that any manu- 
facturer could sew him up on a trade mark so he couldn't get 
out from under. There is no manufacturer making the entire 
line in that merchandise. You can always go to another one. 
The statement was made to me that the retail man has built 
up his reputation and prestige, and the public will buy the 
goods he recommends All right. Perhaps they will to a cer- 
tain extent, but you must first convince your public that you 
have the right kinds of merchandise, and when a man, woman 
or child comes into a store and asks for an article by name that 
they know is good, because they have sense enough to know 
that the manufacturer advertising it is putting his name be- 
hind it, and also his reputation and proof of the sanity of his 
judgment as a manufacturer, when a man offers a substitute 
and tries to sell them something besides what they ask for, he 
is giving them a stone when they ask for bread. We have no 
right to offer substitutes and say they are just as good, when 
all we have behind that statement is our own judgment A 
trade mark built up by years of hard work by the manufac- 
turer, a trade mark that stands for quality, honesty of service 
and integrity, is too valuable a thing to be overlooked by the 
retail stationer, and I hope you gentlemen will use care in the 
future in handling this question of trade mark lines. 

There are many retall stationers who advertise from neces- 
sity only. When business takes a slump then they turn to the 
advertising columns, and say, ‘‘Well, 1 must say something.” 
They haven’t anything to say, but they must say something. 
And so they put an advertisement in the paper. That is just 
as impressive and as valuable as touching off a sky rocket 
on the night before the Fourth of July, Siss-Boom-Ah, and 
then silence until the next hard times come. The only 
advertising that ever will pay is persistent advertising, the 
same kind of persistency in your advertising that you put 
into your courting days, when you were instituting a follow-up 
system on that girl you were after and later married 
(Laughter.) You must advertise in season and out of season 
for this reason: Here is your store fully equipped for busi- 
ness You must maintain your organization whether business 
is there or not; you must keep your windows trimmed and 
your store lighted; you must keep the service up, must keep 
your stock up, you must keep everything up just as though 
business were good All right. Your time is taken up inside 
of the store in seeing that the counters are clean and the 
aisles swept, and the windows trimmed once in a while. and 
then you expect that when you open the doors of your store, 
the public is going to flock in through the doors and buy 
of you What fools they would be to come to your store that 
they don’t know about, when some other dealer in the town 
more progressive, a man with the courage of his convictions, 
who is constantly telling the public of his city what he has 
to sell, the quality of the goods, the names of the goods, and 
keeping the public reminded of it—why should any man or 
woman choose your store that is unknown when the other 
man is telling about his most of the time? Persistency in 
advertising is what gets results. 

Be in earnest about it There is a lot of talk about better 
salesmanship here, and I have had the job of working out from 
the very limited material which you manufacturers and re- 
tailers have put into my hands, these educational bulletins you 
are all kicking about today. I want to throw right back in the 
faces of the manufacturers and retailers here today, and if it 
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costs my job I won't be sorry, I am going to say it to you be- 
cause it is coming to you; if you are kicking about these edu- 
cational bulletins, I want to pass the buck right back to you 
If you are not sufficiently interested in your industry to send 
in to the Educational Committee facts about the manufacture 
of your goods and facts of your experience showing how those 
goods can be sold, you cannot expect any advertising or any 
general manager or any president of your Association to be able 
to sit in his office and out of the thin air gather all the impor- 
tant facts it has taken you years and years to learn Why 
don’t you take a little time, the smallest store proprietor or the 
largest, or the manufacturer of any article sold, why not write 
a line and say, “I had this experience with a customer Why 
don’t you manufacturers say, “Our goods are made so and so.’ 
Are you afraid some competitor may find out about them; | 
do not think so. I cannot think anybody is so small in this day 
as to be afraid of letting people know how his goods are made. 


They can find out anyway, if they want to rip the goods apart. 
Why not tell them? May I say to you in all sincerit and 
earnestness, and with a keen desire to be of help to the mem 
bers of this Association, that you cannot undertake anything of 
greater importance as an association than this educational 
work, but you must supply the information which in turn is to 


go into these bulletins 

I have personally worked out from such meager information 
as has been passed to Mr. Gibbs, and through him to me, these 
few educational bulletins. The subject of loose leaf is the last 
one dealt with. Mr. Gibbs and I know that the information 
contained in these bulletins is not adequate, and is not what 
we should have, but we have written and written and pleaded 
with both manufacturers and retailers to supply the informa- 


tion, and have received nothing. The third bulletin should be 
out now. It has not been started. Why? We have no infor- 
mation to work from. It comes very poorly to my ears to hear 
the manufacturers and retailers at this convention complaining 


about the educational bulietins and pooh-poohing 
the buck to you, with all due respect and esteem 

Take care of these educational bulle — that you sales peopl 
in turn may have the benefits quickly of the years of experience 
you men have put in. Spend 25: cents and present to each of 
vour clerks once a month these educational builetins You 
may think they do not amount to much, but the fellow behind 
the counter respects them and likes to have some information 
coming to him direct. 

I have talked to retail stationers of my own city of Chicago 
who have admitted this, that they hired green mer n their 
organization, and turned them loose in a stationery store to do 
what? Presumably to sell the hundreds of thousands of 
upon the shelves of the stationer, without giving them one 
particle of information about those goods. How can such a 
salesman be intelligent? How can he represent you to the pub- 
lic? How can he be a faithful servant when you are teaching 
him nothing about your business? Make your point of contact; 
get your machinery in order, so that when you turn on the 
power of advertising, there may be some good results 

I hope you gentlemen will look with care upon this display, 
upon these pieces that are fastened on these boards. They are 
not there to please anybody. I worked without fear or favor 
I insisted with Mr. Pierson and Mr. Gibbs that if I was to 
handle this display I was to handle it according to my best 
judgment and play no favorites. I am an advertising man, 
and some of the individual members of your Association are my 
personal clients, but I hope I am a large enough man and 
square enough man not to have given them any privileges in 
this display that I would not give to you I am saying that 
to you very frankly, straight from the shoulder, because I 
believe that is the way I should talk to you. If you will look 
over these boards with a notebook and make note of the vari- 
ous manufacturers who will supply you with wind: display 
material, and there is 


then i pass 


articles 


nothing finer to be found in the United 
States than the wonderful lithographed display material here 
if you will use the window cards for display, printed in four or 
more colors, and which it has cost them thousands of dollars to 
produce, and which you as individual dealers could not afford 
to produce for this; use the envelopes, the booklets, the blot- 


ters, and with all that material advertise your store, you will 
get results, and when you come to this meeting next year you 


will not come with a chip on your shoulder, but will This 


Association is the greatest thing have had anything to do 
with.”’ temember this, gentlemen, you do not merely belong to 
this Association, but this Association belongs to Use 


I thank you. 





ADDRESS BY GEO. A. HEINTZMANN 





I come here today to ask the co-operation of this organization 
in the program eof simplification in paper that is ow being 
carried on by the Bureau of Standards under the ire 
the Honorable Mr. Hoover. You are all doubtless more or less 





familiar with the various programs Mr. Hoover is carrying on 
through the Bureau of Standards. There are some y ol 
sixty committees working through the Bureau on simplification 
programs, running from paving brick to bedsteads Mr. Hoover 
is doing a great work through the Department of Commerce, 
and I should like to take a moment to read a paragraph that 
Mr. Roberts wrote and that was published recently in an article 
in the Saturday Evening Post: 

‘“‘Hoover’s program, broadly speaking, is this There is ne 
way in which selling costs can be brought below 120, allowing 
that production costs are 100 Today these selling costs rang 
from 150 to 180 Though we can never get back pre-wal 
balance, we can and must knock from 30 to 60 points off of this 
selling cost, and the only way we can do this is not by arrest- 
ing profiteers or attacking trusts, but in eliminatins vaste 
for it is waste alone, and not profiteering, that accounts for 


this extra 30 to 60 points.”’ 

And he goes on to explain how the more you knock off through 
elimination of waste, the wider the market will be for the 
various commodities you people are interested in. 

I wish it were possible for me to give you all the reasons 
outlined by Mr. Hoover at the Bureau of Standards on the 
economics of this situation, but we could not take the time for 
that I want to touch on the 


phase of that program bearing on 

















November, 


1922. 


OFFICE 


APPLIANCES 


243 

















REALITE arFat PENCIL 








With Silvonite Tips 
50¢ 


wame5¢ REDMANOL 


With Gald Filled Tips 
$j/°0° With Clip s 725 








@ 
0 ONE 
REALITE 


Black Lead Cartridge 













Containing 12 Leads «Two Erasers 


FREE 











with Every 
REA LITE 
PENCIL 








“om 








ONE DOZEN LEAI 


MOST ORIGINAL AND PRACTICAL CONTAINER YET PRODUCED 


EALITE Pencils are made of 
Redmanol, a dense, hard compo- 
sition as light as wood and practically 
indestructible. REALITE will not 
chip, crack, warp or discolor. Even 
acids will not mar its beautiful finish. 


REALITE is artistic, perfectly 
balanced, and possessing the most 


wil 


SS AND TWO ERASERS 


satisfying ‘‘feel” found in any me- 
chanical pencil. Each REALITE is 
equipped with full size red rubber 
eraser and extra leads. 


Unless you sell REALITES, you are 
overlooking the livest and best propo- 
sition in the pencil world today. 


Real live dealer helps—really worth while. 


THE FASTEST SELLING NEW PENCIL—ASK ANY DEALER 











Guaranteed not to jam 


Nationally known concerns are standardizing 


on REALITE pencils for office use. 


REALITE PENCIL COMPANY 


CHICAGO, ILLINOIS 
3011 Montrose Avenue 


Adi ertise wil 


NEW YORK, N. Y. 
370 Seventh Avenue 


h REALITES—Ask us how. 
































OFFICE APPLIANCES November, 1922. 


RISHEL DESKS 


Flat Top Salesman’s 
Typewriter Roll Top 
Standing — Office Tables 


J. K. Rishel Furniture Company 


Makers of Fine Furniture Since 1867 
WILLIAMSPORT, PENNSYLVANIA 





xX 


RR nto tot Matakana th tata tate Pat otate Pat at ateahataRaRat oR ame aeah aX aM oR kak aR aM aM a Se SSSR SS BT 


OCOGORGAGICICK OCC OR 


ct Peer eee Tt lead de dice EXKKX KKK 














November, 1922. OFFICE APPLIANCES 245 


paper. You will agree with me that it is a commodity you use 
much of directly and indirectly, and it affects every stationer. 
For some two and a half years a dozen organizations in_ the 
printing and allied paper industries have tried to get somewhere 
on the matter of simplification. Mr. Hoover appointed a com- 
mittee about a year ago that has been working very earnestly, 
and they have accomplished a substantial part of the program. 
On the 22nd of September this committee submitted its report 
and it was approved unanimously by the committee members 
and by a number of the allied organizations who sent repre- 
sentatives, and on the following Monday it was submitted to 
the paper manufacturers, who have an advisory committee 
made up of some twenty paper manufacturers, generally the 
presidents of the various companies. There has been an ad- 
yisory committee working under the direction of Mr. Wilson of 
the Graham Paper Company, who was the paper expert during 
the war. 

The program is divided into three sections, paper sizes, paper 
grades and terminology and definitions of paper. The com- 
mittee’s work on size bore directly on book papers, catalog 
work, periodical work, and on bond and writing papers to a cer- 
tain extent. I am here to try to get this association interested 
in a further step that committee is going to take. You have 
just been discussing the catalog size program. I have a letter 
from a large manufacturer who has made a survey in connec- 
tion with this bureau work among four hundred wholesalers 
in another industry, and these four hundred wholesalers require 
over 150 different sizes of pages and inserts, and the company 
had to go to a considerable extent in that way of waste, etc., 
to prepare inserts. They asked the committee to consider this, 
because it has been found that there is a great deal of this 
co-operative catalog work going on in different industries. It 
is a step in advertising that is arresting the attention of a 
number of organizations. The National Purchasing Agents’ 
Association has been working on a size of 7%x10% as a stand- 
ard, and we had in mind this very subject you men have been 
discussing. As you know, there has been a large following for 
the 8%x1l, but after a considerable amount of research, they 
decided that the 7%x105% would be the most practical size be- 
cause it will fit the largest percentage of printing equipment 
in the United States. And the committee has made tentative 
recommendations. 

The committee will be a permanent one, so that from time to 
time if changes aré necessary they can be made. If you are 
going to take up the page size program, I hope you will give 
consideration to the 7%x10% page. 

Within two or three weeks this report will be released and it 
contains some twenty different sizes of pages that can be cut 
to advantage and that will fit regular stock sizes and mill roll 
widths. 

The next phase of the problem is the matter of grades. There 
has been an insistent demand by the Purchasing Agents’ Asso- 
ciation and the Association of National Advertisers, a body of 
men who represent a buying capacity of more than a hundred 
million dollars in paper, and they want the committee to 
attack the subject of grade levels, and they are keenly inter- 
ested in the program of paper identification. It is a subject 
that has many ramifications. In the allied industry of the 
printing crafts many of you are familiar with the activities of 
the Typothetae on this matter of paper standardization and 
paper grades. As the representative of the consumers—and by 
the way, I want to state that those committees in the main are 
consumer committees, that is, they are representatives of peo- 
ple who use the goods, and their recommendations are being 
listened to first, and then they are submitted to the manufac- 
turers for adoption and change so that they may be sure they 
will fit the present day paper making equipment. 

There are some ten thousand so-called kinds of paper being 
made I am told on good authority that the average paper 
machine today is being run on orders of high grade papers of 
about 1,500 pounds per order. Paper is not being made under 
the most ideal conditions. And the Association of National 
Advertisers and the Purchasing Agents’ Association and the 
printers have gone on record for some sort of a program of 
simplification and the Hoover committee has finally agreed to 
take that subject up. The subject has a bearing on the matter 
of private watermarks. 

I believe if this association would appoint a representative to 
join with the committee in Washington which is going to take 
up the subject of ledger papers and bonds and flats pertaining 
to the stationers’ classification, such as bank checks, mortgage 
forms and tariff work, and various phases of the program that 
are being worked out by the bank and commercial stationers 
and the Lithographers’ Co-operative Association, as well as the 
Photographers’ Association, and if this body would have some- 
body there to give advice and check up the recommendations, 
it would be greatly appreciated by this committee. 

You are not as vitally concerned in this program, perhaps, as 
the printers. The newspapers within a month have gotten to- 
gether for the purpose of curtailing circulation to cut down the 
present day demand for newsprint paper. They feel the man- 
ufacturers are taking an unfair advantage of them. I am ad- 
vised that newspaper advertising has fallen off but seven per 
cent in volume over its highest peak, and magazine advertising 
has fallen off considerably more, some 38 or 40 per cent, and 
printing has fallen off somewhere in that vicinity. But there 
is a feeling of considerable optimism on the part of book users 
of printing, that we are going to have an increased demand for 
paper through advertising. I am more or less in touch with 
the advertising proposition, and am optimistic regarding it. We 
are going to see a big day, and if we get back to the situation 
of good times in printing it is going to bring an increased de- 
mand for paper, and you fellows are going to be asked to pay 
higher prices, and the paper manufacturer isn’t stocking up. 
He doesn’t know what to make. The average mill shuts down 
during no-order periods, and the consumers, the printers, and 
many of you men perhaps, feel that because you cut a sheet 
of paper down an inch each way to save six or seven pounds 
on a ream, and that you buy a ton, and think it is a big order, 
and you save 75 cents or a dollar a ream, that you have made 
a saving. If you would stop and figure the disadvantages of 
this small saving in having to accept over-runs or under-runs, 
or waiting for your paper, instead of taking it out of stock or 
from standard roll widths, I think you would agree that simpli- 
fication in paper is something worthy of the attention of every 
man in this room 
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I have listened here to the talk on high costs, and many of 
you are wondering how to bring them down. The paving brick 
men have cut down from sixty-six sizes of paving brick to 
eleven, and now I understand they are cutting them down to 
four or five. And the Bureau has made tremendous progress 
in the other industries. The lumber people have gotten together 
and graded the lumber differently. The wholesalers and retail- 
ers of lumber are co-operating with the manufacturers 

In closing I would say tlrat in the final analysis simplification 
is nothing more or less than bulk buying, co-operative buying, 
without many of its disadvantages. One group sent a repre- 
sentative down to the meeting last week of an allied group of 
wholesalers and they said they were interested in this pro- 
gram, and wanted this Bureau to work out a size program for 
them for the work they do, so they could buy a one size sheet 
that could be carried in stock by local merchants and in reserve 
by the mill, because they had been tryirg out the co-operative 
buying of paper and had found it unsuccessful. The problem 
is worthy of the support of this group 

Getting back to the probable increased demand for paper, I 
think you will agree that this movement of bringing the paper 
manufacturers and merchants and printers together into one 
program is going to do something for those three groups of 
business men that this organization has been doing for many 
vears. You have the manufacturer, the wholesaler and the 
retailer together, and it is one problem. In these other indus- 
tries it has been at times disheartening because they seemed to 
be divided. If there is nothing better accomplished in the paper 
business as it affects the printer and the wholesaler, who, I un- 
derstand, are not so closely allied here, if the Hoover committee 
is successful in this program, as they doubtless will be, it is 
going to be the beginning of a new day. 

It has been interesting to listen to you men discussing your 
problems here out in the open The paper manufacturer has 
been trying to get to the consumer and find out what he wants, 
and the printers and big buyers have been trying to reach the 
manufacturer. There are two forces at work, and the new big 
step in advertising and marketing and sales is going to be, not 
in spending money, bragging about the organization behind the 
business and institutional advertising as in the past, but it will 
be devoted to bringing the consumer and the manufacturer to- 
gether and the retailer and the wholesaler for the common good 
of all. If you will watch the conditions in the marketing of 
paper particularly, I believe you will verify my statement that 
the new day is toward simplification, identification of product, 
and of the working together of the manufacturer, the retailer 
and the wholesaler for the common good of the customer I 
thank you for this opportunity of bringing the work of the 
Bureau of Standards to you. (Applause.) 


The Present Day Tendency Toward Thrift. 

If the past year has taught us anything we must have in- 
evitably learned anew the importance of thrift. Under 
various names and in different garb this characteristic trait 
of early America is gradually returning to our homes and 
our factories and has even gained admittance to our munic- 
ipal, state and national legislative chambers. 

Almost instinctively thrift habits reassert themselves dur- 
ing a deflation period such as 1921. Indeed, this is one of 
the most encouraging and inspiring signs of the past twelve 
months, for, surely. America is not inherently spendthrift. 

Without doubt, there is a happy medium between the 
European habit of hoarding and the American tendency to 
spend. Unquestionably this middle ground is thrift, for 
thrift means able management, whether it be in the home, 
in industry or in the Government. If I remember rightly 
the definition cf a Pennsylvania school girl which won a 
prize was: “Thrift is the management of your affairs in 
such a manner that the value of your possessions is con- 
stantly being increased.” 

But while savings is not as broad a term as thrift, saving 
is an indispensable part of thrift. No man can be truly 
thrifty who does not save, for thrift implies the creation of 
capital and new capital is nothing more or less than the 
margin between income and expenditure. Thrift, of itself, 
creates a surplus and a surplus is something everyone 
should have 

Disraeli once said that the greatest secret of success is 
to be ready when your opportunity comes. His statement 
is of added significance if we are to believe the old proverb 
“Opportunity knocks but once.” My opinion is that op- 
portunity is largely self-created and that somewhere in its 
creation capital is needed. 

Thrift seeks not merely to save but to earn in investment 
as well as in accumulation. Nowadays there are many 
opportunities to combine both. The savings departments 
in banks pay interest and guard your savings. The Gov 
ernment sells its various Treasury Savings Securities on 
which it pays interest. Certainly there is no reason for 
any one saving money by hiding it in unsafe places. That 
is not thrift in the true sense of the word, for thrif* is pro 
ductive. It erects factories and skyscrapers, reclaims 
deserts, plants corn-fields, builds wheels and keeps the 
world in motion. If no one saved money business would 
halt and factory gates close. It is your savings and mine 
that keep industry alive and provide work for all. So by 
practicing thrift, by spending less than we earn and saving 
the difference, we are only doing our duty to ourselves, our 
families and our community. 
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The wholehearted support which the © 


Trade accords the “Sengbusch Special- 
ties’ is most gratefully appreciated. 


It has been our aim from the time our 
first inkstand was sold, and it shall con- 
tinue to be our aim till every man, woman 
and child is supplied with a “‘Sengbusch, 
to deliver only merchandise of thorogoing 
goodness, to deal squarely with every man, 
and to correct any error or shortcoming 
into which we may unwittingly fall. 


We shall always be found ready and 
willing to do our part to help the profits 
of our customers. 


To this end we are now preparing a 
new campaign of publicity, directed to- 
ward the general public. Keep a full 
spread on your Sengbusch line and thus get 
full benefit from every breeze of publicity 
that blows your way. 











Sengbusch Self Closing Inkstand Co. 
400 Stroh Building Milwaukee, Wis. 
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THE MILLER LINE | 
IS SUPERFINE | 


The house behind the goods! 


This new building—completed and occu- The production of goods of this character 
pied early this year—is visible evidence of has been possible because, through our 
our steady growth. Only persistent fidelity completely equipped Chemical and Research 
to an ambition and an ideal—to make Laboratory, we have been able to secure 
The Miller Line 9 Typewriter Ribbons and finer materials and make inked ribbons and 
pee biel without a superior—made this carbon papers more nicely adapted to the 

; : multiplied demands of business. Our Lab- 

In 1912 we outgrew the quarters we were oratory research work has brought about 
occupying and there was then built a plant improvements in machinery, so as to grind 
which we ‘anticipated would give us plenty colors with utmost thoroughness and com- 
of room for many years to come. Yet in pound chemicals with mathematical exact- 
1917 it was found necessary to build an ness. Our Chemists and Engineers have 
addition, giving us about 50% more floor been, and are, constantly working to de- 
space. But after a couple of years here, velop better methods of selecting and treat- 
we found ourselves hampered in our work, ing Our raw materials, to make our finished 
due to overcrowded conditions, and finally product more durable and more efficient. 
were compelled to discard the old plant en- 
tirely, and build a new one, doubling the For these reasons we confidently submit 
total space of the old, and making provi- The Miller Line to the test of use. It will 
sion for still further expansion in the future. always make good. 

Growth—continued, consistent growth— 3uy your typewriter ribbons and carbon 
can indicate but one thing: goods of merit papers for the service you expect. The 
—goods that bring customers back for one bes guide is the house behind the 
more—goods that always make good. goods. 


Th Mi ll -B -Pj C Factory and General Offices: 
e Miller-Dryant-Fierce C0., 231-211 so. River St., Aurora, Il. 
Boston, Mass.: Chicago, Ill.: Cleveland, Ohio; Denver, Colo; Detroit, Mich.; Indianapolis, Ind.; Milwaukee, 


Wis.; Minneapolis ro nai New Orleans. La.; New York, N. Y.; Peoria, Ill.; San Francisco, Cal.; Spring 
field, Ill.; St. Louis, Mo.; St. Paul, Minn. 


European Headquarters: 46, Avcaue des Villas, Brussels, Belgium 
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Wales Salesmen Cop Baseball Prizes. 


The Wales Adding Machine Company has concluded a 
selling contest. conducted along the lines of the great na- 
tional game. G. E. Jordan qualified as the leading “All- 
around Player,” and won an ottfit, consisting of a $75.00 
suit or overcoat, $10.00 hat, $15.00 shoes and $5.00 gloves. 
Mr. Jordan also made points as the “Leading Hitter” 
and the “Leading Run Getter.” A. L. Anderson, Provi- 
dence, R. I., led in “Times at Bat,” receiving at $20.00 cow- 
hide portfolio. H. F. Dobbin took the $60.00 overcoat that 
went to the leader in “Sacrifice Hits,” and $50.00 in cash 
also. 

The Wales baseball contest ran three months, eligibility 
being earned by making 100 calls a month, securing 
seventy-five demonstration points monthly, ten trials, 
twenty-five requests for follow-up and one answer to quiz 
questions every month. Mr. Jordan averaged fourteen 
houses a day in rolling up the score that gave him the 
leading position. 
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INSTALLATION OF SIXTEEN CORPORATION STEEL 
DESKS IN THE OFFICES OF THE TOLEDO EDISON COM- 
PANY, TOLEDO, OHIO—The Desks are Oak Finish, and 
Each has an Armless Swivel Chair to Match. The Desks are 
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A Koval Pledge 


J" all periods of 

bistorp the gift 

of a ring bas been 

the spmbol of a 
) binding contract. 


Kinss gabe rings 
to guarantee 

fulfillment of their 

ropal promises. 


The Adams Ideal Book and Key Ring ful- 
fills in itself all the royal promises that we 
make for it. Adaptable to a hundred uses, 
convenient, strong, durable, rust-proof, eco- 
nomical, this indispensable Ring comes in 
many sizes, and is ideal for binding loose-leaf 
books or for connecting any perforated objects. 

Dealers who handle these Ideal Rings can 
place the utmost confidence in our pledge of 
reliable and lasting service. 

Long Live the Ring! 
Che Bing of Rings! 
+f F & a ~ in 7% Lz 


se? 


















a 
HENRY T.ADAMS MFG. CO.tf 
6796 -98 South ChicagcA 


=, 


Eastern Representative, Wm. H. Bassinger, Stationery Specialties, 
377 Broadway, New York, N. Y. 


Western Representative, Gus Adams, 433 California St. 
San Francisco, 
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Part of the Equipment of the Accounting Department, and 

Have Linoleum Tops. Heavy Binders are Used on _ these = 

Desks. [Cut by Courtesy of The Franklin Printing & En- 

graving Company, Toledo, Ohio. 
st H. - an inane Paged Again. | LADIES’ 
National Association News warns the stationery trade 


that H. M. Hyatt is believed to be attempting to secure 
merchandise under peculiar circumstances. This is evi- 
dently the same H. H. Hyatt whose operations were de- 
scribed on page 39 of the June issue of Office Appliances, 
and page 121 of the August number. 

According to National Association News he uses a letter- 
head reading: “Howard M. Hyatt, Investment Broker, 5 
Nassau Street, New York, N. Y., and Masonic Building, 
New Orleans, La.” He wrote one member of the National 
Association of Stationers and Manufacturers ordering a 
considerable supply of stationery sent to Terre Haute, Ind. 
Inquiry was made at 5 Nassau street for Mr. Hyatt. He 
has no office there. The elevator starter in the building 
says, as far as he knows, Hyatt never had an office in the 
building. A number of people have been inquiring for 
Hyatt at the Nassau street address in recent months. 


October Visitors at Mimeograph Headquarters. 


October visitors at the offices of the A. B. Dick Com- 
pany, Chicago, IIL, included: D. W. Collins, president of 
the Western Bank Supply Company, Okiahoma City, Okla.; 
Roy F. Williams, of the Williams Printing Company, Nash- 
ville, Tenn.; iater Mr. Williams sent three of his salesmen, 
Rupert F. Tyler, T. M. Bonner and E. L. Moody to Mime- 
ograph headquarters to familiarize them with the widened 
scope of that machine and its accessory, the Mimeoscope. 


Irwin S. Besser a Store Executive. 


October 1 Irwin S. Besser became manager of the com- 
mercial stationery and office equipment departments of 
Besser’s, Inc., 611 Main street, Buffalo, N. Y. He is a son 
of Oscar J. Besser, president of the company. The new 
manager is of the third generation, his grandfather, the 
late Ernst Besser, having established the business some 
forty years ago. 















STATIONERY 
| Sold by all Stationers and Booksellers 


These goods are suited to the tastes of 
the most select trade. Their merits are 
known the world over, and they yield 
a profit to the dealer. Once tried, the 
purchaser becomes a regular customer. 


Presented in the following 
Styles and Qualities: 


SUPERFINE QUALITY: In light Blue Boxes, 
containing %4 ream of Note paper each, and in 
separate boxes 4% thousand Envelopes corres- 
ponding. 


EXTRA SUPERFINE QUALITY: In Laven- 
der Colored Boxes, containing 4% ream of Extra 
Fine Paper each; in like boxes are Envelopes 
to match. 


Our papers are supplied in Bor- 
dered Goods and other specialties 
by EATON CRANE & PIKE CoO., 
Pittsfield, Mass., and 225 Fifth 
Ave., New York, whose boxes bear 
the word “CRANES” containing 
our goods. 


ALL THIS STATIONERY CAN BE 
RELIED ON AS REPRESENTED. fhis trade mark every box 


Manufactured by 


Z. & W. M. CRANE 





DALTON 
MASS, 


‘ialdasatl 
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A DEMAND EXISTS 
for This All Purpose 
CURMANCO SORTING TRAY. 





Top 12x12 Ins. 7 Ins. High—OLIVE GREEN ART STEEL 


OU have wanted a SORTING TRAY that 
would answer all purposes, that could be used 
with either indexes or without for posting ledger 
sheets. Thisis constructed of substantial Art Stee! 
with the top edge wired to hold together firmly. 
Made to sell at a reasonable price. 


Sold Without Index, Dealers Net Price 
Olive Green, Per Doz. $24.00 
Sample $2.50 each 


Sell the Curmanco full line, write today 


CURRIER MANUFACTURING COMPANY 
1001 Central Ave. MINNEAPOLIS, MINN. 
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| Special Indexes 


Large books—frequent references 
—busy man! Picture che relief 
index tabs would bring. Bulky 
catalogs and reference books often 
referred to may be specially in- 
dexed—after they are bound—to 
suit individual requiremenis. 
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Get [It From Aigner 


For instance the Oil Trade Blue Book— 
a massive tome of information nearly an 
inch and a half thick—has been treated to 
a comprehensive tab indexing by Aigner. 
i« isnowa handy reference book instead 
of a volume of concealed information. 


— 
Ses. 08m SIG 
















Let your customers know this. 
Ignoranc e often keeps the busy man from 
enjoying this wonderf ul timesaver. A sign 
in your window will do the trick. Just find 
out what he oe put it up to us. 


AIGNER &CO, facturers 
SS. Monroe D, Manuta Mlinois 


DI Gold ‘Stam ers for Stationers and Book binders 
—— Satenee for Loose-Leaf Systems a 
Titles and Labels for Law Work * 
Aigner's Patent Cut Index Strips 
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Banker’s View of Safe Deposit Business. 


Abstracted From an Address by Waldron H. 
Rand, Jr., Before the American 
Bankers’ Association Conven- 

tion in New York. 

Waldron H. Rand, Jr., vice president of the Common- 
wealth Trust Company of Boston, spoke before the trust 
company division of the American Bankers’ Association 
at the convention on “Growing Hazards and Liabilities of 
Conducting a Safe Deposit Business.” 

Mr. Rand, who speaks from twenty years’ experience, 
said that “much of.our present-day trouble and worry” 
was due, in his opinion, to the spirit of competition “which 
induced many banks to open safe deposit departments 
without sufficient investigation as to the cost of construc- 
tion and the overhead expenses of maintenance.” 

“This factor,” said Mr. Rand, “and also the great in- 
crease in the number of persons owning securities of a 
nature negotiable by delivery, such as Liberty Bonds, has 
brought the question more and more acutely to the front. 

“Steadily as the safe deposit business has grown, the 
vaults have become more and more subjects to attack 
both during closed hours and during the open or business 
hours. This had made it particularly necessary at the 
present time for all bankers who have to do with the safe 
deposit business to stop and to take stock of the equip- 
ment they are doing the business with and the grade of 
service and protection they are offering their customers.” 

Mr. Rand called attention to the fact that while a bank 
was not an insuror or guarantor of the safety of the con- 
tents of its safe deposit vault, the “prevailing law of the 
United States” was that a bank engaged in the business 
of renting safe deposit boxes “is required to use that de- 
gree of care in the safe keeping of the property deposited 
therein which is demanded from a bailee for hire in the 
keeping of valuable property.” 

Pointing out that “the highest standard of care” was re 
quired under the law of such bailees, Mr. Rand quoted the 
following opinion rendered in a Federal case: 

‘Persons depositing valuable articles with them (safe 
deposit vaults) expect that such measures will be taken 
as will secure the property from burglars outside and 


from thieves within . . . and also that they will em- 
ploy fit men, both in ability and integrity, for the discharge 
of their duties. . . . An omission of such measure 


would in most cases be deemed culpable negligence so 
gross as to amount to a breach of good faith, and con- 
stitute a fraud upon the depositor.’ ” 

“So you see that a bank conducting a safe deposit de- 
partment is legally liable for loss sustained by a customer 
arising out of any failure on the part of the bank 

To use the highest standard of safe and vault con 
struction. This, of course, includes the type of keys, 
locks, burglar alarms, and the like. 

“2. To maintain the highest standard of service and of 
protective efficiency in the conduct of the business, both 
during closed hours and open hours.” 





A. E. Gresham Retires After Long Service. 


A. E. Gresham, who has been with the Eaton, Crane & 
Pike Company twenty-eight years, has resigned as South- 
ern traveler on the Pacific coast. He is succeeded by Jos 
Blake, Chicago, who will cover Los Angeles, Pasadena, 
Long Beach and San Diego, with headquarters at the Los 
Angeles branch 


Penn Art Steel Works to Have New Plant. 
The Penn Art Steel Works, Erie, Penna., will soon have 
its new factory in production. A modern building of brick, 
steel and glass, 100x230 feet, will be equipped with up-to 
date machinery for the manufacture of the company’s 
lines of metal office specialties. 
Foerg Numbering Machine Company Moves. 
The Foerg Numbering Machine Company, Detroit, Mich., 
has moved to 518 Griswold street. The former location 
was 25 West Jefferson avenue. The company sells and re- 
pairs numbering machines, check writers, paper fasteners 
time stamps and “Lightning” mail room equipment 
Fargo Concludes Real Estat2 Development. 
Charles R. Fargo, formerly general manager for the Wil 
son-Jones Loose Leaf Company, has concluded a real estat 
development at Hollywood, Calif. Mr. Fargo acquired a 
large tract of land, and recently sold the remaining lots. 
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Fastest Selling 
Sy BUSINESS TABLES! 


cartoch Re-enter ce: For every business need there is a separate Samson 


ment’’ secures for ali 


a 








oa Ap ny Table—in all a score of strong, beautiful and rea- 
cess of constructions . - ae ™ 

used in other tables sonablv priced tables Tor othce work, executive duty 
Right-hand leg sections a. 9 

show weak leg construc- and direct ( TS use. 


tion typical of ordinary 
table legs built with 
varying thickness of 


stock. Left-hand leg Samson dealers make money because the “turn 


sections show Samson 
strong legs resulting 


Soon thaper-mtters over” on Samson Tables is remarkably rapid, due 


joint-boxed”’ method of 
securing Samson _ ual 


Say Be I. to the known value of the merchandise and the well 
known force of Samson Advertising. Samson 


NATIONALLY 


ADVERTISED 
Continually! 


Every Samson Dealer is supplied with every con- 
ceivable kind of advertising material to help him 
realize upon Samson general publicity. Free fold- 
ers, catalogs, counter cards, window display mate- 
rial and cuts for local newspapers are supplied him 
in quantities. And he finds that Samson Sales. are 
merely a matter of showing the line and telling 
local people that he is the local source of Samson 
supplies. 

For catalog, prices and dealer proposition write 








Samson 329 


Illustrating 34”x72” size. 









Other sizes: 
30”x48” 32”x60" 36”"x96” 


Plain White Oak. Drawers are dovetailed 

back and front, 3-plywood framed-in bot- 

toms, finished inside. Under-top is finished, and is re- Mutschler Brothers Co. 
enforced with Cleat Construction. Standard Office Dull Makers of Good Tables Since 1846 

Fin cmd special colors at extra cost. Shipped K.D. two 


igs a Pogmmel | a NAPPANEE, INDIANA, U. S. A. 


Samson 322 


Samson 317 
Illustrating 36”x72” size. 








Illustrating size 36"x72", 
weight 135 pounds. 
Other size 32”x60”, 
weight 120 pounds. 


Other sizes: 
24”"x36” 30”x48” 
34”x60” 42”x96” 





Specifications: Plain oak: Under-top is 
finished and is reenforced with eat 
Construction; Standard Office 
Dull Finish; special colors at 
small extra cost; Shipped K.D., 
two of size in crate. All tops 
1” solid stock and all legs 3” 
solid. More than20other models! 


Quartered White Oak Top. Rails, drawer 
fronts and legs are plain White Oak. Draw- 
ers are dovetailed back and front 3-plywood framed-in 
bottoms finished inside. Under-top is finished and is 
re-enforced with Cleat Construction. Standard Office 
Dull Rubbed Finish; special colors at extra cost. Un- 
less otherwise specified is shipped without Brass 
Sockets; K.D., two of a size in crate. 
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Old Hampshire 
Gift Boxes 


F you had Old Hampshire Gift 
Boxes last year you will want them 
again this year. There are twenty 
numbers ranging in price from $1.50 


to $6.50 retail. 


Catalogue showing cuts and describing 
contents will be mailed upon request. 


Order now for immediate shipment. 
Prices will NOT be lower later. 


Beautiful special display cards sent 
with every order. 


Fine Stationery Department 


HAMPSHIRE PAPER COMPANY 
South Hadley Falls, Mass. 


NHN 
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Chas. R. Barry Returns to Coast. 


Charles R. Barry, 55 New Montgomery street, San Fran- 
cisco, Cal., returned from an extended trip to Eastern 
points, during which he visited a number of factories for 
which he is representative on the Pacific coast. His itinerary 
included the Oakville Company, Waterbury, Conn.; Sam- 
uel Ward Manufacturing Company, Boston, Mass.; Sher- 
man Envelope Company, Worcester, Mass.; Southworth 
Company, Mittineague, Mass.; Thompson & Norris Com- 
pany, Brooklyn, Mass. His trip was scheduled to bring 
him to New York at the time of the merchandise fair. 


Valuation of - Trade-Ins Made Easy. 


Early next year a guide book for salesmen and dealers 
having to do with trade-ins and second hand machines will 
be published by the American Exchange Service, 35 South 
Dearborn street, Chicago, Ill. The book is called “Ameri- 
can Trade Guide of Office and Store Machines.” The book 
lists office and store machines of all makes, showing the 
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HANDBOOK FOR DEALERS AND RE- 
PAIR MEN. 


various models and the dealer allowance based on serial 
numbers. It is a pocket size volume, which the salesman 
can carry with him, and be prepared at all times to offer an 
adequate allowance on the machines he encounters. Each 
line of business represented in the classified directory of 
dealers is printed on a distinctive paper, simplifying finding. 

The data embodied in this book represents a fund of in- 
formation which is not accessible to the average dealer. A 
classified directory, by states and cities, enables the user 
of the bock to locate dealers at any point through whom it 
may be desired to buy or sell. This guide is furnished in 
two bindings: keratol at $3.50 and genuine morocco grain 
leather at $4.00. 


Adding Machine Tallies Fair Admissions. 

Attendance at the Bangor, Maine, fair last season was 
tallied with an adding machine. Ordinarily the admission 
tickets are allowed to accumulate until the fair is over, and 
then the admissions are totaled. This procedure is both 
laborious and inaccurate. This year C. R. Reed, manager 
of the Burroughs Bangor agency, sent an adding machine 
to the grounds. It was placed at the gate, and used 
throughout the week to count the admissions. The agency 
manager gained a great deal of publicity through a sign 
placed above the adding machine: “Your Tickets are 
Added on a Burroughs Adding Machine, Loaned by Bur- 
roughs Adding Machine Company, Exchange Building, 
Bagor, Me.” 

Postage Rates on Pen and Pencil Repairs. 

Tips and Nibs (The Wahl Company) calls attention of 
dealers to a ruling by the post office department on repairs 
mailed to the factory. Pencils and pens mailed with in- 
structions for repairs enclosed are held to be first class 
matter, and subject to the letter rate. This applies even 
though the instructions are simply check marks on the 
repair envelope, indicating the work to be done. To avoid 
delay in dispatching or delivery, dealers will find it ad- 
vantageous to place first class postage on pens and pencils 
sent to the manufacturer for repair. 








COSTS MORE — WORTH MORE 


Quality Is What a Machine Is— 
Reputation What It Is Supposed to Be 


Victor Standard Typewriter 





The Machine of Superior Quality 


ALIGNMENT BETTER—Inch wide cone typebar bearings and octuple 
roller bearing carriage give a ngidity of of typebar wee 
action that combine to produce work o e 

OPERATION EASIER—Light key touch and speedy escapement enable 
the operator to do more work with less effort, 

SIMPLE DESIG’ AND CLEVER CONSTRUCTION—Reduce materially 
the cost of upkeep. 

War Fane ROLLS—Enable operator to write to the extreme bottom 
oO! eet. 

All modern improvements. including automatic ribbon reverse, single 
key decimal tabulator, back space bar, variable line spacer, 
bichrome ribbon. 

If there is no dealer in your District, write now for catalogue and 
agency terms. 


VICTOR TYPEWRITER «| COMPANY 


General Office and Factory: NTON, PA., U. S. A. 


Department oo 
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TRINER POST OFFICE 
SCALE No. 


Specially designed for U. S. Post Office 


Service 





Cuts down Postal costs. 


—Used where a variance of 1/64 oz. means @ 
saving of thousands. 


—Pronounced by experts as the best commer-~- 
cial model ever produced, 


—Extra heavy and precise construction without 
the objectionable features of the old type beam 
scale. 


—Many new and desirable points of interesting 
construction to make good sales talks and ex- 
cellent window displays. 


—Write for full particulars. 


TRINER SCALE & MFG. CO. 
2714 W. 2l1st St. CHICAGO, ILL. 
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Terrell’s Steel Storage 
Cabinet Stands Out 


Among meta! storage cabinets this one occupies a unique 
position on the scores of beauty, convenience and reasonable 
price. So spacious it accommodates many things that need 
the 
shelves and dividers. Made in single and double door styles. 
Option of solid or sanitary leg base Is beautifully finished 
to match any office furniture A mere recital of the many 
good points of a Terrell serves to sell it. Write for illus- 
trated catalog and terms 


protection of steel and good locks. It has adjustable 


TERRELL’S EQUIPMENT CO. 


Hilton St. Grand Rapids, Mich. 




















DESKS 


For the Office: 


Roll Top, Flat Top, Typewriter and Bookkeepers 





Desks and Office Tables. 
For the School: 


Teachers and Students Desks. 


For the Home: 


Juvenile and Spinet Desks. 


Jasper Novelty Works 





The Desk Specialists 
JASPER, IND., U. S. A. 
Catalogue and Price List On Request. 


NOOO 
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Akron Store Holds Merchandise Exhibit. 


The Summit Drug Company, Akron, Ohio, instituted a 
merchandise exhibit which is to be an annual affair. The 
lines of forty concerns were shown in the warerooms ot 
The Summit Drug Company. Included were displays of 
stationery items, toilet necessities, toys, novelties, cigars 
and contections. Joe Hale, sales manager of the drug 
company, arranged the exhibit. It was featured in a direct 
by-mail campaign to retailers in Ohio and Western Penn 
sylvania, and about 1,000 dealers and buyers attended. 

Included among the exhibitors were the Sanford Ink 
Company, Eberhard Faber, Dennison Manufacturing Com 
pany and National Crayon Company. 


Adding Machine Exchange Opened at Dallas. 

The Dallas Adding Machine Exchange has opened at 
208 Lane street, Dallas, Texas. All makes of adding 
bookkeeping and billing machines are handled. The per- 
sonnel of the company includes: Eugene Bagley, a type- 
writer salesman whose experience goes back thirty years, 
including Caligraph, Smith Premier and Underwood ma- 
chines; L. H. Tilford was a Burroughs salesman seven 
years, and recently a member of the Monroe Calculating 
Machine Company’s organization. 


U. S. Envelope Co. Acquires Philadelphia Plant. 


The United States Envelope Company, Holyoke, Mass., 
has purchased the machinery and equipment of the Mcn- 
arch Envelope Company, Philadelphia, Penna. The plant 
will continue to operate, being conducted as the Monarch 
division of the United States Envelope Company. Thomas 
J. Parker, of the old organizatién, will manage the Mon- 


arch division. 





Multigrapher Has Spanish Accents. 


The Acme Multigraphing Company, Atlanta, Ga., has 
added equipment permitting it to produce advertising mat 
ter for circulation in Spanish-speaking countries. Latin- 
American trade in Atlanta has increased in volume in re 
cent years, and the Acme plant is in a position to produce 
printed matter for that field. 


Printer Adds Stationery Lines. 
Stationery and office supplies have been added by H. ¢ 
Brown & Company, 373 Yambhill street, Portland, Ore. 
Heretofore a printing and publishing business has been 
conducted. The company is owner and publisher of the 
Rural Spirit, Poultry Life and the Northwest Journal of 

Dentistry. 


Patrick & Company Owns Business Home. 
Patrick & Company, stationer and office outfitter of San 
Francisco, Calif., has bought the building at 560 Market 
street, which the business has occupied about ten years. 
The building has frontages on both Market and Sutter 
streets. The price paid was $180,000. Two years ago the 
same transaction could have been closed for $35,000 less. 


Fresno Office Lays Claim to Royal Cup. 


R. M. Devin, manager at Fresno, Calif., for the Royal 
Typewriter Company, Inc., won a divided third interest in 
the cup for which the Western division is striving. This 
is his first entry into the list of winners. It takes three 
wins to secure possession. Nine salesmen have established 
a claim to the cup, two of them having two wins each. 


Seattle Stationer in New Store. 

The Lovejoy-Anderson Stationery Company opened its 
new store at 404 Union street, Seattle, Wash., October 16. 
J. L. Anderson and F. D. Lovejoy are the principals ‘he 
company carries a full line of stationery and office supplies, 
and does an engraving and printing business. 





Autoyre Company ‘Distributes “Owl” Clip. 


The manufacture and sale of the Owl clip has been taken 
over by the Autoyre Company, Oakville, Conn. These 
rights have been secured from the Owl Supply Company, 
Boston, Mass. 


Goes a Director of Advertising Specialty Assn. 


Charles B. Goes, of the Goes Lithographing Company, 
Chicago, Ill., was elected a director for three years of the 
Advertising Specialty Association at the Chicago conven- 
tion. 
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DAN_DEE 


WASTE BASKETS 


WE are finding more and more that station- 
ery and office appliance dealers are recep- 
tive to quality merchandise. 


DAN-DEE Waste Baskets measure up to the 
highest standard of goodness, and because of 


that they have sold readily, giving the dealer a 
B UMPER crops, increased employment, liberal margin of profit and a quick turn-over, 


and building a satisfied steady patronage of 
in business generally and a country free ‘avelslle worth, 


from the ravages of pestilence and war 





more ready money, an upward trend 


offer a fitting reason for thanksgiving this If you aren’t selling the 


year. We wish our trade, and those whom DAN-DEE, grant us the 
: privilege of telling our 





we some day hope to count as such, a store- story by illustrated cata- 
house of good things. logue and price I'st. 
ERIE ART METAL COMPANY & 
ERIE, PA. Ne et 























its Earnings gift. It will tickletheir Get them to send their 

vanity and win their best clients a Namo- 

Namograph is a fast earner. You make 24c out gratitude and good will. graphed pen or pencil 
of the 25c charged for each job. It will pay its It means a _ quantity —or both. They will 
own way. Sold on monthly instalments of $20 per sale for you! thank you for the idea. 


Month for 5 Months. 


256 OFFICE APPLIANCES November, 1922. 




















aptyre more (hristmas Business this yeat 


Sell a Dozen instead of One 
—Here’s how to do it! 


AMOGRAPH seems primarily a ma- 
N chine that earns quarters hand over 

fist— by Namographing fountain 
pens, mechanical pencils, pocket knife 
handles, slide rules and a number of 
other every-day articles. 
But its most important feature is that it 
increases tle sale of those commodities— 
especially around Christmas time, when 
it makes gifts more personal. 
During the holiday season make it 
known that you will stamp names free 
with each purchase of a fountain pen or 
pencil—and watch the sales grow. 


It will cost you less than lc per pen, but 





the increased turnover will pay for that 
ten times over. 


Two New Ideas For 
Quantity Sales 


A Sensible A Personal Gift 


Gift For For Customers. 
Employees. 


The Insurance Agent, 
Get after your the Advertising Agent, 
customers to the Manufacturer—they 
give their all understand the 
employees a profits that come from 
Namographed pen or remembrance gifts 
pencil for a Christmas around Christmas time. 


Pay for the Machine out of 


Write for booklet 


Guaranteed for one year 





‘MODERN INVENTIONS CORPORATION 


1123 Broadway Room 407 New York City 


Visitors at our booth in the Business Show were 
much impressed with the Namograph in operation 
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Dealers will find helpful information in the committee re- 


ports on loose leaf devices on pages 173 and 208 of this issue. 
They were presented at the Atlantic City Convention of the 
National Association of Stationers and Manufacturers. 


Chicago, Ill—vThe Lefebure Ledger Company, Cedar 
Rapids, Iowa, has opened a sales office at 105 West Mon- 
roe street. 

Chicago, IllL—The T. “ Sheppard Company, suite 1109, 
537 South Dearborn street, is arranging to increase its 
warehouse capacity for “Cesco” leaf devices and 
supplies. 

Chicago, Ill—W. W. Buchanan, of the Commercial Sta- 
tionery & Loose Leaf Company, spent a week in New York 
after the Atlantic City convention of the National Associa- 
tion of Stationers and Manufacturers. 

Chicago, Ill—J. J. Means, manager for The 
Tatum Company, returned in October from an extended 
Western trip—M. F. Gallagher, formerly with the P. F. 
Pettibone Company, North Desplaines street, has joined the 
Tatum organization as a city salesman. 

Grand Rapids, Mich—W. H. Edwards, formerly man- 
ager of the Proudfit Loose Leaf Ledger Company, has 
resigned. He is now manager of the Aero Sales Company. 

Kansas City, Mo.—P. W. 
Tiernan-Dart Printing Company, the 
of the Baker-Vawter Company. Mr. 
headquarters: at Benton Harbor, Mich. 

Montreal, P. Q., Canada.—The Loose Leaf & Stationery 
Specialty Company has been organized by Albert Garinger 
and J. Doucet. Loose leaf devices will be manufactured 
and a general stationery business conducted on Papineau 
avenue. 

New York, N. Y.—Lieut. 
prietor of the 
London, 
ago 

Philadelphia, Penna.—W. B. Owens, of Young & Owens, 
is on a trip through the Southern and middle Western 
states, carrying the lines of the Trussell Loose Leaf Com- 


loose 


Sam’! C. 


Roland is now manager of the 
Kansas City branch 
Roland came from 


Col. H. W. Hamblett, pro- 
Veronique Loose Leaf Ledger Company, 
England, was a New York visitor some weeks 


pany, Gresham Blank Book Company and Coyle & Grant. 
Portland, Ore.——George Wolcott presented the Irving- 
Pitt lines to the attention of local stationers. 
San Francisco, Calif—Richard Connell, of the Station- 


ers’ Loose Le 
in October. 

San Francisco, Calif.—Walter C. Peterson, 
the Baker-Vawter Company at Spokane, is now with the 
Schwabacher-Frey Stationery Company, in charge of ma- 
chine posting equipment and supplies. 

San Francisco, Calif—An exhibit that attracted special at- 
tention at the industrial exhibit held in the San Francisco 
Auditorium October 7-28, was the ‘“Klipto’’ loose leaf 
ledger featured by Neal, Stratford & Kerr. This ledger is 
manufactured in San Francisco and is distinguished by 
many special devices. The latest of these is the round hard 
leather strap, making the “Klipto” ledger interchangeable 
with any standard ledger because of the round holes used 
in other systems. 


-af Company at Milwaukee, called on the trade 


recently with 


Old Colony Envelope Company Organized. 


The Old Colony Envelope Company has been organized 
at Westfield, Mass. It succeeds the Laubscher Envelope 
Company, Springfield, Mass. A four-story building will 
house the envelope mill at Westfield. 

The executive personnel of the new company includes 
F. A. Juckett, connected for many years with the Strath- 
more Paper Company, and president of the Old Colony 
Envelope Company; Charles R. Bell, secretary—for sev- 
enteen years with the B. D. Rising Paper Company; R R. 
Lockwood, treasurer—a designer; Joseph H. Fountain, di- 
rector and superintendent—for many years identified with 
the development of envelope manufacturing machinery. 
The company will make a general line of envelopes, and an 
announcement line, produced in co-operation with the B. 
D. Rising Paper Company. 
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UN EERARSOCenneneeLaaedsctasuensnitE 


HOW TO REPAIR 
UNDER WOODS 





A new edition of our 
complete illustrated 
treatise on the mechan- 


ism of the Underwood. 


With this Book before 
him any one mechani- 
cally inclined can learn 
to repair Underwoods. 


eanentnnnaenniane 


eeceeeeneennentennanny 


Price $2.00 


Pr ry 


yyorP & Marz, 


TYPEWRITER Co 





79 Queen St. 
LONDON, E. C. 


BOSTON, 
Mass., U.S.A. 
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“ booklet © 
= ~ describes the new 
Model ‘“‘S’’ of the 
SPEEDOGRAPH, which was one of the new 
features at the New York Business Show. 
3 The SPEEDOGRAPH is a new and efficient method of 
= reproducing Orders, Invoices, Specifications, Letters, 
Price Lists and any forms written with typewriter or pen. 
We shall gladly send you this booklet, which contains 
many good, live hints and helps of interest to you. 
You incur no obligation by requesting the booklet, and = 
you will be glad to know about the ways in which the = 
SPEEDOGRAPH is saving for ali who use it. = 
ao em ms ee me oe ee te 
The Beck Duplicator Company, s 
Room 88, 476 Broadway, New York, N. Y. = 
= Please send me, without cost or obligation, your book- — 
= let, “The SPEEDOGRAPH in Modern Business.” = 
, = 
Fs WUAMRO nc ccc nce vincsesecheeue © hemes a ae eee => 
= = 
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FREE 


On request we will send your 1 
purchasing agent a useful 
article for his desk. 


IRELAND & 
MATTHEWS 


_& tee Sa ae fw y 


Makers of 


BRASS & STEEL 
CUSPIDORS 
































UDELL-PREDOCK MFG. CO. 
2305 to 2315 N. Broadway ST. LOUIS, MO. 


| 
| 


s \ 
y a3 2305 to 2315 N. Broadway 
ST. LOUIS, MO. 





Write for Special Folder 


No. 2460 BANK AND OFFICE ;TABLE 


We know you are interested in good Office 
Tables, a line of well made Costumers, 
as well as Typewriter and Telephone 
Stands. We make all of these and feel 
sure we can please you. Write us for illus- 
trations and prices. 
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REX XXXKARAX AXRAKAAKARKRARRK RKRRRKK 








Dealers in office furniture will find helpful information in 
the committee reports on pages 177, 181, 182 and 211 of this 
issue. The reports were presented at the Atlantic City con- 
Vanu 


vention of the National Association of Stationers and 
facturers. 

Akron, Ohio—The L. D. Schroy Company is increasing 
its capital stock. The company has issued $100,000 in 
cumulative participating preferred stock, offering it to the 
general public. 

Chicago, Il1L—Guy Fulton, of the Fulton Office Furniture 
Company, Indianapolis, Ind., called on local friends in mid 
October. 

Chicago, IllL—R. H. Sprague, of the Weis Manufacturing 
Company, Monroe, Mich., called on Chicago representatives 
in October. 

Chicago, Ill.—Brandt Hiller, of the Hiller Office Supply 
Company, Indianapolis, Ind., visited Chicago distributors 
in October. 

Chicago, Ill—A new building will be erected at 214-16 
West Monroe street for the occupancy of the Library Bu 
reau, now in the Tower building. 

Chicago, Ill—A. C. Scott, manager here for the Yawman 
and Erbe Manufacturing Company, has had plans prepared 
for remodeling the front of the building at 164 West Mon 
roe street, beginning May 1, 1922. 

Chicago, Ill—E. M. Hawe, formerly in charge of this 
district for The Safe-Cabinet Company, has been trans 
ferred to the factory at Marietta, Ohio. He has charge of 
the educational department.—A. W. Manuel, formerly a 
Chicago salesman, is now in charge of the Middle Western 
territory.—L. A. Startzman, formerly in the Joliet territory, 
has been assigned the south side territory formerly handled 
by Mr. Manuel.—William F. Charlet, formerly a salesman 
in the Chicago territory, has resigned to enter the automo- 
bile business in California. 

Erie, Penna.—The Penn Art Steel Works will soon take 
possession of its new factory building, 100x230 feet. It is 
of modern construction, and will be equipped with the 
latest types of production machinery for economical manu- 
facture. 

Los Angeles, Calif.—J. Louis Burgoyne, representing The 
Globe-Wernicke Company, contacted with the local trade 
in October. 

Marion, Ind.—P. F. Apgar, formerly with the Yawman 
and Erbe Manufacturing Company, has joined the sales 
organization of the Elam Paper Company. He will travel 
Virginia, West Virginia, North Carolina, Maryland and a 
part of Pennsylvania. 

New Orleans, La.—F. F. Hansell Company, local repre 
sentative of The General Fireproofing Company, has pur 
chased a building on Carondalet street, a few blocks from 
the present store. The building will be remodeled, and 
occupancy given after the first of the new year. 

New York, N. Y.—Frank A. Legg has joined A. H. 
Denny, Inc., 52 Park place, representative of the Weis 
Company. He had been on the New York sales staff of 
the Yawman and Erbe Manufacturing Company for a num- 
ber of years 

San Francisco, Calif—O. L. Gagg, who handles office 
supply specialties, is expecting Mr. Goldberg, president of 
the Universal Fixture Company of New York, to pay him 
a visit soon. 

San Francisco, Calif—James E. Townsend has been 
transferred from the Los Angeles office of The Safe-Cab- 
inet Company, to San Francisco, where he has assumed the 
duties of branch manager. 

San Francisco, Calif.—J. B. Rex, who has been selling 
“FlexiFile” in the Los Angeles branch of the F. W. Went- 
worth & Company, has moved to San Francisco, where he 
is in charge of all aspects of the “FlexiFile” trade on the 
Pacific coast. This includes the factory end of the busi- 
ness as well as sales promotion. 

San Francisco, Calif—The sales force of the F. W. 
Wentworth & Company held a general sales dinner recent- 
ly at the Clift Hotel in celebration of a successful sales 
campaign held during Mr. Wentworth’s absence in Europe. 
In addition to talks by different members of the organiza- 
tion, the dinner was a memorable event for the good fellow- 
ship that marked the relations of the Wentworth forces 
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Enter Our Order! 


The sweetest words in business and familiar 











ones to Clemco dealers. Clemco desks are 
made better, look better and sell better than 
ordinary lines. Use Clemco to hear that 
magic sentence more often. 





A catalog of the complete line—flat tops, 


roll tops, typewriter desks—awaits your The ‘‘2-in-1’’ Clemco 
inquiry The “2-in-1” Clemco, actually two desks 
-* in one, is the best typewriter desk on 


the market. The machine is brought 

into position without in any way inter- 

THE CLEMETSEN CO. fering with the top of the desk, while 

papers and other matter on the desk 

Manufacturers of Clernco Desks cannot interfere with the use of the 

machine This is made possible by the 

3401-61 W. Division St. CHICAGO, ILL. Clemco ball bearing all-steel mechanism 

which brought about the biggest im- 

provement ever made in typewriter desk 

. construction 
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Do You Bid on 
Special 
Installations? 


Our service will enable you 
to supply special equipment 
for courthouses, banks and 
corporations to meet the 
most exacting requirements. 
We have facilities for de- 
signing and producing this 
special order furniture pre- 
cisely as specified and our 
long experience has taught 
us how to produce at low 
cost. We furnish blueprints 
and figure quotations com- 
plete—you have no addition- 
al outlay but your service 
on the ground will bring 
you a neat profit. 






























































Get in touch with us the next 
™* time you have an opportunity 
~ to sell special equipment. In 

the meantime, we shall be glad 

to send you full particulars of 
our service. 


Imperial Steel Cabinet Co., “’CHica¢o 
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Announcement 
Extraordinary 


The New Eveready 
Model F 


With a capacity of from 
2 to 40 sheets. 


This new member of the Eveready fam- 
ily is a giant in capacity and a glutton for 
work and possesses every qualification of 
utility, including portability, durability, 
appearance and service. 


Every dealer should know al! about this 
addition to our line and its possibility in 
producing sales and repeat orders. 


Look for the Name Write for full 


particulars. 


PAPER FASTENER 





The EVEREADY Paper Fastener is more than an “appliance,” it is a system 
in itself. It makes its own staples automatically,—fastens quickly, quietly, 
securely ;—letters, pick-up order stubs, quotation sheets, bills, statements, tags, 
samples, pay envelopes ;—anything that’s worth fastening well. It will find 
new work for itself every day in your office. With “one on every desk” most 
of your filing work is done before the files are reached. IMPROVED MODEL D 


MADE BY <VERFIDE 
EVEREADY MFG. CO. OF BOSTON 


PAPER FASTENER 


No. 9 Knapp St. BOSTON, MASS. “One On Every Desk” 








“Built for Service” 






PRODUCTION 


HE number of office desks bought for adorn- : 
‘Tae is too small for the dealer’s attention. “Built for Service” 

The desks that sell regularly and pay a profit 
are desks of business-like appearance, staunch con- 
struction and hard-wearing finish; in short, desks 
made for utility. 


WESTERN OFFICE DESKS 


are typical of the designs and grades meeting present Write for the catalog of “BUILT FOR SERVICE” 
day requirements. A medium-priced line of real DESKS. [Examine it carefully— show the de- 
quality, Western Desks stand up under all service scriptions to one or two of your intimate 
conditions. Movable parts are always capable of customers. You'll want to handle Western 
being moved easily; cabinet work is neat and durable. Desks. 


Western Furniture Company, Blair Ave. and Palm St., St. Louis, Mo. 
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Amsterdam, Holland.—Distribution of Woodstock type- 
writers has been accorded to Jan Van Erp & Company. 

Berkeley, Calif—Radson’s, Inc., has secured the agency 
for the Corona typewriter. 

Chicago, Ill—Marcus Harwitz, general manager of the 
Regal Typewriter Company, Inc., was in Chicago Octo- 
ber 26. 

Chicago, Ill. 
took recreation in October at Whitehall, Mich. 
shared the vacation with him. 

Chicago, Ill—W. C. Lavatt, assistant sales manager of 
the Royal Typewriter Company, Inc., visited the local office 
in October on his way to and from California. 

Chicago, Ill—The Chicago office of the Ellis Adding 
Typewriter Company has been moved from the Common- 
wealth Edison building to room 311, 231 South Wells 
street, in the Old Colony Insurance building. 

Chicago, Ilii—H. A. Peterson, secretary of the Hammond 
Typewriter Corporation, was in the Chicago office October 
25. He was on a Western trip, taking in the branches at 
St. Louis, Chicago, Detroit, Pittsburgh and Philadelphia. 

Chicago, Ill—The Abco Typewriter Supply Company, 
329 Plymouth court, has incorporated to manufacture and 
deal in typewriters, supplies, etc.; capital stock, $5,000; in- 
corporators—D. R. Boshes, Chas. P. Schwartz and L. P. 
Gevirtz. 

Chicago, Ill—Lawrence Rasmussen, formerly assistant 
cashier in the Chicago office of the Royal Typewriter Com- 
pany, Inc., has been promoted to cashier at the Detroit 
office —J. J. Phelan and F. A. Ibick have resigned from 
the Royal sales organization. 

Chicago, Ill.—Chas. S. Hefflon, president of the Ameri- 
can Writing Machine Company, held a sales conference at 
the Chicago office October 17-18. In attendance were man- 
agers from the branches at Chicago, Milwaukee, Cincinnati, 
Cleveland, St. Louis, Pittsburgh, Detroit and Kansas City. 

Chicago, Ill—W. B. Larson, local manager of the Royal 
Typewriter Company, Inc., has established his home on the 
south side. His family recently arrived from California 
and the Larson household is again a unit. Until his family 
arrived in Chicago Mr. Larson was domicled at Hotel 
Ambassador. 

Chicago, Ill— Among the October visitors at the Chicago 
office of the Underwood Typewriter Company were: J. E 
Neahr, sales manager, New York, N. Y.; Arthur Eaton 
manager at Denver, Colo.; George Button, in charge of 
exchanged machines at New York; C. A. Huston, manager 
at Pittsburgh, Penna.; W. H. Ranson, manager of El Paso, 
Texas. 

Dover, Del.—E. H. Quimby was the winner of a Ford 
touring car in a sales contest conducted by the Corona 
Typewriter Company, Inc., among Class “A” dealers. 

Evansville, Ind—A mahogany humidor was won by the 
Office Supply Company in a sales contest for Class “A” 
dealers of the Corona Typewriter Company, Inc. 

Fargo, N. D.—The Office Specialties Company won a 
$50.00 prize in a sales contest for Class “A” dealers of the 
Corona Typewriter Company, Inc. 

Fort Smith, Ark.—The Fort Smith Typewriter 
pany was a winner in a sales contest among Class 
dealers of the Corona Typewriter Company, Inc. 

Groton, N. Y.—Scott & Faber received $25.00 in a sales 
contest held by the Corona Typewriter Company, Inc., for 
its Class “B” dealers. 

Havana, Cuba.—Texidor & Company, Ltd., representa- 
tives of the Royal Typewriter Company, Inc., and other 
manufacturers, has abandoned the buying office heretofore 
maintained in New York. Purchases will be made direct 
hereafter. 

Jackson, Miss.—The Chambers Office Supply Company 
was leader in a sales contest conducted by the Corona 
Typewriter Company, Inc., for Class “B” dealers. The re- 
ward was $100 

Kansas City, Mo.—The Elliott-Fisher Company is now 
located at 201-03 Main Street Theatre building. The sales 
department, display room, operators’ school, position de- 
partment and mechanical service are all located at that ad- 
dre SS 


A. R. Ames, of the Ames Supply Company, 
Mrs. Ames 


Com- 
“BR” 


Continued on Page 269.) 
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Your customers like to get ser- 
vice on typewriter ribbons and 
carbon paper—that is, they 
want the right grades for their 
purpose, delivery without delay 
and fresh quality goods. That 
requires a live typewriter sup- 
plies department. Let us help 
you builditup. We furnish the 
goods packed in neatly litho- 
graphed boxes bearing your 
imprint. We furnish your de- 
partment complete—a grade 
and weight for every purpose. 
Let us send you particulars. 








Sell 
Your 
Own 
Brand 













>) 


Store ind Officer 


— Machine. 








Trad, All, : 
WANG ¢ 


and 
National Dire, te 
ry 


% DEALERS 


Used May hine. ae | 





At last— 
The book you’ve always needed 


will soon be published. 


Everything about makes and models and everybody 








buying, selling, repairing or furnishing parts or 
supplies for them. ) 
Write for Prospectus Showing Plan and 
Make Up, and to Insure Having Your 
Name or Business Represented. 
American Exchange Service’ _ ff 
412 Crilly Building, Chicago 
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our $#lohican Penci 


Containing the best of raw 
materials, exemplifies the 
quality and workmanship 
embodied in all our num- 
bers, assuring the Jobber 
of a_ substantial profit, 
with the mutual satisfac- 
tion of repeat orders. 


Samples and prices 
sent upon request 


UNITED STATES 
PENCIL COMPANY 


MANUFACTURERS 
PHILADELPHIA U.S.A. 


























If You Bind Your Own 
Loose Leaf Devices 


We can show you how to cut the cost 
of making your special metals, at least 
in half. : 


Whether or not you buy your Knock 
Down Metals from us, we want you 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
the purchasers of metal parts. All 
of them. 


We will gladly explain without cost 
or obligation to you the system we have 
devised to enable the dealer to make 
up his special metals accurately and 
economically. 


Write us. We are here to serve 


The Tenacity 
Manufacturing Company, Inc. 
Reading, Cincinnati, Ohio 
New York Branch, 77 Beekman Street 
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ADDING MACHINES 











Baltimore, Md.—D. M. Vandawalker has been assigned 
the management of a large area of Eastern territory by 
the Victor Adding Machine Company. 

Birmingham, Ala.—J. H. Cohen, First National Bank 
building, has been appointed Southern manager by the 
Victor Adding Machine Company. P. R. Dickinson at 
Memphis, and E. F. Keplinger at New Orleans, will assist 
Mr. Cohen in co-operating with Victor dealers in the 
South. 

Boston, Mass.—W. L. Kimble, formerly manager at New 
York for the Victor Adding Machine Company, is now 
New England manager. 

Chicago, Ill.—J. Anon is now in charge of sales in In- 
diana and a large part of Ohio for the Victer Adding Ma- 
chine Company. 

Chicago, IllL—The Victor Adding Machine Company has 
appointed I. E. Stouffer as manager of several Western 
states. He has a long and successful record as manager 
of adding machine sales. 

Chicago, Ill—E. A. Kalkhurst, district manager for the 
3urroughs Adding Machine Company, returned in October 
from a month’s trip to the Pacific coast. He accompanied 
F. H. Dodge, vice president. Sales conferences were con 
ducted at San Francisco, Los Angeles and Portland. 

Cincinnati, Ohio—William Moss, Latin-American direc 
tor of The Dalton Adding Machine Company, is on an ex 
tended tour of his territory. He sailed for Spain and Por- 
tugal. from whence he departed for South American ports. 

Dallas, Texas—The Dallas Adding Machine Exchange 
has opened at 208 Lane street, handling adding, bookkeep 
ing and calculating machines. The personnel includes Eu 
gene Bagley and L. H. Tilford. 

New York, N. Y.—Major George R. Richards, vice 
president of The Dalton Adding Machine Company in 
charge of sales, recently completed an extensive tour of 
the Far East. 

New York, N. Y.—B. A. Hacket, star salesman here for 
the Victor Adding Machine Company, has been appointed 
manager. He succeeds W. L. Kimble, who is now in 
charge of the New England territory. 

Philadelphia, Penna.—L. Rutledge, publicity manager for 
the Lanston Monotype Machine Company, has been in the 
Western territories, co-operating with the Barrett division 
offices on active campaigns. 

St. Louis, Mo.—E. M. Bowen has charge of a large ter- 
ritory for the Victor Adding Machine Company, extending 
into the Southwest. 

San Francisco, Calif—W. W. Cooley, advertising man- 
ager for Burroughs Adding Machine Company in the West 
ern division, was in Reno on a business trip. 

San Francisco, Calif—J. Scharman, formerly Pacific 
coast manager for the Victor Adding Machine Company, 
has been appointed Western manager. His territory now 
extends East to Denver. T. F. Sewards, of California, has 
been selected as Mr. Scharman’s assistant. Mr. Sewards 
is thoroughly experienced in the adding machine business. 

San Francisco, Calif—W. P. Brown, division manager 
for the Monroe Calculating Machine Company, is in the 
southern part of the state looking over the business situa- 
tion.—E. B. Jessup reports a wonderful sale of machines 
in the month of September. Business is booming for all 
office appliance machines, and the company’s only diffi- 
culty is in keeping ahead of the orders. 

Wilkes-Barre, Penna.—The Wales school of instruction 
was resumed October 2 at the factory of the Wales Adding 
Machine Company. 

Wilkes-Barre, Penna.—Harry Mannear is now in the 
general sales department of the Wales Adding Machine 
Company here. He had formerly been office manager at 
Boston. 








“National” Team Wins Third Place. 


The baseball team of the National division of the United 
States Envelope Company, Waukegan, IIl., took third place 
in the factory league. There were eight nines contesting 
in the 1922 series. 
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The Famous “Emerson” Type 
Only As Thick As Its Contents 





Hinged Covers 





Special Binders 
FOR ALL PURPOSES 


Catalog covers are an ever increas- 
ing field for the loose leaf binder. 


The Stationery Store can handle 
this business easily no matter how 
special the order, and each order 
‘Multiple’ Type for Pamphlets is always of considerable volume. Inexpensive Ring Metals 





Send us a copy of the catalog your 
customer is using now and we will 
submit a sample binder made es- 
pecially for it, so complete, so indi- 
vidual and so attractive, that your 
customer is bound to be pleased. 


We will tell you what it will cost 
you in any quantity you say— 





All you have to do is take the order “Congressional” Type 
No Punching or Mutilation One Sheet or a Thousand 


The Barrett Bindery Co., 1328 Monroe St., Chicago, Ill. |: 














NO. A-63 


Desk to our Adam Suite. Write, for catalog and see our line complete, 241 
pieces to select from. Unexcelled quality, beautiful finish in every desk and 
table produced. 


Agencies ina few cities are available for desirable connections. Let us hear 
from you. 


CUTLER DESK CO. 


Established . 1824 20-62 Churchill Street BUFFALO, N. Y. 
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meet Cleri- Type Byron 


Every office, everywhere, is a Byron prospect. If busi- 
ness is “off” with you, it may be your own fault—don’t blame 
conditions altogether, for right now other dealers are having good 
business on the Byron. 





In actual 
use 













Every time you make a sale you have put another Byron 
salesman in the field. Our business to date has been built 
almost entirely around repeat orders and orders sent in upon the 
recommendations of users. 


Write today for literature and our proposition to dealers. 
It involves very smail investment and offers quick turnovers at 
a good profit. Remember the 30 exclusive, patented features are 
found only on the Byron. 


Bi 

& * Guaranteed One second and it’s open 

Selling to save time, labor, stationery, - ee 
floor space, to reduce costs and SS ae SS 


F eatures increase office efficiency. 


e Right now is the time to sell equipment. 
D ealers: Each day lost means sales lost —do it NOW. 


Byron Typewriter Cabinet Co. 


INCORPORATED 


LOUISVILLE, KY., U.S.A. 






























RELIABLE RUBBER STAMPS 
AND ACCESSORIES 


Rubber Type - Stencils - Seals - Numbering Machines 


Sole Distributors and Manufacturers of 
“Standard” and “Justrite’’ Inks and ‘Industrial’ Band Daters 











Pads for Rubber Stamps “Best” Dating and Numbering Stamps 
“Advance” Self-inking Stamps ‘*Flexo” Hand Band Daters 

“Quality’’ Dating and Numbering “Colonial” Hand Band Daters 

Stamp $ “Superb” Time Stamps 

“Superb” Type Band Daters “Economo” Time Stamps 


“Economy” Band Daters 
We Carry in stock a complete line of Automatic Numbering Machines 


Louis Melind Co. Consolidated Stamp Mfg. C . 
362 W. Chicago Ave., Chicago 87 Maiden Lane, New York 
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OTHER MACHINES 








Charlestown, W. Va.—Harry R. May, who has been 
selling “F & E” checkwriters in Ohio, is now working here 
under Distributor W. T. Harrison. 

Chicago, Ill—Sherwin Cody, the business systematist of 
Rochester, N. Y., was in conference at the Chicago office 
of The Dictaphone in October. 

Chicago, Ill—L. C. Stowell, assistant to C. K. Wood- 
bridge, vice president and general manager of The Dicta- 
phone, was a recent caller at the Chicago office. 

Chicago, IIl—E. H. Gardner, of Manchester, England, 
was an October visitor at the office of the Lisenby Manu- 
facturing Company. He also visited the factory at Fresno, 
Calif 

Chicago, Ill.—October visitors at the plant of the Hed- 
man Manufacturing Company included Edwin Crawford, 
distributor at Quincy, Ill, and Walter M. Kahn, represen- 
tative at Louisville, Ky. 

Chicago, Ill.—The local branch of the Standard Envelope 
Sealer Company is now permanently housed in room 411, 
Capitol building (formerly known as the Masonic Temple). 
The office had been in room 610 temporarily. 

Cincinnati, Ohio.—E. M. Smith, local representative of 
the A. B Dick Company, visited general headquarters at 
Chicago in October. 

Dallas, Texas.—B. U. Paylor is now in charge of Dallas 
territory for the Hedman Manufacturing Company. 

Fort Wayne, Ind.—P. L. Zorbaugh, Mimeograph repre- 
sentative here, visited the plant of the A. B. Dick Company 
in Chicago during October. 

Los Angeles, Calif.—Schubert & Kirby Company, dis- 
tributor of the “Line-A-Time,” has moved from Loew’s 
State Bank building to suite 222-23, Grant building. 

Washington, D. C.—N. R. N. Firor, Mimeograph repres- 
entative here, was in Chicago during October visiting the 
factory of the A. B. Dick Company. 

Kalamazoo, Mich.—F. N. Hyman, an “F & E”’ sales- 
man of long standing, is now in charge of the Kalamazoo 
territory. 

Los Angeles, Calif—W. H. Whipple, representative here 
for The Bircher Company, has resigned. It became neces- 
sary to move his family to another climate, and they have 
left for the Canadian Northwest. 

Macon, Ga.—C. G. Wilmot, selling “F & E” checkwriter, 
has transferred his headquarters from Savannah to this city. 

Montgomery, Ala—C. L. Witherington has been ap- 
pointed distributor in this territory by the Hedman Manu- 
facturing Company. 

New York, N. Y.—B. Finger is again in the field here 
for the “F & E” checkwriter. 

Okmulgee, Okla.—A. U. Rogers, formerly at Oklahoma 
City for the Hedman Manufacturing Company, is now sell- 
ing here. 

Philadelphia, Penna.—John Walder, representing the Au- 
tomatic Pencil Sharpener Company, visited the local trade 
in October. 

Philadelphia, Penna.—Albert Weinberg, brother of Leo 
Weinberg, distributor for the Hedman Manufacturing Com- 
pany, has rejoined the local sales force. 

Pittsburgh, Penna.—R. G. Jenkins and Frank W. Rogers 
have joined the “F & E” checkwriter sales organization of 
J. P. Arthurs. 

Portland, Ore.—H. B. Fleming is selling “F & 
writers in the organization of R. J. Power. 

Quincy, Ill—Edwin Crawford is now in charge of this 
territory for the Hedman Manufacturing Company. 

San Francisco, Calif—L. V. Hitchcock, in charge of the 
Mimeograph department of the H. S. Crocker Company, 
Inc., reports that the machines loaned by his company 
took an active part in the Investment Bankers’ Convention 
held recently at Del Monte. Not only were machines 
used in preparing the newspaper reports of the proceed- 
ings, but also in the closed committee work. 

Spokane, Wash.—E. Bareuther, formerly selling in Idaho 
and Montana for the Hedman Manufacturing Company, is 
now operating in this vicinity. 

Wheeling, W. Va.—H. E. Hagerman, a Todd salesman, 
wore in October that indelible smile that the stork brings. 
Baby girl! 
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A Director of one of the 
largest British printing, 
binding and stationery 
houses visiting New York 
and other cities in No- 
vember, will be pleased 
to make appointments 
with representatives of 
American firms who de- 
sire a sole selling agent 
for Great Britain. Write 
full particulars to H. B. 
V., Care of Esterbrook 
Steel Pen Manufactur- 
ing Company, Camden, 
New Jersey. 


STEEL AGE | 
FILING CASES 
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Steel 
Office 


Furniture 


Built-to-order 
Steel 
Furniture 


Equipments 





Corry-Jamestown Mfg. Corp. 


CORRY, PA. 














266 OFFICE APPLIANCES November, 1922 








4 WEBCO PRODUCT 


TRADE MARK 


Original and Best 
lype Cleaning Fuld 


Cleans your type | No type brushing 
Cleans your platens | No picking out of 
Cleans metal parts | particles from type 


Dissolves grease and cleans spots 
tom your desk 


WHEN ResbZrrenes 


DIRT OISAPPEARS 
MANUFACTURED BY 
The FS Webster Company Inc. 
BOSTON 
MAKERS OF 
MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 




















OFFICE 
CHAIRS 


That Conserve Vitality— 


A business man’s day is 
divided into three equal 
parts: sleep, recreation, and 
his office chair. The latter 
permits the other two. 
Hence the necessity for 
serious consideration of the 
chair. 


GUNLOCKE 
CHAIRS 


afford comfort during 
the day and lend 
themselves to better 
work. 











Not only do they con- 
serve vitality but they 
are so finished as to 
preserve their appear- 
ance of newness. Aside 
from the built-in qual- 
ity of this compre- 
hensive line, particu- 
lar attention is “given 

to the final job—the He. 658 

matter of putting on the handsome, transparent surface that 
protects against dust and gives the chair a beauty and char- 
acter often: remarked upon. 


You would find our catalog worthy 
of study. Send for a copy. 


W.H. Gunlocke Chair Co., 


WAYLAND, N. Y. 





a 























Dealers will find helpful information in the committee re- 
ports on carbon paper and inked ribbon on pages 166 and 2 
of this issue. The reports were presented at the Atlantic City 
convention of the National Association of Stationers and 


Manufacturers. 


Chicago, IIL—A. H. Olmstead, of the Crown Ribbon & 
Carbon Manufacturing Company, called at the Chicago 
office October 21. 

Chicago, Ill.—James A. Holden & Company, Monadnock 
block, has incorporated with capital stock of $50,000. This 
is a going business, representing the Miller, Bryant, Pierce 
Company, Aurora, III. 

Philadelphia, Penna.—Irving & Blick, formerly specializ- 
ing on typewriter ribbons and carbon paper on Chestnut 
street, West of Broad, are now located at the Southwest 
corner of Sansom and Seventeenth streets. Office outfit- 
tings and general stationery lines have been added to the 
typewriter specialties heretofore carried. 

St. Louis, Mo.—The William W. Phillips Supply Com- 
pany, now at 408 Olive street, will occupy the store at 317 
Olive street after remodeling is completed, specializing in 
this location on typewriter ribbons and carbon paper. 

San Francisco, Calif.—Robert J. Kinsey of Hoffman & 
Kinsey, returned recently from a trip to Brooklyn, N. Y., 
where he visited the factory of the Manifold Supplies Com 
pany. .He represents this company in San Francisco. Mr. 
Kinsey’s trip kept him in the East about two months. He 
has returned with plans to enlarge his local office rooms 
and to increase the sales force. 


“Harvard Business Review” a New Quarterly. 


The A. W. Shaw Company, 660 Cass street, Chicago, IIl., 
inaugurated the “Harvard Business Review” beginning with 
the October issue. This is a quarterly, published by the 
A. W. Shaw Company under a contract with Harvard Uni 
versity. The subscription price is $5.00 a year, or $1.25 
the copy. The editorial address is 31 Lawrence Hall, Cam 
bridge, Mass. 

This new publication aims to discuss business topics from 
the economic standpoint, eliminating the abstract and 
academical aspect which renders economics a dry subject 
to the average business man. The titles in the initial issue 
suggest the scope of the publication, and the standing of the 
contributors. “Essential Groundwork for a Broad Execu- 
tive Theory,” Wallace B. Donham; “The Taxation of Cap- 
ital Gains,’ George O. May; “Bank Management and the 
Business Cycle,” O. M. W. Sprague; “The Future of Amer 
ican Export Trade,” Dr. Julius Klein, director of the Bureau 
of Foreign and Domestic Commerce; “Creditors’ Commit 
tee Receiverships,” Arthur Stone Dewing; “Bank Reserves 
Under the Federal Reserve System,” Frederic H. Curtiss; 
“The Railroad Consolidation Plan—New England,’ Wil- 
liam J. Cunningham; “The Effect of Hedging upon Flour 
Mill Control,’ Ralph D. Stiles; “The Use and Limitations 
of Psychological Tests,’”’ Daniel Starch; “Some Relations 
Between Technical and Business Training,” John Gurney 
Callan. The student editorial board is responsible for 
“Summaries of Business Research,” “Case Studies in Bus 
iness,” and “Reviews of Business Literature.” 


Stafford Going Full Blast at Chicago Branch. 

The Chicago branch of S. S. Stafford, Inc., 1500 South 
Western avenue, is now operating in its new warehouse, 
with improved facilities for handling orders from local sta 
tioners and out of town dealers. The warehouse affords 
three times the space that was available in the former loca 
tion, 62 West Kinzie street. A much larger stock is now 
carried than in the past. 

The branch on West Kinzie street was damaged in a 
fire on the upper stores in an early morning fire in Sep- 
tember. Service to customers was hardly interrupted, as 
a carload of stock was on the way at the time of the fire, 
and additional cars were dispatched from the factory at 
New York immediately following the fire 
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EJECTA F @ ie 


THE LATEST TIME-SAVING DEVICE FOR TYPISTS 


EJECTAFOIL makes it pos- 
sible for the stenographer to 
produce her work more ex 
peditiously and to produce a 
greater volume of work with 
less effort. 


EJECTAFOIL provides a space for 
the letter paper or bill-heads, 
carbon and necessary copy sheets. 
The old way of keeping these ma- 
terials distributed thruout’ the 
drawers of a desk is no longer 
necessary. The materials are 
ready for instant use, and with a 
touch of the typist’s thumb 
EJECTAFOIL instantly presents 
the necessary papers and carbon 
arranged in order for insertion in 
the machine. 





u My we past ¢ Baer nh yam 
Fw A . , nited States oreign countries. 
EJECTAFOIL provides a tray for ¥%, more work. one 

the carbon after using and ready They will do it more cenveniently and more cheerfully. 


" ' ; _ The i 1 > -arbon. 
for immediate replacing, thus sav- hey will use % less carbon 


ing a great portion of the mate- Price—1 carbon machine.............---...+-+++: onan 
rials. With EJECTAFOIL typists Pg . BREN. 3 ‘me 
will do Special discounts to distributors — Write for territory. 


COLLATING DEVICES CORPORATION 


1086 Willoughby Ave., Brooklyn, N. Y. 
Phone Stagg 7589 














Sorting Devices 


Indexed, Letters, Numbers or Words 
is a device especially adapted to the sorting of sales 
slips, coupons, short checks, cards or any other mat- 
ter shorter than six inches. Department stores, mail 
order houses, clubs, restaurants, retail stores or prac- 
tically every establishment have an urgent need for 
this device, which accomplishes the work quickly, ac- 
curately and with a minimum effort. 
The V-shaped notches in the sides of the guides pre- 
vent the loss of any article within the sorter itself. 
The two additional rods in the center 
keep the smaller articles from dropping 
thru the bottom. It has sectional‘posts, rub- 
ber protected bearing-points, automatic lock and 
release and is made from the best of materials. 
You can develop new opportunities with this 
sorter. 











The Kohlhaas line has a sorter for every pur- 
pose and we will index any sorter to the re- 
quirements of your customers, alphabetical, nu- 
merical, departmental or in any manner desired. 
Kohlhaas sorters will handle 


Back Orders Coupons Orders 

Bills of Lading Deposit Tickets Pay Roll Checks 
Cancelled Checks Insurance Papers Remittances 
Cards of all sizes Invoices Requisitions 
Checks Letters Sales Slips 


THE KOHLHAAS COMPANY 
183 N. Dearborn St. CHICAGO, ILL. 
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Guaranteed 
chair irons 





iy oO 
Sond ight seraceful 


No. 334—OFFICE CHAIR IRON 


MADE UNDER OUR OWN PATENTS 


COLLIER-KEYWORTA CO, 


GARDNER, MAS6&., U.8.A. 

















In All Respects the Ideal Desk 


Practical, Durable, Beautiful 
See, BP Ce Gore Deity with the wonder 


ful 

with Patented and fully Guaranteed new and distinct achievement. 

me « They provide the ideal writing 
INLAID INO WRITING TOP joce My and eliminate the ne- 
cessity for expensive, glaring 
glass tops and desk pads. 
“LINO” tops can’t be scratched 
and marred, or stained with 
ink blots. Their soft green 
shade rests the eyes. Work at 
a Gunn Desk is a pleasure. 
“LINO” tops feel like kid, but 


wear like iron. 


DEALERS: 
Gunn “LINO” Top Desks are na- 
tionally advertised. Take advan- 
tage of this selling help. Stock 
Gunn Desks and advertise locally. 
Get in touch with us on this. 


The Gunn Furniture Company, Wenicasn 

































30 Years Builders of Office Desks and Sectional Bookcases 
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(Typewriters—Continued from Page 261.) 

Littleton, N. H.—A. H. Ericcson won a $50.00 prize in a 
sales contest for sub-agencies conducted by the Corona 
Typewriter Company, Inc. 

Nashville, Tenn.—The Meyers Manufacturing Company 
was second in a sales contest for Class “A” dealers of the 
Corona Typewriter Company, Inc. The prize was $200. 

New Orleans, La.—The Crescent Typewriter Exchange 
received a $25.00 prize in a contest held by the Corona 
Typewriter Company, Inc., for its Class “A” dealers. 

New York, N. Y.—W. C. Gookin, formerly with the Bar- 
rett division of the Lanston Monotype Machine Company, 





is now with the Elliott-Fisher Company as special field No. LWB No. WB No, NWB 
representative. 27 14" high; top 17" 14 16" high ;top 12%" 25 14" sigh, lop 
. a ice le oe" . q square; big capac- square; for homes, 8%" x 22%"; es- 
New York, N. Y.—Leon Banov, secretary of the Claro y agp de a fae ae pecially adapted jor 
type Company, 16 Hudson street, is on his annual trip banks, stores, hos- use wherever great 
through the middle Western states, calling on all the deal- pitals, restaurants, capacity in limited 
: doctors’ offices, etc space is necessary. 


ers in the larger cities. 
Omaha, Nebr.—Harry Ferer, formerly interested in the 6c Se ” 
Central Typewriter Exchange here, is now owner of the One of the Best llers 


All-Makes Typewriter Company, 205 South Eighteenth This new Macey line of Steel Waste Baskets has 


ee F a ea i $75 0) |; scored a big hit. It is one of the best sellers on the 
‘ ee ‘la. cB’ d a cx usi¢ sod ouse W eT 5 irda Tene market. Attractively priced—liberal profits. Adver- 
re contest , . lass > dealers of the Corona lypewriter tising material supplied. 
a si ; ‘ih , ’ Sells on sight. All features obvious: Rounded outer 
Philadephia, Penne. the W oodstock lypewriter Com- edges—can’t mar furniture. Rounded inside corners 
pany has leased the fifth floor at 908 Chestnut street. —easily cleaned. Solid bottom—dirt can’t sift 
Richmond, Calif—The Kearney-Furrer Company is now through. Nickeled or dull brass corners. 
representing the Corona Typewriter Company, Inc., in Just display them. Oven-baked enamel finish— 
Contra Costa county. a . ‘ white, walnut, mahogany, oak or olive green. Write 
San Antonio, Texas.—Third prize in a sales contest for prices. 


among Class “A” dealers of the Corona Typewriter Com- 
pany, Inc., was won by A. F. Beyer, who received $100. 





San Diego, Calif—The San Diego Typewriter & Supply THE LINE 
Company maintained a booth at the county fair, showing 
L. C. Smith & Bros. Typewriter Company and Corona 
typewriters, and Wales adding machines. Steel Files, Wood Files, Filing Su police, Steel Safes, 
San Francisco, Calif—Mr. Pomeroy, formerly of the San Office Desks, Matched Office Suites, Sectional Beakeases 
Francisco Corona a has joined Mr. Terry, the Corona THE MACEY COMPANY, Grand Rapids, Mich. 
agent for Fresno, Calif. Made in Canada at Woodstock, Ont. European Office at London 








San Francisco, Calif.—A. L. Benarfa, manager for the 
L. C. Smith & Bros. Typewriter Company in San Fran- 
cisco, is looking over business in the various portions of 
the state. 

San Francisco, Calif—Charles J. Harris, Western di- 
vision manager for the Corona Typewriter Company, Inc., 
has been visiting the San Francisco office. Mr. Harris 
makes his business headquarters in Los Angeles. 

San Francisco, Calif—H. C. Hoffman, formerly manager 
of supplies of the Baltimore office of the Remington Type- 
writer Company, Inc., has taken over the management of 
the supplies department in San Francisco. 

San Francisco, Calif.—J. H. Sait, manager for Hammond PRA 
typewriters in San Francisco, has returned from a busi- 


ness trip to Los Angeles. There he saw B. P. Long, for- MANUFACTURE 
merly with the San Francisco forces, who reported that SEALS 
business was booming in the South. 
Oakland, Calif—J. D. Welch, of the Woodstock Type- STENCILS 
writer Company, has established himself in Oakland at 
2515 Telegraph avenue. He will handle the Pacific Coast 
business, exclusive of the San Francisco district and Se- yee ag BADGES 
attle, from this office. 
San Francisco, Calif—S. L. Hooper, of The Noiseless RUBBER#@ “STEEL 
Typewriter Company, has just returned from an extensive 
trip through the northwest which included Portland, Se- STAMPS 
attle, Spokane, Salt Lake City and Denver. Business, he 
reports, is most encouraging in this entire territory. Par- METAL CHECKS 
ticularly in the Seattle office, managed by H. L. Stewart, POCKET COINS 
Springfield, Vt.—Wheeler’s Pharmacy was a winner in a 
Corona sales contest. A check for $50.00 was received from einen BRASS SIGNS 


has there been an excellent progress. 
the Corona Typewriter Company, Inc., for the showing ETC 


made in Class “B” dealers’ contest. 
F "OR sWentie 
pegens Mon 
wonmot 1363 — 
Tene & Tos Conca STENCKLS wax stats 
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Next National Chamber Meeting at New York. 

The 1923 meeting of the Chamber of Commerce of the 
United States will be held at New York May 7-10. This 
is the first time that the chamber has met outside of Wash- 


ington, D. C. It is expected that there will be 5,000 dele- 
gates present from all parts of the United States, represent- [2 & — 
ing about 1,000 commercial and trade organizations affiliated ME hie 


with the Chamber of Commerce of the United States. 
STORE;108 N. DEARBORN ST. CHICAG 


Headquarters for the New York meeting will be at the 


Waldorf-Astoria. It is necessary to provide accommoda- FACTORY:24 to 30 DEARBORN ST. CHICNG 


tions for eight group sessions held simultaneously. 
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Executives and Educators 


Everywhere Endorse GLUEY 


PROOF of this fact is substantiated 
by the thousands of gallons of 
GLUEY used annually in Offices, 
Schools and Libraries. 

You want your share of this steady, 
profitable business. Send today for 
information on prices and also a 
liberal sample of GLUEY, the per- 
fect paste. 


Packed in gallon and half gallon stone jars; quart, pint and half 
pint Economy self-sealing glass jars dnd Handy Tubes. 


THE COMMERCIAL PASTE COMPANY 
COLUMBUS Dept. 117, please OHIO 











“STICKS LIKE A BROTHER” 














The Apex Memo Pad 
Sells for $1 complete 





Note these Features: 
Smooth, glass-like writing surface;stays put; no 
need to hold it while writing. 
Uses roll paper. Tear off only what you have 
used, no waste. Thumb hole below clamp makes 
easy handling. 
Clip holder for keeping notes right in sight until 
matter is disposed of; grooves for holding pen or 
pencil. 
Finished in quartered oak and mahogany. 
Dealers: 
With every order, we furnish advertising display cards. 


Circulars are furnished, bearing space for your imprint. 
Write for prices and trade discount. 


APEX MEMO PAD CO. 


611 Washington St. BOSTON, MASS. 
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ommittee re- 


Dealers will find helpful information in the 
port on pens and pencils on page 145 of this issue. The re- 
port was presented at the Atlantic City convention of the 
National Association of Stationers and Manufacturers. 


Boston, Mass.—Guy W. Hart, who has been with the 
Joseph Dixon Crucible Company eleven years, has suc- 
ceeded H. B. Van Dorn, Jr., as New England represen- 
tative. 

Bridgeport, Conn.—William E. Haggerty has joined the 
sales organization of the Joseph Dixon Crucible Company, 
traveling Rhode Island and Connecticut. He had been 
with the Columbia Graphaphone Company previously. 

Los Angeles, Calif—William Ormiston returned within 
recent weeks from an Arizona trip as représentative of 
The Wahl Company. 

New York, N. Y.—R. Franz has succeeded the late Wil- 
liam F. Pilcher as Eastern sales manager for the Parker 
Pen Company. 

New York, N. Y.—R. A. Benoy of the L. E. Waterman 
Company, returned from a business trip to London via 
Quebec. His vessel ran through the tremendous storm 
which swept the Atlantic. 

New York, N. Y.—W. H. Kernan, export manager for 
the L. E. Waterman Company, has returned from an ex- 
tended business trip which included Honolulu, Manila, 
Hong Kong, Shanghai and other Chinese points. 

Portland, Ore.—Among traveling men who called on the 
local trade in recent months was John S. Stephens, of the 
American Lead Pencil Company. 

San Francisco, Calif.—Angy Thomas, of Eberhard Faber, 
is due to return shortly from his six-weeks’ trip through 
the Northwest. territory. Mr. McElroy is covering the 
California valley and Southern trade. 


What Becomes of Advertising Managers? 


Printers’ Ink Monthly ran an article on “What Becomes 
of Advertising Managers,” in which several prominent ad- 
vertising men were quoted. Jack W. Speare, of the Todd 
Protectograph Company, delved into figures to make the 
point that most of them “arrive,” and many attain posi- 
tions of greater responsibility than the direction of adver- 
tising campaigns. The importance of the advertising man- 
ager in any organization depends on the line operated. In 
a mail order business he may be merchandising manager 
as well as advertising manager, as in this work the two 
branches of marketing are more closely interwoven, per- 
haps, than any other business. In other organizations the 
advertising man has equal rank with the sales manager. 
Often the advertising man is an adjunct to the sales man- 
ager. Obviously, the higher type of advertising man is 
a stable factor in his concern’s activities, and often sad- 
dled with responsibilities not usually included in “advertis- 
ing” practice. 

In making his analysis of “What Becomes of the Ad- 
vertising Managers,” Mr. Speare took the membership list 
of the Rochester Advertising Club for 1916. There were 
thirty-four members at that time advertising managers of 
Rochester concerns. He traced each individual to date, 
and grouped them as follows: Holding better advertising 
jobs with same or other concerns, 9; still on the same job, 
12; changed to selling end of advertising, 3; in business for 
themselves, 5; joined the editorial staff of Printers’ Ink, 1; 
deceased, 3; unaccounted for, 1. 

Mr. Speare then studied the national field of advertising. 
The current membership list of the Association of Na- 
tional Advertisers was checked back against the list for 
1917—the time elapsing having been rife with upheavals, re- 
trenchments, reorganizations, etc. There were 255 names 
on the 1917 list rating the representatives as “advertising 
manager.” The 1922 list showed that eighty-seven in- 
dividuals were still in the same positions out of the 255 
listed in 1917. Many of the names in the 1917 list were 


those of individuals who would have been eligible to the 
draft. 
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Give a Thought 
to Pins 


Pins are so commonplace that the 
average user gives no thought to 
them, so long as they’re good. And 
there’s the point—on 


Those Good 
Crescent Pins 


Uniformly good—keen points, solid, 
with ‘‘comfortable” heads, that push 
the points through thick wads of 
paper and “‘stay put.” Our pride 
in making good pins is your assur- 
ance of unvarying quality. 


Bank Pins-——-Pyramid Pins 


Crescent Brass & Pin Company 
Detroit, Michigan 


Western Representatives: Southern Representatives: 

BERT M.MORRIS COMPANY PHIL F. WEBSTER 
444 Market St., San Francisco Box 873 San Antonio Texas 
STHUOUULNAUNNNUNNNAUANNUNNAUUENNEOUAUOONNUOGNUOONUU AGA OGUUOONUOANOUOGGU EEUU 





THE RUSH-FRASER DE LUXE 


The IDEAL Ink And Typewriter Eraser 
Used by Uncle Sam 


in engineering and governmental departments 


Used like a pencil; just a stroke and the letter or ee is erased- 
For quick, clean, invisible erasing it is incomparable. 


RUSH FRASER 


An IDEAL Office Equipment Specialty 

combining luxury and economy 
THE FLEXIBLE DIAMOND 
BRUSH — ITS SECRET 


—_—_ 


Sells at Sight to typists. steno- 
graphers, bookkeepers and 
draftsmen 
Made in 14K Gold finish. At 
your dealers or mailed direct 
stpaid insured for 50c in 
ante Order or stamps. 
Liberal terms to the trade. 
Assembled twelve in handsome 


SK bs 19 Ls SEE IT gold and silver display carton. 


F at os BRUSH ITS SECRET 
“ Rush Eraser 
Company 


9200SA&K 
Building 
SYRACUSE, 













Representatives for 
ollan 
and Dutch East Indies: 
BLIKMAN & 
SARTORIUS 


Amsterdam 


and Sourabaia. Java 











Accurate Results Secured 
Users of the National Non-Slip Ruler 


The ruler is made from flexible steel accurately 
graduated, having a Red corrugated rubber base, 
prevents slipping, which is so essential to the user. 
The combination of steel and rubber used in our 
Non-Slip ruler makes our product unusually attrac- 
tive and, above 
all, it assures 







s. 


Efficient 
Work 






National Rulers are modern 
in every respect. They rep- 
resent the greatest advance- 
ment in ruler manufacture. 
~ We make them to English 
and Metric standards. The edges are true and 
smooth. The rubber is undercut, which avoids 
danger of inky fingers and blurred lines in ruling. 





Catalog and Price-list mailed on request 


National Rule Company 


Manufacturers 


Rochester New York, U. S. A. 


















Afico 


WOOD-STEEL 


Files 






Thousands of them 
in use and there will 
be many thousands 
more when the new 
improved kind be- 
comes better known. 


Afico Cabinets, with 
steel files on easy 
rolling, load bearing, 
rear extension slides, 
are guaranteed to be 
the best low priced 
cabinets made. 


Four Drawer Skeleton Sides Ketails............ $20.00 


Letter Size Finished Sides Retails............ $24.00 
Oak or Mahogany finish, made in two, three and four 
drawer Letter and Cap sizes 

Write for complete details, catalogs and prices. 


AFICO Department 


THE AUTOMATIC FILE & INDEX CO. 
143-243 N. 10th Street, GREEN BAY, WIS. 
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“The best is always the cheapest” 
—and lives longest 


For over fifty years 


The Gibson Line 
has been the standard 


for Note~Draft and Receipt Books 
Manifold Books, Bill Heads, etc. 


C.R.GIBSON & COMPANY 


826-828 Broadway at 12" St, New York City 


Publishers of Books for Wedding Day ~ Graduation Day ~ Baby Records 
Se Te oo ~ Motizes aad Har School’ Helps 


ee 
































More Profit By Better Display! 


One half-gross of high-grade Eber- 
hard Faber products are now packed 
in a beautiful, high-polished, mahog- 
any stand, ready to place on your 
counter. 

This stand is very attractive and will 
enable you to turn your stock quickly. 


It is a permanent display and can be 
easily refilled. 


Contents of Assortment 


24 No. 1582 Mongol (with clips) 6 No. 555 Extra Blue 
12 No. 601 Van Dyke 6 No. 556 Extra Red 
12 No. 82 Mongol Penholders 3 No. 726 Ruby Ink 
6 No. 780 Mongol Copying 3 No. 728 Ivy Ink 





EBERHARD FABER 


No. 29 “Diamond Star” Assortment. a 
The Oldest Pencil Factory in America” 


An attractive counter piece and an 
effective silent salesman. NEW YORK 


> 
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Dealers will find helpful information in the reports printed 


on pages 137, 138, 142, 145, 150, 164, 170, 173, 174, 184, 194 ana 
204 of this issue. They were presented at the Atlantic City 
convention of the National Association of Stationers and 


Manufacturers. 


Bethlehem, Penna.—H. M. Paul has succeeded: Robert 


B. Weand. 

Binghamton, N. Y.—Stephens & Company has incor- 
porated, succeeding the partnership of Stevens & Company. 
Henry A. Stephens and Chester W. Stephens, who con- 
ducted the original business, passed away some time ago. 

Brooklyn, N. Y.—The Louis Cahn Stationery Company 
business; capital 





will organize to conduct a stationery 
stock, $10,000; | J. Lucas and M. Cahn; 
attorneys—H. S. aad CG. Suckvsdl. 215 Montague street, 


Brooklyn. 

Brooklyn, N. Y.—The F. 
facturer of stenographers’ 
cards and filing supplies, 
York to the factory in the 
233 Thirty-seventh street. 

Buffalo, N. Y.—The H. L. Hagen Company has opened 
a commercial stationery and printing business at 518 West 
Elmwood avenue. Mr. Hagan was formerly a salesman 
with Adams & White, 94 Pearl street. 

Camden, N. J.—John D. F. Morgan Company has opened 
a commercial stationery store at 41 North Third street. 

Chicago, IIL—E. Y. Horder left in October for his plan- 
tation in Alabama. 

Chicago, Ill—A complete display of Dennison commer- 
cial tags and accessories was an October window feature 
by the Burr-Vack Company. 

Chicago, Ill.—L. A. Carrithers visited in New York after 
attending the convention of the National Association of 
Stationers and Manufacturers at Atlantic City. 

Chicago, Ill.—The new warehouse of S. S. Stafford, Inc., 
1500 South Western avenue, affords three times the area 
available at the former place, 62 West Kinzie street. 

Chicago, Ill—L. S. James, special representative of the 
Northwestern Paper Goods Company, visited the factory 
at St. Paul in October. He reports that the “Leatheroid” 
red rope department at the mill had doubled its capacity. 

Chicago, Ill—F. P. Seymour, of Horder’s, Inc., made a 
two-day trip to Hudson, N. Y., in October. He used the 
“Century” both ways. The First National Bank of Hudson 
opened for business in its new building, and Mr. Seymour 
was the first depositor. His uncle, William Seymour, is 
president of the bank. Mr. Seymour presented a photo- 
graph of the president to the institution. 

Decatur, Ill.—The Decatur Paper Company has incor- 
porated to manufacture, buy and sell paper and paper prod- 
ucts of all kinds, etc.; capital stock, $50,000; incorporators 
—William Clarence Westervelt, 866 North Monroe street, 
Lola Alice Westervelt and O. Lander Hammond. 

Dubuque, Iowa.—The Supreme Ink Company has incor- 
porated to manufacture inks and allied products; capital 
stock, $50,000; incorporators—John Jansen, Welker 
Schaller and A. Laderquist. 

Holyoke, Mass.—Charles G. Neidel has been promoted 
to a position in the papeterie department of the American 
Writing Paper Company, under George M. Holbrook. 

Jefferson City, Mo.—The Hugh Stephens Printing & Sta- 
tionery Company plans the erection of a new store build- 
ing, which will cost ap proximately $45,000. 

Los Angeles, Calif—Charles H. Hyatt visited the local 
trade in the interest of the American Clip Company. 

Milwaukee, Wis.—George Plehn has established the Com- 
mercial Stationery Company at 1220 Vliet street. Mr. 
Plehn was for many years with the Siekert & Baum Sta- 
tionery Company. 

New Orleans, La.—The New Orleans Blueprint & Sup- 
ply Company has opened at 824 Union street, carrying 
complete stocks of Keuffel & Esser drawing and engineers’ 
supplies. 

New York, N. Y. 


J. McCart!:y Company, manu- 
and composition books, index 
has moved its office from New 


3ush Terminal building No. 1, 


The Paramount Supply Company, 200 
West Fiftieth street, has opened for business. 

New York, N. Y.—The Hudson Terminal Printing Com- 
pany has opened its third stationery store in the Hudson 
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THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


Here’s a simple device that enables the office 
boy to bind into book form “in a jiffy” any kind 
of loose leaf records. 


The “F-B” Loose Leaf Holder 





Pat. May 13, 1918 


is adjustable to any distance between punch holes 
and to any size of paper. 
Advantages acknowledged in numerous testimonials. 


The retail price is $3.50 a dozen with liberal 
discounts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N. Y. 


(Chicago Office, Frank Z. Woods, Mgr., 180 No. Market St.) 
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self— 
inking 


STAM P PAD 


THE SOLO STAMP PAD WILL GIVE 
PERFECT IMPRESSIONS 365 OAYS 
IN THE YEAR UNDER ALL CON- 
DITIONS. 


It is not a felt Pad 








SOLID STAMPING SURFACE 
(patented) CANNOT SAG OR FLOOD 


There are no spongy layers of felt underneath bongs 
surface. The reservoir automatically fe 

smooth surface with just sufficient ink (patented) ter 
clear, even impressions as illustrated above. 


DEALERS 5% Stock thie new pad. It is a a felt 
The new patented 1 sell the pad on 





Adopted by hundreds of big Rail- 
roads, etc., because it costs no more. Less 

Bigger sales for you. ptive booklets for - 
tion free with your order. Write for booklet and prices. 


PEERLESS 8 
CARBON & RIBBON MFG. CO., INC. 


113 WEST BROADWAY NEW YORE CITY 
16 
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Vertical 
File 

Folders naan ie 
3 grades = 


FILING FOLDERS are naturally a permanent part 
of any office equipment business. There are three 
distinct grades which dealers, in general, demand: 
FIRST: The folder of unusual strength, of the best 
quality and attractively finished, to serve a dual ca- 
pacity as filing folder and guide. 
SECOND: The folder of medium grade, tough and 
long wearing, serving all moderate demands. 
THIRD: The folder that is subjected to very little 
wear, and is bought solely on a price basis. 
The three qualities of the ROBARCO LINE— 
Swederope Tag, Robarco Tag, and Railroad Tag— 
in various weights and all standard sizes, cover sat- 
isfactorily every want. 

Send for samples, catalog and dealer’s discounts. 

Manufactured by 


ROCKWELL-BARNES COMPANY 
820 S. Wabash Ave. Chicago, Illinois 
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PRESTO 


Inkstand 


AUTOMATIC CLOSING 


A real advance in inkstand design—auto- 
matic closing against dust and evaporation, 
easy to fill and clean—no complicated parts. 
Base artistically shaped for convenient pen 
rack and pin cup. 
PRESTO will have a big sale this coming 
season. Its merits explained to the public 
Retoils are producing new busi- 
ness continually. Send us 
an order and try it out. 
Write today. 


Bachrach Specialty Co. 
2275 Third Ave. New York, N. Y. 
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Terminal Concourse. It is located near the Fulton street 
entrance. ; 

New York, N. Y.—The Denmor Company has organized 
to conduct a stationery business—capital stock, $25,000; 
incorporators—M. Weissberg, M. Herschaft and J. Acker- 
son; attorney, A. Ackerson, 35 Wall street. 


Oakland, Calif—A new stationery store in Oakland will 
open about October 15th at 407-15th’ street under the man- 
agement of Kling Dayer. 

Philadelphia, Penna.—The business of the Rankin Com- 
pany, stationer, engraver and jeweler, is to be incorporated. 


Philadelphia, Penna. — The Brooks Company has en- 
larged its mechanical plant, and is in a position to do fin- 
ishing work for the trade, including round-hole punching, 
perforating, eyeletting, etc. 

Portland, Maine.—Thomas P. Pye has bought the sta- 
tionery and drug store of Chapman & Wyman. Mr. Pye 
came from Westbrook, Maine. 

Portland, Ore.—George W. Skeels, representing George 
E. Fox & Company, Chicago, presented his lines to the sta- 
tionery trade here. 

Portland, Ore—H. C. Browne & Company, publishers 
and printers, 373 Yamhill street, has added stationery and 
office supplies to its activities. 

Portsmouth, Va.—The Portsmouth Stationery Company 
has moved to 305 High street. 

Quincy, IlL—The Duplex Envelope Company has in- 
creased its capital stock from $350,000 to $500,000. 

Reading, Penna——W. A. W. Warner has opened a sta- 
tionery store at Ninth and Court streets. 

San Francisco, Calif.—Patrick & Company has purchased 
the building at 560 Market street, which has housed the 
business nearly ten years. 

San Francisco, Calif—Charles S. Dixon, manufacturers’ 
agent, will leave shortly for a three-weeks’ trip through 
the state, covering the Sacramento and San Joaquin Val- 
leys and Los Angeles. 

San Francisco, Calif—The employes of A. Carlisle & 
Company gave a dinner October 6 at the Bellevue Hotel in 
honor of Owen Bronson, who assumed the duties of gen- 
eral manager of the Carlisle organization September 15. 


San Francisco, Calif—Louis J. Luttiken has taken charge 
of the wholesale department of the Schwabacher-Frey Sta- 
tionery Company. He had been with the Eaton, Crane & 
Pike Company fifteen years. The change enables Mr. 
Luttiken to spend more time with his family. 

San Francisco, Calif—The Mill Valley Country Club at 
a recent election chose B. P. Upham, of Isaac Upham & 
Company, for its president for the ensuing year. Mr 
Upham expressed himself as anxious in the near future, to 
assume the role of host to the San Francisco stationers in- 
terested in golfing. 

San Francisco, Calif—I. O. Upham and familv have 
given up their attractive summer quarters on the Russia” 
River and returned to San Francisco for the winter.—C. 
A. Newcomb, of Isaac Upham & Co., reports that business 
is strong and the approach to normalcy is becoming more 
apparent all the time. 

San Francisco, Calif—Among the out-of-town represen- 
tatives who have recently called on the San Francisco trade 
are “Billy” Metzger, of the C. R. Gibson & Company, Jack 
Shields, of the Work-Organizer Company, the. Elsane Com- 
pany, and the Key-Kase Company, of New York; F. W. 
Baxter of the National Bank Book Company; Charles 
Hyatt, of the American Clip Company and Defiance Man- 
ufacturing Company. 

San Francisco, Calif—The Printers’ Board of Trade of 
San Francisco gave a dinner at the Commercial Club on 
September 28 for its employees. A motion picture entitled, 
“The Romance of Paper,” was shown. It gave the manu- 
facture of paper in all its processes. Short talks followed 
by D. M. Carlisle; Thomas Simmons, of the San Francisco 
Chamber of Commerce; Dr. Robert Gordon, of the Congre- 
gational Church, and others. 

Seattle, Wash.—The Lovejoy-Anderson Stationery Com- 
pany had a formal opening of its new store at 404 Union 
street, October 4. The former location was 705 First ave- 
nue. The company handles a full line of office supplies and 
stationery, and does a printing and engraving business. 

Topeka, Kans. — John D. Turner has been assigned 
Northwest Kansas as sales territory by the Hall Litho- 
graphing Company. He will travel in an automobile. 
Hall’s now has eleven on the road-selling force. 

Toronto, Ont., Canada.—The Century Ink Company, J. 
J. Kearns, manager, is manufacturing inks and adhesives 
at 5 Macdonnell avenue. 
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THE CLIMAX LINE DATER and 
NAME PLATE DATER can also be 
furnished with Wheels for all lan- 


aa SAR AE OD A SERIES of CLIMAXES 
ee " The Greatest TIME SAVERS on the MARKET 


These Machines are ALL METAL (with the ex- 
ception of the Rosewood handle) with metal 
type and figures, giving neat, clear-cut impres- 
sions. They are self-inking, dust and rust 
proof, absolutely accurate, compact, neat and 
of exceptional appearance. The Climax ma- 
chines do identically the same work and in 
just as satisfactory a manner ag the highest 
priced. Our guarantee is given with every 
machine. Prompt deliveries. 


guages. THE TRAUT & HINE 
M’F’G CO. also make thumb tacks, 
pencil clips and the well-known 
“Kon Kave Kut” Pencil Sharpener. 


CLIMAX NUMBERING MACHINE 


Patented, other patents pending CLIMAX LINE DATER 


Patented, other Patents Pending 














Six Wheels 

















T to 999,999 Our proposition fer dealers 
Three and agents in all countries 
Movements: of the world is an attractive 
— ANSWERED one. Write for our illus- 
epeat, ’ 
Duplicate. JUL 15 20 trated catalog. 
Facsimile of Imprint 
ee m 


LI 


THE TRAUT @ HINE M’F’G CO. 
3 1 UNION SQUARE, NEW YORK CITY, U. S. A. 
123456 FACTORY, NEW BRITAIN, CONN., U. S. A. JUL 15’20 


Facsimile of Imprint Export Department for Europe and the British Empire, 9 and 10 Cheapside, London, E. C. Facsimile of Imprint 

















, 
The Good 
Band G 
Roll Top 


New business meth- 
ods have reduced the 
proportion of roll- 
tops in use although 
business has increased 
so that practically as 
many roll-tops are 
sold now as pre- 


viously. 


Length Depth Height Weight & 
No. B-189 60 in 34 in 43 in. 320 Ibs. 
No. B-187 54 in 32 in. 43 in. 300 Ibs. 
No. B-185 50 in 32 in. 43 in. 290 Ibs. 


BENTLEY and GERWIG have an extensive line of flat-tops sold Bentley & Gerwig 


in almost all the world’s markets, yet B & G workmen have not 
forgotten their skill in building roll-tops and fitting roll curtains Furniture Co. 
PARKERSBURG - 7 W. VA, 











that operate readily under all conditions. We recommend this line 
and solicit your orders. 
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“NEVER LOSE” 
DUPLEX ERASER 


with the brush and pat- 
ented hook to fit the 
frame of any typewriter 
and the 


‘“OWL”’ PEN and 
PENCIL CLASP 


nicely engraved, blunted 
end to safeguard the 
pocket and patented 
spring clip, are two new 
live specialties recently 
added to the 


Indispensable 
ARGUS LINES 


Every Aigus product is an ex- 
pression of excellent work- 
[ manship and utility. 

We make a complete line of 
PAPER FASTENERS 
PEN AND PENCIL CLIPS 
ENVELOPE MOISTENERS & 
TYPEWRITER ERASERS 

Write your jobber for samples 
and discounts or order direct. 
» ARGUS MFG. CO. 
/\ 1134N. Kilbourn Ave. Fall Size 


CHICAGO, ILL. 




















y% OF ACTUAL SIZE 





















































Order your stock of the NEW 
IMPROVED U-KUT-EM INDEX 
TAB immediately and be ready to 
secure the early Fall business. 


Tab is heavier—cambric lined— 
and fully protecced by U.S.A. 
and Canadian patents. 


UNIVERSAL INDEX TAB CO. 
435 Central Bldg. Seattle, Wash. 
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66 bs 99 
Universal” | 
Spells Quality 

Check this Perfect Calendar Pad = 


AGAINST 3 
Your Stock, Point for Point. 3 


Uy 


Point 1 Proper Packing z 
Point 2. Perfect Register in turning leaves = 
Point 3. Alignment Correct = 
Point 4 Fits Stand z 
Point 5 No Ragged Punching 2 
Point 6 Perfect Pad : 


We Know. We Make It! 


UNIVERSAL OFFICE DEVICES Co. 
56-58 EAST SUPERIOR ST., CHICAGO, U.S.A. 
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—— HANNAH 





A Man’s Vest Pocket Has Room 
for This Little Box 


yet it contains enough 
INKLETS 

to make a full quart of 

excellent wniting ink. 


Coiors; Blue-Black, Red, Green, Violet. 


Cost: Saves 50% to 60% on cost for 
ordinary liquid ink. 


Sold at stationers. Samples free. 


GENERAL ECLIPSE CO. 


Dept. A Danielson, Conn. 
The Ink 
Perfect 






Tablet j 


iGars 
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Dealers will find helpful information on the subject of rub- 
ber stamps and numbering machines on pages 157 and 208 of 
this issue. They were presented at the Atlantic City conven- 
tion of the National Association of Stationers and Manu- 


jacturers. 


Chicago, Ill—Gust Meyer, of Meyer & Wenthe, took in 
the world series baseball games in New York. 

Chicago, Ill.—C. A. Safford, of the Safford Stamp & Seal 
Works, returned from his European trip October 9. 

Chicago, Ill—F. W. Hommell, secretary of the American 
Numbering Machine Company, made his annual Western 
trip in October. He spent ten days covering the field at 
Chicago, St. Paul, Omaha and Topeka—Ward Lincoln, of 
the Chicago office, visited the trade at Louisville and In- 
dianapolis in October. 

Detroit, Mich—The Foerg Numbering Machine Com- 
pany has moved from 25 West Jefferson avenue to 518 
Cherry street. The company sells and repairs numbering 
machines, check writers, paper fasteners, time stamps and 
“Lightning” mail room equipment. 

Los Angeles, Calif—The Southern California Rubber 
Stamp Company is now in its new plant, 729 Spring street, 
across the street from the old location. 

Newark, N. J.—Thomas H. Cox & Son is now operating 
at 516 Broad street. In addition to rubber stamps, the firm 
does a stationery and printing business. 

New York, N. Y.—Chas. P. Rice, sales manager of the 
Peerless Ribbon & Carbon Manufacturing Company, has 
been stimulating sales for “Solo” stamp pads during the 
course of a trip including Richmond ana Norfolk, Va., 
Washington, D. C., Baltimore, Md., and Philadelphia, 
Penna. 

San Francisco, Calif—Patrick & Company, 560 Market 
street, has secured immunity from rent increases by buy- 
ing the building in which.the business is located. The com- 
pany has been a tenant for ten years. 

San Francisco, Calif—The Pacific Coast Districts Nos. 
7 and 8 of the International Stamp Manufacturers’ Asso- 
ciation will hold the annual Convention in San Francisco 
November 23-25, with headquarters at the Palace Hotel. 
All the rubber stamp firms of the coast are expected to be 
present. 

Washington, D. C.—R. L. Lamb, of the Lamb Seal & 
Stencil Company, took a week’s recreation at Atlantic 
City. 


July Trend in Printing and Paper. 

That printing and paper sales and purchases for July 
were practically the same as those of a year ago, is indi- 
cated in the monthly chart of printing sales and purchases 
issued by the department of general service of the Ameri- 
can Writing Paper Company of Holyoke, Mass. 

July shows a falling off in printing sales from the month 
of June. This condition is undoubtedly a continuation of 
the effect of the seasonal drop, and of the recent railroad 
and mine strikes. A rather interesting feature, however, 
is the fact that paper purchases show an increase over the 
preceding month. 

Conditions have been so uncertain during the past few 
months and fluctuations in the printing business have 
been so rapid, that it is almost impossible to draw any 
conclusions as to future business from the 1922 figures. 
On the other hand, past experience has amply proven that 
the printing industry feels the effects of improved busi- 
ness conditions or a period of depression several months 
after these have become very evident in general business. 

All available statistics seem to point to a period of pros- 
perity; and the settlement of the coal strike and railroad 
shopmen’s strike have already resulted in considerable in- 
crease in business in almost every industry. It is, there- 
fore, reasonable to assume that the printing and allied in- 
dustries are headed for a period of prosperity. This is 
particularly true because of the big movements being con- 
ducted toward the elimination of waste and the adoption 
of definite standards in paper, printing equipment and 
finished product, and on increasing use of all kinds of 
paper for direct advertising material. 











Your Carbon 
and Ribbon 
Business 


is always subject to competition—cheap, 
so-called “cut-price” goods attack on one 
side, high pressure sales talk from “direct- 
by-mail” manufacturers on the other. 
MILO Typewriter Ribbons and Carbon 
Papers will help you beat this competition. 
Our location permits operating at less 
overhead and less labor cost, which advan- 
tage is passed on to you. MILO products 
have been proven time and again quality 
goods. Put up in our artistically engraved 
boxes and carrying your own imprint, they 
give you a splendid opportunity to cash in 
on the personality of your business. Write 
us today. 


MILO BREQN&GORFGRATON 


any ae N. Y. 





























Carton contains 
I dozen rolls 
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Fogewater Paper (6mpany 


MENASHA 


Preferred Paper Products 





errant) ences 


Ft ar mr 








§ 


SSOCUUUUUUEEEEOEEAUOOUOGEEEEEOUUOOUCCUGEEOEGUOUUUEOCEEREOUAOUUOEOEEEEOEOSEEELE 


QO. K. Even Print Device 
for the Multigraph 


Every Letter an Original 


You invested your money in the Multigraph 

to attain results in your advertising — do 
you realize that the heavy short line reduces 
those results? 


Your prospect knows that with actual type- 
written letters the ‘Dear Sir” and “Yours 
truly” are not heavier than the body of the 
letter. To keep him from throwing your letters 
in the waste-basket, you possibly tried filing 
down the type to lighten the impression, and 
spoiled whole fonts of type so that many char- 
acters failed to print up on subsequent letters. 
Why take a chance on this when you can 
remedy the whole matter with the 


O. K. Even Print Device 


SEND FOR SAMPLES OF WORK 


O. K. MULTIGRAPHING CO. 
Lincoln Building - Philadelphia, Pa. 
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Save Time and Eliminate Unsanitary Drudgery 


6 Models (Hand and Electric) $3.00 to $150.00. 


One suited to the requirements of every 
office, whether the daily mail is 25 letters 
or 150,000. 


Standards are the most efficient, durable, 
and widely distributed envelope sealers on 
the market. 

Used by all U. S. Government Departments, 
prominent banks, public utilities, and by 
large and small concerns in every line of 
industry. 

Over 50,000 in daily use. 

DEALERS AND OFFICE SPECIALTY SALESMEN: 
We have an interesting proposition to make you 


if we are not already represented in your district. 
Write for details, stating territory covered. 


Standard Envelope Sealer Mfg. Co. 


Revere Boulevard, Everett, Mass. 
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Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer. 


The Everready Manufacturing Company, Boston, Mass., has 
a booklet on its paper fastener. 

The New Orleans Stencil Works, New Orleans, La., printed 
a new seventy-two page catalogue. 

Republic oak transfer cases are described in a circular from 
The Republic Box Company, Cleveland, Ohio. 

A folder descriptive of the Chicago reminder clock is cir- 
culated by the icago Reminder Clock Company, 923 North 
LaSalle street, Chicago, Til. 

A broadside devoted’ to Christmas seals in five-cent pack- 
ages is distributed by the Tablet & Ticket Company, 1015-21 
West Adams street, Chicago, 4 

Circulars descriptive of the ‘‘No-Tack” drawing board show 
the device made by the Engineering Products & Supply Com- 
pany, 147 North Long avenue, Chicago, II. 

A craftsmanlike folder in colors from the Jamestown Metal 
Desk Company, Jamestown, N. Y., brings out the points of 
merit in the company’s corporation desks. 

An illustrated folder in colors descriptive of the ‘‘Belknap’”’ 
addressing machine is presented by the Rapid Addressing Ma- 
chine Company, 46 West Twenty-third street, New York, N. Y. 

The Steel Equipment Corporation, Avenel, N. J., has dis- 
tributed a new catalogue, which includes wide units, the 
— storage cabinet, and 1200 line of interchangeable 
units. 

A broadside from The McCasky Register Company, Al- 
liance, Ohio, features the addition of a combined adding ma- 
chine and cash drawer to the company’s cash or credit 
systems. 

The Becker posting desk is lavishly shown in illustration and 
fully described in a folder prepared by the John C. Becker 
Company, 376 Broadway, Milwaukee, Wis. It is attractively 
done in colors. 

Educational Bulletin No. 6 of the F. S. Webster Company, 
Inc., details “‘The Webster Definite Selling Plan.’’ It explains 
the features about typewriter ribbons that users should analyze 
and apply in their purchases. 

Shredding machines for destroying railroad, transfer or other 
tickets, premium stamps wrappers, checks, manuscript, etc., 
are shown in a booklet by Blimfeldt & Rapp Company, 108 
North Jefferson street, Chicago, Ill. 

From the Wilson-Jones Loose Leaf Company, Chicago, UL, 
comes a bulletin in colors, ‘Practical and Inexpensive Holiday 
Gifts,’””’ showing the utility of ‘‘Buddy’’ Memos, De Luxe ring 
books and recipe books, and ‘‘Buddy” bridge pads. 

Price marking equipment of various types is shown in a 
booklet by the Soabar Company, Frankford, Philadelphia, Pa. 
Included are machines which print prices and attach to goods 
by thread and wire stitches, gummed labels, tag markers and 
supplies. 

The Lilly ‘‘Letterograph’’ is shown in a folder distributed by 
the Duro Metal Products Company, 360 East Grand avenue, 
Chicago. Il. The device is made in two sizes, and permits ac- 
curate lettering on drawings, plans, photographic negatives 
and prints, etc. 

Two mail pieces in color from The Toledo Metal Furniture 
Company are striking for the clarity of the business message 
presented One shows the Uhi ‘PosturChair’’ for stenographers 
The other is a narrative indicating the advantages of the 
‘“Workless”’ desk. 

A handsome catalogue comes from the Excello Products Cor- 
poration, 4820 West Sixteenth street, Cicero (Chicago) Ill. 
Two new grades in the Excello line are shown—dquartered oak 
and mahogany. The catalogue displays a wide variety of flat- 
top desks, including typewriter desks with drop heads and 
pedestal support for the machine. 

Standardized ‘“‘U-Need-Me” office specialties are attractively 
shown in a six-page folder issued by Geo. E. Fox & Company, 
325 West Ohio street, Chicago, Ill. Over 200 items are listed, 
including folding desk pads with work distributors, folding 
desk pads, work distributors, chair cushions and pads, glass 
desk pads and letter trays, felt inkwell and typewriter pads, 
flexible and stiff desk pads. 

A comprehensive sampie book of Mimeograph work has 
been supplied to branches and a restricted list of agencies by 
the A. B. Dick Company. It is sumptuously bound and lettered 
in gold. The book is classified, thumb indices separating the 
ninety-four leaves into demonstrations of typewriter work, me- 
chanical work, ruled forms, school work, illustrations and 
“Formagraph” jobs. 

“Making the Mimeograph More Valuable” is a leaflet in two 
colors issued by the A. B. Dick Company, 730-44 West Jackson 
boulevard, Chicago, IU. It emphasizes the utility of the 
Mimeoscope as an auxiliary to the Mimeograph for producing 
illustrated sales letters, charts, drawings, maps, diagrams, 
plans, designs, music, forms and signatures. The Mimeoscope 
has widened the field of the Mimeograph immeasureably 

Forty-eight pages of typographic excellence, with cover em- 
bossed in color, catalogue products of The Wahl Company, 
Chicago, Ill. The book lists the ‘‘Eversharp” pencil, Wahl 
fountain pen, combination sets, packing for the various grades 
“Red Top” leads, repair kits and repair parts. Color is used 
wherever the items require that attribute. The Wahl catalogue 
makes an impressive showing of variety of products and quality 
writing instruments. 

From the Conrades Manufacturing Company, St. Louis, Mo., 
comes Catalegue No. 0-22, devoted to “Better Built Office 
Chairs.’’ A comprehensive line of office chairs is shown, in- 
cluding settees, typewriter chairs, stools, costumers, waste 
baskets, etc. One page is devoted to some especially fine chairs 
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Sentinel Check Writer 


So absolute is the protection of the New 
Rotary Motion,Springless Action Sentinel 
Check Writer, that the FIDELITY AND 
CASUALTY COMPANY gives free to 
every purchaser a $10,000.00 Insurance 
Policy guaranteeing against AMOUNT 
LINE ALTERATION, PAYEE NAME, 
DATE or NUMBER CHANGE. Here 
is combined, absolute protection with 
mechanical perfection. 


Hall-Welter Company 
Rochester, N. Y., U. S. A. 


Our Sales Manager has a valuable contract for specialty 
men of proven ability. Write him. 
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IDEAL TUBULAR STANDS 









Write for 
Circular 


IDEAL No. 3 
TYPEWRITER 
STAND 


Table top measures 17 by 183 inches, height 26 inches. 
Drop leaf 12 by 184 inches, hinged on a level with 
table top. Furnished with one or two drop leaves. 


Fowler-Manson-Sherman Cycle Mfg. Co. 
William R. Manierre, Prop. 
1445-1455 W. AUSTIN AVE., CHICAGO 








’ Remanufactured typewriters | 
are GOOD typewriters— 


A Super Grade Remanu- 


factured Typewriter 


represents a superior value. It 
has gained a reputation on its 
own merits. Speedy and ac- 
curate. It is economical in op- 
eration and practically free 
from repairs. The clear and 
perfectly formed type faces 
and styles insure the greatest 
degree of legibility. And its 
most valuable asset—consist- 
ent and reliable performance 
and endurance. 


The constant demand for Super 
Grade Remanufactured Typewrit- 
ers is conclusive proof and testi- 
mony as to their merit. We have 
a price list ready to send to you. 
Ask for it. 


>| UNITED TYPEWRITER 
EXCHANGE CO. 


WHOLESALERS 
137 High St. Boston, Mass. 


Cable Address ‘“‘UNITYPEXCO’ Boston 






































Trade Mark 
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Dealers! 


Real distinctive quality in 
Carbon Papers and inked 
Ribbons at prices that are 
right. Packed under Car- 
rib Brand or Special im- 
print or in bulk. 


CARRIB 


Manufacturing 
Corporation 
ROCHESTER, N. Y., U. S. A. 
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There is this distinguishing difference about the sale 


of an office desk. Other equipment may keep in favor 
with the purchasing agent in the face of criticism because of low 
price, but a low quality desk leaves an irritating spot in the office. 
The person who uses it is in position to air his opinion frequently 
and often it is purchased for the Boss, himself. The good service 
is remembered to the dealer's benefit long after the price has been 
forgotten, and that is why we recommend National Desks. Let 


us send you complete information. 


NATIONAL DESK COMPANY 
Herkimer, N. Y. 


NATIONAL 
DESKS 




















Republic ‘Transfer Cases 





Distinctive Features are— 
Genuine Red Oak 

Absolutely Kiln-dried 

Slide on Fibre Rollers 

Label-holders and Handles 
bronze plated on steel 

Stack perfectly 

Nicely finished 


Three Sizes; Letter—Cap—Bill 


Write for prices 


The Republic Box Co. 


1693-1711 Merwin St. 
Cleveland, Ohio 





NOTE—We eell to the trade only 
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“NEW BUSINESS THAT 
CARRIES NO OVERHEAD 


ITHOUT adding a cent to 

your permanent invest- 
ment, and by utilizing your 
present sales force, Barshal 
Safe Deposit Boxes offer you 
an exceptional opportunity to 
build up a very profitable de- 
partment of your business. 
Every bank is a logical prospect. 
You will not only gain a new con- 
tact with banks, but you add to the 
influence and appeal of your pres- 
ent relations. 
Actual sales and advertising co-op- 
eration by this company is a power- 
ful factor in closing sales. Barshal 
Quality and the Barshal Unit Sys- 
tem offer unique advantages. 


Write today for information how 
you can profit by our unusually in- 
teresting proposition. 


y SH, 
STEEL EQUIPMENT CO 


CLEVELAND O 
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The Favorite No. 1280 | 
admirably suited 


for office or home. The Favorite 











There are countless reasons why AMCOIN 
Brass Cuspidors are universally sold — but 
the reason why you should sell Amcoin Brass 
Cuspidors is this: They are ready 
profit makers for the dealer that 
handles them. 86 distinctive styles and 


designs. 


Aldrich Mfg. Co., Inc. 


57 Illinois Street BUFFALO, N. Y. 
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made to order only A view of the factory shows an imposing 
plant The book shows masterly arrangement, an extensive 
variety of chairs, and splendid mechanical execution. 


Price Revisions. 

The Wilson-Jones Loose Leaf Company has notified the trade 
of changes in prices on loose leaf metals 

Revised prices on stationers’ items were 
1 by the Dennison Manufacturing Company. 

Revised price list No. 60, by the Milwaukee Chair Company, 
Milwaukee, Wis., applies to the company’s lines of office chairs. 

Price List No. 1022, applying to Catalogue No. 622, has been 
sent to the stationery trade by the Wilson-Jones Loose Leat 
Company. 

The Corry-Jamestown 
Pa., has circulated new 
equipment. 

Th Koh-I-Noor Pencil 
has advanced prices on 
foreign exchange 

Eberhard Faber, Brooklyn, N. Y., has reduced prices on gray 
rubber bands in gross and great gross packages and of “‘Ruby” 
bands in assorted boxes. 

The Sikes Company, Twenty-third street and Passyunk ave- 
nue, Philadelphia, Penna., has sent to dealers Price List No. 30 
superseding previous issues. It applies to catalogue No. 15. 


distributed October 


Corporation, 
Age”’ office 


Corry, 
filing 


Manufacturing 
prices on “Steel 
New 
the 


soem, IN. Ti, 
appreciation of 


Company, In¢ 
pencils, due to 


The Plew & Motter Department of The Workman Manufac- 
turing Company, 1200 West Monroe street, Chicago, Ill, has 
circulated Price List No. 101, dated October 23. It applies to 
Catalogue No. 46 

Accessory Advertising Matter. 

Direct mai] advertising of the Banker’s clasp is distributed 

by the Banker’s Clasp Company, 1 Shaw place, St. Louis, Mo. 


Salesmen of the Todd Protectograph Company are furnished 
with ‘‘Protectograph’”’ cigarettes for distribution to prospects. 

Shaw-Walker dealers can secure the ‘“Skyscraper’’ trade 
mark in colors for transferring to their store windows. A 
paper weight, including the dealer’s imprint, is also supplied. 

The American Vulcanized Fibre Company, Wilmington, Del. 
furnishes dealers with a display card in colors. It is cleverly 
made to slip into a ‘‘Vul-Cot’’ waste basket telling the basket’s 
story graphically. A giant reproduction of a Saturday Evening 
Post advertisement is also furnished. Stickers to attach this 
“giant” ad to the stationer’s window are included. They are 
not the mute, plain gummed stock ordinarily furnished with 
such material, but bear an advertising message to the stationer 
demonstrating the selling value of the poster. 

The A. B. Dick Company supplies branches and dealers with 
three attractive cut-outs in color. One shows the Mimeograph 
machine on a decorative panel. The others are large repro- 
ductions of some of those effective mimeograph advertisements 
with which the trade is familiar. 

Dealer. 

Dealers will find helpful information in the committee re- 
port on Co-operative Catalogue Construction on page 184 of 
this issue. The report was presented at the Atlantic City con- 
vention of the National Association of Stationers and Manu- 
jacturers. 

Stevens, Maloney & Company, Chicago, Ill., feature Christ- 
mas and New Year cards in a folder distributed for the holiday 
trade. 

The L. D. Schroy Company, Akron, Ohio, has distributed a 
booklet featuring an issue of $100,000 eight per cent participat- 
ing preferred stock. 

Stationery Catalogue No. 100 has been circulated by Cameron, 
Amberg & Company, Chicago. A complete line of commercial 
stationery is offered 

L. A. Carrithers & Company inaugurated a new cover design 


with the October issue of ‘‘Monthly Tips.’ It shows the corner 


of State and Madison streets, Chicago,—‘‘the world’s busiest 
corner.”” An edition of 17,000. was mailed. 4 
The Richmond & Backus Company, Detroit, Mich., dis- 


tributed effective advertising matter to a select list giving an 
opportunity to review the Christmas card line before the gen- 
eral public has broken the limited assortments. 

From Robert W. Wright, 114-16 Southampton Row, 
WC 1, England, comes an unique catalogue of the lines he 
sells. In a loose leaf cover are sections showing the Multi- 
stamp, the Measuregraph and Putnam’s improved cloth measur- 
ing appliance. 

A booklet of thirty-six pages and cover catalogues the lines 
of The Pruitt Company, 170 North Wells street, Chicago, Ill. It 
shows various makes of stencil and type duplicators, addressing 
machines, mail room equipment, folders, dictating and shaving 
machines, typewriters, check protectors and supplies. 

Horder’s, Inc., Chicago, Ill., has distributed the 1922-23 “Sug- 


London, 


gestion Book,” showing Christmas and New Year greeting 
ecards, gifts and supplies—including pencil sets for the chil- 
dren, Christmas seals, tags, bill envelopes, package requisites, 


desk fittings, "fountain pens and mechanical pencils. 


U. S. Postal Station at Shanghai Withdrawn. 


The United States postal agency at Shanghai, China, will 
be withdrawn about December 31, 1922. No mail will be 
dispatched to that postal station after November 30. The 
abandonment of the Shanghai station is in accordance 
with the provisions of the Washington Conference of the 
Limitation of Armament. This makes it necessary to af- 
fix foreign postage on all mail matter originating in the 
United States, destined for Shanghai. Heretofore the do- 
mestic rate applied. Shanghai is now on the basis of in- 
ternational postage rates and conditions, like other Chinese 
cities. There is one exception—parcel post packages for 
Shanghai only may weigh up to fifty pounds. After No- 
vember 30 parcel post packages for this destination can- 
not be sent C. O. D. or insured. They may be afforded 
the protection of registry. 
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Turn Spotsand Scratches 
Into Money! 





With this complete 
outfit, anybody can 
quickly and easily re- 
move packing marks, 
caster cup imprints, hot 
dish spots, lamp rings, 
scratches and deep 
abrasions without re- 
varnishing. Needed by 
every dealer and re- 
finisher. Quick, profit- 
able results. 


Outfit consists of 1 
quart each Amber 
Glaze, Ethereal Varnish 
and Leinol Emulsion, 
all ready to use; 6 
boxes assorted Block Stains; 12 assorted Shellac 
Sticks; Burning-in Knife; Alcohol Lamp; 12 sheets 
extra fine Garnet Finishing Paper; Cloth Pad; 1 
bottle each White and Ivory Spirit Enamel; Magic 
Scratch Remover; box Vernis Martin Finish Powder. 





You can repair amy damage to any finish with these ma- 


terials. Complete direction book with outfit. 


SEND NO MONEY—Just your name and address. this 
outfit. Try it. If satisfied, remit $10 within 80 da It 
not satisfied, return it at our expense and the tri costs 
you nothing. Write for this handy, money-making outfit 
at once—a card will do. 


The M. L. Campbell Company 


2332 Pennsylvania Ave. Kansas City, Mo. 














No. 429% 





No, 421% 


GRAND RAPIDS 
QUALITY 


in office chairs will make 
easy sales for dealers who 
take advantage of the sell- 
ing points. Write for new 
catalog and price list. 


Grand Rapids Office Chair Co. 
37-45 Prescott St. 
Grand Rapids, Mich. 
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A popular line of 
filing and indexing supplies 





Profitable to dealers 
for three vital reasons 


Excellent qualities 
Attractive prices 
Sold only through dealers 


Dealers seeking ways to stim- 
ulate trade find UNITED BUSI- 
NESS SUPPLIES easy to sell and 
well adapted to the needs of up- 
to-date offices. These supplies in- 
clude vertical folders and 
guides, ruled and printed 
cards and card guides, sup- 
plies for loose leaf and 
machine bookkeeping sys- 
tems. Affords oppor- 
tunity to develop and 
retain one of the most 




















Send for catalogs, price list and attractive dealer proposition. 
United Business Equipment Company 
113-121 Albany Street 
Boston,11,Mass. 








QUALIFIED 


,ADDING MACHINE PAPER. 


he ORIGINAL dozen 
roll box and the recog- 
nized quality standard 


very roll in every box is 
uaranteed to be Satisfactory 


8 8 i OP ee 7 2 ee a) 


MENASHA , YVIS. 

















Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


; Manufacturer. 

The Sales Force (Hedman Manufacturing Company) cele- 
brated its first anniversary in October. 

Tips and Nibs (The Wahl Company) gave details of a win- 
dow dressing contest ending December 23, 1922. 

Monotype (Lanston Monotype Company) included a scholarly 
contribution, “‘A Study in Type Design,”’ by Frederic W. Goudy. 
Reasons for an optimistic spirit by stationers are offered in 
he ‘Go Ahead’ Signal’’ in The National (National Blank 
Book Company). 

Security Salesman (Steel Equipment Corporation) described 
and illustrated the business of Cal Young, Charleston, W. Va., 
winner in a recent sales contest 

Opportunities for success were pointed out in ‘‘Your Choice,” 
a leader in Lightning (The Bircher Company). Thorough prep- 
aration is called the basis of success. 

Common Sense (Corlies, Macy & Company) ran an amusing 
“take off’’ on the Edison “Test Questions’ which won the 
inventor so much publicity in recent months. 

A seductive plea for portraits of field force members was 
printed in The Sales Force (Hedman Manufacturing Company) 
under the title, ‘‘Little Sermon for the ‘No Cuts.’ ”’ 

What Next? (Dennison Manufacturing Compamy) printed “Tha 
Oldest Active Stationer,’”’ crediting that record to M. Morrison, 
Mt. Pleasant, Penna., who started in the line in 1855 

The Office Economist (Art Metal Construction Company) ran 
a useful article on ‘Food a Factor in Office Output.” The 
proper diet for office workers was described in detail. 

Illustrations depicting the interiors of distributors’ stores 
abroad and at home are a big feature of The Royal Standard 
(Royal Typewriter Company, Inc.). Royal dealers have the 
knack of attractive display. 

The Skyscraper (Shaw-Walker Company) suggested the city 
and county assessor as a good prospect for steel filing equip- 
ment. Specific installations were described, including the 
papers filed and the method of handling. 

A page in Pull-Together (Eaton, Crane & Pike Company) 
should enhance the efficiency of saleswomen in charge of social 
stationery. ‘‘Making Your Hands Help in Selling’? shows how 
the hands can be used effectively in leading up to the sale. 

The Red Envelope (United States Envelope Company) printed 
“Unintelligent Competition a Large Factor in Making Indus- 
trial Consolidation a Necessity.” It was originally written by 
James Logan, general manager, for the North American Review, 
May, 1901. 

Qualified Notes (Central Paper Company) says, “Business 
Outlook Is Good,”’ and cites instances in the trade situation jus- 
tifying that statement. The indications are that stationers 
should have on hand for late fall and winter more merchandise 
than last year at this time. 

Tips and Nibs (The Wahl Company) voiced a growing dis- 
gust over the abuse of the word ‘‘Service’’ in an editorial under 
that title. C. C. Loveless indicated that while in many cases 
the word ‘“‘service’’ is a misnomer and a delusion, it has tan- 
gible expression in many stores. 

The Skyscraper (Shaw-Walker Company) told how a sales- 
man analyzed the filing necessities of a doctor's office, finally 
putting the valuable records in a filing safe, with an index sys- 
tem that gave the medical man immediate access to any rec- 
ords, even in the absence of his office assistant. 

Scrits and Good Practices (Strathmore Paper Company) com- 
mented on the increasing appreciation by printers of the value 
of good window displays. In addition to showing samples of 
their own work, printers have many attractive displays avail- 
able, furnished by manufacturers of paper stocks. 

Results (Monroe Calculating Machine Company) paid special 
attention to the use of calculating machines in the telephone 
field. An item indicating the tenacious memory of Frank 5. 
Baldwin, the inventor, showed that he could express “‘pi’’ to 128 
decimal places, a feat which he acquired at school. 

The Protectograph Bulletin (Todd Protectograph Company) 
had a contribution by H. A. May, secretary of the company, on 
‘Reason No. 999 for Buying a Star Adding Machine.’’” He em- 
phasized the character of the material and manufacturing 
processes used in the production of this latest addition to the 
Todd family. 

Developing business in inventory sheets is one of several 
helpful hints in Loose Leaf Notes (Wilson-Jones Company). 
The forehanded stationer knows the approximate volume of his 
trade in these items, and orders sufficiently in advance to have 
his shipment come through by freight, in plenty of time for the 
inventory season. : 

Telephone Facts (Kellogg Switchboard & Supply Company) 
reported a novel plan adopted by a banker to permit the teller 
to secure authorization on checks presented for cashing. At a 
pre-arranged buzzer signal the paying teller is called to his 
telephone by the authorizing officer, and it appears to the group 
before the teller’s cage that the conversation is not connected 
with anyone waiting for the payment of a check. 

The Pen Prophet (L. E. Waterman Company) devoted its 
twenty-four pages to a detailed description of the manufacture 
of fountain pens, from the various raw materials through a 
multitude of manufacturing processes into the distribution lines. 
It is an interesting narrative, skillfully written, and heightens 
one’s respect for the writing instrument that receives so little 
thought as it lightens the day’s work. The issue is liberally 
illustrated, making a reading . virtual ‘“‘personally conducted 

r through the Waterman plants. aig ‘ 
OTheciprosity” was a contribution to the Wales Visible (Wales 
Adding Machine Company) by A. F. Versen, district sales man- 
ager at St. Louis. He showed his plan of distributing Wales 
printed matter with checks he writes, on the theory of “you 
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FOR A CLEAN, 
LONG-LASTING 
IMPRESSION 








Telephone Specialties are 


Good Sellers 


Show your customer the “‘Handy Hanger,” asimple 
locking device that attaches on to any telephone 
directory and provides a ready method of hanging it 
up—keeps it always in place and handy—instantly 
attached. Made of metal and indestructible. 


Price 50c each 


The ‘“‘Handy Hangers”’ are put up one dozen on an 
attractive card for counter selling—Order yours now— 


$3.60 a card 


ALLEN & COMPANY THE COLYTT LABORATORIES 





MANUFACTURERS (ENGINEERING) 
General Offices and Factory: 565 W. Washington Street 
11-13 Vandewater St. New York, N. Y. Dept. CHICAGO 
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TRADE MARK REGISTERED U S. PAT. OFFICE 
INTRODUCING THE 


(E54 Calendesk Pad 


This new addition to the well-known Elsane line of sta- 
tioners’ specialties combines a desk pad, diary, calendar and 
memorandum pad. The memo pad consists of fifty-two 
sheets, seven perforated coupons to a page for each day of 
the year, with leather cover over memoranda when not in 
use. Besides having an excellent demand as a stationery 
specialty, the Calendesk Pad has great merit for adver- 
tising purposes when carrying the imprint of your name, 
"phone, address, etc. 


Made in 27 styles, stiff or flexible, with three 
different styles of fillers for the memo pad. 
Order your sample now and write for prices and circulars. 


SAINBERG & COMPANY, Inc. 
65-67 W. Houston St. NEW YORK, N. Y. 


Middle Western Representative: 
John W. Messimore, 103 S. 7th St., Goshen, Indiana 








on quality for success. 








C. HOWARD HUNT PEN CO 
CAMDEN, N.J., U.S.A 
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THE ORIGINAL “GEM”? PAPER CLIPS 


ARE UNEQUALED FOR QUALITY AND FINISH 


Thirty years ago we placed on the market the first 
“Gem” Clip, destined to be the best and most popular 
paper clip known the world over. The history of this 
bit of twisted wire is a romance in itself, and is in- 
timately bound up with Black Box history. The 
original “Gem” clips were put up in Black Boxes, bear- 
ing the Cushman & Denison label. This label, on the 
Black Box, has been for thirty years, and still is to- 
day, a guarantee of the finest quality and finish 
obtainable. 


Your best trade wants the BLACK BOX—Supply them. 
CUSHMAN & DENISON MFG. CO. 


120-126 11th Avenue NEW YORK CITY 

















OUR letterheads and busi- i 
ness cards are your press } 
agents—your advanced guard. | 
For the integrity and financial 
standing of your organization | On Ocean Front Fireproof 


is reflected in your stationery, 
; The Breakers 





We know that the fate of your 
letters lies in a measure at the 
mercy of the engraver’s skill. 
But copper and steel plate en- 
graving with all its kinks and 
turns is no mystery to us. We 
have learned the knack of do- 
ing better work well. 


| 
Let us send you an estimate on | 
| 


cards, etc. 
| ATLANTIC CITY, N. J. 


| 

| Comfortable, airy bed-rooms. Luxurious lobbies 
with spacious verandas and sun-parlors over- 
looking the ocean. Hot and cold running sea 
water in all baths. An ideal sojourn for those 
seeking rest or recreation. Evening concerts. 
Dancing. Reduced Fall and Winter rates. 


your next stationery order. 
AMERICAN AND EUROPEAN PLANS. 


The American Embossing Co. 


| 
Golf Privileges Fireproof Garage 
192-96 Seneca Street BUFFALO, N. Y. | 


JOEL HILLMAN, Proprietor 
































No. 583 New “Duralumin” Handle Eraser 
This handle will not split nor crack, nor will the blade come out. 







—— ft MILLER BRO'S 
ee — BOWL POINTED 






@MILLER BROS 


tr BOWL POINTED 


KORMILLER BROS 
*~ BOWL POINTED 


The Original Bowl Pointed Pens. Styles to Please All Hands 
Meriden, Conn. MILLER BROS. 305 Broadway, N. Y. 















MILLER RAND 
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scratch my back and I'll scratch yours.” Mr. Versen believes 
that if each of the men of the Wales sales organization fol- 
lowed this plan, approximately 4,000 users and prospective users 
of adding machines could be reached each month, assuming an 
average of ten checks a month written by each Wales salesman. 

Business (Burroughs Adding Machine Company) included in 
an even dozen cf important articles one by Arthur H. Little on 
“He Merchandises by Formula.”’ It shows how a retail druggist 
has systematized his business. 

Whispers (The Noiseless Typewriter Company) published a 
bank issue simultaneously with the annual convention of the 
American Banking Association in New York. Several pages 
showed imposing banking buildings equipped with the Noise- 
less typewriter. The organization of the Noiseless factory at 
Middletown, Conn., was detailed in a manner that appeals to 
business executives 

Dealer. 

The Shepard Staff (Henry O. Shepard Company) ran an 
article of interest to radio fans on ‘“‘Kidding the Actors.” 

Diamond Dust (Hall Lithographing Company) ran a discus- 
sion on ‘‘Whistling.”” It covered the crime of piping up in the 
print shop, which throws all the comps. out of register. 

“Printing,”” in The Grasshopper (Skinner & Kennedy Sta- 
tionery Company) proves that not only is printing ‘the art 
cre of all arts,” but the preservative of civilization 
as well. 

Pliny’s Bulletin is a merchandising house organ issued by the 
Pliny L. Allen Company, 715 Second avenue, Seattie, Wash. A 
“catch line’ is reassuring to customers: ‘Prices quoted are 
those prevailing at the time of mailing—you will be given 
advantage of any change in price.”’ 

*‘Penpushers” in The Office Cat (The Richmond & Backus 
Company) narrated an incident in which this appellation was 
used derisively. The writer recalled a case while with the A. 
E. F. in France in which a forced march was made. Robust 
men in mechanical and laboring lines fell out of rank. Slighter 
men from office and store, with more stamina, completed the 
march with honor. They had the moral courage that the 
stronger men lacked. 

Parrottalks (Matt Parrott & Sons Company) commented on 
the number of youthful exhibitors of prime cattle at the Iowa 
state fair. It showed the value of the “cattle clubs’’ so gen- 
erally sponsored by country bankers, enabling the youngsters 
to acquire blooded stock. In nine cases out of ten, the animals 
shown by the girls were better trained and groomed than those 
exhibited by boys and men. 

Internal. 

The Strathmorean (Strathmore Paper Company) printed an 
imposing list of prize winners at the Fourth Annual Harvest 
Exhibit, Mittineague, Mass. 

The Bi-Weekly Gill-O-Gram (The J. K. Gill Company) nar- 
rated an interesting reminiscence in ‘‘After Ten Years.” It 
told how a disgruntled customer came back into the fold after 
a lapse of ten years, to buy school supplies for his little girl. “A 
little child shall lead them.” 

The Hand-Clasp (United States Envelope Company) had an 
illustrated page showing the store of Plimpton’s, Hartford, 
Conn. John J. McDonald, the manager of the store, greeted 
the reader from the page. The store is an activity of the 
Plimpton division of the United States Envelope Company. 

Mimeo-News (A. B. Dick Company) is the most recent en- 
trant to the house organ field. It is issued “For and By the 
Big Mimeograph Family.” The first issue abounds in helpful 
sales information, and, like the envelope enclosing it, is a 
fine demonstration of the joint craftsmanship of the Mimeo- 
scope and the Mimeograph, with important contributions by 
the other apt stencil-maker, the typewriter. 

For the House Organ Editor. 

The Patterson-Gibbs Company, 440 South Dearborn street, 
Chicago, Ill., has an attractive assortment of holiday cuts in 
cne and two colors. 

Beginning with the October issue The Printing Art, Cam- 
bridge, Mass., commenced the publication of a special depart- 
ment on ‘‘House Organs.’’ 


Gluing Course Added by Forest Products 
Laboratory. 

Executives and salesmen from thirteen states and from 
Canada, representing fifteen wood-using industries, at- 
tended the September short courses given by the Forest 
Service at the Forest Products Laboratory, Madison, Wis. 
The registration totaled forty-four. 

The regular courses in kiln drying of lumber and in crat- 
ing and boxing, which have been given for the past three 
years, were repeated. In addition, two new courses were 
instituted—one in the gluing of wood, and one for lum- 
ber salesmen. All four courses will be repeated about the 
middle of January. 

The new gluing course shows the advantages of different 
glues for various uses and also demonstrates the best meth- 
ods of application. Some of the points discussed are the 
effect of species, moisture content, afid temperature of the 
wood on the strength of the glued joint; the prevention 
of shrinking, warping, and cupping of wood; and the causes 
of and remedies for other defects common in gluing. 

The course provided for lumber salesmen covers numer- 
ous details of wood technology, such as structure, compo- 
sition, seasoning, and durability. These and other aspects 
of various lumber products are brought out to guide sales- 
men in selling a product for the purpose to which it is 
best suited. Authoritative information is also given on the 
best methods of handling and using lumber. It is hoped 
that when these facts are known to consumers of wood, 
the usefulness of each species will be increased, and much 
of the trouble which results from improper usage will be 
avoided. 





( 


a w ESS | 
CARBON 


GUARANTEE 
TE CONTENTS 








MANUFACTURERS 
New York,U.SA. 





Uniform in Results Durable in Service 


The dealer who sells Iron Clad Carbons and 
Ribbons soon leads all his competitors by reason 
of the complete satisfaction afforded the user. 
You will do well to familiarize yourself with the 
line. Write today for book of samples. 


We can give you especially good service on car- 
bonized roll paper. Let us send you particulars. 


Iron Clad Ribbon & Carbon Co. 
100 Grand St., New York, N. Y. 























The 
Stan 
Stamp 
Affixer 


The Standard Stamp Affixer. 
Known as the simplest, light- 
est and speediest on the market. Saves 
time and money. 


It is a portable safe for your postage 
stamps. 


Endorsed by thousands of well-known 
users, including: 
Standard Oil Co. 
Bell Telephone System 
United Shoe Machine Co. 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co, 
Eastman Kodak Co. 





and other prominent houses. 


DEALERS—We have an interesting proposition to make yeu 
which does not involve any outlay. 


STANDARD STAMP AFFIXER Co. 
EVERETT, MASS. 
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Leon Isaacs & Co. - Turner & Harrison 
anufacturers of 
GLUCINUM PENS 


Oy ee wa} GRADE | SILVER-ALLoY Pens 
urne arrison ECIAL 
STA S Pew: 
NDARD STEEL PENS IMPRINT PENS 
SILVER-PLATED PENS FOR THE TRADE EEN ee 


WE ARE ASKING FOR 
YOUR BUSINESS 


The Turner & Harrison Pen Manufacturing Co., Inc. 


ESTABLISHED 1876 


RussiA MOHETA PENS 




















FALCON PEN WORKS 1211-1213-1215 Spring Garden Street 
> tan unde ab teas Philadelphia, Pa. 











PHILA PA. 





= TORNER & HARRISON 
suver 290 aALLoy 


=" 












FELDMANN’S DAILY |Simplex Lever Lock Binder 
MEMO REMINDER I tans ana concen en 
Holds 325 cards for DURABLE — guaranteed for 5 years. 


your daily routine calls 

quick My Made to fit any size of sheet and diam- 
frevand $1.00 each” eter of post, with solid or sectional 
Mail us trial order post. All standard sizes carried in 
Speaeae wense stock, order shipped same day re- 
ceived. Sample binder for 
8'%4x1l sheet mailed for $1.00, 
U. S. and Canada. 
Method 


discount. 
of We manufacture other loose 
























Inserting | leaf devices for up-to-date require- ape 
ments, with liberal trade discounts. pod ey 

duplicate 

FELDMANN’S SYSTEM MFG. CO. co. 
2306-2308 Armitage Ave. CHICAGO, ILL. i 
PATENTED 











| Wecarry acomplete line of Stationers’ | 


| Glassware, Hardware and Specialties 
“The House of Service’”’ 


oe 
“DEFIANCE ©. 
4 
MANUFACTURING COMPANY | 
384 Broadway New York, N. Y. | 


Manufacturers— Wholesalers—Importers 


Largest Desk Calender House in the World. Sole manu- 
facturers of the Gem and Perfection Lines. 
No. 50 Perfection Desk Our 1923 calender catalog sent on request. 











Calender | Buoy Ink Stand 














Moore Cut-Out Thumbtacks @ 


Moore Push 
With Sharp Points for Household and School Purposes Thumbtacks 
Packed in red and green colored metal box. These superior one-piece nickel- One-Pint 


plated steel thumbtacks are fast sellers wherever displayed. Popular with 
schools, artists, draughtsmen, as well as in the home and office. 


Ask your jobber for Style O Counter Display Carton. Contains 
3 dozen boxes of any one size Thumbtack. 


Sizes No. 41, 3/8”; No. 42, 7/16"; No. 43, 1/2” 


Moore Push-Pin Company 
(Wayne Junction) Philadelphia, Pa. 


Manufacturers of the World-Famous Moore Push-Pins, Push-less Hangers, 
Screw-Knobs, Maptacks and Thumbtacks 


For 22 Years Our Products Have Been the Standard of the World 
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SOMETHING NEW /esk 
Beautifully Simple Simply Beautiful for the 
| a HOWARD'S | sk 
a | — Combination 
Table TABLE-DESK 
Stenog- 
Card Write for literat ’ 
Table on i is 
Serving HOWARD 
a 
‘ Products Co. 
= 39 W. Adams St. by - ani 
ze 
18x20 inches CHIGACO 18x36 inches 























What Does Your Card Get for You? 







Everybody recognizes character— 
even the office boy. Use a Wiggins 
Card and get into the offices you 
visit quickly, favorably. 

Wiggins Book Form cards are clean, 
finely engraved and snappy in 
appearance and “‘feel.”” They can 


them or supply them blank to your 
printer should type-printed cards 
be desired. 

Recognize the important small 
things—send today for sample tab 
and particulars. 


THE JOHN B. WIGGINS COMPANY 
Established 1857 










be supplied in many sizes and with 


: 1104 S. Wabash Ave. 
various cases. We expertly engrave 


705 Peoples Gas Bidg.—Chicago 


WIGGINS 
Eauien CARDS 














WIRE GOODS 
BANK PINS, PAPER CLIPS AND FASTENERS 
THUMB TACKS 


GEM CLIPS “CYCLONE” 


a 














Nos. 1,2 and 3 


Extra Fine Quality Guaranteed 


- Write today for Samples and Quotations 
VAIL MANUFACTURING COMPANY 


1752-58 East 75th Street, CHICAGO 





No. 639 1-2 











Also Manufacturers for the Trade 


PARAMOUNT PEN CO., Inc. 


Either in Stylo or Fountain Pens 


63 Irving Street Jersey City, N. J. 
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-y Master Craftsman tain A triumph of thirty-eight years’ experience in 

a : 7 
. Rival The er C Fountain Pen the manufacture of Fountain Pens. Wemanu- %%& 
’S facture fountain pens for the trade, and specialize on imprints for the jobbing, retailand mail 3 
4 ordertrade. Prompt service in repairs, All work is done in our own shops. hd 
. The export trade is skilfully handled. A host of busi- We make all modern designs in Lever Self-Filling, , 
> ness friends abroad testifies to our close study of their Screw Cap, Non Leakable and Slip Cap Fountain Pens; 
é requirements. also Stylos—Fully Guaranteed. 0. 
? Get in touch with us at once. Our prices assure you good profits; Beaumel quality pleases users. 
bad fy 
% D. W. Beaumel & Co., Inc., Office and Factory: 17-27 Vandewater Street, New York, N. Y. 
PE OL EL OE OL OC OL OL OL OLS 9 ED 9 9 49 99) SE: 














MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 
closed. Loose leaf sheets exert a certain amount of strain, tending to force rings open unex- 
pectedly, especially when leaves are crowded, or are turned in punches. Morden Swivel Rings 
are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 
direction as the strain exerted by the contents, they open by a sidewise push at right angles to 
this strain. In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 
sharp projections to mutilate sheets. 


THE PERFECT SCHOOL NOTE BOOK RING 

Used for student note books, stenographers’ note books, eyeletted covers, metre reader books, 
band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 
sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
in fact for any classified matter in loose leaf form. 

Loose leaf sheets need not be held in expensive binders. Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted through 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 

Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT 

















Blotter Bath and the Eureka Sanitary Copy- 
ing Cloth produce clear, neat letter press cop- 
ies of any document written by hand or type- 
writer, with copying ink. The construction of 
the bath provides for uniform moistening of 
the cloths and eliminates mustiness or mildew. 
Clothsarenon-raveling and chemicallytreated 
by a patent process insuring clean-cut copies. 
MORE EUREKA BATHS IN USE 
ae 4 THAN ALL OTHERS COMBINED 
Sas Se Sold Exclusively Through Dealers. Write for the Eureka Booklet. 


The EUREKA BLOTTER BATH COMPANY, 3732-34-36 South Wallace St., CHICAGO, U.S. A. 





> ma 
13° oa 














WastePaper 
Baskets 


Letter Trays, Mail and 
Tape Baskets, Space 
Baskets, Build-up 


Special Baskets Made to Order 


PEERLESS WIRE GOODS COMPANY 
Write for Catalogue 20 East Jackson Blvd. CHICAGO 





YY YY Trays. 
PLA © DD Yas | 
WYTAAR AAA UNIFORM MESH AND FULL 
ONNERSESS, GAUGE WIRE 
: "athe Lathindlibad tential ” 


‘ 
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RUBBER ERASERS 


EDGE VIEW SHOWING 
INLAY OF INK ERASER 


WELDON 


ROBERTS RUBBER CO. 





NEWARK, WN. 





PINCH-ON 
CLIPS 


Made of Brass. Superior Finish 
Representing the Utmost in Quality. 


Packed 100 to 3 SIZES 
Carton—10 Car- -[S No. 0, No. 1 
tons to Box TRADE and No. 2 


MARK 


Let us send you a trial order on approval, with new 


low prices and service. 


TREIBER-CAHILL MFG. CO. 
818 PARK ST. SYRACUSE, N. Y., U.S. A. 











The Sealograph way 


Turn the switch—feed 
the envelopes—Sealo- 
graph automatically 
seals them at the rate 
of i50 per minute. 

Electrically driven — 
powerful, speedy, adapt- 
able and reliable, the 
Sealograph is a worthy 
assistant in the modern 


business office. 
Let us tell you more about it. 


THE SEALOGRAPH COMPANY 


737 West Jackson Boulevard, CHICAGO, ILLINOIS 



































53 Beekman Street NEW YORK, U.S.A 








Headquarters for Desk Calendars, 


We are the manufacturers of the celebrated “Handy” and 
“Sterling” Calendars—metal and cut glass Stands with 
Pads plain or indexed by months. 

LIST PRICES—WITH METAL STANDS: 


Complete Pads Stands 
No. 1 HANDY, Old Style. ........cecccceccees $1.20 $0.60 $0.60 
We. 1 BRAMIPe, EMpTOUGE 2... cccccccccccscccce 1.20 -60 690 
No, 2 TNs a eb besembog sr coes ves ensvelsae = | 4 
“ ” » BAMBMMMCICGW 2. cece cee ew eeeteee . 
ES ND STERLING, Nickeled ..............sse0% 1.40 xd 
STERLING D K CALE AR STERLING GIANT. Enameled.......... 2.00 1.20 ie 
ed DAILY MEMORANDUM, Enameled..... .60 30 B 
KIMPTON, HAUPT & CO. ap preeeeerivereripe tt 1.50 
WHOLESALE STATIONERS No 2 DT. 606 dende<cud<smnasnaeiiel je «- 8.00 2.06 a 
GLASS MANUFACTURERS EME bs chp ocnccoveiiasseddndepen 6.00 1.50 


Pads and Stands 


We deal in all other Desk Calendars, teo. 
Send us early order for your full requirements. 














durability. 





=! 


are scientifically made. 
cents on all classes of mail matter. 


National.......... 4ibs. MailandEzp...... 6 ibs. 

66s ceecas 4 Ibs. Commercial ...... 12 Ibs. 

Columbian ........ “<i eer. 4 Ibs. 

ES ss inpb-ctatequaied 1lb. Standard ......... 2 Ibs. 

OE i vacwwarte Se eee 4 lbs. 
Parcel Post Scaies 


Banks and husiness houses use “‘Pelouze” 
Scales because of their accuracy, reliability and 


ASK FOR A “PELOUZE” SCALE 
PELOUZE MANUFACTURING CO. 
232-242 E. OHIO ST. 
POQEEUAUOUCUGUQOQOGOUSEEUUUOUUSESUOOOOOGCOCOUAESUUOOUOEGUGOGUOECOOOUCESUOOOGEEEDOGEEEOOOOOCGEOOOOUEEOESOUOSEESEOOUORERSESOASOOSDOOOOODEDOOOOOOE 


COUEEUAAEGUOUCCQUOCCOUOUCOOUOUUEOUOUOGEEOOOCEOUOGECEOAOESOGOOEGEOUOECEOUOCEEOOOEEEROOEGEOGEGREOOEOEDOGOSOSO000 8008 CUEUOOEEDEOROUEDOOSUGOOOOSODOSRADRARORDOODD Ze 


“PELOUZE” POSTAL SCALES 


They show exact weight in ounces, also cost in 





CHICAGO 
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PEERLESS MEMO PAD 17 h 


TWO DIFFERENT SIZES FINISHES 

THREE DIFFERENT FINISHES Black 

Prices Range from $1.25 to $2.25 ‘ Ox. Copper ; 

Special Discounts to Dealers Solid Brass 

We Also Manufacture Automobile Accessories 

Write for Free Booklet 

AGENTS WANTED Steleix Metal Products Co. 

Big Commissions EDEN, N. Y. 


1 are made in three styles 
Stationery Racks 2:,22¢°i2.t% ss, #2! 
very well-known line. Stationers 
eet should have a stock of these 

— useful articles. 
They are good 
value for the 
money and keep 
moving. 





net 


Write for our 
price-list 


Knickerbocker Inkstand Co., Inc. 
230 FIFTH STREET LYNDHURST, N. J. 








SILK-Y-KOTE 


SILK-Y- FIBRE a 


Typewriter Ribbons give sharp, 
strong impressions 


Are you getting these results with 
your present lines? Let us submit 
samples and quote vrices on ribbons and carbons made by 
leading experts in the business. Experienced manufacturers 
and our location assure you of high quality and prompt 
service. 


Cooper Carbon Coated Paper Co. 


4606-8 Montrose Ave. Chicago, III. 






DEALERS WANTED 


in many cities 
No 


Rubber 


A 


typewriter 
cushion key to 
that is different Wear Out 


MASTER SPEED KEYS 


ARE STRONGER AND LAST LONGER—Write to ask WHY 
you can sell more MASTER KEYS than any other. 


SEND FOR SAMPLES 


SPEED KEY MANUFACTURING CO., Inc. 


30 Columbus Place Brooklyn, N. Y. 














LOOSE LEAF METALS 


For Everything in the Loose Leaf Line 
Ask About Our Special Assortment 


100 Metals $45.00 


You will be surprised. 
Send for Our 1922 Catalog 


HUGHES LOOSE LEAF METALS CO. 
544 W. Lake St. CHICAGO, ILL. 








“Steel-Strong Coin Bags 


WITH TIE TAPES 


These bags are made from the best 


quality drilling with double lock stitch. 


ALL DENOMINATIONS ARE 
PRINTED IN BOLD 
RED FIGURES 


User’s name imprinted in bright blue 


ink where so ordered—a pleasing 
contrast. 


Send for Price List and Samples 
SOLD BY LEADING STATIONERS 


The C. L. Downey Company 


941-943 Clark St Cincinnati, O. 











CARD LETTERING PENS \ 
tinction”. They have been adopted by several of the leading 


Dealers—Request a sample set and quo- 
tation. The most Reliable, Practical and 

Lettering Schools throughout this country and Europe dn pref- 
erence to brushes. Standard Sets of Four—%”, \”, %” and 


MakeYourOwn 
Show Cards 
WITH 
Simple Lettering equipment today. No 
knowledge of lettering necessary to produce 
%” retail 40c ea. $1.50 set, poctata. 
THE BRIDGEPORT PEN CO. 


COIT’S BALL BEARING SHOW ib 
signs and price tickets of “quality” and “dis- 
BRIDGEPORT, CONNECTICUT, U. S. A. 





Steel 
Sections 
75¢ each 


Makes more profit 
than desk trays. 
A quick seller. 


Saves time sorting and locating papers. Automatically routes for distribu- 
tion. Holds reference matter ready for instant action. Occupies less space 
than single wire basket, yet renders service of many trays. Convenient. 
Efficient. Thousands in use give entire satisfaction. 

Add sections as required. Olive green 75¢, oak or mahogany 90¢, Made 
of steel. Rubber feet. Write for free, interesting, illustrated folder “HOW 
TO GET GREATER DESK EFFICIENCY.” Ali dealer orders shipped 
immediately. 

Dealer display sample sent on approval. 


ROSS-GOULD CO., 279 N. 10th St., St. Louis 











rt 
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ae® Jaenecke-Ault Co. Sg, No. 75 
ee Newark - New Jersey ' DeLuxe- 
SS ee ee CCC ORSESE See S08 8 A-Lite 





“ALADDIN” 
LAMPS 


Are Now An 
Office Appliance Item 


Write for “Desk Lamp Sheet 
and Prices” 










Buy your MULTIGRAPH Inks 
from the Makers, save 


money and get quality Aladdin Mfg. Co 


Muncie, Ind. 





PERE SER RERESERM EEE REE Seeeeee ees 


SERURP EERE EE SE SEER EE TG 


Ss Of TINTA 15 POE DE BRONZE E ACCESSONIGED DE LICHTDRUCK £ DE 
PROTOGRAVURA, VERNIZES DE BRONZE EF ACCESIORIOS DELYTHOGRAP APHIA- 


SAS UOUETEOE OTERO ERP OTR POOR PER ERR ARADO R 












































CORONA brand typewriter ribbons 
and carbon papers have attained and 
held preeminence among such goods 
many years. 


Model 8 


Bristow 





They are non-drying and non-fading, 
of remarkable durability and capable 


Est. 1905 
of clean, sharp work from beginning to end. 


Distributor 
Corona ribbons do not fill the 
type. 

In unoccupied territory, ex- 
clusive sales rights may be ob- 
tained by responsible dealers 
and agents. 


CORONA SUPPLY COMPANY 
Rochester, N. Y., U. S. A. 


| A correspondence distributor with a capacity for the eo a 
age office. Eight compartments take care of most 

the number can be reduced and the capacity inerenaed, by 
removing partitions. This is a popular size for business not 
requiring the larger models, 

DEALERS—tThis device is in general use among business 
offices throughout the U. S., and accepted as the best. Made 
regularly in four sizes. You should have it in your store. 
Write for particulars, 





















STANLEY R. BRISTOW 
| 171 WASHINGTON ST. NEW. 





























Liquid Mtge 
Vegetable Glue, etc., ete. 
Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Pricesgive 
good profits, 
Consumers, emancipate youssdives from the use of 
corrosive and ty my Bey s and 


adhesives 
™ adopt the Higgins’ Inks and Adhesives, They 
be a revelation to you. 


Ww. tect the trad ref 
eat mats frome dnp mn 


CHAS. M. HIGGINS & CO., Grigor 208 easter 
Main Office and Factory, Brooklyn, N. ¥., U, S.A, New York-Chieage-Lenden 





For printing iatee, show cards, price tickets, etc. 





iy 
: paiement 
: 


SECIEICRENOACHEICHCHERERACHCHCC CII 


HANS H. HELLESOE ciicaco iutixots 























Cloth Money Bags Attention to. Trnewiinll Dealers 


| We are a new house with old typewriter 


show good profits and a | experience. We have on hand and will 
steady repeat business. carry a big stock of all make typewrit- 
Banks buy them in large ers, rough and re-built, and can fill any 
quantities. order small or large. 
Our machines worth more—cost less 
We make them for the trade 





Before you buy, get our price list M-1 


Morse Office Equipment Co. 


Offices and Sho 94 Washington St., Bosten, Mass. 
Faster and Warehouse 110 Broad St., Boston, Mass. 


Continental Bank-Supply Co. 


(Formerly of St. Louis) 





Mexico, Mo. 
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FILING FOLDERS 





MARK 
FOR ALL SYSTEMS 


Kay Folders are made from a long fibre 
Sulphite stock that will stand the hardest 
wear without getting dog-eared or break- 
ing down. 


THE KAY COMPANY 


HIGH STREET and BOYDEN PLACE 
NEWARK NEW JERSEY 








IDEAL 
KANT 


SMEAR 
STAMP PAD 


It’s all in the ink—Kant Smear Ink 
will not smear or offset. 
Kant Smear Ink will not injure rub- 
ber stamps. 
Kant Smear Inked Pads will not dry 
on your shelves. 
TWO SIZES ALL COLORS POPULAR PRICES 
Write us for further information 


IDEAL STAMP PAD COMPANY 


441 Sixth Ave. Pittsburgh, Pea. 























SIGHTLY .STURD 
SECURE 


The neat appearance of “TipTop” Fast- 
eners recommend them to users at first 
glance. The extra good quality of brass 
used provides strength at the bend and a 
sharp piercing point; they can be used 
many times over. The improved construc- 
tion of “TipTops’” protects even the most 
sensitive finger tips from injury*by the 
point. “TipTops’” have a —™ grip on 
papers; they cannot slip off or 

release part of contents. 


DEALERS—It will not be long be- I 
Seereerine teres ore te 
3 SIZES and build up this end of your business? Q 
Packed 100to $$ Wite for price-list and samples. 
the box Note: All Leading Jobbers Sell“Tip Tops” RA0t 2 gn 


THE TIP TOP MFG. CO., Inc. 


SYRACUSE, NEW YORK 


“T A P PAPER F ASTENERS 





BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
uires no expensive per- 
orated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as @ 
full case of cards. 


When a card is with- 
drawn the others are 
not only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 


Improved Boehner Binder Co. 
142-144 Fox Street Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravers. 














THE TRINER 


POST OFFICE SCALE 
THAT SYMBOLIZES SPEED 


Dial and Platform conveniently 
in front of operator. Indicator 











does not oscillate. 


96,000 Triner All- 





NUMBERS 
LETTERS 
LIBERTY COLORS 
SILVER MARKING 
TACKS TACKS 






Steel Parcel Post 
Scales used by the 


Government. 


Write for Booklet No. 8 


Triner Sales Co. 


53 W. Jackson Blvd. 
CHICAGO, ILL. 





Solidhed “Eyelet Pliers 


A COMBINATION PUNCH 
AND EYELET SET 


Solidhed “Eyelets 


SOLIDHED TACK CoO. 
S37 Murray St.,N. ¥ 














New Martinsville Line 


Stationers often consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. But NEW 
MARTINSVILLE __ glassware 
ts “comes across” and it is prof- 

itable. Expert workmanship, 
superior raw materials and methods, attention to 
details produce attractive sales compelling ar- 
ticles. NEW MARTINSVILLE dealers show re- 
sults that substantiate our claims. Write us—we 
will explain how glassware may be made profit- 
able to you. 


NEW MARTINSVILLE GLASS MFG. COMPANY 


NEW MARTINSVILLE, W. VA. 



































— EXTRA DOLLARS 


are added to the profits of the dealer who 
handles HEYER’S REFILLING COM- 
POSITION for use in filling hektograph pans 
and gelatine duplicators of ail makes. 

The Heyer Duplicator Company manufac- 
tures Hektographs, Gelatine Duplicators, 
Film Duplicators, and supplies. We 
also furnish the trade with Hekto- gua 


graph carbon paper and Hektograph 
typewriter ribbons at lowest prices. 


Write for literature. Domestic and \ 
foreign inquiries given prompt attention. Vamos i 
The Heyer Duplicator Co. 5% i ~ 


160 N. Wells St., CHICAGO, ILL. 





Eunice ) 
HEKTOGRAPH, , 
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“Phone” Without Being Overheard © 






The wonderful sanitary 


Whispering Mouthpiece 


enables you to talk freely with- 
out being overheard—Hold se- 
cret conversation—every ad- 


vantage of a booth telephone. 
A scientific marvel and positive 
comfort in 






telephoning. Sold Counter Display — 
on 30-day, money-back guarantee. This 
little specialty literally sells itself, from 
our attractive counter display. 

Send for circular or order from your jobber. 


THE COLYTT LABORATORIES, Mfrs. 
Dept. H 565 W. Washington St., Chicago 














CLEANS THE ENTIRE MACHINE. Best Breshon the Market. Is equaly as 
equipment 


useful in cleaning all office such as 


ing Machine ing Machines Stamps 
Addressing Machines Envelope Sealer les 
: . = 
Coleulating Machines lakwelle Small porte ta Furcivae 
Check Protectors Letter Openers Stationery 


Made of Black China Bristles. Retails 35c. Big Profit te You. 


ARTHUR W. HAHN, Wire -Peidicg pases 196-28! Lataretne Street 








proven 
product 


Dealers 
are 
making 
good 
money 


- 


(EY Sey Ren] 


Write for . 


particulars 


CANT-SLIP CO., 





Rochester, N. Y. 








ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples. 


L. H. BIGLOW & COMPANY, Ine. 
24 BEAVER STREET NEW YORK 











Tl , Sell More Waste Baskets 


to more customers. That creates 
more satisfaction than to sell fre- 
quently to a few, who must re- 
place frail baskets that de not last. 


Daisy Baskets 


are sturdy, of sufficient capacity 

’ and last long. Made of coppered 
wire with a solid bottom. This 
construction assures strength and 
prevents fine trash from falling 
to the floor. 


















































Write for particulars. 


The Massillon Wire Basket Company 
Massillon, Ohio 








Ce fom, eciehe 
INDEX with us, that will give 
TAB 


your filing supplies de- 
partment a big advan- 
tage. This adjustable file guide tab made of 
pyralin and steel has a convex reading surface 
on which the label can be adjusted to a position 
exactly at right angle with the line of vision. Can- 


not injure fingers—indestructible, efficient. Write 
for sample and descriptive matter. 


Ulrich Planfiling Equipment 


Jamestown, 
eg New York 








‘ 1129 University Ave., Rochester, N. Y. 


Protectograph Check Writer a 


(TRADEMARK REGISTERED) 


EXACTLY NINETY FIVE DOLLARS NO CENTS 
(Denominations in Black; Amounts in Red) 


The world’s standard of protection— 
in every country,in almost every 
language and monetary system. 


PROTOD-Greenbac, 
the world’s first forg- 
ery-proof checks. 
Insured. 


Todd Protectograph Co., Inc. 


(ESTABLISHED 1899) 
World’s Largest Makers of Check-Protecting Devices and Forgery-Proof Checks 
















What is Lost Time ' 
Worth to You? 


‘Swweea Think what it has cost you! 
seocred Why pay for it? Why not use 


sc; THE AUTOMATIC 
w- TIME STAMP — 


Then every working minute on jobs can 
be accurately recorded, wasteful meth- 
ods discovered, better ways 

waste time eliminated, and your profits 
thereby increased, 


Forty years’ genuine, helpful 
Write for folder and list of Seore-aitaye 


The Automatic Time Stamp Co. 
159 Congress St., Boston, Mass. 






durable 


Has tam 


-proof lock 
base and shock-proof 








ae ee 


7 action 
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MIDGET PENCIL SHARPENER 


Patent Applied for. Made in U. 8S. A. 

7a Superior to any imported article. One 
dozen with display card mailed on re- 
ceipt of 70 cents in stamps. Jobbers 
wanted. Manufactured by 


COLLINS INK ERADICATOR CO. 


1404 Willow Ave. HOBOKEN, N. J. 


BRASS 


PAPER FASTENERS 


COUNTING HOUSE BRAND 
ROUND AND FLAT HEADS 


SIZES | to 9 
PACKED IN PAPER BOXES 
OF 100 EACH ALSO IN BULK 


LIBERAL TRADE DISCOUNT 
THOMAS STATY. MFG. CO. 


SPRINGFIELD, OHIO, U.S.A. 

















The Standard Line | 


Watermanis(deiFountainPen 


Self-Filling, Safety and Regular Types 


L. E. Waterman Company, 191 Broadway, New York 
Boston Chicago San Francisco Montreal 


fl ENIFE NEW PEN KNIFE 


Sharp as a razor and Flat as a 
Key. Polished Nickel Finish. An 
attractive ladies’ knife as well 
as a pen knife. Sample with 
one extra blade, 50c. 


Trial dozen $4.00—Write for prices. 


GITS COMPANY 


5512 Potomac Ave, Chicago, Il. 














READY FOR DELIVERY 
The “Ren Tim 1eoes Machine 
- 


adda and Cuba, and the principal cities 
of the U. 


THE TIMES-INTO CO. 


Sole Agents North America 


General Offices, 5 N. Wabash Ave., Chicago 


























“Stayon” Rubber Platen Twirler 
For All Typewriters 


A new invention with a double flange Guaran- 


KEYSTONE CARBONS 
tee | not to come off knob. A big seller and big 
: 


AMITY RIBBONS é 
} profits. Buy the Nielson cushion foot shock ab- 
KEYSTONE CARBON PAPER MFG, co. <5 ’ 4 sorber ; typewriter felts; and Rubber Key Caps 
R. A. BECK, GENERAL SALES AGENT ; Nielson Supply Company 


Either Agency or Price Protection Proposition 























220 South Wabash — CHICAGO 810 FIRST NATIONAL BANK BLDG., CHICAGO 
New York New Orleans ~ Los Angeles bi | 
| 
BANKERS b bett judges of pens than oth 
coiibinibne users. “ “ther ys “aes pesaineently | Gold Pens for Fountain Pens 
solicited—for obvious reasons. Therefore, the fact that 


Repairs on Gold Pens and Fountain 


SHIRLEY PENS < Pens Attended to Promptly. 
are used by over 40% of the Banks of the Country is a = 


convincing appreciation of our guaranty that they will out- EXPORT TRADE SOLICITED | 


wear any two pens made by any other Factory. 


w h. ti 1 tuniti i i dat i- 
tory for ambitious salesmen Samples on request. Acme Gold Pen Co., 17-27 Vandewater St., New York | 
NATIONAL SUPPLY CO. Distributors Indianapolis, Ind. Manefactarers of Fine Gold Pens Established 1884 








Real Eye Protection 


Working under adverse lighting conditions subjects the 
eyes to a strain that results in headaches, weak eyesight 
and sometimes more serious injury. The Feather- 
weight Ey eshade is constructed to protect the wearer’s 
eyes from oyins artificial or natural lights or brilliant 

ions. Durable, pygieale, adjustable, lightweight. 
Where it touches the forehead, the celluloid {s ess 
Jy <9 j ¥ aa round surface—no bin 

to break out. 
i, TY ourt inquiry will receive prompt attention. 


The Featherwe.gat Eyeshade Co., Merchantsville, N. J 


EXCELLO DESKS 


Made to Excell i 


High grade desks at medium prices. 
Catalog and price list upon request. 


EXCELLO PRODUCTS CORPORATION 
4820 W. 16th Street, Cicero, Illinois 


(30 minutes from downtown Chicago) 








GAR % a's 


¢. 
TERS C3iN Addressing Machines, Multigraphs, Dupli- 
TER Sy canenes Letter ee gg cee gee 
Mailometers, ec riters, ictating 
" ALL MAKES ON HAND Machines, Multicolor Presses—at about 
REBUILTS ARE THE BEST half the manufacturer’s price. PRUITT 























Seno ror — art coe LIST & OBALERS HIECOUNTS COMPANY, 170-H North Wells St., Chicago. 


FIEADQUARTERS “Ae SREBUILTS-REPAIRS- TYPE PYRE AND PARTS 


AN iOS CERTIFIED—GUARANTEED 


llr RUBBER BANDS 


Pare in Fact — Not in Name Only 
Clear, Pure Rubber Is V: t in Weight 
are Mere Bands in a Peand — i Men i. Sante 
1 to 10,000 Pounds—All Standard oo" 
VULCO RUBBER FABRICS CO. 
Dept. O, 63 E. Sth Street NEW YORK CITY 


ee 






















Send for Sample and Prices 
The HANDIPAD, Bi-Plex 
7 Memo Books, Score-Pads, Bill- 
4 Wads and Leather Specialties 
: Write for Complete Price List 


WEINMAN BROS. 12 E. Ninth St.. CHICAGO 
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How About Your New York Territory? 


Are you well represented in the Metropolitan District? 


Are you getting the sales you know you should? I can give 

you a service backed by twenty years’ successful work in 

this field provided you have a high grade Office Appliance 

at — and preferably an Adding or Calculating Machine. 
Jrite me 


JOHN P. HOGAN 
717 TRIBUNE BLDG. NEW YORK, N.Y- 














On s 9 
doe ELECTRIC TURN TABLES 


Display «© SELL MORE GOODS! 
Electric Cost - about 3 cents a day - Capacity over 150 Ibs 
Five Year iron Clad Guarantee -- Special Price by Mail .. 


l= 22"_ ELECTRIC WINDOW SALESMAN CO. S22 








SIMONSON 


Patented Metal Metal Tip Guides ass 
For Vertical 3 a 








R. A. SIMONSON & CO. 
122 S. Michigan Ave. CHICAGO 








WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, multigraphs’ 
dic taphones, checkwriters, duplicating machines, mail-om-eters, time 
clocks, safes and steel lockers, new and second-hand office furniture, and 
all office devices. 

We are the largest dealers of the kind east of the Rocky Mountains 
and will save you hz ulf on your office needs. Everything first-class; noth- 
ing cheap but the price. Write Today and Save Money. 


Chicago Safe & Merchandise Co. Zsit420" “TiiNois 








ranch Man 


hWdp) 


Write ors 











Announcing the Second Los Angeles 


BUSINESS SHOW 


to be held in March, 1923. An unrivalled oppor- 
tunity for reaching the enterprising executives 
of the country’s most prosperous section. 
Business Exposition Company 
215 Fourteenth Street Oakland, California 














(TORS 


(HECK RT eaNTEED 


PERFECT MACHINES LOWEST PRICES 
——SPECIAL DISCOUNTS TO DEALERS—————— 
WRITE TO FLAVEN, MANHATTAN BLDG., CHICAGO 





ROUGH TYPEWRITERS - ALL STANDARD MAKES 


(REGAL REBUILT ROYALS) 
Write for new price List No. 39 


REGAL TYPEWRITER COMPANY, Inc. 


359 Broadway, New York City, U. S. A. 


MARCUS HARWITZ 
General Manager 


Cable address: 
“REGALTYPE”’, N .Y. 














ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. 

We make all size rolls, 

Write for prices’ giving detailed specifications. 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 





REG. U.S PAT. OFR 





SPEEDWAY Moistener 


bots. wren | pny 
Guaranteed fast seller. 


RIVET-O MFG. CO. 
P. ORANGE. MASS, 











Typewriter Ribbons and Carbon Paper 


For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 


Official and Empire Brands, or in plain boxes with ienprint Mf decleed 


SNELLING & SON M=fgcturers, Bush Terminal 
Exclusive Territory Rights Not Entertained 





This Typewriter Brush Sells Rapidly Because 


ft is made right and the price is ht. The bristles are non-breakable. The f 
taper end permits the brush to be fected in the smallest openings without { 
scratc! enamel. 


Retail Price per doz. $3.00 , 


Oo 


{ 
( 
MORTON'S Washable Bristle ( 
{ 
{ 








TYPEWRITER CLEANING BRUSH. 
Send 20c for sample postpatd and ask for dealer's terms. 


MORTON MANUFACTURING b CO, Loufsvilie, Kentucky ? 








PATENTS 


TRADEMARKS and COPYRIGHTS 
Difficult and rejected cases specially solicited. MP 
ing inducements made to secure business. 
active practice. Experienced, personal, conscientious Gievtos. 
Write for terms. Book free. 


Specialty—Typewriting and Adding Machines. Address 
E. G. SIGGERS Suite 36 N. U. Building, Washington, D. C. 





——oe 





GOLD PEN we Shapes and Styles 


Imprint Prompt 
Work a Repair 
Specialty Service 





All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St., New York 











EGGENS-HAMBLER COMPANY 


MANUFACTURERS OF 
FOUNTAIN PENS PENCILS 
STYLOGRAPHIC PENS 
180 BROADWAY NEW YORK 














PMN MOANA 


To us “M. B.” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much need Th 

especially applies to office furniture and all 
modern business appliances. 
in France, you should advertise in the right French medium. 
Now, this right medium is M. B. because it is the pro- 
gressive business publication “‘par excellence.” 
ter of fact, M. B. was the first to advocate highly efficient 
business methods in France and was the pioneer of modern 
office equipment in this country. So it is no wonder that 
it is read all over France, Belgium, Switzerland, Spain, 
Italy and Rumania, by the most progressive firms, that 
is by the firm that is likely to be interested in your goods. 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public 
you are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 


to send you a free copy of this interesting publication. 
ment will write ads that pull for you or translate your copy into 


ull A A 
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/}HOOSIER DESKS 


** Built True, Clear Thru’’ 


Thoroughness and a marked attention to de- 
tails are characteristic of the HOOSIER line. 
From the selection of lumber to the final in- 
spection every precaution is taken to make the 
product bearing the HOOSIER trade-mark a 
good value, moderate priced line that will find 
favor with American business men. The office 





“MI. B.” 











furniture dealer who supplies this equipment 
may be sure of its satisfactory performance. 


Just a casual inspection of any HOOSIER desk 
will impress you with its merits. Descriptions 
of the different grades printed in our catalog 
point out the value. Acopy awaits your inquiry. 


HOOSIER DESK Co. 


JASPER, INDIANA 






48 STYLES 5 GRADES 





too. [his 
To sell your goods 


As a mat- 


His depart- 


French just as you like. 


“MON BUREAU,” 52, rue des Saints-Péres, PARIS 7. FRANCE 


UNA UA i 001 00LUT A TTTTT 


1022. 





Tur 














TUTTE 
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A chair for every purpose 
Shown permanenily at 
Furniture Exchange Building 
Grand Rapids 
1414 South Wabash Avenue 
Chicago 
San Francisco Furniture Exchange 
San Francisco 
601 First Avenue, N. E. 
Minneapolis 
> 
Crocker Chair Company | 
Sheboygan, Wisconsin 6645-6CE. 
BRANCHES: CHICAGO NEW YORK MINNEAPOLIS OAKLAND 


gooooooooooccooocosoooGo00000000000393o3008038 


Meilink Safes ' 7 > 
Balk Thieves 


Cracksmen failed to open this Mei-- 
link-made business safe in an Indian- 
apolis automobile sales establishment. 
They tried everything they knew and 
finally gave it up. Again and again 
has the generous measure of theft- 
protection built into every Meilink 
safe protected the valuables entrusted 
to it. 














Meilink-made safes have the necessary 
structural strength to withstand the 
severest hi azards of fire and theft 
which every real safe must be pre- 
pared to meet. Meilink Safes can 
show a greater measure of fire and 
theft protection than can be obtained 
in any other line. 


Write for our dealer proposition. 
The Meilink Steel Safe Co. 
Toledo, Ohio, U. S. A. 
Fooooooooooooogooooooooooooooooooooo08so 
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Out of Sight, out of Mind 


The Rosco Glass Desk Pad keeps memoranda of important 
business details right in sight and where they cannot be 
brushed off the desk and lost. It is easily cleaned and 
protects the desk top from ink blots, spilled mucilage, 
dents, etc. A backing of heavy binder’s board and a prac- 
tically indestructible frame contain the plate glass and 
protect the edges from chipping or cracking. These fea- 
tures of safety, convenience, and cleanliness constitute a 
very real, definite service to the desk worker. Consid- 
‘ering the value, the cost is slight, and that is the rea- 
son for the immediate, almost universal adoption of 
these pads by the business world. 





The Ravenswood Pad serves the same pur- 
pose but is constructed on a slightly dif- 
ferent plan. It is popular with a large and 
growing class of users. 





DEALERS—Keep up your stocks of these useful 
specialties. Many sales go to the stationer who can 
Ravenswood deliver at once. Write for price-list. 


Ravenswood Office Specialties Co. 
1800-1802 Newport Ave. Chicago, U. S. A. 

















IMPRESSIONS 


BRITAIN’S BIGGEST LITTLE BUSINESS MAGAZINE 


THERE IS NO MAGAZINE IN THE WORLD JUST LIKE “IMPRESSIONS”. IT TREATS 
business as the most important thing in material life and shows in a fascinating manner how easy it 
is to get pleasure and living at the same time. There are no technical articles in ‘‘Impressions”’. 
The great subject of Business is handled in a way which provides inspiration for all, whatever their 
ession or trade or calling. ‘‘Impressions” stands for better business and better living in the 
ighest sense of the term. It is the monthly mentor of our biggest business men, and in its own 
circle, carries an influence more powerful than outsiders can understand. 


IT IS EDITED BY G. E. WHITEHOUSE, WHO, IN A REMARKABLY SHORT TIME, HAS 
earned for himself an international reputation for being the most interesting, yet fearless, writer on 
Business subjects. He writes a large part of the magazine each month; says what he thinks and 
thinks so nearly right that big men believe in him and applaud his views. 

**IMPRESSIONS” IS NOW PRINTED IN A HANDY SIZE OF 7” x 4” WHICH YOU CAN 
carry in your pocket and read it whenever you have the time. You may not agree with every- 
thing “Impressions” prints, but there is a certain fascination which even hard-headed business men 
have f to be irresistible. The subscription price for United States and Canada is One Dollar 
a year. The best way is to send a Currency Note. If after receiving the first number, you express 
the slightest dissatisfaction, the dollar bill will be returned to you. ‘‘Impressions” has almost as 
many subscribers in North America and in Canada as in Great Britian, and nobody has yet asked 
for the money back. 


G. E. WHITEHOUSE. 


NEWDIGATE, SURREY, ENGLAND 
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RUBBER STAMP ACCESSORIES 


Our line is too extensive to itemize or illustrate in this space, so we request 
all dealers who have not received our general descriptive catalogue, to send 
for one at once. 

Our position as distributors for many factories enables us to sell at factory 
prices and our large stock permits of prompt deliveries. 

Address all correspondence to the distributor in your district. 





East of Cleveland and New Orleans Cleveland, New Orieans and West 
R. A. Stewart & Co. | The Superior Type Company 
80 Duane Street 3940 Ravenswood Avenue 


NEW YORK, N. Y. CHICAGO, ILL. 




















Orpin Five Ply 700 


A GOOD DESK TO MAKE A GOOD CUSTOMER 


Probably your trade talks like most other people—they which closes the sale will be followed by an excellence of service 
want the best possible value for their money. Orpin quality which makes satisfied customers and brings repeat orders. 
means real value Show your customers Orpin desks and Let us tell you about Orpin Desks. Full particulars will be 
you wil} make profitable sales. The first favorable impression _mailed as soon as we hear from you. 


ORPIN DESK COMPANY, 121 Medford Street, Charlestown, Mass. 
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Have A Heart! 


Line Up With The 
ADAMS LINE! 


SSSSSSSSSSSSS 
The Ideal Book and Key Rings 


Canvas Covered Loose Leaf 
Binders 


Flexible Binders of Cloudene 
Pressboard 


Economical Ring Notebooks 
In-and-Out Clocks 

Telephone Registers 

Legal and Contract Binders 
Daily Desk Reminders 
Adams Perfection Blotter Pad 


SSSSSSSSSSSSS$ 
Hew to the Adams Line! 























Eastern Representative 


WM. H. BASSINGER 


Stationery 
Specialties 
377 Broadway 
New York, N. Y. 


Why offer 


your customers extravagant 


and flimsy 


office supplies when the Adams line is both economical and 


durable? 


Thrift. 


That student who needs so many 


A patriotic watchword of the present era is 


notebooks may be 


working his way through school,—or his father may have 


mortgaged the farm to educate him. 
surely you should sell to him wisely. 


wisely ; 


He needs to buy 


That business man who needs large quantities of 
loose-leaf supplies :—you know how hard he is struggling 


to keep his overhead from eating its head off. 


He needs 


to buy wisely, and you can get his everlasting good will by 


selling him the Adams line. 


Best of all—Have a Heart for your own percentage of 


profit. 


The Ideal Book and Key Ring 
These Rings will expand profits for 
you, and reduce expense for your cus- 
tomers, because they are not only the 
best and handiest binding and con- 
necting ring on the market, but also 
they are the most popular in price to 
the public and the most liberal in 
discount to the trade. 


Binders for Business Records 
Temporary binders, permanent bind- 
ers; durable canvas-covered binders, 
light and handy pressboard covers for 
stenographic notes; tall flexible U- 
shaped post binders; firm, inflexible 
screw post binders; binders for a com- 
plete system of commercial records, 
including an invaluable and _  indis- 
pensable loose-leaf specialty to fit any 
need and to serve any purpose. Above 
all, the Ideal binding rings. 


Binders for Students’ 


Binders and notebooks, and various 
clever devices for connecting any kind 
of papers, are included in the Adams 
line. These are needed in every school 
and college. Conveniences for taking 
lecture notes; for binding examination 
papers and themes; for classifying and 
preserving pamphlets, clippings, lab- 
oratory records, and all kinds of data, 
and keeping them available for use. 
Special legal and contract covers for 
law students. 


Uses 


aS T.ADAMS MFG. CO. 


6796 -98 South Chicago Ave., 
—, 


CHICA\ 


0. U.S.A. * 
Nese 


It is an open secret that the dealer makes a larger 


margin from the Adams line 
than from any similar mer- 
chandise in his stock. There 
is money in it for you! 

































Western Representative 


GUS ADAMS 


433 California 


NOT / 
Street 


INC. | 


San Francisco, Cal. 


(2007) 
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IBERSTOK echoes on the cash regis- 
ter. If you don’t carry a full line of 
these profit-pullers you are overlook- 
ing a good thing. 


In the Fiberstok family, you will find an 





















attractive list of little money-makers. 


Some that might have escaped your atten- 
tion are here illustrated:—Stamp Holder 
Files, Double Pocket Flat Wallets, Stop- 
Payment Check List, Bank Book Covers, 
Binding Straps and Label Holder Envelopes. 








Mail us your letterhead and we will 
send FREE SAMPLES of Fiberstok 










































































with our Catalog 5 and a special sell- 
ing plan for your territory. 




















National Fiberstok Envelope Co. 


429-447 Moyer St., PHILADELPHIA 
21 Park Row, New YorkK 
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“Just the Thing” // 


That’s what your customers will say when 
they see the MOSTEEL Waste Basket. It 
fills the bill for Office or Home. Graceful 
and attractive in appearance, yet sturdy 
enough to stand the hardest usage. Half the 
weight of the ordinary metal basket. Made 
of expanded metal—not wire—with rein- 
forcing ribs and solid steel bottom. 


A long-wearing, good looking, easy selling basket 
that will swell your waste basket sales and profits. 





Two sizes, 12 inches high and 14 inches high—a 
larger size nearly ready. Five handsome finishes— 
Olive Green, Mahogany, Ivory Enamel, Black and 
Copper Buffed. 

Write for prices and dealer discounts 


Choice Territory Open for 
Side Line Salesmen 


The Motors Sheet Steel Co. 


Beach City, Ohio 





PATENT PENDING 





She MOSTEEL 











~~ 
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The Adding Machine 
Began with | 
Burroughs 


November, 1022. 






bf fromene. SEWARD BURROUGHS invented the 
orginal adding machine more than a quarter 


of a century ago. 


Since then Burroughs has developed a diversified 
line of adding, bookkeeping, calculating and billing 
machines in many styles and sizes to give every 
business the right figuring equipment for every 
figuring job. 

Today Burroughs representatives in more than 
250 cities in the United States and Canada and the principal 
cities of the world are helping men in all sizes and kinds 
of business to find the easier, shorter and more economical 
way to handle their figuring. 


And today business continues to use more 
Burroughs Machines than of any other make—convincing 
evidence of Burroughs quality, accuracy and dependability. 


The principal offices of the Burroughs Adding Machine Company are 
listed below—other offices are located in the leading cities of the world. 
Main Offices and Factory: 
Second and Burroughs Aves., Detroit, Michigan 
London Office: Paris Office: 
76 Cannon St. 1 Rue des Italiens 
London, England Paris, France 


Office and Factory: 
700 MacDougall Ave. 
Windsor, Ont., Canada 
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Adding, Bookkeeping. ro Billing 
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The right machine 

for your figuring job 
For more than a quarter 

of a century the Burroughs 

Adding Machine 

has been studying 

operations in all sizes and 

kinds of Se ae 

ing for the , 

and more economi a 

to handle every figure j 

in business. 

In meeting the figuring 
requirements of business 
year after year Burroughs 
has developed a complete 
line of figuring machines 
in the following classes: 


Adding 


A wide variety of 
machines for use where the 
main job is adding—on 
the counter, on the desk, in 
the office, in the bank. 


Bookkeeping 
Burroughs manufactures 
machines for rena voc posting, 
statement writing, distri 
tion, stock record, rene 8 
and all other bank and 
commercial work. And 
Burroughs machines handle 
more than 75% of. the 
posting automatically. 


Calculating 

Burroughs Calculators 
meet every requirement of 
business for rapid-fire 
figuring and checking of in- 
voices, discounts, estimates 
—jobs that require a quick, 
accurate answer. 


Billing 

The Burroughs Moon- 
Hopkins Billing Machine is 
the only machine that will 
write a complete bill in a 
single operation, including 
typewritten itemization, 
automatic extension and 
total. 


The Burroughs Man 
Can Help 


Burroughs salesmen know 
figure operations; they 
have at their the 
results of twenty-five years 
study of commercial and 
bank figuring. 

Perhaps the Burroughs 
man in your city can help 
you with your figuring 
problem now. him 
today or write direct to the 
main offices listed here. 
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Adding, Bookkeeping, 
Calculating and Billing 
Machines in many 
styles and sizes to meet 
the varied figuring 
requirements of any 
business, large orsmall. 
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“MONG 


Slam! 


Bang! --another 
chip off that drawer 


What do those exclamations suggest to 
you, Mr. Dealer? 


They designate that ultimately this user 
will appeal to you for furniture and filing 
equipment which will outlast everything 
known—will not chip, warp, stick, splinter 
or break—is rodent, fire and element proof 
—is exceptionally strong and durable and 
is attractive in appearance. Steel furniture 
is the solution. Eventually it supplants 
wood. 

Visualize the host of steel furniture products in 
the CANTON LINE and the vast field it covers: 
vertical, horizontal, combination, bill, card index, 
check, letter, correspondence and hundreds of other 
files of all standard specifications; tables, desks; 
safes; bank, library and public institution equip- 


ment and all forms of office and filing equipment 
guaranteed and known to last a life time. 


“Metal Furniture and Filing Equipment in Steel,’’ 
a brochure, will give you complete information. 
Write for it. 





THE 


CANTON ART METAL CO. 
CANTON, OHIO 





November, 1922. 
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Nothing less than the best 


WOODSTOCK TYPEWRITER COMPANY 
35 N. Dearborn St. - - CHICAGO, U. S. A. 











W 





6he WOODSTOCK 











x 


OUR NEW CHICAGO HOME 
564-572 W. Randolph Street 


because of its spaciousness and complete equipment will 
enable us to raise the high standard of our efficient service 
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Each one of our nine service stations, located in various parts of the world, 
is a complete unit in itself—prepared to give you real service. We have estab- 
lished a special typewriter platen grinding machine in every station. These 
machines actually grind a new platen on the core originally sent us—no sub- 
stitutes. Hence the unnecessary expense and loss of time due to substitutions 
is eliminated. When you want real service—write or call for AMES. 


SERVICE STATIONS 


507 Mission St., 1627 Champa Street, 1 A de Capuchinas 32 


San Francisco, Cal. Denver, Colorado Mexico, D. F 


Mexico 


60 O’Reilly Street, 135 Victoria Street, 65 Moorgate Street, 


Havana, Cuba Toronto, Canada London, E. C, 


England 


611 Fannin Street, 50 Lispenard Street, 305 George Street, 


Houston, Texas New York, N. Y 


Sydney, Australia 


A NEW STATION—511 Eleventh Street, N. W., Washington, D.C. J. E. RICHARDSON, Pro,. 


AMES SUPPLY COMPANY 


564-572 W. Randolph Street Chicago, Ill., U. S. A. 
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Taking the 31st out of 
the Shadow of the Pen 


DAY OF RECKONING—when the errors caused 

by the inaccuracies of pen-bookkeeping must 

be faced, and tediously corrected. Then, too, begin 

the worry and rush to close the books—a rush that 
frequently continues far into the next month. 


Where the bookkeeping is done on the Underwood, 
the 31st comes and goes without confusion or con- 
gestion. The trial balance is drawn off almost auto- 
matically. Thestatementsareready tomail promptly. 


Underwood accounting is standardized, automatic 
accounting. The books are kept in perpetual 
balance. The work is proven as it is done. The 
hindering ‘‘Shadow of the Pen’’ is lifted; the 
business is kept under perfect control. 


Executives will be interested in “Taking Industry Out of the 
Shadow of the Pen.”” A copy will be sent on request. Write to 


UNDERWOOD TYPEWRITER CO., INC., Underwood Building, N. Y. 


Branches in all principal cities 


UNDERWO 
Bookkeeping MACHINE 





ALL in an Underwood Bookkeeping 

Machine representative. Let him 

without obligation, give expert advice on 
any accounting problem. 
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